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Safety-Check Program Gets Under Way— 


Pictured at the Ambassador Hotel in Los Angeles, scene of the “Kick-off” luncheon 
for the 1960 National Vehicle Safety-Check program are, from left, M. R. Darlington 


jf, managing director, Auto Industries H 


ighway Safety Committee; H. Floyd Brown, 


president, Motor Car Dealers of Southern California; John Vivyan, stor of the CBS 


television series 
Morrison, president, 


“Mr. Lucky;” 
National Tire Dealer 


actress Jane Powell, 


“Miss Safety-Check—1960;" James 
s and Retreaders Assn., and James T. Bla- 


lock, president, Greater Los Angeles Chapter, National Safety Council. The luncheon 
was held in conjunction with the Seventh Annual. Western Safety Congress and Ex- 
hibits. The event is sponsored annually by the Greater Los Angeles Chapter, National 


Safety Council. 


Registrations 
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Hit 2 Million: 


Sales Pace Trails Only ’55 


yardstick, 1960 registrations are 
running on the 614-million course. 


This year, however, has seen 


By Robert M. Lienert 
Associate Editor 

oe ae registrations topped 

two million for the 1960 cal- 
endar year last Thursday (April 
28), according to Automotive News’ 
estimates based on reports from the 
field. Only in 1955 did the two-mil- 
lionth registration come earlier in 
the year. 

Projections based on “form” of 
past years indicate that the cur- 
rent pace is sending this year to 
an ultimate total of 6% million 
new-Car registrations. 

Several factors are at work in 
the 1960 market, however, which 
may render such a projection in- 


accurate. 
THue center about factory- 
inspiréd sales stimulators early 
in the year and the expected intro- 
duction of additional lines of com- 
pact cars and small cars later on. 
Over the past few years, rough- 
ly 32 percent of the year’s total 
registrations have been recorded 
in the first four months. By this 


Top Cars 


New-car registrations for two 
months, plus 21 states for Mdrch: 
1960 ’ 1959 
Pos. Make Pos. 

1—265,987 Chevrolet 244,125— 1 
2—245,385 Ford 231,172— 2 
8— 72,017. Plymouth 55,166— 5 
4— 65,636 Rambler - 5@510— 6 
5— 62,907 Pontiac 60,992— 4 
6— 57,729 Oldsmobile 63,827— 3 
I— 55,129, Dodge 20,679—L11 
8— 44,931 Buick 48,498— 7 
9— 28,692 Mercury 25,683— 9 
10— 26,741 Cadillac 27,011— 8 
11— 19,620 Studebaker '22,225—10 
12— 13,828 Chrysler 9,634—12 
138— ._ 5,634 DeSoto 7,278—13 
14— 4,989 Lincoln 5,670—14 
15— 3,229 Imperial 3,164—15 
16— 1,102 Comet 
96,208 Misc. 97,345 
. Total All Makes 
1,069,759 972,979 
Further details on Page 60. 


* * * 


more sales contests in the early 
months of the year than ever be- 
fore. Observers believe that these 
contests may have pumped up 
early-month registrations at the ex- 
pense of sales which otherwise 
would have come later in the spring 
or in the summer months. 
+ * * 


Or THE other hand, a spurt in 
Sales could well come late in 
the year, when Buick, Oldsmobile, 
Pontiac and Dodge introduce their 
new compact lines. 

These cars, it is believed, will 
help competitive compacts as well 

(Continued on nmadedtrcs 4, Col. 1) 


Newberg, Colbert 
To Share Top 
Chrysler Posts 


EW YORK.—Chrysler Corp. top 

management was shuffled at a 
meeting of the board .here last 
week, with L., L. (Tex) Colbert 
moving up to chairman: of the 
board and William C. Newberg 
taking over as president. 

Colbert, 54, who had been pres- 
ident sinee 1950, also will have 
the titles of chief executive offi- 
cer and chairman.of the Finance 
Committee. 

Newberg, 49, moves up from the 
position of executive vice-president. 
He has been designated chief oper- 
ating officer. 

All other officers were reelected 
with the exception of James C. 
Zeder, who retires -as- vice-presi- 


dent. 
a * * 





UMORS of the Colbert-Newberg 

change had been circulating in 
the auto industry for several 
months. 

A reference to the possible change 
in the April 11 issue of AvTomoTiIvE 
News was vigorously denied at the 
time. 

Reports of a change at Chrysler 
(Continued on Page 64, Col, 4) 





DETROIT, MAY 2, 1960 


By Maynard M, Gordon 
News Editor 

ITH the arrival of the critical 

two months of the new-car 
selling season, the record inventory 
burden is not yet a sérious prob- 
lem in the high-volume metropol- 
itan centers. 

However, a majority of rural 
dealers appears to be ‘topheavy 
with ’60 models becamse April 
sales have failed. to match the 
upturn in the big cities. 

These are the principal findings 
of a spot nationwide check by 
Automotive News correspondents 
last week. The survey_cqrroborated 
estimates that while. new-car sales 
overall have increased ‘substantially, 
domestic and imported inventories 
as of May 1 approached the 1,100,- 
000 and 105,000 marks, respectively. 

Ed * * 

HE rise in sales, most “dealers 

said, has not brought with it a 
strengthening of profit margins, A 
Midwestern dealer in touch with 
auto retailers in five states fore- 
cast a national net profit of less 
than 1 percent this year, compared 
with 1.4 percent in 1959. 

The reawakening of new-car in- 
terest among city dwellers and 
suburbanites has created shortages 
in certain models. The scarce items, 
depending on locale, include Com- 
ets, Valiant four-doors with auto- 
matic, medium and standard con- 





Entered as Second Class Matter 
at the Postoffice, Detroit, Mich. 


vertibles, «pauls Plymdiiths;}- 
Studebaker Hawks~and— 
V-8s with standard transmission. 
Small-towni dealers, squeezed by 
high inventories on one hand and 
sagging farm incomes on the 
other, were inclined to blame 
themselves for not giving their 
factories stop-orders, One dealer, 


Senators Advance 
Disclosure Bill 
With Revisions 


By William Ullman 
Washington Bureau Chief 
ASHINGTON.—The Senate 
Banking Subcommittee, headed 
by Senator Paul Douglas, Illinois 
Democrat, has made certain revi- 
sions in the full disclosure bill and 
has referred it to the full Banking 
Committee. 

The bill was approved on a 
party line vote, with Senators 
Douglas; J. William Fulbright, 
Arkansas Democrat, and William 
Proxmire, Wisconsin. Democrat, 
voting for the measure, and Sen- 
ators Homer E. Capehart, Indi- 
ana Republican; Prescott S. Bush, 
Connecticut Republican, and Wal- 
lace F. Bennett, Utah Republi- 
can, opposed. 

An interesting defection is Bush, 

(Continued on Page 64, Col, 1) 


In Chrysler Realignment 


_e ee) © 


GM Nets Peak 


Chrysler, $10. 


By Kenneth C. Kelley Jr. 
Staff Writer 

HREE auto manufacturers last 

week reported on -first-quarter 
profits and salés, but there was lit- 
tle similarity in the reports. 

General Motors reported that 
sales in the first quarter set an 
alltime record and that the profits 
of $324 million were the best for 
any first quarter in history. GM 
made more money in the r 
than it did in. the iike period of 
= > $1 bill year’s ings 
$1 on. ¢ 
“tieriea, r Corp. reported first- 


a fil e 
qua. "4 Cd s ran 34 percent ahead 


~ 


W. C. NEWBERG 


$324 Million; 
9; S-P, $2.8 


of the 1959 pace but the profit total 
of $10.9 million was one-third below 
that shown for the first quarter of 
last year. 

Studebaker-Packard Corp. show- 
ed a decline both in sales and earn- 
ings, S-P’s million below the figure 
almost $25 million below the figure 
for the like period of last year while 
the profit figure total fell from $7.8 
million last year to $2.8 million this 
year. 

Chrysler 
[pRTROlr.—Carysier Corp. dol- 
lar sales for the first three 


months of 1960 were $926 million, 
(Continued on Page 63, Col, 1) 





TRUCK SECTION 
Starts on Page 30 


$9 Per Year, 35c Per Copy 


dling a hot-moving standard 
domestic and a French import in 
an Ohio village, was emphatic on 
this score: 

“Dealers should collectively tell 
the factories to shut down now— 
or the cleanup this year will be the 
worst ever and we'll all go broke. 
The finance companies are behind 
this record stockpile because they’re 
making so much on floor-plan 
charges. A 45-day supply is too 
much for most dealers; 60 days is 
outrageous.” 

* a * 

N GEORGIA, General Motors and 

American Motors dealers ac- 
cused their factories of overpro- 
ducing. Spring sales: in Georgia 
have failed to meet expectations, 
but one dealer said overordering 

(Continued on Page 65, Col, 3) 


Strikes Cripple 


Car Production 


Week Yields 137,986 
For 4.9 Pct. Decline 


By Martin L. Whitmyer 
Staff Writer 

H™ hard by strikes among key 

suppliers, car assembly opera- 
tions were halted last week at 
two compact plants and Cadillac. 
Industry-wide output, ag a result, 
declined to an estimated 137,986 
units. . 

Shortages of supplies curtail- 
ed output at Cadillac on Monday; 
Falcon at Lorain, O., and Kansas 
City on Wednesday, and Comet 
at Lorain.on Wednesday, Inven- 
tory adjustments at the Buick- 
Oldsmobile-Pontiac field plants 
also cut overall output, 

The month-end dip held April 
output to 583,932 assemblies, com-- 
pared with 653,402 cars turned out 
in March, 

Last week’s 137,986 assemblies 
was the second lowest level reach- 
ed by the industry this year. It was 
a 4.9 percent decline from the 145.- 
054 cars turned out a week earlier, 
but was 16.8 percent above the 
week ended. May 2 a year ago, 
when 118,188 cars rolled from 
United States assembly lines. 

On the brighter side, both Ram- 
bler and Thunderbird scheduled 
alltime highs for weekly assem- 
blies, and Rambler ran its April. 
output to a near-record total of 
46,910 units, Its high of 46,953 as- 
semblies was set in March, 

Rambler’s output of an estimated 
11,500 cars last week topped its 
former: high of 11,342 .units built 
duririg the week ended April 9, and 
Thunderbird’s 2,250 assemblies last 
week topped its previous high of 
2,223 cars a week earlier: 

* * * 


Ts work stoppages at Ford 
were big factors in dropping 
compact-car output last week, The 
six compacts built 41,926 assem- 
blies. the week before last (28.9 
percent of total industry output), 
against 37,766 assemblies last week 
(274 percent); 

Falcon .was forced to halt as- 
sembly operations at both Lor- 
ain and Kansas City on Wednes- 
day due to a strike at Ford 
Motor Co,’s steering gear plant 
at Indianapolis. The dispute was 
settled Thursday and the Kansas 

(Continued on Page 65; Col, 3) 
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Dealers Invoke Ad-Fraud Law... 


Mass. Blows Whistle on Deception 


AUTOMOTIVE NEWS, MAY 2, 1960 

















By John K. Teahen Jr. 
Associate Editor 
A§ PART of its campaign against 
unethical advertising, the Mas- 
sachusetts State Automobile Deal- 
ers Assn. is blowing the whistle on 
retailers who use deceptive ads. 


The association is referring 
such ads to the Massachusetts 
attorney general for action under 
the state’s Bait and Fraud Ad- 
vertising Law. The maximum 


11 Are Reassigned 
In Key Sales Posts 
For Chevrolet 


DETROIT.—Eleven key sales de- 
partment appointments at Chevro- 
let, including three new zone man- 
agers and a special assignment for 
one executive, were announced by 
General Sales Manager K. E. Sta- 
ley. 

The changes are: 

H. A. Lambert, from Detroit city 
manager to zone manager, Port- 
land, Me., succeeding C. W, Swett, 
who is retiring. 

W. C. Clark, from zone manager, 
Harrisburg, Pa., to zone manager, 
Cincinnati. 

Ross Fraser, from zone manager, 
Cincinnati, to special assignment 
in national parts and accessories 
office, Detroit. 

A. D. MeNichol jr., from city 
manager, Philadelphia, to zone 
manager, Harrisburg. 

Other promotions are: 

A. R. Kilgore, from assistant 
zone manager, Baltimore, to city 
manager, Philadelphia. 

N. K. Akers, assistant zone man- 
ager, Detroit, to Detroit city man- 
ager. 

J. P. Love jr., from manager of 
internal operations, national dealer 
organization department, to assist- 
ant zone manager, Detroit. 

P. H. Hardwick, from assistant 
manager of national dealer organi- 
zation department to manager in- 
ternal operations of the same de- 
partment. 

C. A, Wilson, in charge of dealer 
planning committee operations, to 
assistant manager in the dealer 
organization department; J. F. 
Howie, office manager, sales ad- 
ministrative department, replacing 
Wilson; J. P. Pike, organization 
manager of the Rocky Mountain 
region at Denver, to assistant na- 
tional sales promotion manager at 
Detroit, replacing Fred M. War- 
ner. Warner is transferring to the 
General Motors Air Transport 
group. 


Chevrolet Splits 


Areas of Service 


DETROIT.—Creation of two new 
departments to replace the former 
national service and mechanical 
department and separate into dif- 
ferent spheres the operating and 
technical problems of automobile 
maintenance was announced last 
week by Chevrolet. 

R. L. Siegrist was named director 
of service operations and J. C. Pur- 
cell was appointed director, service- 





R. L, Stegrist 4d, ©. Purcell 
technical, to work with product en- 
gineering matters associated with 
service. 

Siegrist and Purcell will have dis- 
tinct field staffs, but both depart- 
ments will report to the same exec- 
utive in the sales department. 
Siegrist’s department will handle 
such procedures as dealer service 
problems, owner warranty claims 
and customer contact. Purcell’s de- 
partment will have liaison with 
company engineers, produce tech- 
nical manuals and attend product 
planning sessions, 


penalty under the statute is a 
$500 fine and a year in jail. 

“We don’t like to play cops and 
robbers,” said William A. Plun- 
kett, MSADA executive vice-presi- 
dent, “but if this is the only alter- 
native, we will continue to employ 
soil « * * 

E conference with the attor- 

ney general followed passage 
by MSADA directors of a stern 
resolution which, if it were adopted 
by the industry, would eliminate 
practically all dealer advertising, 
both good and bad. 

The resolution requests manu- 
facturers to forbid any mention 
of price or terms in dealer ad- 
vertising, to forbid dealers to ad- 
vertise new cars in newspaper 
classified sections and to insist 
that dealer ads be approved by 
the factory before insertion. 

Most observers contend that the 
factories do not have—and would 
not want—that much contro] over 
dealer advertising, 

In support of the resolution, 
Plunkett wrote William H,. Mit- 
chell jr., chairman of the National 
Automobile Dealers Assn.’s Adver- 
tising Ethics Committee, that 
many new-car dealers will-soon be 
forced out of business unless 
fraudulent price-and-term adver- 
tising is halted. 

* * * 


new cars and 5,000 stamps with 
used units. 
















i NEW YORK, Rose Chevrolet 
advertised Corvairs for $1,750 
and Impala hardtops for $2,194. 
The “April Special” at Ted Ewald 
Chevrolet, Grosse Pointe, Mich., 
was a Bel Air two-door hardtop at 
$2,049, plus state sales tax, 

Richmond Motor Co., Rich- 
mond, Va., showed Ford pros- 
pects how much a larger down- 
payment would save them in 
monthly payments, 

The dealership listed a Fairlane 
two-door sedan ($1,995» at $98 
down and $60.69 per month, With 
one-third down, Richmond said, 
the monthly bite was only $42.47. 

* +” * 


Sx Dodge dealers in the St. 
Louis area combined to place 
a@ used-car ad that probably was 
intended to develop conquest sales 
of ’60 Dodges. 

The full-page ad listed nearly a 
hundred used units and urged: 
“Take your pick of the clean, like- 
new cars that have been traded in 
on Dodge. And notice how many 
are Ford or General Motors makes. 
Everyone’s joining the swing to 
Dodge.” 

Falcon two-doors were $1,671.80 
and Fairlane two-doors were 
$1,861.76 at Louisville Motors, 
Louisville. On the next page of 



















Outdoor Show in Huntington, W. Va.— 


An estimated 4,000 to 5,000 persons visited the first outdoor auto show staged by 
the Huntington (W. Va.) Automobile Dealers Assn. Dutch Miller, association secretary, 
termed the show “a tremendous success,"’ adding that a similar show probably would 
be held next year. The lot was donated by Sears Roebuck & Co., saving dealers the 
cost of an indoor showplace. More than 100 cars were on display and ‘‘many pros- 
pects were lined up,” Miller said. 


Mid-Month Sales Upswing 
Reported by Factories 


gain of 32 percent over the 11,483 
sold in the comparable period of 
last year, Abernethy said. 





DETROIT.—A mid-month sales 
record was noted by one maker, 
and substantial increases were 






to cleaning up advertising. 


need is NOW, and manufacturers 
have the answer to the problems 
brought about by bait and fraud 
advertising.” 


folk, Va. 


gives the best deal, the best terms 
and the lowest possible financing, 
plus the finest and most efficient 
service in all Tidewater.” 


offered 10 free vacations for two 





claimed by others reporting last 
week on selling activity in the sec- 
ond 10 days of April. 

The record was reported by 
Roy Abernethy, American Motors 
Corp. automotive distribution 
and marketing vice-president. He 
said sales in the second 10 days 
of April were the highest of any 
mid-month period in the com- 
pany’s history. 

Dodge said its car sales increas- 
ed 171 percent over the like period 
a@ year ago. 

Studebaker announced it sold 
3,518 units in the period, an in- 
crease of 32 percent over the first 
10 days of April. 

Lincoln-Mercury reported that 
the popularity of the newest com- 
pact, the Comet, continues to soar. 

Oldsmobile and Pontiac reports 
covered the first two selling per- 
iods in April, and both noted in- 
creased activity. 

The reports follow: 

- * ” 


Dodge 

Sales of Dodge cars in the sec- 
ond 10 days of April increased 171 
percent over the like period a year 
ago, said M. C. Patterson, Dodge 
general manager. 

He reported that 13,207 Dodge 
and Dodge Dart cars were sold 
April 11-20, compared with 4,876 
during the second 10 days of April, 
1959. 






the same paper, Perkins (Chrys- 
ler-Imperial - Plymouth - Valiant) 
offered a Valiant V-100 four-door 
sedan with heater at $1,847 and 
a Plymouth two-door sedan with 
heater at $1,888.39. 

In New York, John A, Dursi 
(Chrysler-Imperial-Plymouth-V a 1- 
iant) headlined: “Goodby, Interna- 
tional Automobile Show.” 

The ad continued, “It was nice 
having you. Fun looking at what 
the rest of the world thinks an 
automobile should be. Now, after 
looking at those $25,000 cars, buy- 
ing a Valiant for $1,875 doesn’t 
sound so bad, and we can sell them 
at that price all day long.” 


“AM ANUFACTURERS must know 
this, and they should be 
greatly concerned about the num- 
ber of dealers on the brink of fi- 
nancial ruin,” Plunkett wrote. 
“Manufacturers should also be 
aware that the flim-flam artist 
who offers to sell at ‘dealer cost’ 
labels the product as distress 
merchandise—this despite the 
factory ads extolling the quality 
of the vehicle, Where is the con- 
sistency in this?” 
Plunkett continued, “We feel our 
resolution offers the best short-cut 

















“Dealers can wait no longer, The 






















. All Plymouth Dealers 
LSEWHERE in dealer advertis- May Get Valiant 


ing, price and terms continue 
to dominate the picture, but there} _ DETROIT. — Chrysler Corp. 
is an occasional oasis ne the eeer- ee ee Ea ‘tas 
vi or- ie 
entation by Cavalier Ford, r Seah” Gelites whe do mat 
have them, it was reported last 
week, 

The company said Valiant 
signups are proceeding at a fast- 
er rate and there now are 2,700 
Plymouth-V aliant dealerships, 
compared to 2,125 as of April 1 
and only 1,028 on Jan, 1. Several 
Plymouth dealerships, unable to 
get Valiant franchises, had sur- 
rendered their Chrysler Corp. 
franchises in recent weeks. 












“People who know buy from 
Cavalier Ford,” the full-page ad 
declared. “Shoppers know that in 
its own conservative way, Cavalier 












Ten Cincinnati Rambler dealers 







He said sales by Dodge dealers 
since model introduction total 166,- 
320 cars, an increase of 132 percent 
over sales of 71,685 in the like per- 
iod last year. 

- a * 


Pontiac 


During the first 20 days of April, 
Pontiac retail sales totalled 27,927 
units, representing a 10.3 percent 
increase over the same period last 
year, when 25,307 carg were sold, 
S. E. Kundsen, general manager, 
announced last week. 


persons to showroom visitors, and 
Davis Motors (Dodge-Lark-Simca) 
gave 10,000 trading stamps with 















Business Barometer 


Automotive News Economic index — 


100.3 Percent of Last Week 
101.0 Percent of Like Week Last Year 
Percent of 


Percent of Like Week 
Last Week Last Year 


























Auto Production eeeee sees 145,054 107.0 108.1 Sales for the second 10-day per- 
Truck Production ............ ee 25,916 101.3 96.0 iod totalled 14,920 units, making it 
Auto Registrations—yYear to date.. 1,069,759 cove 109.9 the hi g hest for any mid-month 
Truck Registrations—yYear to date. 144,568 meas 102.0 since September, 1955, Knudsen 
Steel Production—tTons ......... 2,238,000 100.6 84.6 said. 
Lumber Production—Board feet... 258,425,000 99.4 101.1 + * * 
Pa rd Production—tTons.... 291,076 89.6 95.6 Oldsmobile 
s Coal Output—tons ........ 8,780,000 105.6 107.7 
Oil Refinery Output—Borrels ..... 49,877,000 97.8 102.5 waste tases te ae 
Barometer Freight Car Loadings 368,413 102.1 93.9 two selling periods in April than 
Department Store Sales Index .. 156 102.0 118.2 were delivered in the same period 
Stock Market Price Index....... 396.6 98.0 93.3 in March, J. F. Wolfram. Oldsmo- 
ga geste gmA Spending $75,542,040,000 wnt 100.0 bile general manager, reported. 
Commercial and Industrial Loans $30,974,000,000 100.3 wheal am ae of new See or 
e first 20 days of April totall 
Savings Deposits ................ $30,421,000,000 99.9 100.5 22,295, compared with 18,207 in the 
Used-Car Prices—Average........ $1,045 99.5 96.7 onan” period of the previous 
Business Failures ................ 283 91.9 94.3 month,” he said. 
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Common Common 
Stocks April 27 April 20 1960 Range Stocks April 27 April 20 1960 Range pS al 
AMC....... 27% «427% =—-29'%n-22% ere 444, 444%, 50%-43 Rambler sales in the second 10 
Chrysler... 50% 51% 71%-50% Mack...... 40%, 41% 52%-39% —— - April vane to oe ee 
¥,. z J ‘ evel of any mid-mon period in 
Ford....... 67% ” 92 Ye 67 Mia kcckks 12 Ye 12% 24%-12% || Po oabler Nation, masuaiiat to Tite 
GM........ 44Y_ 45Yg 55%-43% White...... 49%, 51 67%-48% || Abernethy, vice-president of auto- 
(May 2, 1960) motive distribution and marketing. 


r sales totalled 15,150, a 








Sales in the 10-day period al- 
most equalled the total of 15,418 
sold in the entire month of April 
two years ago, Abernethy pointed 
out. 

* cad * 


Chrysler Corp. 


Chrysler Corp. new-car sales of 
33,191 units for the second 10-day 
period of April showed a 44 per- 
cent increase over the similar per- 
iod of last year and a 37 percent 
increase over the second 10-day 
period of March, the company an- 
nounced last week. 

The new-car sales were the best 
for any monthly mid 10-day period 
since June, 1957, and the best first 
20 days of any month since Au- 
gust, 1957, the company said. 

ot 


Lincoln-Mercury 


Sales of Comet in the April 11-20 
period reached 6,359, an increase 
of 37.6 percent over the 4,622 sold 
in the first 10 days of the month, 
according to Ben D. Mills, Lincoln- 
Mercury general manager, 

Mercury sales also increased 
sharply, he said, the total of 5,050 
being an increase of 17.9 percent 
over the 4,283 sold in the April 1-10 
period. Lincoln sales increased 20.4 
percent on sales of 678, compared 
with 563 in the April 1-10 period, 
he added. oe 

os 


Studebaker 


Retail deliveries for the 10-day 
period ended April 20 totalled 3,518 
units, bringing retail sales for the 
1960 model year above 70,000, S. A. 
Skillman, Studebaker-Packard gen- 
eral sales o manager, anne announced. 


Socony ny Mobil 
Cleared by FTC 
In Dealer Case 


WASHINGTON. — The Federal 
Trade Commission has dismissed 
charges that Socony Mobil Oil 
Co., Inc., has unfairly diverted 
trade from competitors by giving 
equipment and property-improve- 
ment deals to auto dealers agree- 
ing to buy specific quantities of its 
oil and grease over a stated period. 

By its action, the FTC upheld an 
earlier decision by one of its trial 
examiners, 

The FTC said the issues in the 
case are the same as those in an 
earlier case involving Shell Oil Co. 

In the appeal, trial attorneys 
argued that the record in the So- 
cony Mobil proceeding contained 
evidence to establish a violation 
which was not before the commis- 
sion in the Shell case. 

The commission ruled, however, 
“Upon the basis of our review of 
the whole record, it is our opinion 
that the proof here, like the proof 
in the Shell case, hag failed.” 
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AIL from Miami: A corres- 
pondent says that every time 
he reads one of those ads with the 
big-type giveaways and the small- 
type takebacks, it reminds him of 
the old man who stands in front 
of the Leaning Tower of Pisa. 
When tourists park their cars 
near the tower, he hands them a 
slip of paper covered with Ital- 
ian printing and asks for a lire. 
Believing the sum to be a park- 
ing fee, most visitors pay it with- 
out question, On translation, it 
turns out the old man was insur- 
ing all parked cars against damage 


in case the tower tipped over. 
cA OK + 


Profit-Buster 

NTHONY ABRAHAM, Miami 

Chevrolet dealer, says that 
sooner or later dishonest and mis- 
leading advertising must destroy 
both legitimate profits and good 
dealer-public relationships. 

Incidentally, the Chevrolet 
dealers in Miami are staying out 
of the race to see who can con- 
fuse the ad readers the most. 
“Vigorous, aggressive and com- 
petitive automobile markets,” 
Abraham notes, “do not justify ex- 
posing the genera] public to lies 
and untruths in dishonest promo- 


Dealers in Denver 
Name Babcock to 
Replace Braden 


DENVER.W\James F. Babcock 
has been named executive vice- 
president of the Metropolitan Den- 
ver Automobile Dealers Assn. 

Babcock, formerly assistant man- 
ager of dealer sales for Gates Rub- 
ber Co. here, replaces Tom Braden, 
who retired after 39 years as head 
of the association. 

At a dinner honoring Braden, 
Jack Hyer, association president, 
presented Braden with a check for 
$1,000, a gold watch and a lifetime 
membership. 

The check, Hyer said, was to help 
repay Braden for the time in 1932 
when he took $750 from his own 
pocket and rescued the association 
from collapse. 

Babcock, the new association 
manager, was the University of 
Denver's first All American basket- 
ball player (in 1937) and held the 
AAU national scoring record at one 
time. 

He later served Phillips Petro- 
leum Co. as a credit department 
staffer and from 1942 until 1946 
was an intelligence and personnel 
officer in the Air Force in Europe. 

Returning from military service, 
he joined Murphy-Mahoney Motor 
Co, (Chevrolet) here as an account- 
ant, then spent five years as Den- 
ver zone manager for Chevrolet be- 
fore joining Gates Rubber. 
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tional gimmicks and advertising 
invitations.” 


mn od a7 
Dealers Mean Business 


I UNDERSTAND, by the way, 
that the Miami dealers’ associa- 
tion has been looking into those 
ads. It has obtained a legal opinion 
to the effect that even the printing 
of the big headline “NO DOWN- 
PAYMENT” followed by fine type 
“with sufficient equity” is a viola- 
tion of the Florida statute on false 
and misleading advertising. 

Next step will be a discussion 
with the Florida attorney general 
relative to enforcement of the 
law. 

Looks like the reputable dealers 
mean business. 

cd 


Backfire 

ORRESPONDENT TRESCOT 

GOODE says the following is 
a true story from a Ford sales- 
man: 

This fast-talking, high-pressure 
automobile salesman, Jack High, 
was noted for his ability to sell 
high-gross profit contracts stuffed 
from bumper to bumper with a full 
list of accessories, plus finance and 
insurance. 

One day a chic and beautiful 
divorcee fell his prey, and Jack 

proceeded to load her up with 
every imaginable extra and 
three-year insurance, including 
death benefits. 

High’s commissions were over 
$150 and, quite pleased with the 
deal, he dated his pretty bene- 
factor and took her out on the 

town (Miami). He was so pleased 
with his date, he repeated the cele- 
bration the next night and then 
once more. By that time, the $150 
commission was gone, but within 
the week Jack married the young 
lady. 

But he could never explain to 
her why every time the payments 
came due he growled and grum- 
— and kept repeating “back- 

26.” 


Remember Joe Schulte? 


yo most of us, the auto busi- 
ness moves so fast that those 
who were on the front of the stage 
one day may be forgotten the next. 
Take Joe Schulte, who died in De- 
troit the other day at 85. 

A local auto editor called up 
Cadillac to ask about his associa- 
tion with that company, for 
Schulte’s career with Cadillac cov- 
ered 31 of the first 32 years of that 
auto maker. 

“Joe Schulte?” the spokesman 
asked. “We'll find out, You say he 
used to be a Cadillac dealer?” 

It turned out that L, P. Fisher, 
former Cadillac general manager, 
knew most about him. 

“Joe Schulte,” said Fisher, 
“played a key role in selling the 
public on closed body automo- 
biles.” 

Schulte joined Cadillac in 1903 
as a bookkeeper, less than a year 
after the first Cadillac wag intro- 
duced in 1902. By 1908 he was sales 
manager of Cadillac’s factory retail 
branch in Detroit, In 1920, he left 
Detroit to become the Cadillac dis- 
tributor in Buffalo. In 1925, he re- 
turned to Detroit to take over 
again the duties of branch man- 
ager, holding that position until 
his retirement in 1934, 

Today people are sold on the 
closed body, and, if they think 
of danger, tend to associate it 
with convertibles, But it wasn’t 
that way at first. The auto de- 
veloped from the open buggy to 
the open car. 

When the first closed models 
were introduced, people had a hor- 
ror of being trapped “inside all 
that glass” in case of an accident. 
It was a lot easier to jump out of 
the open car should trouble arise. 

Fisher Body developed the closed 
body in 1910 and sold the first 200 
to Cadillac, Schulte, in turn, sold 
most of those cars in Detroit. 
Schulte served as president of 
the Detroit Auto Dealers Assn, in 
1926, 1927 and 1928. 


* * 





Mr. Alabama Dealer— 


Dothan (Ala.) Automobile Dealer A. C. 
Freeman, left, receives a plaque desig- 
nating him as Mr. Alabama Automobile 
Dealer of 1960. This award was presented 
at the 25th annual convention of the Auto- 
mobile Dealers Assn. of Alabama at Biloxi, 
Miss. Making the presentation is John L. 
Goodwyn, associate justice, Alabama Su- 
preme Court, and chairman of the jury 
of awards. 


Political Action Urged... 





Profit Outlook Good, 
Alabama Dealers Told 


By William R, Lynn 
Staff Correspondent 

BILOXI, Miss. — Alabama new 
car and truck dealers meeting here 
for their 25th annual convention 
were told the profit picture for 
dealers in 1960 is good, that there 
is little similarity between their 

business and car leasing and that 
they themselves should take an 
active part in politics, 

Paul Millians, vice-president of 
Commercial Credit Co., said, 
“While 1960 isn’t going to be as 
fantastically good as some said 
it would, the outlook for the in- 
dustry and the related circum- 
stances within which dealers will 
live and work and adjust seem 
to be favorable.” 

James C, Moore, executive vice- 
president of the National Automo- 
bile Dealers Assn., declared that 
“unless dealers actively participate 
in politics at all levels, they are 
going to become victims of their 





Arnolt-Renault Jury Trial 
Due to Begin in Chicago 


By Maynard M. Gordon 
News Editor 
Caco attorneys were prepar- 
ing last week for a jury trial 
of a month or more in the first 
good-faith suit initiated by a new- 
car distributor. 

The distributor is S. H. Arnolt, 
Inc., which is suing Renault for 
4% million damages under the 
Automobile Dealer Franchise Act 
of 1956. 

Late last week, the trial was 
scheduled to begin at any mo- 
ment before Federal District 
Judge Julius J. Hoffman, 

Arnolt, a British Motor Corp. 


distributor now and at the time of 


Ex-Dealer Sues 
VW, Distributor 


Over Cancellation 


DUBUQUE, Ia.—R. J. Schnabel, 
doing business as Rollie’s Import 
Motors, Waterloo, Ia., has filed suit 
in Federal District Court here al- 
leging violation of a territory fran- 
chise and asking $180,000 damages 
against Volkswagen of America, 
Inc., Englewood Cliffs, N. J., and 
Import Motors of Chicago, Inc., a 
Volkswagen distributor. 

Schnabel alleges in a voluminous, 
three-count petition that Rollie’s 
Import Motors had both an oral 
and written franchise with the two 
defendants by which Rollie’s was 
to be the exclusive Volkswagen 
dealer in Waterloo and surrounding 
territory. 

The petition alleges an oral con- 
tract for 1955, 1956 and 1957 and a 
written contract for 1956. 

The petition alleges the two de- 
fendants failed to deal with the 
Waterloo firm in good faith and 
caused the franchise to be cancelled 
in September, 1957. 

Twenty specific instances of al- 
leged failure to deal in good faith 
are charged. 

The petition alleges Volkswagen 
of America and Import Mot&s of 
Chicago used coercion and intim- 
idation and threats of coercion and 
intimidation regarding the number 
of Volkswagens the Waterloo com- 
pany was forced to accept. 

Federal District Judge Henry M. 
Graven held a hearing at Water- 
loo on a motion of both defendants 
challenging the jurisdiction of the 
Iowa court to hear the case. 

William C. Ball, Waterloo, at- 
torney for Schnabel and Rollie’s, 
was given until today (May 2) to 
file a brief and argument on the 
motion to dismiss. 

Leo J. Court, Waterloo, attorney 
for Import Motors of Chicago, and 
V. Craven Shuttleworth, Cedar Rap- 
ids, attorney for Volkswagen of 
America, were given until May 19 
to file reply briefs and arguments. 


its Renault affiliation, charged that 
the French auto maker unfairly 
terminated its distributorship ar- 
rangement as of June 24, 1958, 

Renault hag denied the Arnolt 
charges and filed a counter-claim 
for $400,000 damages for cars sent 
- Arnolt but allegedly not paid 
or. 

The distributor's amended com- 
plaint said the termination result- 
ed from Arnolt’s refusal to sur- 
render its BMC franchise, Lake 
States Imports, Inc., which suc- 
ceeded Arnolt as Renault distribu- 
tor, has been named as co-conspir- 
ator, but not co-defendant. 


Renault witnesses due to be 
called to testify in the case are 
General Manager Robert E. Va- 
lode and Sales Manager Jack 
C. Kent. Peugeot is not involved 
in the suit, since it went on sale 
at Renault outlets in the United 
States after Arnolt was termi- 
nated by Renault. 

Arnolt is a BMC distributor 
which last year signed a consent 
decree in a Justice Department 
price-fixing complaint. Renault and 
its distributors also have been 
named by the Government as par- 
ties to a price conspiracy, 





Pal Discontinues Olds 
ROSEBURG, Ore.—Pal Motors 
has discontinued the Oldsmobile 
line, It still handles Volvo and 
Jeep. 


own apathy, disinterest and inac- 
tion. 

“This is clearly demonstrated,” 
he continued, “by the present atti- 
tude of government that dealers 
are fat, rich and enjoying a 25 per- 
cent markup on their products 
with none of the ordinary problems 
of business risk. I'm afraid the 
government gauges the dealer’s 
profit situation by the. published 
reports of the manufacturers’ prof- 
its.” 

On leasing, Herbert Gordon, 
Washington, general manager, 
Kaplan & Crawford (Dodge), as- 
serted that “the only thing that 
selling cars and leasing cars have 
in common is that an automobile 
is involved.” 

He described the automobile 
business as “primarily a selling 
business” and leasing ag “com- 
pletely a service business.” 

Dealers were advised that if they 

go into leasing, they should set up 
separate organizations to handle it 
and that “generally speaking, the 
people in your organization are not 
mentally equipped from the stand- 
point of outlook to do a good job 
making you money in leasing.” 

Millians said “we are seeing 
more stable days of automobile 
production and distribution” and 
that “as a general observation, the 
dealer industry has moved back to 
the black.” 

He added that “factories are re- 
appraising distribution to meet the 
changing market patterns and to 
improve profit opportunities for 
their dealers. 

“Certainly for 1960 there are 
winning styles and range of 
prices that are forming a select 
niche and character in the hearts 
and minds of the car-buying pub- 
lic . . . plus good engineering.” 

He stated further that “factories 
are doing an excellent preselling 
job to make selling easier’ and 
made these observations: 

“Small cars are a source of 
strength for many dealers, The as- 
tute dealer will set himself up to 
make the most of the economy 
market .. . But overall, the indus- 
try will make more money operat- 
ing on the assumption that a ma- 
jority want something better, func- 
tionally, esthetically.” 

Del Spitzer, Elyria, O., vice-presi- 
dent of Spitzer Management, Inc., 
owners and operators of 14 auto 
dealerships, outlined the selling 
techniques used by his firm, Other 
speakers included Clarence N. 
Walker, Atlanta, executive staff 
representative, Coca-Cola Co.; Bill 
Gove, Coral Gables, Fla., sales 
training consultant, and Calvin D. 
Johnson, Washington, public rela- 
tions consultant and former U, S. 
congressman. 

The convention enjoyed the 

(Continued on Page 65, Col. 1) 


On the House... 


Net profit per new vehicle delivered averaged $46 


in same period a 
son forecasts an 


els: restyled . 


ager Merritt Hill 





Wemhoff 


in the first quarter for Ford dealers belonging to 
Chicago Ford dealer association, compared with $69 


year ago... Dodge’s Matt Patter- 
even bigger year in 1961, what 


with the Lancer compact and all other Dodge mod- 
. Contrary to car trends, Ford's 
tractor division is planning bigger tractors to meet 
needs on large farms, according to General Man- 

L-M’s Ben Mills reports greatly increased show- 
room traffic and sizable sales gains for Mercury 
and Lincoln after Comet’s debut; sees possibility 
of a darkhorse car (a compact) taking over indus- 


try sales leadership in 1961 ... Bill Fogelquist joins staff of Wash- 


ington State dealer association . . 


another make and registers it in 


. Pennsylvania dealer, who buys 
dealership’s name, must still pay 


the state 4 percent tax or face heavy fine... 

Columnist Sydney Harris has joined the battle for standardized 
dashboard controls; it’s been my contention for years that the auto- 
matic transmission quadrants, ignition key position, light switch and 
starter location could be standardized on all makes without hurting 
individual styling . . . Cobo Hall, site of Detroit’s first National Auto 


Show next October, is so large that 


all these familiar Detroit buildings 


(Briggs Stadium, Penobscot Bldg. J. L. Hudson Co., City-County 
building, Buh! building, Dime building, Ford Auditorium and Veterans 


Memorial) could all be located on 
to spare. 





the Hall’s foundations, with room 


—Prre Wemuorr, Editor, 
Automotive News 








2-Millionth 
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Week Ahead of Last Year... 


Car Sold; 


Pace Trails Only *55 


(Continued from Page 1) 


as their parent lines. The reason- 
goes this way: Many compact- 
car prospects are waiting to see 
the new offerings before they de- 
cide which make to buy. The 
Dodge compacts may 
draw buyers into their show- 
rooms; may send prospects 
Comet, Corvair, Lark, 
Falcon, Rambler or Valiant, or 
ee ee 


At any rate, the new cars are 
expected to make undecided pros- 
pective buyers commit themselves. 

Every market analyst can come 
up with his own figures on what 
this may mean in the way of late- 
year registrations and how it will 
affect the 1960 total. 

Right now, it looks like 1960 could 
wind up anywhere between six and 
seven million. 

* * * 
B* COMING on April 28 this year, 
the two-millionth new-car reg- 


22 Ford Dealers 


Fined in Price Suit 


Detroit Retailers 
Pay $86,000 Levy 


By John K. Teahen Jr. 
Associate Editor 
ERAL JUDGE RALPH M. 
FREEMAN last week levied 
fines totalling $86,000 against 22 
Detroit-area Ford dealers and their 
trade association on price-fixing 


The charges were contained in 4 
two-count indictment returned by 
a federal grand jury May 15, 1959. 
The dealers first pleaded innocent 
but changed their plea to nolo con- 
tendere (no contest) Feb. 16, pav- 
ing the way for last week’s fines. 

* ” * 


on the docket is a price- 

fixing complaint against 22 

Detroit-area Chevrolet dealers and 

their line group. Their trial is 

scheduled to begin tomorrow (May 

3) before Federal Judge Thomas P. 
Thornton. 

The heaviest fine in the Ford 
case was a $5,000 assessment 
against the Metropolitan Detroit 
Ford Dealers, Inc. Eighteen deal- 
ers were fined $4,000 apiece— 
$1,500 on one count and $2,500 on 
the other. 

Three smaller dealers were as- 
sessed $2,500 each, and another was 
ordered to pay $1,500. Like the 
larger firms, these dealers were 
fined on both counts of the indict- 
ment. 

The maximum fine for each de- 
fendant would have been $50,000 on 
each count. 

+ . + 

N PRONOUNCING sentence, 

Judge Freeman declared: “I’m 
considering the fact that their nolo 
contendere plea saved the govern- 
ment the expense of a prolonged 
trial, probably several weeks, 

“I’m also considering that the 
offenses are not unlawful in 
themselves, but are unlawful by 
statute.” 

He noted defense counsel's point 
that the conspiracy as charged by 
the government did not operate 
successfully, but he contended that 
this was not a mitigating circum- 
stance, since the government’s case 
was aimed at the conspiracy itself, 
not at the effects of the conspiracy. 

“The sheer force of competition 
made it inoperative,” Judge Free- 
man said. “The dealers did not 
comply with their own agreement.” 

7 * * 
HE Detroit fines brought to 
$350,750 the amount assessed by 
the U. S. Government in auto- 
(Continued on Page 8, Col. 5) 





istration wags recorded a week ear- 
lier than last year, when the mile- 
stone was passed May 5. In 1958, 
the two-millionth car was register- 
ed June 5. 

Other dates for Registration 
No, 2,000,000 May 1 in 1957; May 
1 in 1956, and April 21 in 1955. 

The first million cars were regis- 
tered this year on March 4. Last 
year, the corresponding car was 
registered March 10. 

It took 54 selling days to move 
the first million this year and 47 
selling days to move the second 
million. A year ago, it took 59 sell- 
ing days for the first million and 
49 days for the second million. 

+ * + 

HE two-millionth car was built 

March 31 this year and sold 28 
days later. The millionth car was 
produced Feb. 6 and registered 27 
days later. 

A year ago, the two-millionth 
car was turned out April 21 and 
registered 14 days later. The mil- 
lionth car in 1959 was registered 
21 days after it was produced. 
Since the two-millionth car this 

year was registered only a week 
later than in 1955, it is conceivable 
that this year’s total could pass 
seven million if enough months this 
year soar past the 600,000 mark. In 
1955, when the total was 7,169,908, 
eight months saw more than 600,000 
registrations. 

Few analysts, however, view such 
a performance in 1960 as anything 
more than a remote possibility. 

* . 7 


Dodge Claims 3rd Place 
In Sales in 16 Big Counties 


DETROIT, — February registra- 
tions show that Dodge has moved 
into third place in at least 16 of 
the nation’s 115 leading counties, 
according to M. C. Patterson, gen- 
eral manager. He said the counties 
are: 

Allegheny (Pittsburgh), Bucks 
(Levittown), Delaware (Chester), 
Montgomery (Norristown), Phila- 
delphia (Philadelphia), and West- 
moreland (North Kensington), all 
in Pennsylvania. 

Wayne (Detrait), Oakland (Pon- 
tiac) and Macomb (East Detroit) in 
Michigan. 

Cuyahoga (Cleveland), Mahoning 
(Youngstown), Franklin (Col um- 
bus) and Summit (Akron) in Ohio. 

Marion County (Indianapolis) in 
Indiana. 

Denver County (Denver) in Col- 
orado. 

City of Baltimore. 

He said other sizable markets in 
which Dodge had moved into at 
least third place are: 

State of North Dakota; Chester, 
Mercer and Franklin Counties, Pa., 
(second place in Mercer); Wichita 
Falls and Temple, Tex.; Green Bay, 
Wis.; Dubuque, Ia.; Evansville, 
Ind.; Alton and Belleville, Ill.; Port 
Huron, Mich:., and Modesto and 
Santa Rosa, Calif. 








British Manufacturers Show Off Cars— 

British exhibits formed the largest national section at the annual International Auto- 
mobile Show in New York. At the show, British manufacturers confirmed that they look 
forward to an increase over 1959 sales in the United States. 





m 


Corvair Monza Features Bucket Seats— 


JM ys 





Perky Joan Kent looks over the Monza 900 coupe which Chevrolet will put into pro- 
duction this month. The two-door Corvair coupe has bucket seats in the front, all-vinyl 
interior and a generous application of bright metal. Additional touches include deep 
pile carpet, chrome-trimmed instrument cluster, deluxe steering wheel, rear-seat ash- 
trays and special wishbone door handles. Like the remainder of the Corvair line, the 
car will be produced at Kansas City, Willow Run and Oakland assembly plants. 


Price Control Laid to State 
By Pennsylvania Dealers 





By Robert Thomas 
Staff Correspondent 

PITTSBURGH, — Pennsylvania 
auto dealers have charged that the 
state government has in effect set 
up price controls on the sale of 
new and used autos without legal 
authority. 

The price ceilings are mini- 
mum rather than maximum, they 
claim, Dealers are told in in- 


Ohio Dealers 
To Hear Cooper 


At 27th Parley 


CINCINNATI. — The 27th annual 
convention of the Ohio Automobile 
Dealers Assn. began yesterday 
(May 1) at the Netherland-Hilton 
Hotel. Delegates were welcomed by 
Thomas O. Jennings, president of 
the Cincinnati dealer association. 

Walter B. Cooper, first vice-pres- 
ident of the National Automobile 
Dealers Assn., will address the an- 
nual banquet Tuesday evening 
(May 3). 

OADA President A. W. O’Rourke, 
Toledo, opened today’s session, and 
Roger L. Downing, executive vice- 
president of the Ohio Consumers 
Loan Assn., delivered the keynote 
address. 

Other speakers will include Char- 
les A. Cronin, chairman, OADA leg- 
islative committee; Jeanne Wil- 
liamson, secretary, Ohio Clerks of 
Court Assn.; J. Grant Keys, direc- 
tor, Ohio Department of Public 
Safety; Cliff Ayers, state registrar 
of motor vehicles, and J. E, Wil- 
liams, chief of the Sales and Use 
Tax Division of the Ohio Taxation 
Department, 








stances reported that a given 
price is “too low” for a given car 
and the Bureau of Motor Ve- 
hicles has refused to title the 
purchased auto, thus invalidating 
the deal. 


The dealers believe that the state 
fears that reported sales-price fig- 
ures sent to Harrisburg with title 
applications are too low, and that 
the state is losing money which 
would normally be due under the 
4 percent sales tax. 


Attorney General Anne X, Al- 
pern has begun an investigation 
into the dealers’ complaints which, 
according to Pittsburgh NADA 
Manager Hart Graham, have been 
coming up since December. 


Said Graham: “The state is 
out of its mind. They’re trying to 
put minimum price controls on 
us without any authority or 
knowledge of what a car is 
worth.” 

The state hag been returning 
title-application forms with a tax- 
return sheet which says that “the 
attached tax return is rejected for 
the reasons checked below.” 


The dealers say that out of a 
possible 16 reasons, the one invari- 
ably checked is “purchase price 
shown on tax return is substanti- 
ally below market value.” 


“There is no suggestion as to 
what the motorist should do or 
what the state figures he should 
actually be paying in tax,” Graham 
said. “He’s just left hanging in air. 
The dealer is left with the alter- 
native of taking the auto back to 
sell it for a higher price or begin- 
ning a long and involved corres- 
pondence with Harrisburg.” 

For a time, the dealers learned, 
the state had been using a “red 
book” of prices as a guide in de- 


termining proper tax, but that has) 


been discontinued and the judg- 
ment is now apparently up to the 
tax clerk who handles a given ap- 
plication for title, 


Chrysler of Canada 
Picks Ad Agencies 


WINDSOR, Ont.—A realignment 
in Chrysler Corp, of Canada, Ltd., 
advertising agencies was announc- 
ed last week by Ron W. Todgham, 
president. 

Effective with the end of the 
1960 mode] year, Grant Advertising 
of Canada, Ltd., will have responsi- 
bility for Chrysler, Plymouth, Val- 
iant and Fargo truck advertising. 
To the Canadian division of Bat- 
ten, Barton, Durstine & Osborn 
goes advertising for Dodge, DeSoto 
and Dodge truck. 

Dodge, DeSoto and Dodge truck 
will continue to be handled by 
Grant of Canada through the cur- 
rent model run, Chrysler, Plym- 
outh, Valiant and Fargo truck ad- 
vertising will continue to be 
|handled by Ross Roy of Canada 





| through the 1960 model run. 











Chevrolet Adds 
Sporty Coupe 


To Corvair Line 


DETROIT.—The Monza 900, 
sporty: version. of the Corvair, will 
go into regular production this 
month, Chevrolet announced last 
week, 


Decision to add the Monza to the 
1960 line resulted from receptions 
it has received at three major auto 
shows this year, General Manager 
Edward N. Cole said. Price of the 
four-passenger, two-door sport 
coupe is $2,238, including federal 
tax and dealer prep. By compari- 
son, the Corvair 700 coupe is $2,049. 

Styling highlights of the Monza, 
which uses the two-door coupe 
body introduced in January, are 
bucket seats in the front, all-vinyl 
interior and generous exterior and 
interior bright metal applications, 
The rear seat folds down as in all 
Corvair models. 

Exterior features bright mold- 
ings around the doors and rear 
quarter windows, rocker panels 
and simulated air scoops beneath 
the rear window. The Monza has 
full wheel disks and backup lights 
will be standard equipment. 

The styling theme extends to the 
interior which has an all-vinyl fin- 
ish, deep pile carpet, chrome- 
trimmed instrument cluster and 
glove box, deluxe steering wheel, 
rear-seat ashtrays and special 
wishbone door handles. The Monza 
900 nameplate appears on the front 
fender and glove box. 


2 Committee Heads 
Appointed by AMA 


DETROIT.—James M. Chandler, 
Ford Motor Co., and William C. 
Flaherty, Chrysler Corp., have been 
elected chairmen of committees of 
the American Manufacturers Assn. 

Chandler, section supervisor of 
test engineering, succeeds Charles 
M. Heinen, Chrysler Corp. assistant 
chief engineer for chemical engi- 
neering development, as head of the 
Vehicle Combustion Products Com- 
mittee. 

Flaherty, business research direc- 
tor, heads the Highway Economics 
Research Committee. He replaces 
George P. Hitchings, former Ford 
Motor economist. 


Kentucky Tax Delays 
Modine Plant Expansion 


PADUCAH, Ky.—A. L, Knox, 
manager of Modine Mfg. Co., which 
makes auto radiators, announced 
that the firm is holding up expan- 
sion of its plant until company offi- 
cials make a further study of Ken- 
tucky’s new sales tax. 

“The company had planned to 
add a new department to its plant 
in a 45,000-square-foot building,” 
Knox explained. “The present sales- 
tax plan still is undesirable to in- 
dustry. It is worse than in any 
other state.” 


Auto Show Visitors— 


Lord Tedder, chairman of Standard-Tri- 
umph International from England, visited 
the International Automobile Show in New 
York. Shown here, from left, are John Dug- 
dale, representative of the British motor 
industry in North America; Alan Bethell, 
president of Standard-Triumph in the 
United States; Lord Tedder; John Warren, 
export sales director, Standard-Triumph 
from England, and Peter Garran of the 
British Embassy, Washington. Standard- 
Triumph predicted at the show an increase 
of their sales in the U. S. compared with 





last year. 














PROVEN IN FLEETS 


LIKE YOUR OWN! ! 


LARK PRESENTS PROVEN FACTS, NOT HOPEFUL CLAIMS — 
ON 6-PASSENGER CARS, NOT 5-PASSENGER SUB-COMPACTS! 


> LOWER NET COST PROVEN by original price and official trade- 
in value. Depreciation on Lark fleet model 17% — best of its class. (New 
compacts have no resale value established. yet.) 
; > LOWER OPERATING COST PROVEN by actual records of fleet 
operators all over the country. “Save $40 a month on each Lark” (equipment 
sales company, California) —“‘Savings on each taxicab would buy a new cab 
in 21% years” (taxi fleet, Massachusetts) . 

> LOWER MAINTENANCE COST PROVEN by fleet records. “Sav- 
ing 33%,” (taxi fleet, New York)—“Over 25,000 miles on each Lark in severe 
Police service—with minimum maintenance” (police department, Indiana). 
3 > LOWER REPAIR COST PROVEN by fleet records. “2.1 mils per 
mile, against 3.2 mils per mile” (car rental, Colorado) —‘No repairs, no new 
parts, after 10,000 miles on each Lark” (telephone company in Oregon). 
> LOWER INSURANCE COST PROVEN by fleet operators’ records 
(most insurance companies offer 10% or 15% premium discount on Lark-size 
cars, same or larger savings possible if you self-insure). “Have lowest available 


BUDGET-WISE. BUYERS 


LOVE THA TARK®™ STUDEBAKER 


re TA Jig einen 


rate” (taxi fleet, Minnesota) —“Lark costs 20% less in our self-insurance plan” 
(bakery fleet, Arkansas). 


> BETTER DRIVER ACCEPTANCE PROVEN by fleet owner re- 
ports. “In all cases our customers have been very pleased with the performance 
and appearance of The Larks, and we are getting repeat requests for them, 
the surest sign of satisfaction” (car rental, Ontario)—‘‘All drivers prefer 
Studebakers to all other units” (taxi fleet, Wyoming). 


BIG-FLEET REORDERS SHOW HOW LARK HAS 
PROVEN ITSELF—CONSIDER THESE ORDERS FILLED, IN 
THE LAST 45 DAYS ALONE! 234 more Larks to the State of Cali- 
fornia (515 Lark V-8's in all) <%» 159 more Larks to the State of 
Oregon <*> 41 more Larks to the State of Indiana > 56 more 
Larks to the Milwaukee Police Department <#* 86 more Studebaker 
taxicabs to Frenat Service, New York. ~g» And 491 new Larks 
delivered to the U. S$. Government—largest order for compacts ever 
placed by General Services Administration. 


TELL US MORE ABOUT LARK SAVINGS! 

Fleet Sales Division, Studebaker-Packard Corp., South Bend 27, Indiana 
C Send us informative literature only 

(J Have a factory representative call me for an appointment 


NAME 

PLEASE PRINT 
TITLE 
COMPANY 


ADDRESS 
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And Buyers Find Path to Showrooms. . . 
Spring Comes to the Midwest 


By L. H. Houck 
Travelling Correspondent 

JEFFERSON CITY, Mo. — The 
greatest spring business in years 
is breaking out throughout the 
Midwest. New-car sales in many 
lines have doubled over similar per- 
iods a year ago and probably the 
best news of all is the undisputed 
fact that the used-car buyers are 
out in droves. 

Used-car sales are being made 
in a torrent and this is a neces- 
sity in speeding up new-car sales. 
T. H. Shelton, Kansas City zone 

manager for Oldsmobile, visited his 
Kansas dealers just a week ago, in- 
cluding those in Western Kansas, 
reportedly down because of agri- 
cultural and livestock markets, and 
found the highest optimism in 
years among his dealers, with 
heavy sales gains reported by all. 

“Our sales have increased almost 
100 percent for March,” Shelton 
told Automotive News. “I found that 
the dam holding back used-car 
sales had broken and that condi- 
tions with the wheat and livestock 
growers are tops. 

“This is due to the fact that, 
with the debated and controversial 
soil bank program, the wheat farm- 
ers have raised more wheat on 
smaller acreage at less cost, result- 
ing in more profit. The cattle men 
have not been adversely affected 
by meat prices and the grass for 
grazing has had plenty of rain and 
snow and will soon be knee high. 
This is money in the bank for the 
livestock raisers. 

“I found that Kansas is now 

third in the United States in cat- 


tle_production. In spite of the | 


Capital Gets OK 
For Law to Ban 


T o e * 
ricky Financing 

WASHINGTON. — Congressional 
legislation authorizing the District 
of Columbia Commissioners to 
write regulations specifically out- 
lawing tricky financing of car sales 
was signed last week by President 
Eisenhower. 

The White House action cli- 
maxes a relentless campaign 
inaugurated by the Washington 
Star to expose the unethical prac- 
tices of a small segment of local 
car dealers closely linked to cer- 
tain finance companies. But 
enough car buyers were being 
imposed upon, the Star brought 
out, to make the effort well 
worth while. 

The legislation, sought by the 
commissioners through the House 
and Senate committees, requires car 
dealers and finance companies to 
be bonded so that bilked car buyers 
can proceed against them to re- 
cover their money. 

The new law was strongly urged 
by the District officials after the 
Star unmasked what was going on 
in certain car-selling circles. 

The commissioners and the Star 
were supported by the Automotive 
Trade Assn. of the National Capital 
Area, the Metropolitan Used-Car 
Dealers Assn., the American Auto- 
mobile Assn. and spokesmen for the 
armed forces. Servicemen were 
found to be particular targets of 
the dealers and financing com- 
panies involved. 

Under the new law, the maxi- 
mum charges that can be imposed 
on cars bought on the installment 
plan are $8 per $100 per year on 
new cars, $11 per $100 per year 
on cars up to two years old, $14 
per $100 per year on cars up to 
four years old, and $16 per $100 
per year on cars more than four 
years old. 

Before the congressional measure 
was completed and signed, the Dis- 
trict Commissioners had moved to 
require car salesmen to be licensed 
for the first time and also had is- 
sued new and stricter regulations 
requiring dealers to be trustworthy, 
and providing for the revocation of 
their licenses for unethical prac- 
tices. 

Meanwhile, the Federal Trade 
Commission has launched an in- 
vestigation of “bait” advertising by 
certain dealers. Complaints against 
the offenders will be ready in the 
near future, according to an FTC 
spokesman, 





many industries in our zone ter- 

ritory, we must consider it as 

primarily agricultural and _ live- 
stock. 

“When these things are good, 
then we can expect a terrific year. 
This is already reflected in sales 
throughout our zone and we're get- 
ting a tremendous acceptance of 
our 1960 Oldsmobile. 

“However, we must temper our 
enthusiasm even in the face of such 
tremendous sales gains,” Shelton 
said, “because we must not forget 
that due to bad weather and floods 
we have lost from 60 to 70 selling 
days this season. 

“These days cannot be picked up 
and sales in our remaining days of 
the selling season must be enough 
to compensate for this great loss 
in our selling volume and profits. 

“Due to this situation, I look 
for a big July when, in past years, 
we have begun tapering off and a 
cleanup in September, instead of 
earlier,” Shelton said, 

Similar reports came from other 
factory representatives and similar 
gains have been reported by indi- 
vidual dealers for other makes in 
the Midwest. 

Dealers and factory service rep- 
resentatives report substantial in- 
creases in service business. 
Throughout this area, during the 
last six months, service volume has 
been edging down for the first time 
in several years. It is a good omen 
that it is now on the increase. 

Lest dealers recline to readily in 
their swivel chairs, it should be re- 
membered that the 60 to 70 days of 
lost business did not exclusively af- 
fect automobiles — department 
stores, supermarkets, appliance 
stores and other stores were like- 
wise hard hit by the bad weather. 
Stores depending largely on im- 
pulse sales were hardest hit be- 
cause of the drop in store traffic. 

Consequently these stores are 
going to compete for the spring 
dollar, Already big sales are in 
progress with stores using almost 
double the pages in newspaper 
advertising. Radio and television 
advertising for the same mer- 
chants is up substantially. 

So you can depend on; having a 
lot of birds out after the early 
worm. 

Nationally some experts say the 
economy is on dead center and that 





big orders for capital goods plus a 
construction upswing are needed to 
get it going. Some of these orders 
have started coming in from the 
Midwest and construction awards 
have skyrocketed within the last 


few weeks as the Midwestern states |; 


got their highway programs into 
high gear. 

Credit is fairly easy but not loose 
by any means. Some experts see the 
consumer boughtup on a time basis 
but what some experts sometimes 








seem to overlook is that credit buy-| og 


ing is usually based on future in- 
come prospects. 

Right now in this area prospects 
for future income are probably the 
highest in several years. This opti- 
mism and faith in summer income 
is what is prompting the upsurge 


jin automobile buying. 


The auto buyer in the Midwest 
who finances, and that is much 


more than 60 percent of all buy- | 


ers, doesn’t buy a car just for the 
heck of it. Traditionally many 
buy when they think the time is 
ripe—a time when future pros- 
pects for earnings insure ability 
to pay it off. 

Bad March weather — this was 
one of the worst winters in history 
for the Midwest — brought unem- 
ployment up. This is all behind us 
now so that the next reports from 


| the state and federal agencies will 


show employment up sharply in- 
cluding both factory lines and con- 


struction jobs with unemployment | 


on the skids. 

The sharp drop in farm income, 
regarded as a serious deterrent to 
a good business cycle, may not have 
as much bad effect on buying as ex- 
perts first thought. This is due to 
the same reason as that behind the 
present wave of optimism, the al- 
most certain prospects of good 
crops outside floor areas. 

So these buyers have the bad 
year behind them and they are 
looking toward the future. After 
two or three bad years in a row, 
they probably will conclude that 
they’d better buy what they need 
and want while the prospects are 
good. 

Flood losses have been tabulat- 
ed into the millions but some of 
these losses will figure less a 
month from now and also some 
of those will be tempered by fed. 

(Continued on Page 8, Col. 3) 





At Dealer Council Meeting .. . 





Happy Talk for Dodge 


|what to expect after Conference 


By Maynard M, Gordon 
News Editor 

HAMTRAMCK, Mich.—From a 
factory’s standpoint, no dealer 
council meeting is more pleasing 
than one whose major topic is “dis- 
tribution.” 

“When all they can talk about is 
how the dealers can get more cars 
—and when—the factory is mighty 
happy,” according to Lou J. Ouel- 
lette, director of dealer relations for 
Dodge. 

Ouellette, a veteran of 43 years 
in the automotive industry, ex- 
pects “more Darts” to be the No. 
1 subject at this week’s semi- 
annual meeting of the Dodge 
Dealer Advisory Conference in 
White Sulphur Springs, W. Va. 

“It’s been three years since dis- 
tribution was the chief topic at our 
conference sessions,” he said. “Of 
course, the reason 
for this is the tre- 
mendous accept- 
ance of the Dart 
in the field.” 

The genial 60- 
year-old, who has 
directed the 
Dodge council 
since its founding 
in 1950, can’t be 
sure that distri- 

i bution will oc- 
L, J. Ouellette cupy the leading 
agenda position. Dodge refrains 
from giving the dealer groups 
agenda “guidance,” and the 24 
elected and appointed members are 
free to discuss anything they wish. 

But Ouellette has had his ear 
tuned to Dodge dealers for so long 
that he is reasonably certain of 





Chairman John H. Lander, of At- 
lanta, gavels the meetings to order 
today (May 2). 

Ouellette is proud of the fact 
that Dodge introduced elections to 
the system of choosing council dele- 
gates 10 years ago. 

“The original 47 dealers we 
called in to organize a council 
recommended that the national 
representative from each region 
be elected,” he said, “We have fol- 
lowed their recommendations 
since that time, and it wasn’t 
until later that any competition 
came along with elected mem- 
bers.” 

Dodge supplements the 18 elected 
delegates by appointing six dealer 
members. The reason for this, Ouel- 
lette said, is to balance out the rep- 





‘Imports Reach Canada— 

The Norwegian freighter Belvera unloads a record shipment of Volkswagens in Mon- 
treal, one of the first shipments of imported cars to reach Canada after the summer 
| shipping season opened. Some 10,000 imported cars are expected to reach the port 


of Montreal by mid-June. 


* * * 





MONTREAL. — Canadian dealers 
importing European cars have set 
their sights on 130,000 sales this 
year. Last year they delivered about 


113,000. 

Total car sales, including Can- 
ada-built cars, “may exceed 450,- 
000 units,” according to most opti- 
mistic industry estimates. This 
compares with 421,000 cars of all 
makes sold in 1959. 

First big overseas shipments 

have arrived here, where a total of 





Show Returns 
To Fort Worth 
After 21 Years 





8) after an absence of 21 years, and 


only five of this year’s 20 exhibitors 


were on hand for the 1939 event. 
The New Car Dealers Assn. of 
Greater Fort Worth and the Fort 
Worth Star-Telegram are cospon- 
soring the three-day exhibit in 
the Will Rogers Exhibits Build- 
ing. 


Among auto features stressed by 
makers at the last show were the 
gearshift on the steering column, 
a 93-horsepower engine and a 


“medium-price” coupe for $777. 

In Huntington, W. Va., Dutch 
Miller, secretary of the Hunting- 
ton (W. Va.) Auto Dealers Assn., 
announced that about 5,000 per- 
sons attended the city’s first out- 
door show on the Sears Roebuck 
parking lot. 

“More than 100 cars were on dis- 
play and many good prospects were 
lined up,” said Miller. “It was a 
tremendous success.” 

M. M. Meadows, Meadows Pon- 
tiac, has been appointed chairman 
of the Portland (Ore.) show for ’61 
models Nov. 23-27. His assistants 
will be Alton Alexander (DeSoto- 
Plymouth), Dick Niles (Lincoln- 
Mercury), Charles W. Wentworth 
(Rambler) and Mose Tonking (Mer- 
cury). 

William A. Grawemeyer (Ram- 
bler), president of the Indianapolis 
Automobile Trade Assn., has an- 


resentation in case the elections| nounced that the Indianapolis show, 
have resulted in too many of the| usually held in January, has been 


(Continued on Page 61, Col, 1) 


Late Report... 


moved ahead to Nov. 25-Dec. 3. 


Used-Car Market 


The overall average price of used cars sold at whelesale auction 


last week declined $5 to $1,045, 


index. 


according to Automotive News’ 


Gains amounted to $3 on ’54s, $4 on ’57s and $14 on ’58s, All other 
models declined in price, with losses amounting to $2 on ’56s, $3 
on ’55s, $6 on ’53s, $21 on ’59s and $32 on ’60s. A new low was és- . 


tablished for ’60s. 


At a group of representative auctions last week, the sales ratio 


was 70.7 percent, compared with 


70.1 percent a week earlier. Con- 


signments were up about 25 percent over the previous week, 
Auction reports begin on Page 53. 





FORT WORTH.—The auto show 
returns to Fort Worth Sunday (May 





*” + * 


Import Dealers in Canad 
Aim for 130,000 Sales 


more than 10,000 will be unloaded 
by mid-June. 

“It looks like a decent year for 
car shipments,” said Herb Colley, 
president of a Montreal shipping 
agency. Colley has two specially- 
equipped freighters, each capable 
of slinging cars to the pier at the 
rate of 125 an hour. 

Largest single shipment of cars 
ever to be unloaded at Montreal 
arrived with the opening of navi- 
gation in mid-April. The Belvera 
from Hamburg discharged 1,130 
Volkswagens—1,005 of them in 
eight hours, the rest the follow- 
ing morning. 

While Montreal has been getting 
a major share of auto shipping from 
Europe so far, carriers will now 
be able to move through the St. 
Lawrence Seaway to Great Lakes 
ports. 

Toronto is expected to receive 
most of the Canada-bound cars. 
And, if traffic jams develop at the 
Welland Canal as they did last 
year, many United States-bound 
cars may be dropped off at Toronto 
and transshipped by auto-carrier 
to U. S. distribution points. 

Last year, Vauxhall led the im- 
port parade with 22,000 arrivals, 
followed by Volkswagen, Austin, 
Morris, English Ford and Re- 
nault, 

So far this year, Volkswagen has 
regained the lead in import sales 
in Canada. 


Taunus Incentive 
Peaks at $300; 


Simea Fattens Pot 


DETROIT.—A_ sales-incentive 
program that pays Taunus dealers 
up to $300 for each delivery and a 
Simca event with a top bonus of 
$100 per car have been inaugurated 
by Lincoln-Mercury and Chrysler 
Corp., importers of the German 
and French lines, 

Taunus dealers get $300 for each 
delivery of a pre-facelift 17-M, $100 
for a facelifted 17-M and $75 for 
a 12-M. The bonuses begain April 
21, and no termination date has 
been mentioned. 

Lincoln-Mercury paid a bonus of 
$200 for each pre-facelift Taunus 
17-M delivered from Jan. 21 to 
March 20. 

The Simca program concerns 
Etoile and Elysee four-door sedans 
and Grand Large two-door hard- 
tops. It is in addition to April-May 
payments of $50 apiece to dealers 
and salesmen for sales of Deluxe 
and Super Deluxe sedans, Chatel- 
aine wagons and Plein Ciel hard- 
tops. 

The Etoile-Elysee-Grand Large 
bonuses extend from May 1 to 
July 10, The payment per car is 
based on a dealer’s total volume 
of the three models involved. 

Six sales put a dealer in the top- 
money bracket. Six or more de- 
liveries during the bonus period 
will earn a dealer $60 for each 
Etoile and $100 for each Elysee or 
Grand Large he sells. 











24 Hours A Day—6 Days A Week! 





Rambler Dealers 
Can Sell a New Car for 


$3925 


PER MONTH 
Rambler American 2-Door Deluxe Sedan, full factory 
delivered price, and includes normal finance charges 
with 1/3 down on a 36-month contract. Because freight, 
insurance, state and local taxes vary, they cannot be 
included in this price. 















It Pays to Go and 
Grow with Rambler! 





We Have the Proved Product for the — 
Exploding Compact Car Market... © | sccul tins rasa ae 
YOU Have the opportunity! cee 


Rambler Franchises Also Available in Canada and 


importa 
in Canada Write to: American Motors (Canada) Lid., 2951 Danforth Ave., Toronto. 








TO MEET RECORD DEMAND 


Rambler Is Building Cars 


Look What Rambler Dealers Sell... 


i; 
2. 


3. 


4. 
o. 


The Classic Compact Car—Rambler 6 and Rebel V-8—the No. 1 
Success Cars. 


America’s lowest-priced line of cars! For example, the Rambler 
American prices start at only $1795.00.* At least $117 less than 
any other U.S.-built car. 


Lowest-priced station wagon built by any of the 5 major U.S. 
manufacturers. 


America’s only compact luxury car—Ambassador V-8. 


America’s economy king—proved again in 1960 Mobilgas Economy 
Run. Rambler American topped all cars with 28.35 M.P.G. 


*All prices based on manufacturers’ 


suggested factory delivered prices. 
Optional equipment, state and local Pr 


taxes, if any, and transportation, extra. 


int Export Markets. 


MAIL THIS COUPON TODAY 


Director of Dealer Development 
American Motors Sales Corporation 
Detroit 32, Michigan 
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Pa. Court Rules 
Use Tax Unfair 
To Outstate Dealer 


HARRISBURG, Pa, — The Dau- 
‘phin County Court of Common 
Pleas has ruled that the Pennsyl- 
vania use tax cannot be applied to 
autos purchased outside the state. 

Such application is “outright un- 
constitutional discrimination on its 
face and against interstate com- 
merce,” the court ruled in the case 
of the Commonwealth of Pennsyl- 
vania vs. Smith. 

The defendant, a Pennsylvania 
resident, purchased an auto in New 
Jersey. 

The court said the question to be 
decided was whether Pennsylvania 
May exempt from taxation “the 
value. of any personal property ac- 
tually taken in trade or exchange 







"yam = This great new hoist from Heil, backed by the reputation Heil has 
og eh earned for quality manufacturing of heavy-duty hoists for the construc- 
v th tion industry, will help you take advantage of the growing demand for 
ae the convenience of self-unloading for farm trucks. 
Sa ‘ 
a . rf This is no ordinary, scaled-down version of a bigger hoist. Neither is 
ae it a flimsy “economy model.” It is an entirel it full 
«4 y , y new unit, carefully 
~ hi HM designed by Heil engineers to handle with ease the biggest loads any 


mg ? farm truck owner will ever haul on a single- or tandem-axle truck this 
awlaa size. What’s more, it has all the job-proved features that have made 


ees Heil hoists famous for long life, easy servicing and low maintenance. 

Ay ws =: Yet it is priced competitively with hoists that offer far less in quality, inside and out 
” ‘ convenience and dumping efficiency. 

Y led 

Poe Get the whole story on Heil’s new, big-capacity farm truck hoist. Be hydraulic system 


"eee @€656.- ready now to offer your customers a complete hoist package that will 
give them maximum service for their money. See your Heil distributor 
... Or just write to The Heil Co,, Milwaukee 1, Wisconsin. 


Heaw 
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within the commonwealth in lieu 
of the whole or any part of the 
purchase price, and, on the other 
hand, deny such exemption in de- 
termining the taxable purchase 
price of similar property purchased 
outstate and brought into Pennsyl- 
vania.” 

There was no indication whether 
the state will appeal the decision, 
but in Maryland dealers were 
urged to assume that there will be 
an appeal. 

The Automobile Trade Assn. of 
Maryland suggested that dealers 
who sell to Pennsylvania residents 
collect use taxes on the full pur- 
chase price, and kold in escrow 
the difference between the tax on 
the full purchase price and the tax 
on the money difference. 

“When the intentions of Penn- 
sylvania as to appeal are clear, the 
money could be refunded to cus- 
tomers,” the association said. 





Farm Conwersion Hoist 


am Here's the latest Heil farm truck conversion hoist ~— a heavy-duty, twin 
iT telescopic unit specially designed for platform bodies from 16 to 20 feet. 


MILWAUKEE 1, WISCONSIN 


And Sales Boom .. . 








It’s Spring in the Midwest 


(Continued from Page 6) 


eral grants. Without trying to 
minimize flood losses which are 
real, it is nevertheless a fact that, 
if the floods come early enough 
and recede quickly enough, the 
losses can be recouped by new 
plantings in the agricultural 
areas. 

In the auto business in this area, 
competition among dealers is high 
with almost no holds barred. Al- 
most every make has vivid compar- 
isons -of its product with other 
makes for ‘its prospects. Some deal- 
ers have bought competing makes 


-Duty Twin Telescopic 





























cylinders 


frame 


lic pump 


Compare these HEIL 
quality features with 
other farm hoists 


®@ Mounts easily, inside or outside of 
truck frame, without removing body 


@ V-Ring packing on telescopic 
@ Hoist cylinder re-packable with- 
out disassembly 


© Mounts without welding on truck 


@ Thru-shaft cylinder mounting 


@ High-pressure, gear-type hydrav- 
@ Precision cylinders, micro-finished 


®@ Automatic top limit shut-off, plus 
internal relief valve protects 


and stand them side by side on 
their lots for comparison. 

Almost any salesman can now 
whip out a ready reckoner and 
give the prospect the comparative 
dimensions of all cars—height, leg- 


Idaho Unit Picks Lin 


BOISE, Id.—Edward Lin, Ram- 
bler Motors, is the new president of 
Canyon County Automobile Dealers 
Assn. Blaine C, Breckon (Ram- 
‘bler), Nampa, is ‘vice-president, and 
Curtis Benkelman (Dodge), is sec- 
retary-treasurer. 





room, length and a thousand other 
vital statistics. This is against the 
time in the old school when it was 
considered unwise to mention a 
competitive make, much less get 
into a comparison of dimensions 
and qualities, 

A visit with some half a dozen 
zones shows that almost every zone 
is compiling statistics on makes 
traded in on their own make, If a 
make shows.a tendency to take in 
too many of its own make and 
drops its conquest sales the least 
bit, it is certain that the zone’s 
hard-hitting sales stimulators will 
be on the job before the ink on 
the report gets dry. 

The same goes for warranty re- 
ports from dealers. The -dealer 
whose reports on warranty op- 
erations goes off one or two per- 
cent as compared with the na- 
tional average is going to have 
a flock of factory service experts 
breathing down his neck, 

This is the year that the dealer 
is going to get his hand out of the 
factory’s pocket, according to the 
plans of some of the zone service 
departments. 

Most dealers and factory men 
look for a good profit year although 
it is a little early to predict profits 
since already the gimmick and 
giveaway boys have upped their 
display advertising to give the im- 
pression that cars are being given 
away with box tops. 

Working hard against these tac- 
tics are the state associations and 
the Better Business Bureaus but 
the headway they are making is 
not yet apparent, 


22 F ord Dealers 
Fined $86,000 in 


7. e * 
Price-Fixing Case 
(Continued from Page 4) 
dealer price-fixing cases in the last 
17 months. 

Other defendants were Ford 
Motor Co. and 42 Washington 
Ford, Chevrolet and Oldsmobile 
dealers and eight trade groups in 
New York. 

In San Francisco, a Plymouth 
dealer association is appealing a 
guilty verdict in a similar action, 
and cases against Ford and Chev- 
rolet line groups there are off the 
calendar pending the outcome of 
the appeal. 

ok * + 

tN Es of $4,000 were levied 

against the following Detroit- 
area Ford dealers: Clarence Bell, 
Inc.; Bill Brown, Inc.; Lewis F. 
Brown, -Inc.; Hi Dawson, Inc.; Bob 
Ford, Inc., Dearborn; Gorno Bros., 
Inc., Trenton; Stark Hickey, Inc.; 
Johns Bros., Inc., and Al Long, Inc. 

Also, North Bros. G/C, Inc., Gar- 
den City; Cy Owens, Inc., Pontiac; 
Rice-O’Green Ford, Inc.; Floyd 
Rice Ford, Inc.; Smith-Briggs, Inc.; 
Alfred F. Steiner Co.; Trudell 
Ford, Inc., Base Line; Harold Tur- 
ner, Inc., Birmingham, and Stuart 
Wilson, Inc., Dearborn. 

Assessed $2,500 were John Bar- 
ber, Inc., Belleville; Clem Rinke 
Ford, Inc. Warren, and Bud 
Truba Ford, Inc., Berkley, A fine 
of $1,500 was levied against Dick 
Lutz, Inc., Flat Rock, 

Dick Lutz and Smith-Briggs 
have gone out of business, and Bud 
Truba Ford has taken over the 
Lutz location in Flat Rock. 


W. R. Timken Gets 
Top Timken Post 


CANTON, O.—W. R. Timken has 
been elected president of Timken 
Roller Bearing Co., succeeding 
D. A. Bessmer, who resigned be- 
cause of health. 

A graduate of Harvard Univer- 
sity, Timken joined the firm in 
1935. He was elected a director in 
1936 and a vice-president in 1941. 
He had been acting president since 
March of this year. 

Elected to the board of directors 
at Timken’s annual meeting were 
G, L, Deal, secretary-treasurer; 
P,. J. Reeves, sales vice-president, 
and Henry Tobey, manufacturing 
vice-president, Bearing and Rock 
Bit Divisions, 


Henderson Named 


MONTREAL. — George Hender- 
son, Cooke Toledo Motors, Ltd. 
(BMC-Willys), has been elected 
president of the Montreal Automo- 
bile Trade Assn., succeeding Roger 
8S. Picard, of Lachine, Que, 











SIGN 
UP! 


How does The Saturday Evening Post help. you rack 

up more showroom traffic—and sign up more customers? 
The happy answer: Your factory’s ad page in the Post 

is seen many more times by hot prospects than in any 
other magazine in the general-weekly field. Prospects with 
higher incomes. Prospects living in households with one 
or more cars. Prospects living in households with two 

or more cars. # For many years, automobile dealers 

have shown great faith in the Post’s ability to reach 
these prospects. And we at the Post have always had 
great confidence in your ability. The ability to fulfill 
your public trust honestly. Fairly. Faithfully. = To show 
our appreciation for the wonderful job most automobile 
dealers are doing, the Post has mailed out (at the 
request of dealers) 12,000 mats of the ad appearing 

on the next two pages—for use in local newspapers. If you’d 
like a free mat of this ad—which you can run in your 
local paper over your own signature—write Jim Gavagan, 
Vehicle Marketing Manager, The Saturday Evening 
Post, Independence Square, Philadelphia 5, Penna. 


Be sure to see the next two pages. 











Your town’s best automobile 





If you want the Post’s free promotion kit of 5 ads (including the one above) for use 














When you buy an automobile—new or used—from a reputable dealer, it’s 
not the close of a sale for him . . . it’s the beginning of an obligation that 
runs for the life of your car. The dealer has made a sale, but he hasn’t 
made a customer until he has demonstrated his willingness and ability 
to service your automobile to your complete satisfaction. The success of 
an automobile dealer depends not so much upon making sales—but mak- 


ing customers. 


The automobile dealer is a businessman—but, first and foremost, he is a 
member of your community. And a mighty active citizen he is. His partic- 
ipation in civic activities includes everything from donating prizes for 
local contests to donating cars for high-school driver-training programs; 


dealers never close a sale! 
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The Saturday Evening Post dedicates this message to Quality Dealers everywhere. 


(DEALER LOGO/S) 


from providing transportation to church groups, local officials and visit- 
ing celebrities to sponsoring safe-driving promotions; from organizing 
local charity drives to presiding over the Chamber of Commerce. The 
dealer depends upon his neighbors for his livelihood—not only this year, 
but in years to come. Every car on the streets of your town, bearing his 
identifying emblem, is his responsibility—whether spanking new or a 
veteran of more than a decade of service. His reputation for keeping his 
cars rolling is his stock in trade. 


How can you tell a good dealer? Ask about him. How long has he been 
doing business in your community? How many people come back to him 
every time they trade in their cars? How are his service facilities? Is he 
an active and respected member of the community? And look for this 
emblem in his showroom. It’s your, assurance that the dealer fulfills the 
strict standards for advertising, sales and service of the National Auto- 
mobile Dealers Association. 








in your local newspapers, write to... Jim Gavagan, Vehicle Marketing Manager, 
The Saturday Evening Post, 
Independence Square, Philadelphia 5, Penna. 














AUTOMOTIVE NEWS, MAY 2, 1960 








The Newspaper of the Industry yoy 


x * 





—eHO 341i 





Publisher—George M. Slocum (1889-1949). 
Chairman of Board and President—Mrs. George M. Slocum 
Editor & General Manager—Pete Wemhoff. Editorial Director—Robert M, Finlay. 
Service & Truck Editor—J. C. Weed; News Sater orere M. Gordon. 
Associate Editors—Robert M. Lienert, John K, Teahen jr. 
Engineering Editor—Joseph M. Callahan. 
wi Bureau Chief—William Ullman; West Coast Editor—William Carroll, 
ocho Fruitland Drive, North Hollywood, Calif, (TRiangle 7-5870). 
Editorial Associates—Martin L. Whitmyer, Frank Gawronski, Kenneth C. Kelley jr., 
John E, Walsh, Agnes Stewart, Audrey Lincicome. 
Business and Advertising Manager—Richard L, Webber. 
Advertising: New York—Edward Kruspak, Advertising Director, and Howard Bradley jr.; 
. Goldstein, Manager, and William Gallagher; Michigan-Ohio— 
William R. Maas and Roy Holihan; Los Angeles—Robert E, Clark; 
San Francisco—Jules E, Thompson. 
Promotion & Research Director—Anthony J. DeLisle; 
Advertising Production Manager—Caro! LeVeque. 
Office Manager—Eleanore Whalen; Circulation Dept. Manager—Lucy Matney. 
Classified Advertising Dept. Manager—Eileen Parsons. 
Mechanical Superintendent—Samuel Pinkis. 








RESIDENT CORRESPONDENTS: Akron—Joe Kuebler; Albuquerque—John D. McKee; 
Atlanta—E. C. Bash; Atlantic City—F. W. Schwarz; Baker, La.—Ezra Adams; Baltimore—Kate 
Savage; Belleville—Eugene M. Conrad; Birmingham, Ala.—Stuart Riddle; Boise—Robert J. 
Brown Jr.; Boston — Guy Livingston, Floyd Lee Bell; Boulder — Ernest Fair; Buffalo—G, E. 
Toles; Chicago — David J. Atchison; Cincinnati — Allan R. Heim; Cleveland — Sanford 
Markey; Columbus—H. S. Perdue; Dallas—C. K. Cates; Denver—ira Alexander; Des Moines— 
F. W. Lazell; Fairbanks, Alaska—Jerome F. Sheldon; Fort Worth—William Stone; Harrisburg— 
George Shelley; Houston—Ruby Fenoglio, Louis Alexander; Huntington—William E, Francois; 
ladianapolis—C. 1. Kern, David G. Watson; Jackson—Thomas Herrington; Jefferson City— 
L. H, Houck; Little Rock—Inez McDuff; Los Angeles—Slim Barnard, William Carroll; Louisville 
—A. W. Williams; Lowell, Mass.—Charles Sampas; Madison—John Wyngaard; Manchester, 
N. H.—Guy Langley; Marthaville, La.—E. E. Gentry; Miami—Trescot Goode; Milwaukee—Benn 
Oliman; Minneapolis—Donald Lyons; Montgomery, Ala.—William Lynn; Nashville—Ed Goins; 
New Jersey—Bethune Jones; New Orleans—Gordon Hebert; New York City—Ed Brown; Nor- 
folk—A. C. Sugent; North Kansas City—Larry E. Johnson; Oakland—Steve Still; Oklahoma 
City—M. L. Risen; Omaha—A. R. Oleson: Pawtucket, R. I.—T. L. Forbes; Peoria—Gene Booth; 

len Sommers; Phoenix—Sheldon A. Engel; Portland, Ore.—E. W. Peterson; 
Providence—Ruth M. Eddy; Reading—Wesley Stillwell; Rochester, N. Y.—Ted Case; Salem, 
Ore—F. K. Haskell; Salt Lake City—Dan Valentine, W. F. Smiley; San Antonio—J .H. Reed; 
San Francisco—Leon Pinkson; Santa Fe—Lewis E. Thompson; Scranton—Gene Coleman; Seattle 
—Martin Trepp; Springfield, 111.—C, C. Hall; South Bend—L. E. Dunkin; Spartanburg, S$. C.— 
tL. D. Bray; St. Louis—John Rogers and Ronald A. Leggett; Tacoma—Robert E, Sconce; 
Wamego, Kans.—G. M. Hunholz; Worcester—Sidney Dorfman; Youngstown—Stephen L. Ritz. 


FOREIGN CORRESPONDENTS—European Correspondent—George L. Glaser; Brussels, Bel- 
giem—John W. Ashton; Lethbridge, Alberta—G. A. Yackulic; London, Eng.—F. C. Livingstone; 
Mexico City—Douglas Grahame; Milan, Italy—Antonio Giordano; Montreal—Jules Larochelle; 
Paris—Henry Altimus; Sydney, Australia—H. Bowden Fletcher; Tokyo—Stuart Griffin; Toronto— 
dames Montagnes; Vancouver, B. C.—F, H. Fullerton. 

Subscriptions: U. S. and Canada, one year $9, two years $16. 
Other countries: One year $13, two years $22. 
Copyright, 1960, Slocum Publishing Co., Inc, All rights reserved. 
Entered as second-class matter, Post Office, Detroit, under Act of March 3, 1879. 





AUTOMOTIVE NEWS PLATFORM 

¥ |. Fair and equitable contracts between manufacturers and dealers in 
motor vehicles, parts and accessories; 

¥ 2. Evety dollar of auto excise, gasoline and oil taxes, collected by states 
and U. S. governments, applied to building and maintenance of highways; 
{ 3. Guard the precepts of individual freedom, which made the U. S. A. 
great and gave its citizens more of the better things of life than anywhere 
else in the world. 


AUTOMOTIVE 








Capsule Comment 


Used-car sales have started to improve, field reports say, 
but are still below the level dealers believe they should be 
in springtime. 

To avoid a repetition of the Used-Car Evil of the ’30s, 
sound new-car merchandising is imperative. 
- 


A new Ford Service Managers’ Council, elected by deal- 
ers in various regions, has just held its first meeting in 
Dearborn. 

A belated but welcome recognition of the service end 
of the auto business. 


Total federal, state and local taxes topped $124 billion 
in 1959, exceeding the nation’s food bill of $73 billion by 
a wide margin. 

As if anyone didn’t know, Uncle Sam continues to be 
the biggest competitor for the consumer’s dollar. 


Rhode Island dealers association is distributing a pam- 
phlet to help car and truck buyers avoid unethical dealers. 
Helping to raise ethics of the industry. 


Auto show attendance for the 1959-60 season is up 
165,000 to a total of 2,229,000, an increase of 8 percent 
over the previous year, Automotive News survey finds. 

If viewers are buyers, we'll do all right this year. 


United States auto makers declare they cannot sell more 
vehicles abroad unless there is some relief from high tariffs 
and charges made by foreign governments. 

International relations must be a two-way street. 


Coming 
Events 


% Enviror’s Note: To facilitate 
recognition, new items in this 
column will be starred and will 
appear in boldface type the first 
time they are used. 


Dealer Conventions 


May |-3—Texas Automotive Dealers Assn., 
Driscoll Hotel, Corpus Christi. 

May 1!-3—Motor Dealers of British Colum- 
bia, Harrison Hot Springs Hotel, Har- 
rison Hot Springs, B. C. 

May 1|-3— Georgia Automobile Dealers 
Assn., British Colonial Hotel, Nassau. 
“7 1-3—Ohio Automobile Dealers Assn., 
etherland Hilton Hotel, Cincinnati. 
May 5-6—Joint Convention of Kansas 
Motor Car Dealers Assn, and Missouri 
Automobile Dealers Assn., Hotel Muehle- 

bach, Kansas City, Mo. 

May 5-6— Arizona Automobile Dealers 
Assn., El Tovar Lodge, South Rim, Grand 
Canyon, Ariz. 

May 5-8—North Carolina Automobile Deal- 
ers Assn., Pinehurst, N. C, 

May 8-10— Tennessee Automotive Assn., 
Buena Vista Hotel, Biloxi, Miss, 

May 8-10— Oregon Automobile Dealers 
Assn., Benson Hotel, Portland, 

May 10-11—Massachusetts State Automo- 
bile Dealers Assn., Hotel Statler, Boston. 

May 12-14—Washington State Auto Deal- 
ers Assn., Longview, 

May 13-14— South Carolina Automobile 
Dealers Assn., Francis Marion Hotel, 
Charleston, 

May 15-17—Idaho Automobile Dealers 
Assn., Hotel Boise, Boise. 

May 17—Joint Annual Meeting, Motor Car 
Dealers Assn. of Southern California and 
the Los Angeles Motor Car Dealers 
Assn., Coacoanut Grove, Ambassador 
Hotel, Los Angeles. 

May 21-23 — South Dakota Automobile 
Dealers Assn., Sheraton-Cataract Hotel, 













































































Sioux Falls. 
May 22-23—Alabama Independent Automo- Letterbox 
bile’ Dealers Assn., Admiral Semmes 


Hotel, Mobile, Ala. 

June 1-4— Automotive Engine Rebuilders 
Assn., annual convention, Netherland 
Hilton Hotel, Cincinnati. 

June 7— Delaware Automobile Dealers 
Assn., Brandywine Country Club, Wil- 
mington. 

June 7-9—New York State Automobile 
Dealers, Spring Meeting and Golf Tour- 
nament, Grossinger's, N. Y. 

June 8-9—Automobile Dealers Assn, of In- 
diana, Claypool Hotel, Indianapolis. 
June 12-14—New Mexico Automotive Deal- 
ers Assn.. Western Skies Hotel, Albu- 

qerque. 

June 20-22—Pennsylvania Automotive Assn., 
Bedford Springs Hotel, Bedford, Pa. 
June 23-26—Michigan Automobile Dealers 
Assn.. Grand Hotel, Mackinac Island. 
July 21-24—Automotive Trade Assn. Man- 
agers, Grand Hotel, Mackinac Island. 
Aug. 7-9—Georgia Independent Automo- 
bile Dealers Assn., Henry Grady Hotel, 

Atlanta. 

Aug. 14-17—Automobile Dealers Assn. of 
West Virginia, Greenbriar Hotel, White 
Sulphur Springs. 

Aug. 21-23—Colorado Automobile Dealers 
Assn., Harvest House, Boulder, 

Aug. 28-29—Wyoming Automobile Dealers 
Assn., Cody. 

Sept. 11-13—New Hampshire Automobile 
Oealers Assn., Farragut House, Rye 
Beach N. H. 

Sept. 12-13—Minnesota Automobile Deal- 
ers Assn., Leamington Hotel, Minne- 


apolis. 
Sept. 18-19—Kentucky Automobile Dealers 
Assn., Sheraton Hotel, Louisville, 
Sept. 18-20—New York State Automobile 
Dealers, The Concord, Kiamesha Lake, 


Sept. 19-20—Wisconsin Automotive Trades 
Assn. Hotel Schroeder, Milwaukee, 
Sept. 30-Oct. | — Montana Automobile 
Dealers Assn., Rainbow Hotel, Great 


s. 

. 10-12— Automotive Parts Rebuilders 
Assn., annual convention, Conrad Hil- 
ton Hotel, Chicago. 

Oct. 23-25—New Jersey Automotive Trade 
Assn., Chalfonte-Haddon Hall, Atlantic 


City. 

Oct. 28-Nov, 2—Florida Automobile Deal- 
ers Assn., Cruise to Montego Bay and 
Port-au-Prince. 

Nov. 15—Connecticut Automotive Trades 
Assn., Hotel Statler-Hilton, Hartford. 

* * > 


Auto Shows 


May 8-l0—Fort Worth Auto Show, Will 
Rogers Exhibit Bldg., Fort Worth, 

Oct. 15-23-— National Automobile Show, 
Cobo Hall, Detroit. 

Nov. 12-19—Pittsburgh Auto Show, National 
Guard Armory, Pittsburgh. 

May 20-22—Norfolk Imported Car Show, 
Norfolk Arena, Norfolk, Va. 

Nov. 23-27—Portiand Auto Show, Memorial 
Coliseum, Portland, Ore. 
(See CALENDAR, Page 44, 


The Big Stories 


34 Years Ago—1926 

First award for economical truck operation was made by the Soviet 
government to General Motors Truck Co, The award was won by a 
heavy-duty GMC truck in a 3,500-mile run conducted by the Soviet 
government . . . Chevrolet has announced what is considered the most 
comprehensive plan for the education of salesmen that has ever been 
undertaken, More than 17,000 retail salesmen will be put through a 
training course in 3,700 schools conducted by the company, 


20 Years Ago—1940 
General Motors Corp. reported first quarter 1940 sales were the 
greatest for any similar period in its history. Total sales to dealers 
were 549,182 cars and trucks. 


10 Years Ago—1950 
Sales in the first quarter of 1950 reached an estimated 1,250,000 cars 
—well in front of the best previous first quarter of 1,016,655 in 1941. 


used if you so request. 


Borgward Importer Objects 


Reference is made to several ar- 
ticles appearing in your issue of 
Automotive News dated April 11, 
1960, Among these are articles 
headed “Compacts Squeezing All 
But VW, Renault” and “Chicago: 
Import Bonanza Over.” In these ar- 
ticles were such statements as: “I’m 
watching my distributor carefully, 
because I want to jump out ahead 
of him” and one dealer’s comment. 
In another instance appeared this: 
“Compacts have taken all the air 
out of the imports.” In another was 
noted this paragraph: “Unless there 
is more cooperation from factory 
reps, there is likely to be something 
of a wholesale defection from im- 
port ranks this summer and fall.” 


The general impression created 
by these articles seems summa- 
rized by another quotation from 
one of them: “Suffering most in 
the salesrooms are those imports 
which compete in size with do- 
mestic compacts, but which carry 
higher price tags.” 

ere is no doubt in my mind 
that your report is anything but 
honest. However, gathering up 
these observations and submitting 
them to the readers, as they were, 
cannot help but to give a biased 
impression which, so far as our 
territory is concerned, is out of line 
with the facts and the truth, We 
certainly agree that only those cars 
in the import class which have won 
acceptance by reason of genuine 
economy of operation and proven 
quality have, and will have, a defi- 
nite part of our economy. 

As we are the New England im- 
porter and distributor of Borgward, 
we could not help taking exception 


Col. 5) to the adverse impression gained 




















Automotive Cartoon 


Of the Week 





"The automobile dealers association is going to hear 
about this—I came in just to look around." 








‘Part of Our Economy .. .’ 


This is an open forum for the discussion of any subject of interest to our 


readers, and your letters are welcomed. No attention is given to unsigned 
letters but you may sign your name with the assurance that it will not be 


Address Editor, Automotive News, Detroit 7, Mich. 


from the articles referred to above. 
A resume of actual sales compiled 
from official Polk reports is as fol- 
lows: 
Borgward Sales, 
New England States 


1958 1959 
SI © Chctidsinp cetesincssecenen 92 90 
November ....................... 64 74 
December ..................0:..: 66 52 

1959 1960 
de ceesadi cs 43 56 
BN OIIET °svvcovvesnssstasssovense 34 50 
Total for period .......... 299 322 


For the benefit of those who are 
not familiar with Polk reports, 
these are the actual compiled rec- 
ords of sales taken from the official 
registration of cars from the reg- 
istry records of the various states. 

From these figures it can be 

plainly seen that not only have 
we held our own against the 
American compacts, but that in 
the corresponding period of time 
as compared to last year we have 
shown an actual increase in sales 
in the period of time when do- 
mestic compacts have been intro- 
duced to our market, Since the 
March report has not yet been 
sent out to subscribers, we refer 
to our own system of registra- 
tion returns from which we know 
that Borgward sales in our area 
of responsibility reflect an in- 
crease of 22.6 percent in the 
month of March as compared 
with February. 

Most of the other imports do re- 
flect a downward trend in the same 
period compared, However, these 
actual sales statistics prove beyond 
doubt our contention that none of 
the adverse statements reflected in 
the articles are true of our product 
in our area. 

From the time we became a di- 
rect importer in January of 1959, 
our policy was to effect a lower 
dealer and retail selling price than 
was prevalent elsewhere in the 
United States. We anticipated that 
this would have the effect of cre- 
ating greater acceptance of Borg- 
ward, The results have justified 
this. Moreover, our relationship 
with our dealers is completely con- 
trary to that which was expressed 
in the quotations contained in the 
first paragraph of this letter. 

Based upon growing sales, we 
have not hesitated to order larger 
shipments than the same period of 
last year so that we would not be 
completely sold out in the latter 
part of May and all of June, as 
was the case in 1959. 

A further indication of our faith 

(Continued on Page 44, Col, 3) 
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TV GUIDE 
lst QUARTER REPORT 


CIRCULATION ROSE ABOVE 73 MILLION, by 
far the largest total any weekly 
magazine has ever reached. Number of 
regional editions increased to 56, 
further enhancing and refining the 
unparalleled flexibility of this 
magazine and the service it provides 
at the local level. 


ADVERTISING REVENUE WENT UP 33% over 
first quarter 1959. TV GUIDE continues 
to pile gain upon gain as more and more 
advertisers discover the tremendous 
influence of this magazine on millions 
of minds--and pocketbooks. 


TV GUIDE'S ADVERTISERS include some of 
the most successful names in American 
marketing--names like Plymouth, 
Valiant, Coca-Cola, Baker's Coconut, 
Nabisco, Swanson, Sanka, Noxzema, 

Log Cabin, Dinner-Redy, Oldsmobile. 


There is in this magazine a record of 
wholesome growth and the promise of 
continuing that growth. And, it goes 
without saying, good advertising works 
best in such a climate. 


BEST-SELLING WEEKLY MAGAZINE IN AMERICA 
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AUTOMOTIVE WASHINGTON 


Is America Asleep 
On Its Tailfins? 


By William Ullman 


Washington Bureau Chief 
HERE is a “new kind of Puritan in our midst,” according 
to Walter A. Edwards, deputy assistant secretary of com- 


merce. 
This new ascetic, he told a 


business group recently, 
“thinks we are too complacent 
with our gadgets and tailfins, and 

Bc : are falling be- 
hind the more 
dedicated R u s- 
sians.” Edwards 
could have been 
talking about a 
dozen congres- 
sional witnesses 
that this colum- 
nist has heard 
during the last 24 
months, who 
think Americans 
are pretty sinful 





William Uliman 





when it comes to taking on new in- 
stallment debt and buying cars 
that are brighter, longer, lower and 
more expensive. 

But Edwards had a good word 
for the consumer, 

“Short of giving up the right 
to spend what’s left of our incomes 
after taxes on things we want, 
what is the alternative?” he asked. 
“And where is the place for new 
and small businesses in an econ- 
omy wholly committed to ever- 
increased spending for purposes 
determined by the Government? 

“I doubt that the American 
people want a dictatorship of the 
bureaucrats any more than they 
want a dictatorship of the prole- 





tariat. In fact, they amount to 
the same thing.” 

Edwards also jumped on those 
he called “professional lovers of 
small business.” Some of them, he 
pointed out, talk as if smallness 
were an end to be sought, rather 
than a simple description of the con- 
dition of most new business firms. 

aa * + 


Acorns of Enterprise 
HHERE’S a world of difference 
between loving babies and 
wanting to have them stay babies,” 
commented the government official 
drily. He pointed out that small 
firms are the “acorns of American 
free enterprise,’ but he added that 
“you don’t get acorns without 
oaks.” 

Edwards insisted that the rate 
of small business failure is not 
rising. The rate per 10,000 firms 
was 52 in 1959, he said, compared 
with a rate of 92 in 1900 and 63 
in 1940, 

About 40 percent of all United 
States firms today have no em- 
Ployes, he went on, and three- 
fourths of them have fewer than 
four workers. Only 5 percent of 
U. S. businesses employ 20 people 
or more, which puts a good many 





dealers into a class approaching| cerned with air pollution have 


big business. 
* * * 


Reserves Rapped Again 
NOTHER witness on the Sen- 
ate truth-in-lending bill has 

joined South Dakota banker Her- 

bert E, Cheever in attacking dealer 
reserve payments. 

John L, O’Brien, president of 
the Greater St. Louis Better 
Business Bureau, contended that 
some unscrupulous auto dealers 
are “gouging” the public out of 
millions of dollars through kick- 
backs from finance companies. 
He charged that some dealers 
used a variety of finance charges, 
depending on the “gullibility” of 
the consumer. 

He cited three different rates 
used by dealers in a Georgia city, 
under which the cost of financing 
$1,000 ranged from $162 to $244, 
with kickbacks to the dealers of 
from $96 to $163. 

The finance disclosure bill’s au- 
thor, Senator Paul Douglas, Illinois 
Democrat, is collecting plenty of 
ammunition in support of his 


measure, 
* * * 


Smog Device Shown 


oe of Congress and 
other Washington leaders con- 
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Qube AT UNIVERSAL UNDERWRITERS CONTINUES IN CLAIMS SERVICE 


Prompt, efficient claims service like this has always been Universal’s goal 


... as thousands of satisfied subscribers will testify. Over thirty-eight years 


of experience in providing insurance and satisfying claims makes this pos- 


sible. Our claims service staff members are specialists in handling losses for 


the franchised dealer. 


@® WRITE OR CALL your nearest office 
today for complete insurance information 





Boston, Massachusetts 
Chicago, Illinois 
Columbus, Ohio 
Dallas, Texas 
Houston, Texas 


Westfield, New Jersey 


BRANCH OFFICES 





Jacksonville, Florida 

Los Angeles, California 
Portland, Oregon 

Salt Lake City, Utah 

San Francisco, California 
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witnessed a demonstration of a 
new device said to burn away 
smog-forming gases in auto en- 
gines before they enter the atmos- 
phere, 

The device was developed by an 
Oklahoma firm to improve auto- 
motive engine efficiency and to cut 
maintenance costs. General Motors 
research engineers discovered that 
removing poisonous and noxious 
gases from the crankcase, by posi- 
tive ventilation, and returning 
them to the engine to be burned 
off, eliminated a major cause of 
auto smog. 

Government officials observing 
the demonstration in Washington 
saw evidence that the industry is 
indeed concerned about air pollu- 
tion and that a number of practi- 
cal approaches to reducing smog 
are already possible. 

* ad ~ 


Auto Expose Honored 


To Washington reporter who 
exposed exorbitant auto-finance 
charges and gyp used-car dealers 
has won the city’s top journalism 
prize. The Bill Pryor Memorial 
Award, bestowed by her fellow re- 
porters, went to Miss Miriam Ot- 
tenberg, of the Washington Eve- 
ning Star. 

Her articles were credited with 
bringing about new legislation to 
control finance charges here, as 
well as new-dealer and salesman 
licensing regulations for the Dis- 
trict of Columbia, 

The award was presented to 
Miss Ottenberg by TV commenta- 
tor David Brinkley at the annual 
Front Page Ball here. 

* cd * 


Home Free! 


pwn cellar in the Municipal 
Court here are a quarter of a 
million parking tickets— all un- 
paid. 

They are a testimonial to Wash- 
ington’s drawing power as a tour- 
ist attraction, for practically all of 
them were hung on cars of out-of- 
towners. The court keeps the car- 
bons of the tickets in case the 
visitors come back to town—and 
get nabbed for speeding or running 
a red light. But most will never 
be paid. 

The court has announced that 
it has discontinued the practice 
of trying to collect from visitors 
after they flee Washington. 

“We don’t want to anger tourists 
by pursuing them for a ticket or 
two,” the clerk of the court said. 

* * * 


SBA Loan Report 


LMOST every arm of the auto- 

motive industry got a loan 
from the Small Business Adminis- 
tration in March, but only two 
new-car dealers were among the 
recipients, SBA loan approvals 
were up 35 percent over February, 
topping $53 million. 

A tire recapper got $90,000; a 
parts rebuilder got $58,000; a 
body shop got $40,000. A dealer 
in New Jersey obtained a $60,000 
loan; another in Texas got 
$12,000. 

Some of the biggest loans went 
again to the booming motel and 
resort trade. A motor lodge in Ala- 
bama got $218,400, and a fishing re- 
sort in Arizona got an even $100,- 
000. 


* * * 


Savings Trail Demand 


AseCANe are saving, but not 
fast enough to satisfy the 
world’s desire to invest, according 
to C, Canby Balderston, vice 
chairman of the Federal Reserve 
Board. 

“The interest received by indi- 
viduals and nonprofit institutions 
is 2.5 times as large as the inter- 
est they pay out,” Balderston told 
a financial gathering. 

“For the sake of the millions 
who rely upon these savings, it is 
mystifying that more national 
leaders do not dedicate their tal- 
ents to protecting the integrity of 
the dollar.” 


* * * 


Confusion Compounded 

ECRETARY of Labor James P. 

Mitchell compounded the con- 
fusion over just what the Admin- 
istration wants when he testified 
in favor of a “moderate increase” 
in the $l-an-hour minimum wage. 
He said that an increase to $1.10 or 
$1.15 an hour would not harm the 
economy or employers. 

Earlier, Secretary of Commerce 
Frederick Mueller had indicated 
that the minimum wage did not 
need to be increased at this time. 
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Remember the Cord? Low-slung, coffin-nosed 
styling . . . supercharged V-8 engine . . . vac- 
uum-electric gearshift . . . hidden headlights 

. and perhaps the most interesting feature of 
all, front-wheel drive! 


The Cord is such an important part of Amer- 
ica’s automotive past that today, automotive 
engineers are still taking a close look at its fea- 
tures with an eye toward the future. 


As recently reported in AUTOMOTIVE 
NEWS, it’s no secret that car makers are 
considering front-wheel drive (and concealed 
headlights, too) for upcoming models. Among 
its advantages are: Engine, transmission and 
differential become a single compact “pack- 
age”; and because there’s no transmission hump 
or driveshaft tunnel, the car can be made more 
comfortable, and lower overall. 


But it takes modern metals, lubricants, drive- 
train elements and other components to meet 
today’s standards for performance, comfort and 
safety. 


Can automotive production men, engineers and 
stylists, sales and service managers and other 





1937 Cord, Model 812 Supercharged Convertible Coupe. Photo Courtesy The Henry Ford Museum, Dearborn, Michigan 


a glimpse of the future . . . or just a glance at the past? 


key personnel use your product or services? If 
so, tell them about it where they expect to find 
news of importance—in AUTOMOTIVE 
NEWS. 


The only “Weekly Newspaper of the Indus- 
try,” AUTOMOTIVE NEWS delivers the news 
every Monday morning to 43,000 subscribers* 
who must be kept informed to be competitive. 
These are the men who create the headlines in 
AUTOMOTIVE NEWS — the men who can 
specify your product! 


Your AUTOMOTIVE NEWS Representative 
will be glad to talk over the old Cords, the new 
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cars, or the facts about AUTOMOTIVE 
NEWS at your convenience. 


*86% annually renew at the regular $9 rate. No pre- 
miums, cut rates or special inducements are offered 
by AUTOMOTIVE NEWS. 


REPRESENTATIVES: 


NEW YORK: Edward Kruspak, Howard E. Bradley, 
Room 707, 51 E. 42nd St., Murray Hill 7-6871 
CHICAGO: J. Goldstein, Bill Gallagher, Room 903, 
340 N. Michigan Ave., State 2-6273 

DETROIT: R. L. Webber, William R. Maas, Roy 
Holihan, 965 E, Jefferson, Woodward 3-9520 

SAN FRANCISCO: Jules E. Thompson, 681 Market 
St., Douglas 2-8547 

LOS ANGELES: Robert E. Clark, 6000 Sunset Blvd., 
Hollywood 3-4111 
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The Man Behind the Wheel... 





Sales Testing the Cadillac 62 


By L. H. Houck 
Travelling Correspondent 
T= only way to find out about 
an automobile is to drive it in 
the hectic normal stop-and-go and 
open-country driving pattern of the 
average owner. 
The Cadillac 62 hard-top fur- 
nished for the test certainly made 
a name for itself in this depart- 


40. And apparently you pay no gas- 
oline penalty because on my checks 
I consistently got 15.MPG at these 
speeds. 


* * 


No-Sure Answer 

I ASKED the engineers why the 
_ gasoline mileage didn’t drop to 

the basement. There seems to be 

no certain scientific answer but the 


AUTOMOTIVE NEWS, MAY 2, 1960 

























mileage of this year’s model. 

Its performance on the road 
. under all kinds of conditions 
shows that the factory will not 
make a compromise of any kind 
to lessen the quality. For in- 
stance, the quality controls for 
the engine meet the specifications 
for aircraft precision set by the 
. Department of Commerce. It’s 
actually made to closer tolerances 
* with more experienced men giv- 
ing more attention to detail in 
manufacture. 

Let me be content with detailing 
some of this year’s improvements. 

+ * * 


Cadillac as compared with last year 

that I wondered if perchance my 

test car was just better than the 

rest. So I started checking owners, 
i * * 


Walking Testimonials 


yas procedure can be recom- 
mended to dealers because this 
year’s Owners are walking and 


could well make it the objective of 
any car buyer, plus the high gas 


talking ‘testimonials. Out of a half 
dozen owners scattered over ‘half 
a dozen states in the 2,091 miles, 
the lowest mileage report was 13 
with the highest 17. 

Since they were all enthusiastic 
and in a talking.mood, I thought 
I might as well -go-all.the way and 
ask about mechanical troubles and 
service, A resounding 100 percent 
reported no service troubles,, no 
manufacturing troubles, just noth- 
ing adverse to report. 

This represents a tremendous 
victory for Cadillac’s newest qual- 
ity. control program. I later dis- 
covered that Cadillac set new 
sales records for February, March 
and for the first quarter of 1960. 


ment with 2,091 miles of driving to 
which was added for good measure 
a week of snow and, in the last 
week of the test, flood in which it 
crossed the Missouri River in hub- 
deep water for three long miles. 
There is an unusual feature in 
this year’s Cadillac, This. should 
be divided into two parts because 
it is a fact that this year’s Cadil- 
lac is the fastest over-the-road 
car Cadillac has.ever built, Rated 
as a slow driver, my normal 
based on information 


engineering supposition is that with 
the new Hydra-Matic, which is im- 
proved and packaged in a smaller 
housing, the fluid winds up tighter 
at high’ speeds because drivers all 
over. the country are reporting a 
gain of two or three miles per gal- 
lon at high speeds. 

The solid clutch so long stand- 
ard is not solid; it slips all the 
‘time to some extent and at high 
speeds,. engineers tell me, it 
slips more than at moderate 
speed . speeds. But we’re not comparing 
transmitted through the seat of | the fluid drive slip to solid 
my pants is a conservative 60 to | clutches and so about the only 

reasonable explanation is that in 


70. 
This Cadillac cruises so naturally| “winding up at these high speeds 







Tapered Bearings 
ye eneD roller bearings are 
used for the first time in the 
front wheels, Tapered roller bear- 
ings are noted for handling greater 
weights of heavy vehicles and long 
life under all kinds of conditions. 
Brakes are self-adjusting. If the 
wear is enough to warrant. adjust- 
ment, the adjustment takes place 
automatically when the car is 
backed up. 

There .is an automatic release 
for parking brake, Whenever the 
transmission is placed in drive or 
reverse the vacuum-controlled 
mechanism releases the parking 








Interior View— 


The plush interior of the Cadillac is 
roomy, controls are handy,-dash is pad- 
ded. There is a reflector on the arm rest 
on door to warn drivers at night when 


door is .open. 
Or 8: oe 


rises the fluid hub drive automatic- 
ally increases its speed to provide 
proper fan cooling. Since it is ther- 
mostatically modulated, it increases 
net output of engine when cooling 
is not needed, permitting designs 
for greater cooling efficiency at low 
speeds without the disadvantage of 
fan noise at high speeds. 





















and normally with an inherent feel- 
ing of safety that you drive 75 and 
80 with the same sensation.as at 


Big-Mileage Firms 
Found Leading 


Trend to Leasing 


-CHICAGO.—Leased-car plans are 
making impressive gains among 
.businessmen, according to a new 
survey of business-car allowances, 
practices and controls. More and 
more companies are switching to 
some form of leasing as new-car 
costs, insurance premiums, main- 
tenance and repair bills continue 
upward, said Dartnell Corp., which 
published the nationwide study. 

Dartnell said that of 650 com- 
panies in the survey, 37 percent 
now lease cars and light service 
vehicles for business use. In 1956, 
Dartnéll added, the figure was 25 
percent, while in 1952 only 14 per- 
cent. of the total‘: number of busi- 
ness cars in use were leased. 

Capital freed for other corporate 
purposes is the reason most often 
cited for the change, said the firm, 
while fewer administrative head- 
aches and improved employe mor- 
ale also are factors that turned up 
often in the survey. 

The trend is most noticeable in 
firms that report high annual mile- 
age figures for their cars, Dartnell 
said, with most fleet managers 
agreeing that leasing’s advantages 
show up best if the average annual 
mileage figure is high—15,000 miles 
or more. 

One expert reported that a leased 
car in his company doesn’t pay 
until] it has been driven to 20,000 
miles in any given year, Dartnell 
said, 

Dartnell added that few fleet 
managers have begun to make 
large-scale conversions to Ameri- 
can-made compact cars, Most are 
testing them on a “little-by-little” 
basis to see if tempting economy 
claims hold up under fleet operat- 
ing conditions, the firm continued. 


At Sea in a Cadillac— 


that the slip in the fluid drive is 
reduced to its minimum. 

This year’s Cadillac also shifts up 
and ‘gets under way like a lighter 
car and transmits the feeling of 
nimbleness and maneuverability. It 
is more maneuverable, up and 
down shifts hardly noticeable, and 
with the new Eaton fan, an almost 
noiseless motor at all speeds, You'll 
wonder if the motor is running at 
stop lights. 

There were so many of these 
things that improve this year’s 























Car Tested: 
CADILLAC 


Model: 62, four-door, six-win- 
dow hardtop. 

Engine: OHV V-8, 4-inch bore, 
3%-inch stroke, Compression ra- 
tio 10.50 to 1; taxable horse- 
power, 51.2, developed at 4800 
RMP with four-barrel -carbure- 
tor, 325. Displacement 390 cubic 
inches; torque at 3100 RPM, 430 
foot pounds. 

Transmission: Hydra-Matic. 

Dimensions and quantities: 
Wheelbase 130 inches, overall 
length 225 inches, height 56.2 
inches, maximum width 79.9 
inches, Engine crankcase ca- 
pacity 5 quarts, cooling system 
19% quarts with heater; gas 
tank 21 gallons; transmission 9 
quarts; rear axle 5 pints, 

Accessories: Extra accessories 
on test car included air condi- 
tioning and automatic trunk lid 
lock, Cadillacs have fewer op- 
tional extra cost items since 
transmission, power steering, 
power brakes, electric clock, di- 
rectional signals, backup lights, 
electric windshield wipers, wind- 
shield washer, air cleaner, oil fil- 
ter, cigaret lighters, courtesy 
and map lights, left outside re- 
mote mirror control, two-tone 
paint when specified, wheel discs 
and a host of others things are 
standard equipment on all Cad- 


This was the first part of the watery crossing of the flooded Missouri River. Stakes 
mark highway edges. Just this side of the buildings in far background, the water 
reached 12 inches in depth. Photo was taken through windshield of the Cadillac. 





brake. 

So you and I never leave the 
parking brake on? Of course, we 
don’t but somebody does because 
replacement.of Cadillac brakes 
under warranty has dropped more 
than 65 percent and that’s money 
in the owner’s pocket after 90 days, 

+. + + 


Full-Flow Filter 


a improvements include a 
full-flow oil filter mounted on 
the right .side of the engine and 
a change in the oiling system 
which forces the lube oil through 
the main bearing cap and full-flow 
filter to the vertical oil header 
which feeds the rear main bearing. 
This is by way of pressure oiling 
first things first. 

Automatic button controlled 
door locks have been changed 
from electric to vacuum with a 
vacuum tank somewhere under 
the left side of the cowl, This is 
all to the good with a virtually 
trouble free mechanism and a 
step toward relieving the load or 
the battery. 

The test Cadillac was equipped 
with Cruise Control, the speed 
warning signal and automatic 
throttle which, in view of the high 
speed cruising characteristics, is 
almost invaluable on open road and 
long trips. 





This proves that good news trav- 
els fast. 

Due to the inherent high-speed 
cruising ability, I consistently lop- 
ped 20 to 30 minutes from running 
time between well known points, 
such as Jefferson City to Spring- 
field, 30 minutes faster; to Kansas 
City, 25 minutes faster; St, Louis, 
35 minutes faster. It must be 
understood that no special effort 


was made to achieve faster times. 
+ 7 * 


This fan has become so note- 
worthy that owners -of older 
model Cadillacs are having these 
fans installed, dealers report. 

In this report, I have deliberately 
ignored stressing the Cadillac lux- 
ury, prestige and rating as a sym- 

bol of success. These are too well 
known to use this space for restat- 
ing. In 2,091 miles, you.can learn 
the things that the’ prospect can’t 
see in a visit to the showroom ora 
casual ride in a demonstrator. 
* * + 


High on Economy 
“aks economy, Cadillac economy 
rates high with the whole stable 
of American cars, surprisingly high, 
although it is my opinion that the 
owner of a Cadillac should not be 
a person who worries about mile- 
age or the price of gasoline. 
Its high resale value, however, 























Increases Horsepower 


Mu credit can be given to the 
Eaton Visco-Drive, thermo- 
statically controlled, five-bladed fan 
which increases usable horsepower 
and reduces fan noise for a quiet 
engine at high speeds. 

This fan, used on air-conditioned 
models, idles when under-hood tem- 
perature is below the thermostat 
setting. As under-hood temperature 


‘The Graveyard of Business’... 
A Look at Inventories 


condition during its early stage 
as they seem to lack some means 
of setting a definite dollar limit 
which the inventory of their busi- 
ness should not exceed.” 

Yet, there are guides which can 
lead the business man to a fuller 
comprehension of inventories and 
their control. Two of these guides 
are the financial ratios of net sales 
to inventory and net working cap- 
ital to inventory. 

The computation and use of these 
ratios will help many businessmen 
to understand better the financial 
aspects of inventory and, when 
combined with awareness of style, 
customer needs, and new product 
developments, will aid them in 
overcoming the dangers of exces- 
sive inventory and obsolescence. 

Through the use of examples, the 
new booklet illustrates some com- 
mon inventory problems and shows 
how dangers can be avoided. 







































NEW YORK.—Inventories have 
been called the “graveyard of Amer- 
ican business” because they have 
so frequently been the prime cause 
of business failures and voluntary 
liquidations, says Roy A. Foulke, 
vice-president of Dun &.Bradstreet, 
Inc., in his small-business hand- 
book, “Inventories and Business 
Health.” 

Foulke points out the two pri- 
mary causes of inventory losses 
are price drops and obsolescence. 
A rise in the prices of inventory, 
he says, may bring new life to 
a marginal firm but when a down- 
ward trend sets in, the inven- 
tory on hand must be marked at 
a lower price in order to be sold 
in a competitive market, and 
losses are often taken in the proc- 
ess. 

The fluctuations in price of ma- 
terials which cause losses or gains 
are far more common than is ordi- 
narily assumed, Foulke adds. 

Committed and undelivered in- 
ventory can be just as much a prob- 
lem as inventory on hand, By way 
of explanation, Foulke mentions 
three “psychological sparkplugs” on 
which management decisions, budg- 
ets, and policies depend. 

These sparkplugs are: The ex- 
pected level of prices of raw mate- 
rials or finished products, the ex- 
pected volume of sales in months 
ahead and the expected volume of 
profits in months ahead. 

These factors affect companies 
small and large. But in giant cor- 
porations, inventory, even when not 
on hand, can cause problems. 

Many raw materials and finished 
products are contracted for months 
or even years ahead by larger cor- 
porations. If sales fail to material- 
ize and inventory commitments 
cannot be curtailed, a serious in- 
ventory situation can occur even 
before inventory reaches the prem- 
ises. 

Foulke goes on to say: “Com- 
paratively few managements rec- 


* * 


Smaller Housing 


Tas Hydra-Matic transmission 
has a smaller housing and the 
oil pan assembly is smaller and 
more shallow which provides more 
ground clearance, Some internal 
changes in unit and manual lever 
have been made to reduce need 
for service. 

Cadillac is not exclusively for 
the well-to-do any more, in my 
opinion, but for anybody who can 
dig up the difference between the 
middle bracket and the top. 

It may not be as much as you 
think and, if you go Cadillac in 
the future, your higher tradein 
value will reduce the difference. 
With its builtin economy of opera- 
tion, you have all this and class, 
too. 








After the Test— 


The test Cadillac at the end of 2,091 miles of town, country and mixed weather 
ognize an excessive inventory | driving, with the grime washed off. No service or attention of any kind was needed. 
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ALUMINUM 
BUMPERS 
OFFER... 


Fabricating Savings. Depending on size and 
design, formed extruded aluminum bumpers can be 
fabricated with a per bumper saving of $1.25 to 
$3.00. An average saving of $3.00 to $4.00 per car 
is very realistic. Reynolds work with forming tech- 
niques has demonstrated that complex shapes can 
be formed without sacrifice of mechanical properties 
and without impairing brightness of the rust free 
anodized surface. 


Important Weight Savings. Current 
bumpers average out at 36 to 40 pounds. Compar- 
able designs in aluminum weigh 15 to 22 pounds. 
Average weight savings per car with aluminum 
bumpers are estimated at around 40 pounds. Alu- 
minum bumpers can cut “overhang”’ weight, give 
brakes less load to stop—aid in the overall auto- 
mobile design programs to reduce deadweight and 
improve car performance. 


Styling and Design Versatility. Deep 
recesses or grooves can be easily designed into 
aluminum bumper extrusions to-achieve styling 
effects that cannot be accomplished with other 
metals. Also, aluminum extrusions can be anodized 
to full thickness even though grooves and recesses 
and sharp corners are specified. This cannot be 
done with plating processes on other metals. For 


TRADE MARK 

































this reason, it is safer to design with aluminum 
from the standpoint of customer satisfaction and 
warranty costs. Contrasting colors can also be 
added through the use of organic finishes—paint 
films adhere to anodized aluminum much better 
than to other bright trim materials. 


Strength. Average material in the conventional 
bumper has a yield strength of between 25,000 and 
30,000 pounds per square inch. Aluminum alloys 
used by Reynolds in sample bumper fabrication 
have a yield strength of 31,000 pounds per square 
inch. Reinforcing members integral with the extru- 
sion can be easily designed into the bumper for 
even greater strength. 

For information and assistance on aluminum 
automotive applications, talk to a Reynolds 
Aluminum Specialist. Write or phone Reynolds 
Metals Company, P.O. Box 5050, Seven Oaks Station, 
Detroit 35, KEnwood 7-5000. Or contact your near- 
est Reynolds office or write P.O. Box 2346-MW, 
Richmond 18, Virginia. 


NOTE: Before you buy any part—have it designed and 
priced in aluminum. Basic material costs do not deter- 
mine part costs. New techniques and processes—appli- 
cable only to aluminum—can give you a better product 
at a lower final cost. 


REYNOLDS ALUMINUM 


the metal for automation 


Watch Reynolds TV shows—"“ADVENTURES IN PARADISE”, 
“BOURBON STREET BEAT” and “ALL STAR GOLF" — ABC-TV. 
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Says Service Needn’t Suffer... 





‘Largest Dealership’ 
Is Claimed by Moran 


HICAGO.—Claimant to the title 

of the largest automobile deal- 
ership in the world is Jim Moran’s 
Courtesy Motor Sales, 3567 W. 
Grand Ave. 


“There are people who believe | 


service suffers when a dealership 
grows,” Moran says. “We've proved 

ss just the opposite 
—a successful and 
profitable volume 
deal owes its 
growth to good 
service. When we 
were smaller, we 
couldn’t offer 
near the service 
we now provide.’ 


The automotive 
chain of Moran’s 
Jim Moran claims starts with 
the opening of a Hudson outlet in 
June, 1947. Moran says he took 
Courtesy Motors from 1,579th 
among Hudson dealers to first in 
new-car sales. 

He switched to Ford March 1, 
1956, and during the next three 
years and 35 days he says he sold 
more than $100 million. worth of 
new and used cars. Unit sales from 
March 1, 1956, to Apr. 1, 1959, con- 
sisted of 25,023 new cars and 35,068 
used cars, Moran said. 

Courtesy has a huge physical 
plant and employs 343 persons. 
A company vice-president is on 
duty in the service department 
from 6:30 a.m. to 5:30 p.m. 

“We service 150 to 200 cars a day 
and rarely receive more than one 
complaint per week,” said Harvey 
Rumsfield, vice-president and gen- 
eral sales manager. 

Moran added: “To most of our 
customers, we send a personal let- 
ter, signed by me, asking if they 
were satisfied with our service, 
whether any grease or dirt was left 
on the car and if they received the 
maximum in courtesy. This is 
what people want to read.” 

The Courtesy showroom com- 
prises only 3 percent of total floor 
space. With only three or four 
models on the floor, the company 
estimates its salesmen will move 
9,000 new cars this year. 

A two-story office building houses 
the finance department, general of- 
fices, title division and various ad- 
ministrative functions. 

“Auction specials” are display- 
ed under lights in a %75,000- 
square-foot area, and choicer, 
later-model used cars are shown 
= a new 30,000-square-foot. build- 
ng. 

The latest addition to the plant 
{s the Courtesy Conditioning As- 
sembly Line, which covers 40,000 
square feet and is said to repre- 
sent a $520,000 investment. The as- 
sembly line has its own radio man, 
glass shop.and upholstery depart- 
ment. 

Moran also maintains separate 
rental and leasing operations. 

He claims several firsts in the 
advertising and promotional sphere. 
He says he was the first dealer to 
offer used cars for sale on tele- 
vision (1949) and that he was the 
first sponsor to appear personally 
to sell his product. 

Moran uses only television and 
“downtown” papers in his promo- 
tion program. He declares: “You’ve 
got to dominate in your promotion 
if you plan to stay ahead. 

“The public will respond to 
legitimate offers such as solid 
service and courteous treatment. 
And if your price happens to be 
$50 or $75 higher, people will do 
business with you because of this 
factor. We don’t ‘think’ this is 
80; we know it. We’ve proved it.” 


Moran has two employes who do 
nothing but handle the paperwork 
on new cars received from the fac- 
tory. There are 112 persons in the 
service center, including 74 me- 
chanics and five order writers. 
There also are three full-time 
maintenance men. 

Another eight men and a captain 
make up the Courtesy Guard Serv- 
ice, the dealership’s security force. 

Courtesy Motor Sales is open 364 
days a year, The new-car operation 
is on a 9:30 a.m. to 11 p.m. sched- 








ule, and service department hours 
are 7 a.m. to 11 p.m. 

The company maintains 105 dem- 
onstrators, and Rumsfield claims 
that Courtesy is the largest cus- 
tomer of Universal CIT. 

“We never take a salesman’s 
time on a service problem, even 
if he sold the car in the first 
place,” Rumsfield said. “When a 
car returns for service, it goes 
immediately to the service de- 
partment, where the matter is 
handled completely.” 

Several moveable cabana-type of- 
fices are located at various places 
on Courtesy’s property. They en- 
able salesmen to meet customers 
quickly in all kinds of weather, and 
they also serve as closing offices. 

Cars accepted in trade are stored 
temporarily on one large lot, and 
an employe test-drives each unit 
to determine whether it is to be 
reconditioned or offered as an auc- 
tion special. He notes all repairs on 
a form so reconditioning can begin 
as soon as the car is delivered to 
the line. 

The used-car manager and the 
reconditioning manager usually. 
confer as to the disposition of each 
car. 

Rumsfield remarked: “Even 
though we sell more new cars than 
anyone else, we feel that they only 
serve to bring in the used cars 





where the real profit dollar lies.” 

Moran also owns Prestige Motor 
Sales, and he claims that that out- 
let sells more Lincolns than any 
other dealership in the Midwest. 
He became a Triumph distributor 
in July, 1958, and now. sells 80 of 
them per month. 

Four men run the Triumph 
Operation. Rumsfield says the 
company maintains a full-dress 
reconditioning setup at its im- 
ported-car center and that other 
dealers often call for parts or in- 
formation. 

Meetings are important at Cour- 
tesy. “We hold a general] sales 
meeting four times a year,” Rums- 
field said. “They’re held at a res- 
taurant, and more than 75 persons 
attend. 

“Training meetings are held 
twice a day in shifts, and the train- 
ing manager uses films and other 
training aids”’ 





DuPont Reportedly Slates 
$5 a Gallon Price on Telar 


NEW YORK.—DuPont is re- 
ported planning. to price its Telar 
antifreeze at $5 a gallon installed. 

The price would make the cost 
of protecting a complete. cooling 
system less than the cost of using 
special. solutions but higher than 
the cost of using regular anti- 
freeze. 

Telar is added to the water in 
cooling systems. DuPont claims the 
product need never be drained as 


long as the cooling system func- 
* * * 





Aluminum Checked— 


The strip of aluminum at right which 
has been immersed in duPont's Telar anti- 
freeze is compared with an untreated 
sample, DuPont said the darkening of the 
treated strip is a film of chemical armor 
which stops corrosion. 











Pontiac Awards Diplomas— 

Pontiac dealer personnel recently completed a seven-week dealership management 
training course at General Motors Institute in Flint. Presenting diplomas at the Pontiac 
home office in Pontiac was W. P. Holzworth, fourth from left, sales promotion manager. 
From left are James E. McKnight, Mooresville, N. C.; Eugene C. Marmo, Moosic, Pa.; 
Ross George, Wellington, New Zealand; Kenneth E. Crocker, Caro, Mich., and Charles 
W. Cleaton jr., South Hill, Va. 


Lawsuits Affecting Dealers ... 
Court Decisions. 


certificate containing a motor or 
serial different from that on the 
car he purchased, such purchaser 
owns no auto. 

In Bettis v. Manhattan Credit 
Co., Inc., 324 S. W. (2d) 352, the 
testimony showed these facts: 
One Wiggs bought an auto in 
Arkansas and executed a title- 
retaining note to a finance com- 
pany for the unpaid balance of. 
the purchase price. 

The vehicle was duly registered 
with the commissioner of revenues, 
who issued a certificate of title 
which correctly described the car 
as bearing motor number B56A- 
092128 and which further recited 
the existence of the lien held by 
the finance company, This certifi- 
cate of title still is in possession of 
the finance company. 

A few months after Wiggs’ .pur- 
chase, the car in some way came 
into the possession of one Rugh, 

who took. it to Mississippi and in- 
correctly registered it there as hav- 
ing motor number B56A-093128. 
Rugh then returned to Arkansas 
and applied for a certificate of 
title, falsely representing that he 
had bought the vehicle new in Mis- 
sissippi. 

The commissioner of revenues, 
relying on the Mississippi registra- 
tion, issued a certificate of title 
carrying the incorrect motor num- 
ber and reciting that the vehicle 
was free from liens. Rugh then sold 
the car to a man named Bettis and 
disappeared with the fruits of his 
fraudulent scheme, Bettis had the 
car registered in his own name 
under the erroneous motor number. 

* * * 


Ordered to Give Up Car 

N SUBSEQUENT litigation, Bet- 

tis contended that he was the 
lawful owner of the auto, and that 

the finance company’s lien was sec- 
ondary. 

The higher court refused to 
agree and ordered Bettis. to. give 
up possession of the auto to the 
finance company. This court said: 

“Bettis is not a purchaser with- 
out notice, for he relied upon a cer- 
tificate of title bearing an incorrect 
motor number and thus in effect 
describing a different vehicle. If 
Bettis had taken the trouble to ex- 
amine the motor number of the car 
that he bought, he would have 
found that it differed from the 
number recited in Rugh’s certificate 
of title. Appellant’s (Bettis’s) pre- 
dicament is due to his own care- 
lessness.” 

This same law is applicable to in- 
surance policies. In one case, for 
example, the purchaser insured. his 
auto against theft. By mistake the 
insurance agent copied.5,236,480 as 
the serial number of the auto, when 
in fact the correct serial number 
was 5,236,460. 

The higher court held that the 
insurance company need not pay 
the theft insurance to the owner, 
who held the incorrect insurance 
policy. 


By Leo T. Parker 
° Attorney at Law 

CCORDING to a late higher 

court decision, if a suit is not 
filed against an auto dealer by an 
injured employe or customer within 
the time limit set 
by a state law, 
the dealer will 
not be held liable. 

In Gautieri v. 
New Rochelle, 157 
N. E. (2d) 172, it 
was shown that a 
man named Gau- 
tieri suffered an 
injury allegedly 
due to incompe- 
tent employes. He 

L, T. Parker sued the employ- 
er for heavy damages more than 
three years after he received the 
injury. 

A state law provides that suits 
of this nature must be filed within 
three years after the occurrence of 
the injury. 

The higher court promptly held 
the employer not liable in damages 
to Gautieri. 


* * * 
Buyer Is Called Careless 


Cc IS certain that if a person pur- 
chases an auto and.receives a 

































tions properly. The product is de- 
signed to. change color to signal 
trouble in the cooling system. 

If this occurs, the solution should 
be drained before corrosion begins. 
Based on tests, duPont reports. that 
less than one percent of the cars 
using Telar are expected to experi- 
ence contamination difficulties. 

The color change has indicated 
contamination in only one out of 
more than 300 test cars, many of 
which are starting their sixth year 
with the original Telar still in them, 
duPont said. The main role of the 
Color Check signal will really be 
to assure 99 percent of motorists 
that their car is operating properly. 

The staying power of Telar is 
due to a new long-life chemical 
inhibitor that rustproofs the en- 
tire cooling system and_ protects 
all metal surfaces, including the 
latest aluminum alloys, against 
corrosion, duPont said. The in- 
‘hibitor is said to form a thin 
layer of tough chemical armor on 
all corrosion-susceptible surfaces 
that makes them immune to the 
. effects of oxidation and electroly- 
sis. When added. to a system 
where rust and corrosion have 
already made some progress, the 
inhibitor prevents further dam- 
age, the company said. 

Available only through dealers, 
the $5 per gallon charge would 
assure dealers of a 33-percent 
profit margin. 

Although Telar will be backed by 
a multimillion dollar advertising 
and promotion campaign next fall, 
duPont will continue to promote 
and advertise both Zerone and 
Zerex. 
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Economy Runs 
Seen Increasing 


Sales of Big Cars 


DETROIT.—The record of big 
cars in economy-run competitions 
is contributing to their sales suc- 
cess, says R,. M. Rodger, chief engi- 
neer and director of product for 
Chrysler and Imperial. 

Rodger noted that, despite the 
advent of Big Three compact cars, 
the upper medium and _ highest- 
priced cars are more than holding 
their own in sales. For the 1960 
model year, Chrysler and Imperial 
retail deliveries are 32 percent over 
the comparable period a year ago. 
Sales of cars in the Chrysler and 
Imperial price class as a whole, he 
said, are unaffected by the new 
compacts or by imports. 

“An examination of the fuel con- 
sumption of the big cars versus the 
small cars in the Mobilgas Econ- 
omy Run suggests one reason why 
so many people still prefer the 
bigger cars,” he said. 

“We had two class ‘winners in 
this event. Both of these entries, 
the Imperial-and the Chrysler New 
Yorker, averaged better than 20 
miles per gallon. 

“The winning car in the compact 
class averaged 28 miles per gallon. 
The run required six days of driv- 
ing .over a 2,061-mile course from 
Los Angeles to Minneapolis, The 
extra fuel cost of driving a luxuri- 
ous Imperial or New Yorker com- 
pared with the fuel cost of driving 
the very smallest of all American 
compact cars on this long trip, 
turned out to slightly more than $2 
a day, 

“Most people, accustomed. to a 
high standard of motoring comfort 
and convenience, have decided this 
is a small price to pay for the extra 
living room, luggage space, super- 
ior riding comfort and superior in- 
terior fittings and equipment that 
a big car affords,” he said. 

“There are other much greater 
costs in making a 2,000-mile trip. 
My impression is that people con- 
tinue to make decisions on food and 
lodging, not wholly on the basis of 
what is the minimum they will put 
up with, but rather on what they 
feel they can afford.” 


Deals Shuffled 
In Savannah 


SAVANNAH, Ga.—J. C. Lewis jr., 
Ford dealer here, has purchased 
most of the assets of Jim Barnett 
Motors in a transaction involving 
two of Savannah’s major dealer- 
ships. 

Lewis, who operates J. C. Lewis 
Motor Co.,, Inc., at Barnard and. 
Oglethorpe Sts. here, bought the 
Mercury-Lincoln dealership at 500 
Montgomery St. for an undisclosed 
amount of cash, plus some 60 Lloyd 
automobiles, parts and accessories, 
and the Lloyd dealership. 

Lewis had advertised the Lloyd 
inventory for sale for some months. 

A new firm, Colonial Motors, Inc., 
has been created to take over Bar- 
nett. Tommy Ginn will be president 
and general manager of Colonial. 
He now is president of Checker Cab 
Co., a J. C. Lewis enterprise. 

Barnett will move his used-car 
and Lloyd business. to 430 Mont- 
gomery St. Until recently it was oc- 
cupied by Karp Motors (Dodge- 
Plymouth). 


Top Ford Salesmen 
Cited. in Cincinnati 

CINCINNATI.—Three Ford retail 
salesmen from Cincinnati received 
the Top Hatter Award, which is 
presented annually to only one per- 
cent of the nation’s Ford dealership 
salesmen. 

Cincinnatiangs receiving the 
awards were Clifford M. Hickey, 
Lou Bauer, Inc.; and C. M. Peppers 
and Joseph Devine, both of the 
Ralph E. Rockenfield firm, Other 
Top Hat winners from the Cincin- 
nati Ford District included Robert 
L. Vandergrift, Stengers, Inc., Day- 
ton; Joe Holly, Grady Whitlock 
Ford; Beckley, W. Va.; Damon R. 
Williams, Garten Motors, Inc., Hin- 
ton, W. Va.; Oscar H. Fleshman, 
Martin Ford Sales, Lewisburg, W. 
Va.; Mack W. Johnston, C. J. Stu- 
eve, Inc., Miamisburg, O., and Don 
Remy, C. Vallery Sons, Inc., Wav- 
erly, O. 








S/x months ago the Ford Falcon was introduced as the 
World's Most Experienced New Car. /n the most fabulous 
automotive success story of our times, 250,000 Falcons 


have already been sold. Read..... 


Why the Falcon is winning 


THE QUICK ANSWER is in the numbers. The 
Falcon seats sIx. 


The Falcon has the finest new short short-stroke, 
stx-cylinder engine on the road. 


The Falcon gets up to THIRTY miles per gallon of gas. 


The Falcon goes FOUR THOUSAND miles between oil 
changes. 


The Falcon is lowest priced: Up to ONE HUNDRED FIFTY 
FOUR dollars less than other six-passenger compacts.* 


The Falcon’s brilliant Diamond Lustre Finish never 
needs waxing. That’s ZERO for polish costs. 

The Falcon’s aluminized muffler lasts up to TWICE 
as long as ordinary types. 

Falcon owners are paying up to FIFTEEN per cent 
less for insurance. In most places, licensing costs less, too. 


The Falcon has over TWENTY-THREE cubic feet of 
trunk space. 

The Falcon seats are set at a scientific TWENTY-THREE 
degree angle for posture-perfect comfort. 

The Falcon was proved in Experience Run, U.S.A. 
over every mile of U.S. numbered highways —covered 
more than TWO HUNDRED AND TWENTY THOUSAND miles 
in all, and averaged TWENTY-EIGHT POINT FOUR m.p.g. 


THE FULL MEASURE OF SUCCESS 
Now come the new numbers. 


More than one quarter of a million —TWO HUNDRED 
AND FIFTY THOUSAND Falcons have already been sold 
in only six months since introduction. 


More than TEN THOUSAND American families buy 


the battle of the compacts 


a Falcon, or a Falcon wagon, each week, and this rate 
is jumping every week. 


Fleet owners, toughest car-shoppers of all, are buy- 
ing Falcons by the fleet-load TwO-to-ONE over com- 
petitors. 


This is clearly the most fantastic all-time success of 
all cars in automotive history. No new car ever sold 
so many so fast. 


How did the Falcon become America’s most-loved 
compact car? 


ONLY A FALCON CAN IMITATE A FALCON 


Some economy cars deliver some economies — but only 
Falcon delivers them all. 


Falcon took all the confusion out of the compact- 
car field simply by becoming the standard— the New 
Standard of the American Road. 


From its introduction, Falcon ran right past the 
imported foreign economy cars which offered good gas 
mileage, but with room and power inadequate for most 
Americans. 


Then, as thousands of Americans shopped and com- 
pared, Falcon pulled far ahead of all the new compacts. 
Some American cars imitated imported cars, but didn’t 
have the gas economy, the built-for-people comfort, or 
the dependable performance of the Falcon. 


Finally Falcon sailed far beyond the older-type 
economy cars, some of them with years in the field, but 
which offered old-fashioned style, several hundred 
pounds more deadweight than the Falcon, and could 
not promise Falcon’s all-around economy. 


One reason was that Falcon proved that economy 











doesn’t have to be ugly, that economy can be beautiful, 
comfortable, and dependable. 


As other compacts try to imitate the Falcon—con- 
sider them from this point of view. .. . 


SUPPOSING YOU WERE DESIGNING A NEW COMPACT CAR... 


Would you make it bigger than a Falcon? If you did, 
you couldn’t get up to 30 miles a gallon. 


Why make it bigger? Are you trying to seat seven 
people? 

If you make it bigger, the price will be bigger than 
the Falcon price. 

If you make it smaller, you won’t seat six—and you 
probably won’t get more than 30 miles to the gallon. 
For one thing, only Ford makes the Falcon’s already- 
famous 90 h.p. short-stroke engine. 


If you make it much more powerful, you must add 
weight. And if you make it heavier, you won’t get 
gasoline economy — because weight uses up gas. You also 
lose Falcon’s sport-car-type cornering and roadability. 


If you make it smaller, you lose Falcon’s really 
luxurious comfort, you lose luggage space. Every inch 
less than a Falcon means cramping discomfort. 


If you add chrome, and hang useless ornamentation 
on it, you add weight and lose economy —while raising 
the price. 

In short, if you deviate from the Falcon standards 
either way—larger or smaller, cheaper or costlier, 
heavier or lighter—you’re in trouble; trouble with 
people, or trouble with people’s pocketbooks. 


THE NEW STANDARD IN PRICE 


That’s why Falcon has become the standard. Any 
compact can say “bigger,”’ or “smaller,” or “more pow- 
erful,”’ or more this or less that. But only Falcon has 
it all in one car. You can go to your Ford dealer’s and 
get one right now, absolutely sure you’re getting every- 
thing in the right proportions plus the great Falcon 
price advantage. 


What is the Falcon price advantage? It’s these things: 


Falcon prices start at $1,912 (manufacturer’s sug- 
gested retail delivered price). 

Any compact car that promises you more will cost 
you more than a Falcon. 


Only a few small cars cost less than a Falcon—and 
none of them seat six, for example. 


Every Falcon dollar will give you back more than a 
dollar’s worth of solid value .. . that’s why it’s the 
Easiest Car in the World To Own. 
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The world’s most experienced 
new car has become 


the world’s most successful 
new car... Ford -@<0" = 


*BASED ON A COMPARISON OF MANUFACTURERS’ SUGGESTED RETAIL DELIVERED PRICES 
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Auto Industry's Newest Antismog Device— 

A drawing of the crankcase-ventilation system that will be available for new cars 
sold in California this fall. It consists principally of a tube connecting the crankcase 
fo the intake manifold. The vent valve controls the flow of gases so that carburetion is 
not upset and to prevent backfiring in the crankcase. 


Wondering how new-car and truck production and sales are making out? AUTO- 
MOTIVE NEWS gives you the entire story every week throughout the year. 
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No Smog Solution Seen 
In New California Law 


By Joseph M. Callahan 


Engineering Editor 
fag ygeeed that California has enacted a specific air-pollution 
control law, will the Los Angeles smog problem be 


solved? 


“Not by a long shot,” say 


automobile engineers who 
imply off-the-record that the prob- 
lem hasn’t even 
been adequately 
defined yet, much 
less solved, 

The new law 
provides that all 
new cars sold in 
California must 
be equipped with 
antismog devices 
within one year 
after two or more 
such devices are 
approved bya 











13-man Motor Vehicle Pollution 
Control Board. All used cars must 
be equipped after three years and 
used commercial vehicles must be 
so equipped after two years. 


A few sources, apparently feel- 
ing it’s just a matter of months be- 


'|fore the eye-watering, vegetation- 


killing smog will be a mere mem- 
ory, are predicting a stampede 
among manufacturers of air-pollu- 
tion control devices to capture the 
7.5-million market for these devices 





BURROUGHS ACCOUNTING MACHINES COMPLETE 
FINANCIAL REPORT BY SECOND DAY OF THE MONTH 


The seene: Luby Chevrolet, Miami, Florida. The jobs: all journalizing, accounts 
receivable and general ledger posting, computation and printing of monthly 





Comptroller Albert Sherman, 
President Sam Luby, Jr. 


Luby Chevrolet is another dealership helped to 
new accounting efficiency by Burroughs office 
automation equipment. For details, see our film 
“The Open Road.” Call our nearby branch or 
write Burroughs Corporation, Detroit 32, Michigan. 





Burroughs 





financial reports, and payroll. The equipment: one 
Burroughs F-1500 Alphanumeric Accounting Machine 
and one Burroughs F-500 Numeric Accounting Machine. 
The results, in the words of Comptroller Albert Sherman: 
“Thanks to the high-speed efficiency of this equipment 
our monthly financial report is always ready by the 2nd 
of the month. The automatic auditing capability of this 
equipment insures us of error-free journalizing which 
prevents end-of-run calculation and error search.”’ 


Burroughs—TM 


Burroughs 
Corporation 


“NEW DIMENSIONS /| in electronics and data processing systems” 











which has been established by the 


new law. 
+ * * 


Here’s the ‘Kicker’ 


BM pcnngqee an toe to a survey of De- 
troit engineers, the “kicker” in 
the law is the implication that “two 
or more devices” will shortly be 
available at a reasonable price and 
with sufficient performance, The 
performance required is that the 
device eliminate 80 percent of the 
exhaust hydrocarbons and 60 per- 
cent of the carbon monoxide. 

Of course, a major break- 
through on this problem could 
come at any time, but the con- 
sensus is that none of the 15-to-20 
companies seriously concerned 
with producing automotive-emis- 
sion devices is anywhere near a 
solution to this complex and mul- 
tifaceted problem, 

Peculiarly, the new law appears 
to be concerned with somewhat dif- 
ferent aspects of the smog problem 
than had been emphasized previ- 
ously by California air pollution 
officials. In the past, hydrocarbons 
and oxides of nitrogen in the car 
exhaust have been generally blam- 
ed for the smog. But this law ap- 
parently ignores the oxides of 
nitrogen, requiring only that the 

new devices control the hydrocar- 
bons and the carbon monoxide. 

Of course, carbon monoxide in 
excessive concentrations is a health 
hazard, but relatively recent tests 
in Detroit and Los Angeles—two 
cities where the per-capita owner- 
ship of cars is about the highest in 
the nation—have indicated automo- 
tive carbon-monoxide emission is 
not a menace to the public, 

* ok * 


QOQrE automotive engineer who 
has grappled with the engine- 
emission problem for several years 
said one major weakness of the 
new law is that it makes no pro- 
visions for enforcement. Without 
enforcement, he added, the law is 


| worthless because a vehicle owner 


(much less anyone else) can’t tell 
whether his antismog device is 
working or not. 

“Enforcement” to this engineer 
meant some sort of system 
whereby the antismog device of 
each car would be tested at in- 
tervals of about six months to 
determine its efficiency. The ef- 
ficiency of some of these devices 
would vary greatly in six months. 
A device’s efficiency also could 
slide seriously if the engine be- 
came detuned. Of course, this is 
all based on the dubious assump- 
tion that a suitable device is in 
the offing. 

Elaborating on the problem of 
testing these antismog devices, this 
engineer said: “Frankly, there is 
no testing method or equipment yet 
available for continuously testing 
an engine’s hydrocarbon or carbon 
monoxide emissions, In theory, such 
methods are possible; but, they’re 





actually not available. All we're 
currently able to do is to test 
‘snatch’ exhaust specimens.” 

This is an oblique reference to 
the fact that the hydrocarbon emis- 
sions of an engine varies consider- 
ably, depending on whether it is 
idling, accelerating, cruising or de- 
celerating. An engine might be 
perfectly fine when idling, while 
giving off vast amounts of noxious 
gases when it was decelerating. 

All this tends to point up one of 
the most discouraging aspects of 
the whole situation—that an ex- 
tremely small] amount of hydrocar- 
bons and oxides of nitrogen can 
cause a good deal of smog. Los 
Angeles smog, when chemically an- 
alyzed, contains only a fraction of 
one percent of these noxious gases. 

* * * 


Visitors Could Upset Cart 


ONSEQUENTLY, another engi- 

neer explained, it’s entirely pos- 
sible that the smog would continue, 
even with the unlikely situation 
that every California car wag 100 
percent perfect in this regard, be- 
cause the noxious gases produced 
by visitors and new residents in 


| California would be enough to pro- 


duce a thick layer of smog over 
Los Angeles. 

Although the auto companies 
and other companies still are at- 
tempting to develop some sort of 
an antismog device, there is no 
evidence that any important 
progress has been made in the 
past year or so. 

In the last several years, the auto 
makers’ efforts, coordinated 
through the Automobile Manufac- 
turers Assn., have been in three 





| quite different directions. Each of 
(Continued on Page 26, Col, 4) 


Capsule Reports .. . 
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GALESBURG, I1l.—A $3.5 million 
factory will be built here to manu- 
facture industrial and automotive 
rubber hose by Gates Rubber Co., 
Denver, according to Charles C. 
Gates jr., executive vice-president. 

About 200 persons will be em- 
ployed in the new plant, to be built 
on a 110-acre area south of town. 
Completion is scheduled for first of 
next year. 





































* * 


Railroad Signalman Patents 


Automotive Braking System 


EDENBURG, Pa.—James V. 
Pagley, a signalman for the New 
York Central Railroad, has pat- 
ented an automotive braking sys- 
tem which is being tested by 
motorists in this area. 

The system has four pistons 
which press down the brake fluid 
to each of the four wheels. If a 
line is pinched or broken, the pis- 
ton connected with that line is 
disengaged se the other wheels 
do not lose brake fluid, Pagley 
said. 

* * * 


Firm to Produce Coatings, 


Adhesives Formed in Mass. 


LAWRENCE, Mass.—Jacob Lich- 
man and Sydney and Adrian Com- 
ins have announced the formation 
of Key Polymer Corp. to develop 
and produce adhesives and coatings 
from epoxy and polyurethane poly- 
mers. Lichman, general manager 
and treasurer, was formerly devel- 
opment manager for the coatings 
and adhesives department of Bor- 
den Chemical Co. The Comins fam- 
ily has a brake-lining manufactur- 
ing and distributing business here. 

* * * 


Chrysler Cites Dodge Deal 


ELGIN, Ill.—Oscar and Joe Hor- 
ace and Garland Hamilton, partners 
in Horace Motors, Inc. (Dodge), 
have been presented a Chrysler 
Corp. Quality Dealer Award. The 
presentation was made by H. C. 
Wood, Dodge regional manager. 

of * * 


High Court Asked to Upset 


ICC Grant to Rail Subsidiary 


WASHINGTON.—Three national 
trucking associations and six in- 
‘dependent trucking companies have 
asked the United States Supreme 
Court to reverse a District Court 
decision upholding the Interstate 
Commerce Commission grant of 
contract carrier rights to Pacific 
Motor Trucking Co., a subsidiary 
of Southern Pacific Railroad. 

The ICC set up separate rules for 
“the very large shipper and its fav- 
ored, rail-owned carrier,” said the 
American Trucking Assns., the Na- 
tional Automobile Transporters 
Assn., ATA’s Contract Carrier Con- 
ference and the six firms. 

* * + 


Dayco Adds 2 Sales Districts 


DAYTON.—Two more sales dis- 
tricts have been organized by Dayco 
Corp. (Dayton Rubber Co.). Head- 
quarters cities are Memphis (305 
W. Trigg Ave.) and Pittsburgh (80 
26th St.). 


* * * 


Look of Luxury Is Called 


Trend in Auto-Seat Covers 

NEW YORK.—Looking back on 
the sixth annual Auto Trim Show 
here, Nat W. Danas, president of 
the National Assn. of Auto Trim 
Shops, said a look of luxury is the 
newest trend in auto-seat covers. 

He said the covers will look more 
like original upholstery, tans, 
browns and creams wi!i be favored 
shades, more genuine ‘sather will 
make its appearance and three or 
four different types of materials 
will be combined on one set of 
covers. 

* cd oa 


Bolt Lock for Car Doors 


Designed to Cut Casualties 

CHARLOTTETOWN, Prince Ed- 
ward Island.—A bolt lock for auto- 
mobile doors that is designed to re- 
duce traffic casualties has been pat- 
ented by Edward Burke, Charlotte- 
town. 

The unit locks doors so that they 
cannot be opened unless the driver 
pulls a switch mounted on his side 


of the car. The switch activates 

heavy bolts that glide from door 

casings into the frames, it igs said. 
* * + 


Esso Says Computer 


Helped Prepare New Oil 


NEW YORK.—A new motor oil 
made with the aid of an electronic 
computer and atomic radiation has 
been announced by Esso Standard 
Division of Humble Oil & Refining 
Co 


The formula for the oil, called 
New Uniflo, is so complex, Esso 
said, that an IBM 704 was needed 
to help prepare it. Radioactive 
tracers were used to keep track of 
the molecules as they were built 
into the formula. 

* * * 
Yale, Goodyear Build 
New Plants in Georgia 


ATLANTA.—Yale Rubber Mfg. 
Co., Sandusky, Mich., and Good- 


nounced plans for new facilities in 
Georgia. 

Yale has under construction a 
60,000-square-foot plant in Dawson 
to produce molded and extruded 
rubber goods for the automobile and 
other industries. Goodyear is add- 
ing a $2.5 million facility to its 
existing plant at Cartersville. 


Special Committee to Study 


Philadelphia Smog Problem 


PHILADELPHIA.—A special 
committee has been formed to in- 
vestigate the problem of motor- 
vehicle exhaust gas and its contri- 
bution to air pollution in the city, 
according to L. Arnold Nicholson, 
chairman of the Air Pollution Con- 
trol Board. 

Approximately half of the smog- 
producing types of gas and vapor 
in the city’s atmosphere are caused 
by motor vehicles, Nicholson said. 

* * * 


Evans Products Opens 

New Oregon Facilities 
PLYMOUTH, Mich.—Completion 

of a new plant for production of 

Evanite battery separators, estab- 


lishment of a new research and 
development center as well as 


year Tire & Rubber Co. have an-|a major product improvement have 








“This must be kind of dull after 
the excitement you went through 
yesterday.” 





been announced by E. S. Evans jr., 
president, Evans Products Co. 
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to an embossed rib and the two are 
cured together for lasting adhesion. 
* * * 


Hertz Will Construct 


New Detroit Headquarters 


DETROIT. — Hertz Corp. will 
build a $73,000 two-story building 
at 1039 Washington Blvd, in down- 
town Detroit, near all major hotels 
and airline ticket offices. 

The new building, expected to be 
completed in June, will include car- 
rental and administrative offices, 
work bay areas with service and 
maintenance equipment and park- 
ing facilities for about 75 of Hertz’ 
400-car Detroit fleet. 

+. * * 


Ex-Cell-O Buys Kodaks’ 


Contour Projector Line 
DETROIT.—Ex-Cell-O Corp. has 
arranged to purchase Eastman 
Kodak Co.’s contour projector busi- 
ness. Ex-Cell-O previously had ac- 
quired Optical Gaging Products, 
Inc., which is the sole marketing 
agent for the contour projector in 


The plant is a 25,000-square-foot| the United States and Canada. 


facility adjacent to Evans’ hard- 


The contour projector is an opti- 


board plant at Corvallis, Ore. The|cal gaging instrument designed to 
research and development center is| permit dimensional inspection of 


at the same site. The product im- 
provement is a vinyl-ribbed sep- 
arator in which a vinyl rib is fused 


precision parts by projecting an en- 
larged image of the part on a 
screen. 













For the complete story on Parish 


heat-treated alloy siderails, write 


for the interesting, 


illustrated 


booklet—“‘Load and the Road.” 


@ DANA PRODUCTS: Transmissions @ 
Universal Joints @ Propeller Shafts @ Axles 
Converters @ Gear Boxes 
Power Take-Offs @ Power Take-off Joints 
@ Rail Car Drives @ Railway Generator 
Drives @ Stampings @ Spicer and Auburn 
Clutches @ Parish Frames @ Forgings. 


@ Torque 









game 


Commercial vehicles — from off-the- 
road loggers to transcontinental vans 
—are being designed to carry heavier 
loads farther at a faster pace. And 
the BIG FACTOR that means longer 
life for many of these vehicles is 
extra-strength Parish siderails. 


Parish alloy steel siderails are 277% 
stronger than ordinary carbon steel. 
Made of ‘heat-treated chrome man- 
ganese molybdenum steel, they’re the 
finest combination of modern mate- 
rials and design know-how. They mean 


Division of Dana 


The One 
BIG FACTOR 


Truck’s 


That Increases A 


Life! 


extra strength without extra weight. 


Parish siderails absorb shock bet- 
ter, hold their shape better, than do 
conventional siderails. Misalignments 
caused by frame warping are almost 
non-existent. Drive train components 
last longer. Maintenance costs and 
downtime are reduced. 

That’s why some 30 leading truck 
and trailer manufacturers are now 
designing their vehicles around Par- 
ish heat-treated siderails—the extra 
strength siderails that stay aligned. 


| PRESSED STEEL 


Corporation / Reading, Penna. 








TYREX INC., EMPIRE STATE BLDG., NEW YORK 1,N.Y. TYREX (Reg. U.S. Pat. Off.) is a collective trademark of Tyrex Inc. for tire yarn and cord. TY REX tire yarn and cord is also produced and available in Canada. 


Who 
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Car dealers don’t worry about nylon thump thanks 





With TY REX tire cord on the scene, no one needs to put up with discomfort for one minute. 
Today’s comfort-conscious motorist wants a tire equal to today’s luxury cars. And that’s 
precisely what he’s getting in tires made with TYREX tire cord—the tires that come as 
original equipment on every make of 1960 American car. This means a ride so luxuriously 
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- to smooth, quiet-riding tires made with TYREX’° CORD 








smooth and quiet, you wonder if the tires are.even touching the road! That’s only the be- 
ginning: @ Tires with TY REX tire cord run cool for greater safety at highway speeds! e Tires 
with TYREX tire cord are more resistant to impacts—water and moisture! e Tires with 


TYREX tire cord are basically tougher than nylon, and longer wearing, as proven by test! 


MAKE YOUR SELLING EASIER BY STRESSING THESE BIG ADVANTAGES OF TIRES MADE WITH TYREX TIRE CORD —THE QUALITY BONUS ON YOUR NEW VY AE 


TIRE CORD 
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The Man Behind the Wheel... 


Sales Testing the Caravelle 


Eprror’s Nore: This is another | When the car is parked, it can- 


in @ series of articles which will 
report on selling features of im- 
ported cars. 
om + + 
By William Carroll 
West Coast Editor 
Caravelle, Renault’s convert- 
ible-hardtop-roadster custom 
bedy on a Dauphine chassis, bids 
fair to become a highly competitive 
product in the growing ‘market for 
small custom cars. 

The good-looking, -limited-pro- 

body is somewhat longer 
the Dauphine. It has more 
in the trunk and more over- 
in.the rear. It’s a low two 
-with a rear-seat space for 
couple of children, travelling a 

limited distance. 

Large doors swing wide and stay 
open on built-in door stops. Under- 
neath the instrument panel on each 
side are two courtesy lights. They 
operate individually from door 
switches or are turned on by ro- 
tating the plastic lens. 

The floor is relatively flat and 
level with the door sill. Once in- 
side, there’s as much foot room as 
inside the .Dauphine. But here the 
resemblance stops. 

The Caravelle is beautifully trim- 
med with imitation leather; has 
bucket seats, which fold forward 
to provide entry to rear seats. Seats 
are foam rubber, pleated and pad- 
ded to provide utmost comfort. 
Backs are adjustable for tilt and 
the entire seat itself slides back- 
ward or forward on floor-mounted 
tracks. 


iE 


* * * 


Entering Is Tough 


NTERING a Caravelle is some- 
what difficult. The top is so 
low it becomes. a head-knocker for 
short people. With the top off, you 
can drop down and in. Floor cover- 
ing in front is a fitted rubber mat. 

‘In. the rear there is a woven 
carpet-like material which is 
the back of the 
rear seat. This becomes a pack- 
age shelf when the seat is folded 
forward. 

There are no interior doorlocks 
on the doors. Each door has a beau- 
tifully fitted map case and well- 
designed combination door pulls 
and arm rests. The bottom of each 
door is trimmed with embossed 
vinyl which looks like metal. 

The instrument panel has a sim- 
ple speedometer reading to an opti- 
mistic 90 miles per hour. Dash 
items, including light switches, cig- 
aret lighter and glove-box push- 
button, are finished in a gold-col- 
ored metal. 

As on most French cars, the light 
switch is a lever attached to the 
steering column, which in the Cara- 
velle doubles as a horn button. 

Beneath the steering column is 
a little switch which changes tone 
of the horn. On the right, project- 
ing from the steering column, is the 
turn-indicator lever. The base of 
the instrument panel is padded to 
protect passengers’ knees and pre- 
sents more of a finished appearance 
than is usually evident in a metal 
panel. 

cf * + 


Visors Don’t Swing 


Uses are two plastic visors 
which do not swing to the side. 
The header, over the windshield 
and facing the passengers, is pad- 
ded because it projects inward quite 
a distance. 

The key not only locks the 
steering wheel but the ignition. 


Cadillac Adds 86 
To 25-Year Club 


DETROIT. — More than 2,150 
years in the building and selling of 
Cadillac automobiles were honored 


not be driven or steered without 
. the key being inserted. Pedals of 
the Caravelle, like the Dauphine, 
are small and hard to separate. 

The car starts quickly with an 
automatic choke and the engine 
runs quietly. The only caution is to 
remember: “When the engine is 
cold, don’t touch the. accelerator 
pedal, otherwise the automatic 
choke will not work.” If the engine 
is warm, touching the accelerator 
pedal disconnects the automatic 
choke for a fast start. 

* * + 


Il’s Fun to Drive 


RIVING the Caravelle is noth- 
ing but pure fun. Vision is nom- 
inal to the front, though tall people 
find it difficult to see forward. In- 
dividuals below 5 feet 8 inches have 
no trouble with the car. 
The car is comfortable to drive. 
It igs nimble and in traffic it adds 
skill to one’s driving by virtue of 
its ability to chop in and out of 
traffic with a minimum of trou- 
ble. Handling is feather-light and 
you can scoot in and out of park- 
ing places with great skill. 

Brakes: on the test Caravelle were 
par for a small car. Pedals were a 
little hard to manipulate, but there 
was no problem once their location 
was established, 

The test car was fitted with a 
four-speed optional. transmission. 
Low or first is not synchronized and 
the car has to be almost at a com- 
plete stop before you can put it 
in gear. This is unfortunate, be- 
cause second gear has too high a 
ratio. Unless the car is going faster 
than 15 MPH, second is. almost 
useless. 

Third gear is extremely quiet and 
for mountain or traffic running, the 
car can be left.in third with all the 


‘ease .of fourth. Shifting is some- 


what of a problem, because the 
gear-shift lever has a great-deal of 
play and it is frequently difficult 
to find the exact gear—either in a 


Car Tested: 


RENAULT 


Caravelle 

Body type: Hardtop convert- 
ible. 

Engine: OHV four cylinder; 
carburetion: Single throat, down 
draft; displacement: 51.54 cubic 
inches; bore and. stroke: 2.283 x 
3.150-inches; compression ratio: 
8toL ‘ 

Horsepower: 40 at 5,000 RPM; 
horsepower per cubic inch: 77; 
torque: 47.74 pounds feet at 3,300 
RPM; running weight: 1,720 
pounds without driver; power- 
weight ratio: 48 pounds per 
horsepower; brake-weight ratio: 
20.8 pounds per square inch of 
lining. 

Transmission: Four-speed or 
three-speed, manual; clutch: 
Single dry plate; differential 
ratio: 4.37 to 1; steering: 4% 
turns, lock-to-lock. 

Dimensions: Overall length, 
167.8 inches; width 62, height 
N.A., wheelbase 89 and tread 
N.A. 

Suspension: Front and rear— 
independent, on coil springs. 

Tires: 5.50x15. . 

Gas ‘mileage: City, 30.3.MPG. 





at the annual dinner for new mem-| @ 


bers of the Cadillac 25-Year Club. 
Eighty-six new members were 
welcomed into the organization by 
James M, Roche, general manager 
and a club member with 32 years 
service. The 25-Year Club now has 
958 active Cadillac employes. 
Forty-nine members have been 
with Cadillac for more than 40 
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m Caravelle— 


hurry or on purpose. There igs very 
little noise from the gear system, 
and in high the car goes along with 
a spooky quietness. 

. * * 


Acceleration Almost Nil 


CCELERATION is almost con- 
spicuous by its absence, al- 
though the car is equipped with a 


40-horsepower modified Dauphine «© 


engine. Additional weight of the 
custom body style destroys any at- 
tempt at acceleration. 

It is just able to keep up with 
city traffic. There is no vibration 
during acceleration and second 
gear is good up to 40 or 45, after 
which third is great up to any 
speed that seems desirable. In 
high gear, acceleration above 40 
or 45 is satisfactory, below 35 it 
is better to shift to third or sec- 
ond, 

Highway driving is pleasant for 
short distances. It gives the driver 
a sensation of extremely rapid 
travel which can be fun. The 


choppy ride lends itself to short- > 


distance driving rather than cross- 
country touring. 

There is no question but what 
Renault suspension is excellent 
when it comes to cornering the 
Caravelle. It scoots around corners 
with all agility of a mountain goat. 
There is no tire squeal and no body 
sway. 

On rough roads the ride is rough 
and there is considerable noise and 
complete lack of creature comforts. 
However, the Caravelle suspension 
provides a genuine feeling of safety 
and control. If rough roads are part 
of the trip, there should be no hesi- 
tancy in taking a Caravelle over 


them. 
+ 


Fuel Economy Is Good 


7o= economy is what might be 
expected from a small car. 
Through 224 miles of city driving, 
the car produced over 30 miles per 
gallon of gas. 

There is little to be said about 
the engine that has not been said 
about the Dauphine. It is the 
same unit in the same position. 
The.only difference is eight more 
horsepower resulting from cam- 
shaft, -ignition, and carburetion 
changes. 

Up front is a handy lined luggage 


.area, In this writer’s opinion, it is 


one of the major features of all 
Renault cars and the Caravelle is 
no exception. There is plenty of 
room for luggage, and the com- 
partment is easy to reach over ‘the 
narrow fenders. 

Body repair could become a little 
expensive because the Caravelle’s 
unit construction does not provide 
for bolt-on replacement of damaged 
parts. Front sheet metal is some- 
what unprotected by a small 
bumper. 

In back, the same situation holds 
with fender and taillight treat- 
ments extending backward right up 
to the bumper level. Underneath is 
stock Dauphine, which makes for 
low cost replacement of chassis and 
running gear. 

The Caravelle seems a delightful 
small car for the family or individ- 
ual in search of something econom- 
ical to drive and be plenty of fun. 

The Caravelle is one.of the very 
few imported cars which can be 
purchased as a softtop convertible 
or hardtop. Or a combination ve- 
hicle with both hard and softtop 
removable to create an open road- 
ster. 





The Renault Caravelle is a delightful small custom car that is both economical and 


years, while 601 have service rec-|fun to drive, according to William Carroll, Automotive News West Coast editor who 
ords of between 30 and 39 years.!sales-tested the car. Many of its features are the same as the Dauphine. 
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Study of Michigan 


Asks Improvement 


Of Tax Program 


ANN ARBOR, Mich. — Develop- 


i ment of an equitable tax program 


s | for Michigan business deserves “top 


Power Plus— 


The engine of the Renault Caravelle is 
the same as that used in the Dauphine 
except that this power plant has eight 
more horsepower resulting from camshaft, 
ignition and carburetion changes. 





Wide Opening— 


Large doors of the Renault Caravelle 
swing wide and stay:open on built-in door 
stops. The floor is relatively flat and level 
with the door sill. It is beautifully trimmed 
with imitation leather. 





priority” handling on a “thoughtful, 
non-partisan” basis by the state’s 
civic and political leaders, the au- 
thors of a major new study on the 


: Michigan economy declare. 


While taxes are not a primary 
factor in most plant location deci- 
sions, there’s “ample evidence” that 
the total tax load on business firms 
in Michigan is higher than in com- 
petitive states, according to Prof. 
William Haber of the University 
of Michigan and Director Harold 
Cc. Taylor and Eugene C. McKean 


| of the Upjohn Institute for Employ- 


ment Research, Kalamazoo, Mich. 

Commenting on Michigan’s assets 
and liabilities in attracting new 
industry, Haber, McKean and Tay- 
lor declare: 


“From the favorable view, the 
availability in Michigan of an ex- 
perienced, relatively stable, gener- 
ally well-educated labor force, pos- 
sessing a variety of skills, will 
continue to be an advantage for 
the state. 


“On the other hand Michigan’s 
generally high wage structure will 
often serve as a deterrent to plant 
location in the state, even though 
in large part it reflects the indus- 
try-mix in Michigan. 

“The unfavorable impression that 
many industrialists have of Michi- 
gan as a union-dominated state 
could also deter manufacturers, es- 
pecially those from outside the 
state, from carrying on operations 
in Michigan.” 





(Continued from Page 22) 


these tacks was heralded by some 
as the long-awaited panacea, only 
to be shelved for a new approach. 

The first approach was directed 
at the induction system of the en- 
gine, largely in an effort to restrict 
the flow of fuel during deceleration, 


"when most of the noxious hydro- 


carbons escape into the atmosphere. 
But all the solutions produced more 
problems than they solved. 

The next tack consisted of the 
development of catalytic conver- 
ters, high-temperature afterburners 
and low-temperature afterburners. 
Work still is being done on these 


Price Still King, 
But Fort Worth 
Notes Ad Cleanup 


FORT WORTH.—Price continues 
to be the theme of Fort Worth’s 
automobile dealers in their efforts 
to pull traffic to the showroom. 
However, advertising copy is more 
realistic than it has been hereto- 
fore. 

Gone seems to be the insult-to- 
intelligence pitch that vehicles are 
being retailed below cost “because 
we're overstocked” or “we've re- 
ceived an unexpected shipment.” 


Financing arrangements also ap- 
pear to have undergone a major 
overhaul, No longer are new cars 
being offered at $1 down. 

Some resourcefulness is being 
used to push new-car sales. Bill 
McDavid (Pontiac) gave away 50 
rods and reels. To compete, a per- 
son had to visit the showroom. Sev- 
eral dealers are giving a 1960 state 
license and free state inspection 
with every new car. 


Downtown Renault is opening a 
$50 savings account free for every 
new-car customer. 


Tom Abbott jr., celebrating the 
24th anniversary of Frontier Pon- 
tiac, has decorated his showroom 
in an Old West manner and his 
salesmen are wearing 10-gallon 
hats, Western boots and string ties. 
In addition, he is presenting a sil- 
ver dollar to.the adult head of a 
family taking a demonstration ride 
and he gave $500 to someone who 
registered at the showroom. 


devices by Thompson Ramo Wool- 
dridge (for Chrysler Corp.) and 
Oxy-Catalyst, Inc. (for General Mo- 
tors), Although these devices are 
considered the best bets, there is 
little real optimism among the en- 
gineers close to these projects. 
* *~ . 

CSaaeerse, the industry’s en- 

thusiasm is directed toward a 
crankcase emission-control device, 
consisting of a smal] tube and a 
valve that recirculates into the in- 
take manifold the hydrocarbons 
that leak into the crankcase of an 
engine. 

In bringing out this device, 
which reportedly will be available 
this fall for all new cars sold in 
California, some of the industry’s 
top engineers had to confess that 
they had forgotten about this 
source of noxious gases which 
they say could be responsible for 
as much as 40-percent of the hy- 
drocarbons and oxides of nitro- 


gen. 

However, Dr. W. L, Faith, of the 
Air Pollution Foundation in Cali- 
fornia, said that studies by. him and 
three other researchers showed 
that crankcase emissions cause 
only about 10 percent of the smog 
found in West Coast cities. 

“Most of the rest is caused by ex- 
haust fumes,” he said. “So let’s not 
get too excited about eliminating 
crankcase vapors.” 


Tire Shipments 
Dip 11 Percent 


NEW YORK, — Manufacturers’ 
shipments of passenger-car tires 
during February amounted to 8,- 
903,922 units, a decrease of 11.23 
percent below the 10,029,687 tires 
shipped during February, aceord- 
ing to the Rubber Manufacturers 
Assn., Inc. 

Production in February amount- 
ed to 9,370,874 units, increasing 4 
percent above the January produc- 
tion of 9,010,575 tires. Inventories in 
the hands of manufacturers at the 
end of February amounted to 22,- 
971,526 units, an increase of 1.79 
percent over January inventories of 
22,566,918 tires. 

Truck and bus tire shipments for 
February came to 1,278,105 units, 
1.10 percent below January. 
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Research and Development at Work 


MIDLAND-ROSS @a 


Heat—the greatest enemy of the brake system—is being brought ci SAT 
under anda by Saceeiaa approaches to safety in Midland-Ross CORPORATION \ee/ 
laboratories. Here research and development is forging a new rc ‘ 
safety link to protect automotive America. OWOSSO DIVISION |, i OWOSSO, MICHIGAN 

ONE OF THE “400” LARGEST AMERICAN CORPORATIONS 


AIR ; AIR ‘ AIR ; VACUUM ; DIE ‘ CONSOLIDATED 
BRAKES COMPRESSORS CONTROLS POWER BRAKES CASTINGS TRANSPORTATION EQUIPMENT 
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1 Wisconsin Dealer Analysis .. . 





Gains Over 20 Years 
Called a Treadmill 


MADI2Z0ON, Wis.—Although aver- 
age auto sales and profits per deal- 
er have increased threefold in Wis- 
consin since 1939, dealers have only 
kept pace with rising business and 
living costs and greater capital re- 
quirements, according to the Wis- 


consin Automotive Trades Assn. 
“Tw. +ty years ago the average 

Wisconsin dealer sold 35 new 

cars and realized $23.63 before 

taxes per new car sold,” the as- 
sociation said in a bulletin to 
dealers, 

“In 1959 the average dealer sold 
106 new cars and made a net profit 
before taxes of $70 per new car 
sold. Of further significance is the 
fact t at there are 23% percent 
fewer dalers.” 

Included with the bulletin was a 
breakdown of the 20-year figures 


Utility Vehicle 
Is Announced 
By Detroit Firm 


DETROIT.—The Saviano Scat, a 
lightweight two-door, four-passen- 
ger utility vehicle, has been an- 
nounced by Saviano Vehicles, Inc., 
in suburban Warren. 

Arnold P. Saviano, president, said 
the Scat was developed over a 
three-year period “with both indus- 
try and sportsmen in mind.” 

A design engineer who started:as 
a draftsman with Fisher Body 22 
years ago, Saviano said the Scat 
has an 80-inch wheelbase, a 25- 
horsepower air-cooled engine in 
front, weighs 1,700 pounds, is 125 
inches long, 58 inches wide and 65 
inches high with its top in place. 

He claimed fuel economy of 25 to 
30 miles per gallon, and said the 
Scat would sell for $1,390, including 





of car registrations, new-car sales, 


new-car dealers and cars sold per 


dealer. 


The biggest percentage increase 
in registrations occurred in Wau- 
kesha County. Registrations were 
up 233 percent from 15,882 in 1939 


to 52,883 last year. 


Milwaukee County had the big- 
gest gain numerically, rising from 


161,147 to 310,032. It was an in- 
crease of 92 percent. 

New-car sales jumped by 388 
percent in Kenosha County in the 
20-year span, advancing from 984 
to 4,831, Milwaukee County again 
was the leader in units, rising 124 
percent from 18,726 to 42,033, 

Iron County showed the biggest 
percentage drop in dealerships—90 
percent, There were 10 new-car 
outlets 20 years ago and only one 
today. In only five of 71 counties 
were there more dealerships today 
than 20 years ago, There was no 
change in two counties. 

The average sales per dealer in 
Kenosha County soared from 55 in 
1939 to 370 a year ago, The Milwau- 
kee gain was from 152 to 467. The 
smallest increases were noted in 
Sawyer County (33 to 41), Forest 
(30 to 40) and Washburn (19 to 29). 

The association: said “signifi- 
cant contrasts to the general 
state averages” in individual 
counties “prove that projections 
of sales quotas must be premised 
on sound economic considerations 
as they exist on the local level. 

“In the light of our analysis,” 

the WATA continued, “it must cer- 
tainly be realized that any boom 
in the Soaring Sixties will be mean- 
ingless unless a greater net profit 
is realized. 

“With fewer dealers the competi- 





delivery, handling and federal ex- 
cise tax. 

Rear seats fold forward to pro- 
vide a sizable carrying compart- 
ment, he added, and a heater, elec- 
tric windshield wipers and turn 
signals are standard equipment, 

“It’s an ideal vehicle for large 
and smal] plants, hunters, fisher- 
men, farmers, campers, resorts, 
golf courses and airports,” Saviano 
said, “It also is available for indoor 
industrial use with optional pro- 
pane gas tanks and propane-type 
carburetor.” 

He said he is setting up an or- 
ganization of factory representa- 
tives to contact dealer prospects 
throughout the nation, His goal is 
100 outlets, Saviano said, princip- 
ally farm-equipment retailers, 

At the moment, he continued, the 
firm is tooling up to produce 2,000 
units annually. Parts will be pur- 
chased from automotive suppliers 
and the vehicles will be assembled 
at the 7,000-square-foot building i 
Warren, he said. 





Saviano Scat Makes Debut— 


n| International Auto Show here. 
| The best mileage recorded on any 


tion has become more keen and 
sometimes more vicious,” the as- 
sociation added. “The advantage 
realized by having fewer dealers 
can easily become dissipated and 
lost in the mirage that a smaller 
profit per unit will be made up by 
greater volume.” 


Two Simcas Get 38 MPG 
In Coast-to-Coast Test 


NEW YORK.—Two Simca Etoile 
sedans averaged 38.06 miles per gal- 
lon in 10 separate runs between 20 
major cities from Los Angeles to 
New York, according to Chrysler 
Corp., importer of the French car. 

The runs totalled 2,826.4 miles 
and were supervised by the 
United States Auto Club. One of 
the cars is being displayed at the 


by County. There were comparisons 


McAfee Opens New Volkswagen Deal— 


John von Neumann, left, president, Competition Motors Distributors, Inc., Hollywood, 
Calif., Volkswagen distributors for Southern California, Arizona and Southern Nevada, 
congratulates Jack McAfee on the opening of his new Volkswagen-Porsche dealership 
in Burbank. A VW dealer for six years, McAfee formerly was located in Sherman 
Oaks. Others in the picture are Samuel Weill jr., second from left, Competition execu- 
tive vice-president, and Lindley Bothwell, right, Los Angeles regional executive, Sports 
Car Club of America. 











|Luxurious Autos - 
Called Immune to 
Compacts’ Rise 


CINCINNATI.— The number of 
compact cars on the market will 
more than double in the next 18 
months, but this won’t dent luxury- 
car sales, E. M. Braden, Chrysler- 
Imperial general sales manager, 
predicted at a meeting with Chrys- 
ler dealers. 

“The auto market is growing and 
the demand for luxury cars ig in- 
creasing at least proportionately 
with the market,” Braden said. 
Braden noted that Chrysler sales 
in the Cincinnati area in a recent 
two-month period were up 65 per- 
cent over a comparable period last 
year. 

In some cases, auto makers who 
are producing compact cars to com- 
pete with the foreign market may 
be hurting their own luxury line 
sales, Braden said. However, he 
added, the flurry of buyer interest 
in compact cars has helped stir up 
sales in all brackets. 





rrespondent George L. Glaser Writes. . . 
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Auto Letter from Europe 


been eliminated. The car is lower 
priced than the regular 403, 


* * * 


NSU Likes U. S. 


HE United States took most of 
the exported NSU Prinz cars 
last year, Canada was second, 

NSU informs all users of its cars 
and cycles that the NSU-Lido 
camping site on the Italian Adri- 
atic coast is open. Details are avail- 
able from company headquarters in 
Neckarsulm, West Germany. 

* * * 


Chrysler Unit Grows 
Ceram INTERNATIONAL, 

operating out of Geneva, Switz- 
erland, reports that three regional 
offices have been opened. 

Region One is for Continental 
Europe, the Middle East, Africa 
and territories outside the ster- 
ling area. Region Two covers the 
sterling area, and Region Three 
concerns itself with Latin Amer- 
ica. 

Chrysler International is said to 
have 5,501 employes of 17 nationali- 
ties, among them 211 Americans. 

+ ” as 


2,174,800 Miles 
1928 CITROEN B-14 four-cylin- 
der auto has reached 2,174,800 
miles. 

The car has been used as a taxi- 
cab in Budapest, Hungary, for 32 
years, and the original driver is 
still at the wheel. 


o* * * 
Triumphs for Le Mans 
QTAMDARD TRIUMPH, of Great 
Britain, has prepared some spe- 
cial vehicles for the 24-hour race 
at Le Mans, France, 

Called the TR-S. model, they are 
powered by the Triumph sports-car 
engine with two-overhead cam- 
shafts, have disk brakes front and 


Bon. West Germany.—A 1930 
Buick sedan carried Siegfried 
Glaeser, his wife and two children 
from the Russian Zone to West 
Germany. 

Glaeser, a motorcycle racer, pur- 
chased the car in Chemnitz, and 
the family headed for Berlin. At 
the Potsdamer Place, the dividing 
point between East and West, he 
managed to fool the guards by pre- 
tending to turn around, then 
dashed across the border. 

oa o* +* 


Daimler-Benz in Mexico 
Aaa eae plans to build 
an assembly plant near Toluca, 
about 50 miles from Mexico City. 
* * + 


Peugeot Economy Model 


EUGEOT’S 403-7 economy model 
combines some features of the 
former 203 with the present 403. A 
smaller engine of 1,290 cubic cen- 
timeters (about 78 cubic inches) has 
been installed, and some trim has 




















leg, Chrysler said, was 40.05 MPG 
between Pittsburgh and Philadel- 
phia, a. distance of 291.4 miles. Poor- 
est mileage was 36.3 MPG on the 
465.4-mile run from Tampa, Fa., to 
Atlanta. 

The cars used 74.27 gallons of 
gasoline for the 2,826-mile test. The 
cost wag $22.28, Chrysler said—less 
than a penny a mile. 

The Simcas averaged 33.8 MPG in 
city driving, Chrysler said, ranging 
from 28.1 MPG in Detroit to 38.2 
MPG in Philadelphia. A rainstorm 
was blamed for the Detroit figure. 

D. R, Crandall, Simca sales direc- 
tor for Chrysler Motors Corp., em- 













rear and are equipped with a light- 
weight streamlined body shell. 


* * * 


Daimler-Benz Warranty 
AIMLER-BENZ adheres basi- 
cally to the six-month or 6,000- 

mile warranty setup, but the com- 

pany carries it a bit farther. 

Each claim is handled individ- 
ually and.the firm weighs each case 
to decide whether a courtesy ad- 
justment is justified. D-B declares 
that it is not the printed conditions 
which make up a good warranty, 
but the spirit in which these con- 
ditions are accepted and handled, 


PPG Wins Fight 


Against Increase 


In Freight Rates 


PITTSBURGH.—Pittsburgh Plate 
Glass Co, has announced that 
the Interstate Commerce Commis- 
sion has upheld its appeal against 
increased freight rates on ship- 
ments of not-nested bent auto re- 
placement glass, 

F. T, Hughes, Merchandising Di- 
vision general manager, said the 
ICC directed cancellation of the 
Class 150 rating on less-truckload 
quantities of not-nested bent auto- 
mobile glass published by the motor 
carriers effective last y 1. 

He said the old rating of Class 
85, applicable to both nested and 
non-nested glass prior to May 1, 
1959, will be restored effective 
May 65. 

He said the ICC ruled in favor 
of Pittsburgh Plate following its 
extensive review of the protest and 
petition for suspension of the in- 
creased classification ratings on 
bent auto glass. 








phasized that the two Etoiles were 
stock cars, “selected at random by 
USAC observers just as they had 





This is the Saviano Scat, a lightweight utility vehicle announced by Saviano Ve- 
hicles, Inc., Warren, Mich., and designed for a wide variety of users. It has a 25-horse- 
power air-cooled engine and a removable top and doors. Rear seats fold forward to 


provide a carrying compartment. 





come off the ship at the port of 
Los Angeles.” 

Chrysler said the cars encoun- 
tered much adverse weather — 
rain, sleet and snow in the Pacific 
Northwest; headwinds in Arizona 
and Texas; the fringe of a tor- 
nado near Vero Beach, Fla.; 11 
inches of water on a road near 
Tampa, and six-degree tempera- 
ture in St. Louis. 

The 10 segments of the Simca 
Mileage Marathon and their dis- 
tances (city hall to city hall) were: 
Los Angeles-San Francisco, 418 
miles; Portland-Seattle, 167.4 miles; 
Houston-Dallas, 245.6 miles; Jack- 
sonville-Miami, 341.7 miles; Tampa- 
Atlanta, 465.4 miles. “if 

St. Louis-Chicago, 284.4 miles; 

Detroit-Cleveland, 171.6 miles; 38 MPG in Simca Mileage Marathon— 
Pittsburgh-Philadelphia, 291.4. In 10 separate runs between major cities from Los Angeles to New York, two Simca 
miles; Washington-Newark, 230.6 Etoile sedans averaged 38.06 miles per gollon. The 2,826-mile test was sanctioned by 
miles, and Boston-New York, 210.4 the United States Auto Club. A speedway-type finish, complete with checkered flag, 
miles. marked the end of the Portland-Seattle leg. 
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In School-Bus Sales; 
Lag Noted in South 


Buse Oe the placing of 
school-bus orders, especially in 
the Southeastern states, is running 
from 30 to 40 days behind normal, 
dealers and bus-body distributors 
are looking forward to a healthy 
increase in sales this year. 

One critical factor is showing 
up this year, however, according 
to men in the field. School] boards 
and states are buying at the low 
dollar, they say, and in many 
cases this will mean the lowest 
profit level in years. 

Reasons advanced for this situa- 
tion include the shortage of money 
allotted to school districts to meet 
a rapidly increasing transportation 
load and the apparent reluctance of 
chassis dealers to sel] school boards 
or other authorities on the need 
for writing safety items into their 
specifications. 

A number of factory salesmen 
claim that far too often dealers ask 
the factory for help when specifica- 
tions in their school district are so 
written that their chassis is ex- 
cluded from the bidding. 

In practically every case, they 
say, it turns out that no one from 
the dealership has called on the 
people who put out the specifica- 
tions to see that the specifications 
are worded so that his particular 
make of vehicle is not excluded in 
the specifications. 

If this is not done before the bids 
are asked, it is too late to get the 
specifications changed. 


* * + 


Safety Often Overlooked 


HERE is another reason why 

chassis dealers should get in on 
school-bus purchases as early as 
possible—the safety angle. In the 
endeavor to get as many vehicles 
as they can with the money they 
have to spend, many school boards 
and others who handle bus pur- 
chases fail to take into account 
many safety features that should 
govern their vehicle selection. 


With a definite tendency across 
the nation to use more women 
and teen-age drivers, far too little 
attention is being given to the 
safety advantages of power steer- 
ing, power brakes and automatic 
transmissions. 

Many specifications also do not 
call for generators or alternators 
of sufficient size and low enough 
cut-in period to handle the great 
electrical load required to operate 
school buses properly in the winter 
months. 


On this point alone, far too many 
~ * * 








chassis dealers and school author- 
ities are not well enough conversant 
with the advantages of the alterna- 
tor over the generator for school- 
bus work. 

Today it is possible to substitute 
a 50-amp alternator for the 50-amp 
low cut-in generator that is re- 
quired in many areas to take care 

(Continued on Page 32, Col, 1) 






Dealers See Boost) Top Tracks 


New-truck registrations for two 
months, plus 17 states for March: 


1960 1959 
Pos. Make Pos. 
1— 47,504 Chevrolet 52,327— 1 
2— 44,699 Ford 41,151— 2 
3— 17,704 Internat, 11,686— 3 
4— 10,445 GMC 11,396— 4 
5— 6,792 Dodge 8,363— 5 
6— 4,772 Willys 4,318— 6 
j— 2,512 White 2,178— 8 
8— 1,977 Mack 2,226— 7 
9— 446 Diamond T 455—10 
10— 328 Studebaker 1,045— 9 
l1l— 204 Brockway 156—11 

7,185 Misc. 6,415 

Total All Makes 
144,568 141,716 


Further details on Page 60. 








OW that 50-foot truck combina- 

tions can operate legally in all 
states and the Indiana, Ohio, New 
York and Massachusetts turnpikes 
are open to the 98-foot tandem 
trailer combinations, the import- 
ance of California and Pennsyl- 
vania activity on adequate brakes 
becomes more and more pronounc- 
ed. 
Cooper Jarrett, Inc., Chicago, 





Dealer Accents ‘Ready to Go’ 


By L. H, Houck 
Travelling Correspondent 

PRINGFIELD, Mo.—Building an 

exclusive truck business from 
$80,000 in the hole to a $2% million 
gross in three years is the outstand- 
ing accomplishment of H. P. (Jude) 
Montgomery, owner of Montgomery 
GMC Trucks, Inc. 

While the “how” may be im- 
portant to Automotive News 
readers, the “why” he did it is 
the beginning of the story, 

“I've got a new home on five 
acres, five boys, a horse for each 
boy, one wife and one swimming 
pool,” Montgomery said. “Boy, I’ve 
got to make a success of this busi- 
ness.” 

He didn’t mention two Cadillac 
Sixty Specials, one for himself and 
one for his wife, each equipped, as 


is every sales car and service truck, 
with two-way radio with a range 
of more than 100 miles. 

Montgomery took a short cut to 
the problem faced by most truck 
buyers—that of getting delivery of 
the truck and the proper body or 
trailer fast and under one financing 
contract, 

Where many dealers give away 
the truck body business by sending 
it to special] body builders, Mont- 
gomery has most bodies in stock in 
knockdown condition. He keeps the 
most popular bodies assembled 
ready to install. 

* * + 


Staff Is Experienced 


I LESS than three years, Mont- 
gomery has made it known 
throughout the trucking industry 





Department Store Units Aging .. . 


Delivery a 


ELIVERY is one of the costliest 
services that retailers offer 
their customers, according to the 
National Assn. of Retail Merchants. 
A survey by this organization 
shows that the average department 
store spent four cents of each “ex- 
pense dollar” for delivery in 1958. 
About 8400 of the nation’s 
11,200 department stores offer de- 
livery service, and a little over 
5,000 own their trucks, Some of 
the larger stores own as many 
as 100 trucks, according to De- 
partment Store Economist, which 
surveyed the market. 

The study found that about 112,- 
000 trucks are used for this service, 
an average of 10 per store. The 
total includes leased units and ve- 
hicles operated by outside parcel- 
delivery firms. 

The study also showed that this 





‘Extra-Curricular’ School Bus— 

“Pusher-type" school buses of this type are gaining wide acceptance with many 
school districts which use them for such extra-curricular activities as athletic events and 
student group affairs. This bus is an Oneida body on a Marmon-Herrington chassis. 


Ripe Field 


market holds considerable potential 
for truck dealers and salesmen 
since 28 percent of the trucks now 
in service are '52 or earlier models 
and another 22 percent were bought 
between 1953 and 1955, About half 
the delivery trucks owned by de- 
partment stores are four years old 
or less. 
* *” +o 

SOME 49 percent of all trucks in 

service in the department store 
field are used for package delivery; 
34 percent are used for bulk de- 
livery, and 17 percent are used for 
other purposes, 

Package trucks are those used 
for small parcels, while bulk-de- 
livery units are those used for fur- 
niture and the larger household ap- 
pliances. 

Divided into age groups, 56 per- 
cent of the package-delivery units 
are 56 to '59 models; 19 percent 
were purchased between 1953 and 
1955, and 25 percent are ’52 or 
older models. 

Bulk-delivery vehicles are a little 
older, due no doubt to the fact that 
many have special bodies, Forty- 
five percent are in the 1956-to-1959 
age group; 26 percent are in the 
1953-to-1955 class, and 29 percent 
were put in service in 1952 or ear- 
lier. 

Trucks in other use consist of 
42 percent in the 1956-and-later age 
group; 26 percent in the 1953-to- 
1955 category, and 32 percent in 
the 1952-and-earlier range. 

+ * * 


Rucks used are fairly evenly 
divided between three makers 
(Continued on Page 35, Col, 3) 


TRUCK NEW PRODUCTS 


Page 46 








that he can deliver—fast and effici- 
ently. He is an experienced truck 
man and has experienced truck 
men throughout his 43-member or- 
ganization. 


The salesmen go to bat with 
the prospect at the planning 
table. They want to know what 
he has to haul and where it has 
to go. They take into considera- 
tion whether speed is required 


(Continued on Page 38, Col, 3) 





Comes From Auto Family— 


H. P. (Jude) Montgomery, owner of 
Montgomery GMC Trucks, Inc., Spring- 
field, Mo., comes from an automobile 
family. His father, Herschel, is a retired 
used-car dealer. A brother, Elbert, is a 
Cadillac-Oldsmobile-Pontiac dealer in Le- 
banon, Mo., and a second brother, Norris, 
is a Buick dealer in Springfield. 


Truckin’ 


by Jack Weed 


| 





for instance, is one of the first 
freight haulers to put a pair of 
these big jobs hauling up to 127,- 
000 pounds in service on the In- 
diana and Ohio pikes. 


These big combinations of semi 
and four wheelers are powered by 
12-cylinder diesel engines, and are 
designed to roll at approximately 
40 miles per hour on the level and 
take all grades at not less than 25 
miles per hour. 

The jobs which were put in serv- 
ice March 1 have already proven, 
according to information supplied 
by Detroit Diesel, that they can 
more than meet the regulations 
which call for a minimum of 25 and 
30 miles per hour on all grades on 
the Ohio and Indiana turnpikes. 

In tests the Cooper-Jarrett jobs 
have averaged, with full loads, 45 
or more miles per hour over the 
entire distance of 397 miles and 
took the steepest grades at about 


38 miles per hour. 
* aa a 


Brake Needs Grow 


Arveqvats brakes to the rear 
wheels of these combinations 
under all conditions are felt to be 
necessary by state officials to keep 
these jobs free from jackknifing 
and skidding under unfavorable 
traction conditions, Most tractors 
today can stop their loads ade- 
quately on dry surfaces. 

The advent of these larger jobs 
on the turnpikes also will bring 
another problem for the turn- 
pike officials. Since these “trains” 
must be assembled at their start 
on the turnpike and disassembled 
at the end of their run, adequate 
marshalling yards will be neces- 
sary at each important point of 
entry and egress. 

The joint AMA-TTMA Technical 
Committee on Combination Vehicle 
Brakes, in a recent review of the 
California air-brake law which be- 
came effective April 22, adopted a 
“wait-and-see” policy on interpre- 
tations regarding stopping of com- 
binations of vehicles and composi- 
tion of the emergency system of a 
tractor semicombination. 

After studying the regulation, the 
committee believes that regular 
components of a common air-brake 
system, such as chambers, hoses, 

(Continued on Page 34, Col, 1) 





Delay Seen in Enforcing 
Of Lighting Changes 


FFECTIVE date of enforcement 

of the Jan. 25 order by the In- 
terstate Commerce Commission re- 
garding truck lighting will shortly 
be postponed, it was learned in 
Washington. 

This order which had to do with 
several phases of truck lights, turn 
signals and other rear warning de- 
vices was originally to become ef- 
fective Aug. 1, but protests have 
been filed by practically every as- 
sociation whose members were af- 
fected by the order. 

Included among those who have 
filed petitions for a postponement 
in the effective date are the 
American Trucking Assns., Truck 
Body & Equipment Assn., Truck- 
Trailer Manufacturers Assn. and 
the Automobile Manufacturers 
Assn., as well as three of the 
larger lamp manufacturers pri- 
marily affected. 

According to these protests, suf- 


ficient lead time has not been given 
the manufacturers of either the 
lighting equipment or the vehicles 
upon which they must go to enable 
these manufacturers to meet the 
effective date set by the commis- 
sion. 
* ate *~ 

Cr WAS learned through an au- 

thoritative source in Washington 
that these protests are being stud- 
ied and that, while no definite ac- 
tion has been taken by the commis- 
sion as this was written, that the 
result of the study of the protests 
would be a postponement of the 
effective date of the order. 

This will not only give the com- 
mission time to study certain 
phases of the order that the peti- 
tioners claim are practically impos- 
sible to meet, but also will give the 
manufacturers ample lead time to 
bring about compliance with other 

(Continued on Page 31, Col, 1) 
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Truck Industry Files Objections... 


Delays Seen in Lighting Changes 


(Continued from Page 30) 
phases of the order in an orderly 
and economical manner. 

In the meantime, all work on 
making adjustments to meet the 
original order must of necessity 
be held up awaiting the official 
ruling of the commission, There 
may ensue an additional delay in 
the setting of a new effective date 
with certain deletions or changes 
from the original order. 

Among the more prominent 
points brought out in these peti- 
tions is one relating to certification 
and marking requirements for 
lamps and reflectors. In this phase 
of the order, it was brought out 
that the original order has the ef- 
fect of shifting the obligations of 
observing the safety factors in- 
volved from the carriers, over 
whom the commission has author- 
ity, to the manufacturers of the 
equipment and vehicles, over whom 
the commission has no authority. 

* * * 

f yer lead time customary in the 

industry in making changes of 
this type was ignored by ICC, As 
a result, if the order was to be 
obeyed in its initial intent,. it would 
have worked burdensome penalty 
on these makers who now have in 
stock most of the named equip- 
ment for the current model run. 

At least a year to a year-and-a- 
half should be allowed for an order- 
ly turnover, it is felt. 

The petitions also bring out 
that an attempt to comply with 
the commission’s order on allow- 
ed voltage at the rear lamps 
would quite conceivably result in 
electrical failure at other loca- 
tions of the electrical system. 





els have already been certified, Ap- 
plication of the ICC’s proposed 
marking regulations to original in- 
stallations in 1961 models would re- 
quire resubmission of these lamps 
to the various states for reapproval 
because of changes in the lamp’s 
markings. 


In arguing for an early hearing, 


Diamond T Offers Truck Data 


CHICAGO.—Diamond T is offer- 
ing an illustrated brochure on its 
new 931C series tilt-cab diesels. Full 
description and specifications of the 
trucks are given. 





the petitioners point out that the 
motor vehicle manufacturers and 
the lamp makers remain at a com- 
plete loss as to what affirmative 
action they should take with re- 
spect to the placing of orders for 
marked lamps and reflectors or for 
the procurement of tools and dies 
and stampings which may be re- 
quired in the production of such 
lamps and reflectors, 


Another ICC proposal to which 
the industry objected dealt with 
certain lamps and turn signals on 
driveaway-towaway operations 
which up to now have been ex- 





$10 Million Truck Order 
Won by Chrysler Corp. 


DETROIT.—The Army Ord- 
nance Corps has awarded Chrys- 
ler Corp. a $10,856,849.14 contract 
for production of nearly 2,500 
three-quarter-ton trucks. 

Included in the order for the 
4x4 tactical military vehicles are 
M-37 trucks, truck chassis and 
cabs and ambulances, 





empt from such rulings. It is 
pointed out that no other vehicle 
is involved in these delivery 
transportation movements and 
that any provision that would 
compel the carrier for hire to 
alter the electrical system of any 


such vehicle in transit might ad- 
versely affect the manufacturer’s 
warranty. 


The vehicle manufacturers are 
“unalterably opposed” to any order 
that would leave in the hands of a 
earrier for hire engaged in the 
transportation of its product any 
such decision, the petitions state. 

Until an official ruling as to the 
disposition of these petitions has 
been made by the ICC, the entire 
industry is at a standstill in mak- 
ing any attempt at compliance 
with the commission’s ruling. 

It is felt by those close to the 
subject that such is the case with 
those dealers and loca] body mak- 
ers who also may be in a state of 
utter confusion as to what they 
should do on sale and construction 
of units now being built or in the 
immediate starting stage. 





They also point out that the part| Sasa 


of the order that refers to all ve- 
hicles made after June 30, 1960, 
having lamps installed being of 
makes and types complying with 
the order is practically impossible 
to meet. It is suggested this date 
be moved forward to at least Dec. 
31, 1961. 

The petitions also point out that 
motor vehicle lamps and reflector 
installations also must have the 
approval of the regulatory bodies 
of the various states having juris- 
diction over safety requirements of 
vehicles operating in their respec- 
tive states and that no time or pro- 
vision has been made for acquiring 
this mandatory approval, 

on” * * 


Grass approvals sometimes take 
considerable time to get, and 
Proposed installations for 1961 mod- 


Ky. Hikes Limits 
To 73,280 Lbs., 
3-Axle Trucks 


FRANKFORT, Ky.—A bill to 
permit five-axle, 73,280-pound 
trucks to operate on state high- 
ways was given final passage by 
the Kentucky Legislature and sent 
for signature to Gov. Bert Combs, 
who had advocated its adoption. 

Heretofore, the maximum weight 
limit in Kentucky was for four- 
axle trucks weighing no more than 
59,640 pounds gross. The enacted 
bill carried a combined weight and 
registration fee of $750 a year for 
trucks within the weight bracket of 
59,640 to 73,280 pounds. This feature 
is estimated to yield between $200,- 
000 and $250,000 for the state road 
fund during the next two fiscal 
years, 

The bill was amended by the 
House to exempt coal trucks weigh- 
ing 39,001 pounds or more from 
weight taxes of more than $300 if 
they operate only within a radius 
of 50 miles. 

The measure authorizes the State 
Highways Commission to designate 
roads that may be travelled by 
heavy trucks of all classes, Combs 
earlier said the heaviest trucks to 
be permitted under the bill would 
be restricted to the interstate high- 
way system and, presumably, what- 
ever other roads are necessary to 
get on and off the interstate sys- 
tem, 

The governor earlier said the new 
maximum weight limit is within 
limits for interstate highways es- 
tablished by Congress. No change 
was proposed in the maximum 
axle-load limit of 18,000 pounds. 
The higher weight taxes are ef- 
fective July 1. 
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BROCKWAY 
UNI-MATCHED 
DESIGN 


means more miles of dependable 
trouble-free operation 





power train... 
cab. In every Brockway truck, the hundreds of other operating and functional 


Get UNI-MATCHED Design... 


It pays off in EXTRA Dividends 


the matchless Brockway chassis. . . 






Brockway’s exclusive UNI-MATCHED method of building extends beyond the 
expert engineering that gives you the right combination of components in the 
the famous Safety-View 


parts are integrated with all the major units into a completely coordinated 
highly efficient vehicle. And Personalized Quality Control; Triple-Testing; 
Easy-Access Maintenance are but a few of the extras that pay off in 
long, economical, profitable operation. 


BROCK WAY 


MOTOR TRUCKS cormanp, x.y. 


Division of Mack Trucks, Inc. 
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Despite Lag in Orders... 
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Dealers Expect Boost 
In School-Bus Sales 


(Continued from Page 30) 


of wintertime lighting and heating 
needs. 

Chassis builders and electrical 
men claim that the alternator is 
much more serviceable and costs 
less for maintenance when used on 
school buses where the speeds 
driven are low, lots of idling time 
is encountered and the electrical 
load is heavy. 

* * ” 

T LEAST one chassis maker 

prices a 50-amp alternator at 
$10 less than the 50-amp generator, 
another at less than $5 more. Deal- 
ers can buy a 50-amp alternator 
with no trade for approximately 
$100, according to an electrical cen- 
tral that handles one of the most 
prominent makes. 

At least one manufacturer has 
available for school-bus installa- 
tion an air-over-hydraulic power- 





AELSEY-HAYES 


brake system that gives the driver 
three-way protection. 

If a hydraulic line fails, btakes 
on at least two wheels are always 
available. If there is a failure in 
the air actuator, the full hydraulic- 
braking system still is available. 
It hag been claimed that a number 
of recent school-bus accidents in 
which children died were due to 
brake failure in critical places. 

Perhaps it is for that reason that 
the State of Texas has ordered this 
type of brake in all of its recent 
school-bus purchases. Power brakes 
also can be considered an essential 
safety item. 

The same might be said about 
power steering, especially in those 
states where women and teen-age 
students drive the buses. 

Many experts also put automatic 
transmissions in this same category. 





GMC “Pusher-Type" School Bus— 

The GMC “pusher-type” school bus (engine in rear) combines the load and safety 
features of a transit bus, and is well within the price range of most school districts. 
GMC builds the chassis, and most body builders can supply bodies to meet pupil seat- 
ing requirements. 

* * * * * * 
Such transmissions tend to reduce , most school authorities, closely fol- 
maintenance expense on vehicles| lowed by the 60 and 66-passenger 
used in such specialized hauling, | sizes. 
they claim. The 42 and 48-passenger buses 
Pe hey are fast losing their popularity, 
be body and chassis makers| except in some Western states 
report that the 54-passenger bus | where the population is so scat- 
is getting the nod this year from! tered that it would take too long 


this new concept 
consists of two 


Three-Way Safety Brake System 


with axle-by-axle protection 


es 


4iIR COMPRESSOR 


PRIMARY 


REAR WHEEL BRAKES 


ie ie 


SLAVE UNIT 


FRONT WHEEL BRAKES 





AIR RESERVOIR 


independent air- 
actuated hydraulic 
systems, both of 
which are operated 
by the master unit. 


1 If rear hydraulic line or wheel 
cylinder fails—you still have 
full front brakes with their own 
power assist! 


CHECK 
VALVE 


If front hydraulic line or wheel 

cylinder fails—you still have 
full rear brakes with their own 
power assist! 


If air supply should fail—you still 
have direct mechanical actuation 
of full rear brakes! 


Write for “Three-Way Safety Brake 
System” brochure. Kelsey-Hayes 
Company, Detroit 32, Michigan. 


KELSEY 
HAYES 
COMPANY 


Automotive, Aviation and Agricultural Parts 
Hand Tools for industry and Home 


18 PLANTS: Detroit and Jackson, Michigan; 
Los Angeles; Philadelphia and McKeesport, 
Pennsylvania; Springfield, Oiio; New Hartford 
and Utica, New York; Davenport, lowa; 
Windsor, Ontario, Canada. 


BRAKE PEDAL 











and cover too many miles to use 
the larger buses economically, 
these authorities say. 

The “pusher” suburban-type bus 
which seats 66 to 79 passengers is 
showing rapid acceptance in many 
new areas because of its adaptabil- 
ity to other uses than picking up 
and delivering students to their 
homes, these builders report. 

In the area of the larger con- 
solidated schools and in medium- 
sized cities, they say, authorities 
are buying this type of bus because 
it fits ideally into their extra- 
curricular transportation activities, 
such as taking athletic teams to 
neighboring towns. 

The “forward-control” type of 
bus, which had found some favor 
for this type of transportation, is 
losing ground gradually to the 
“pusher” now that six or more 
chassis manufacturers offer the 
rear-engine bus for school use. 

* * *x 


NE “must” in the use of these 

larger buses, whether “pusher” 
or standard, is to provide the ut- 
most in safety in case of an acci- 
dent in which the bus is tipped on 
its side. 

In the case of the “pusher” in 
particular, if the bus is tipped on 
the entrance side and the rear 
exit door is jammed, pupils, es- 
pecially the smaller ones, would 
have difficulty breaking out win- 
dows and climbing to the top side 
to get out. 

Although not recognized in many 
orders from school boards as yet, 
the “pushout” type window would 

be a real safety factor in such ac- 
cidents, 

All of these things should be 
brought to the attention of school- 
bus buyers, If more dealers would 
push the safety features that should 
| be included in these buses, it would 
tend to steer many school boards 

a * * 








"Chick Express’ — 


School-bus chassis and bodies are 
being used for other purposes than trans- 
porting students. This 12-foot body on an 
International Harvester chassis is used to 
haul chicks and it can handle 23,000 at 
one time. School-bus type units also are 
used as mobile libraries, construction com- 
pany offices, display rooms and service 
shops. 

* * * 
away from the current practice of 
buying mainly on price, authorities 
believe. 

According to one bus-body build- 
er, approximately 18,300 school 
buses were bought last year and 
between 23,000 and 24,000 may be 
purchased this year. 

The big buying months are June, 
July and August. This means that 
in many districts, there still is am- 
ple time for the chassis dealer to 
contact those who will write speci- 
fications for this year’s purchases 
and to sell them on including more 
safety features. 

~ *~ * 


Southern States Lag 


HILE the South’s two “key- 
stone” states on pupil trans- 
portation opened bids during the 
last week in April (North Carolina 
on April 26 and South Carolina on 
April 27), many others are holding 
up advertising for bids at least a 
month or more later than normal. 
Practically all builders of 
school-bus bodies, with the excep- 
tion of Oneida, report adequate 
pools of chassis to take care of 
the business in sight for the next 
two to three months. 
Oneida, recently taken over by 





Marmon-Herrington, is closing its 
Canastota (N. Y.) plant and moving 
to Indianapolis, where a chassis 
pool is being built. 
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IT’S NOT 
“THE BREAKS’—IT’S 
THE BREAKTHROUGHS | 
THAT SELL 1960 00 Severereerseeres 


could survive—explains GMC’s long life! 
Coast to coast, the reports are coming in: GMC 
| Dealers are finding these new trucks the easiest to 
GM C TR lJ ; KS sell of any they’ve ever demonstrated! And that’s 
because they’re selling big breakthroughs in truck 
engineering—like the cab being tested above. A 
man couldn’t survive the violent vibration on 


this “shake machine” for 60 seconds, but GMC 
cabs must endure it for nearly 2 days! 


The cost-cutting breakthroughs below will give 
you some idea why owners are calling these new 
GMCs the most advanced trucks in 20 years—and 
why a GMC Dealer has the best deal of all! A 
limited number of profitable GMC franchises are 
e 


available to qualified businessmen. Write to 
General Sales Manager, GMC Truck & Coach 
Division, General Motors Corp., Pontiac, Michigan. 


REVOLUTIONARY V-6 ENGINE LIFE EXPECTANCY: 3 TIMES LONGER—GIVES UP TO 10% GREATER FUEL ECONOMY! 


Plus—New independent front suspension; coil and vari- © Plus—Extra-big payloads—up to 2,000 Ibs. more each trip! 
rate rear springs for a softer ride, loaded or light! Plus—The industry’s most rigid quality-control program; 
Plus—New, lighter frames—up to 28 times more rigid, the greatest advertising and sales promotion campaigns 





67%" Inside Width 





B4000 series—ideal for city delivery or GMC Jr. Van—largest load space in its class, 
light tractor service! 243 cubic feet! 
From %-ton to 60-ton... 


General Motors leads the way! 
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Truckin’ . 





eo ce oe By Jack Weed 


(Continued from Page 30) 


reservoirs, compressors, etc., would 
not be tested and certified as being 
in compliance with the provisions 
of the regulation. However, items 
which may be defined as “devices,” 
such as relay emergency valves and 
the like, would, in all probability, 
be considered subject to the ap- 
proval procedure, 

Because of this, manufacturers of 
these “devices” are being urged to 
start their “application-for-approv- 
al procedures” as soon after April 
22 as practical. 

- a + 

oS may have an oppor- 

tunity to sell rear-signal lamps 
in a new field if the recommenda- 
tions of the Lighting Subcommittee 
of the National Committee on Uni- 
form Traffic Laws and Ordnances 
become law. 

This committee has reaffirmed 
its previous recommendation that 
farm tractors and all other self- 
propelled farm machinery show 
two red lights to the rear. 

The committee expressed sym- 





Mufflers of Armco ALUMINIZED STEEL Average 
Twice the Life of Ordinary Carbon Steel Mufflers 





pathy for the farm-equipment man- 
ufacturers and dealers in providing 
mountings for the required lights, 
but believed that in the interests 
of highway safety more adequate 
protection both for the motoring 
public and for the operator of farm 
equipment is required, 
Incidentally, makers, dealers and 
truck operators who would like to 
delve deeper into the subject of 
how much lighter aluminum wheels 


Detroit Distributor 


Named by Brockway 


CORTLAND, N. Y.— Brockway 
Motor Trucks announces appoint- 
ment of Heavy Duty Power Ma- 
chinery, Inc., as distributor for the 
Detroit area. 

The new affiliate, headed by Wil- 
liam G. Reefer as secretary-treas- 
urer, has moved to new quarters 
at 4080 Lonyo St., where 7,000 
square feet of floor space hag been 
converted to showroom, parts de- 
partment, repair and service areas. 





are than steel and whether they 
will stand up under hard usage, can 
get some data on the subject from 
a booklet, Weigh the Facts, re- 
cently put out by Aluminum Co, of 
America, Pittsburgh 19. 

+ + 


Truck Drivers Honored 


|= Michigan Trucking Assns. 
recently held an awards dinner, 
at which it presented trophies and 
other awards to drivers for Michi- 
gan trucking firms who had set 
enviable safety records for the year. 
Senator Tennyson A. Guyer, 
public relations director, Cooper 
Tire & Rubber Co., was toast- 
master, and among the hundreds 
of cliches he rattled off was one 
I am sure many automotive men 
can use even though he springs 
it a few months late. Guyer said 
he was as low as a “cranberry 
salesman who drove an Edsel.” 
Jack Dalton, president, Detroit 
Atlantic Navigation Corp., which 
purchased the eight-year-old ice- 
crushing ferryboat, Vacationland, 
from the State of Michigan this 
spring, announces that the boat will 
become a common carrier and act 
as a “fishyback” carrier of com- 
plete semi and four-wheel trailers 
on daily service between Detroit 
and Cleveland. 
Coincident with putting the boat 
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In 7-year road tests, auto mufflers 
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of Armco ALUMINIZED STEEL out- 
lasted their carbon steel counter- 
parts at least 2 to 1 on the average. 


To car owners, the extra dura- 





















bility of ALUMINIZED STEEL means 
greater safety and fewer replace- 
ments — with resulting savings in 
cost and inconvenience. 

Armco ALUMINIZED STEEL is pro- 
duced by coating steel with molten 
aluminum by a special hot-dip proc- 
ess. It’s made to order for exhaust 
systems of today’s automobiles be- 
cause it fights off the attack of heat 
and withstands corrosive acid ex- 
haust liquids, and road chemicals. 

Ask your parts supplier about 
mufflers with vital parts made from 
this special steel. Armco Steel Cor- 
poration, 1230 Curtis Street, Mid- 
dletown, Ohio. 


ARMCO STEEL 











Armco Division * Sheffield Division * The National Supply Company * Armco Drainage & 
Metal Products, Inc. » The Armco International Corporation * Union Wire Rope Corporation 








Sellers’ Guide 


Among the users who normally 
buy their trucks this month are 
camps and resorts, canners, 
cleaners and dyers, contract haul- 
ers, plumbers, mining companies, 
truck gardening and refrigeration 
service companies. 

Intensive solicitation should be 
made in produce, ice cream prod- 
ucts, municipal, county and state 
departments and institutions. 
Common carriers, dairy products 
and paper products also are fields 
where truck salesmen could con- 
centrate. 





into this trailer-hauling service, the 
name of the boat was changed to 
the Jack Dalton. 

It is claimed that this will be the 
first attempt to inaugurate daily 
and continuous service between two 
major cities on the Great Lakes, 
and that this will only be possible 
because this boat was designed not 
only to be a ferryboat crossing the 
Mackinac Straits, but an ice crush- 
er as well. It is expected that its 
10,000-horsepower diesel engines 
will enable the Dalton to maintain 
service between Detroit and Cleve- 
land all during the winter. 

eo * + 

RUCK tractors will load trailers 

of all types, including flat beds 
and vans at each terminal. Until 
slips can be constructed at both 
Detroit and Cleveland, the boat will 
have to be “side loaded.” It will be 
able to carry 56 full-size trailers on 
each trip. 

Putting this boat into “fishy- 
back” service extends another 
service which this same company 
inaugurated for shippers last 
year when fully loaded truck 
trailers were carried as deck 
cargo on ore ships operating be- 
tween Duluth, Detroit and Cleve- 
land. 

In a continuance of the ore-boat 
operation, trailer bodies will be 
lifted off their chassis and loaded 
on decks as containers, but trail- 
ers will be rolled off and on the 
Dalton without removing the bod- 
ies from their chassis. Regular 
service is scheduled to begin early 
this month. 


* * * 

Ky. Rejects Truck Deal 

UR Louisville correspondent 

sends in a story about an un- 
successful attempt to sell 34 two- 
and-four-year-old dump trucks, 
which had seen severe service, to 
the Kentucky Highway Depart- 


Fleet Warranty, 
Policy Procedure 


Altered by Ford 


DEARBORN, — A time-saving 
procedure for handling fleet policy 
and warranty claims and the 4as- 
signment of Ford Division fleet 
policy and warranty administration 
to R, F. Hamilton, fleet service 
manager, have been announced by 
Carl T. Doman, national service 
manager. 

Under the new service procedure, 
Doman said, fleet operators may 
contact the Ford district service de- 
partment directly if there is any 
question about responsibility for a 
parts failure occurring within the 
warranty or policy period. 

The new program also provides 
for payment to fleet operators of 
reimbursable repair orders in those 
cases not handled to the satisfac- 
tion of the customer in the first) 
instance, he said. 

Under this arrangement, a Ford 
representive on a regular visit to 
the fleet operator’s central loca- 
tion will review the repair orders 
held by the fleet to determine if 
any adjustments are in order. Fleet 
owners may appeal! directly to 
Hamilton for reconsideration of 
any prior decision, Doman added. 





A fleet operators’ “service direc- 
tory” will be furnished to each 
major fleet account. The special di- 
rectory will include a map of the} 
United States showing all Ford dis- | 


| trict and regional sales offices; the| 


names, addresses and phone num-| 
bers of all Ford regional and dis-| 
trict service Managers, and service | 
representatives, and a summary of | 
Ford’s warranty and policy pro- 
gram, 

“Ford’s new procedure for fleet 
warranty and policy handling will 
result in substantial time and fi- 
nancial savings to fleet operators,” 
Doman said. 


ment. The attempt was called 
“strictly political.” 

The deal was so raw, said our 
correspondent, that the local 
press got on it with the result 
that the present administration 
would have been “plain silly” to 
permit the Highway Department 
to go ahead with the deal, which 
involved a $346,800 eventual pay- 
ment by the state under an al- 
leged truck leasing program, 
wherein the state would have 
paid around $425 per month per 
truck, which would have been 
credited if the state elected to 
purchase them, 

There seemed to be a great deal 
of mystery as to whom the trucks 
actually belonged, and reports in- 
dicated that at least some of the 
trucks were so badly worn out that 
it was difficult to keep rear ends in 
them. They also were said to be too 
heavy to meet Kentucky’s weight 
laws when fully loaded and would 
violate the state’s own highway 
laws in operation. 

Our correspondent said it ap- 
peared to be one grand steal for 
someone to unload a lot of re- 
possessed or mortgaged trucks 
which had been overworked and 
abused and in very poor condition. 

The Highway Department now 
indicates it will ask for bids on new 
trucks in keeping with road limits. 





WATSON 
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WEIGHTLIFTER 





... battery-powered hydraulic 
tailgates for pickups, stake 
and van trucks to 2 tons. 





* 3 Sizes... 


Series 1000 (1000# cap.) for all 


pickups. Series 1100 (1100# 
cap.) and Series 1300 (1300#) 
for stake and van trucks to 2% 
tons. 


* Best Performance, 
Finest Appearance 


in the field. Rugged reinforced 


safety plate platforms, perform- 
ance-tested hydraulic system. 


* Competitive 
Prices... 


You can offer more real perform- 
ance features at lower cost with 
WATSON WEIGHTLIFTERS! Lib- 
eral dealer discounts, too |! 


WHY NOT MAKE EXTRA PROFITS on your truck 
sales? investigate the complete WATSON 
WEIGHTLIFTER line now. Write for literature, 
prices, discounts; please address; Dept. 08 


H. S. 


Rice aM 

>, WATSON a WATSON 

ise mai COMPANY 
1316 - 67TH STREET, EMERYVILLE 8, CALIF. 
1606 LASKEY ROAD, TOLEDO 12, OHIO 
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GMC Truck Dealers, Officials Meet— 


Grouped around GMC Truck's new “Junior Van" are some of the GMC dealers and 
factory officials who met in Detroit in the first of a series of nationwide dealer meet- 
ings. GMC officials reported on the progress of 1960 model sales and outlined the most 
active areas in the trucking industry. From left are Charles A. Persons jr., Elyria, O.; 
Louis J. Truesdell, Toledo; Calvin J. Werner, general manager, GMC Truck & Coach divi- 
sion; Richard C. Woodhouse, GMC general sales manager; Jacob G. Kuiper, Muskegon, 
Mich., and Edward W. Jolly, GMC Detroit zone manager. 





Delivery a 


Department Store Units Aging sae 





Ripe Field 


(Continued from Page 30) 
and the field, According to the sur-|cent, and all other makes have 64 


vey, Ford has 29 percent of the ve- 
hicles; Chevrolet has 25 percent; 
International, 23 percent, and all 
other makes, 23 percent. 


Divided as to type of use, Ford 
has 38 percent of the package-de- 
livery units; Chevrolet has 28 per- 
cent; International has 25 percent, 
and all other makes have 9 per- 
cent. 

In bulk-delivery, Ford has 18 
percent; Chevrolet, 16 percent; 
International, 25 percent, and all 
other makes, 41 percent. Trucks 
in other use are: Ford, 25 per- 
cent; Chevrolet, 32 percent; In- 
ternational, 9 percent, and all 
other makes, 34 percent. 

Makes of bodies used in depart- 
ment-store delivery service are di- 
vided among many producers, IH 
Metro captured 16 percent of the 
bodies in this service; Vanette has 
13 percent; Boyertown has 4 per- 
cent; Olson Grumman has 38 per- 


percent, 
In package delivery, Metro has 
28 percent; Vanette, 14 percent; 


Boyertown, 7 percent; Olson Grum- 
man, 6 percent, and all other 
makes, 45 percent. 

* + 


* 
ULK-DELIVERY bodies show 4 
percent for Metro; 15 percent 
for Vanette; 2 percent for Boyer- 


2 Mack Truck Replicas 


Shown at Trade Fairs 


PLAINFIELD, N. J.—Two full- 
scale replicas of Series B Mack 
trucks were part of the United 
States exhibit at the 1960 Interna- 
tional Fair Trade in Casablanca, 
Morocco, April 28 to May 15. 

Shown were a tractor trailer with 
open van cargo carrier and a lum- 
ber truck and trailer. They also 
will be displayed at an Internation- 
al Trade Fair in Izmir, Turkey, 
Aug. 20 to Sept. 20. 








70000 


IGNITION 
SCOPES 
MADE BY 
HEYER 
TO DATE” 


prove our 
leadership in modern 


motor tune-up equipment 





* This is far more than the total number of scopes made by all other manufacturers 
combined. Our superior product has gained acceptance by all car companies and 
approval (in many instances exclusive) by all oil companies having a tune-up program. 


Only HEYER offers these exclusive features 
- 
——— 


Only HEYER has a scope for every purpose 


8'4-in.: For use by car dealers and service 
stations where tune-up is a major operation. 


7-in. Portable: For use 
by service engineers, 
fleets, marine and aircraft 
facilities. 


5-in. Portable: For use 
with low-cost meter-type 
units where tune-up is 
not a specialty. 


3-in. Unit: For use as a 
“job finder’’ where dealer 
has conventional meter 
equipment. 





3-in. Plug Scope: For 
spark plug and wire tests. 





HEYER 


3 leads make all engine and ignition 
checks for 100% diagnosis (usual 


number is 15 or more). 


Dealer Training 
and Service in 


baad 


Weare prepared totrain mechanics on 
a national basis through the following 
Dyna-Sales companies (addresses in- 
dicate store and warehouse locations): 


Belleville, N.J. 
500 Cortlandt St..PLymouth 1-2222 


Boston, Mass. 
7 Jersey St........... COpley 7-3159 


Chicago (Oak Park), Il. 
666 W. Madison St....EUclid 3-5950 


Cincinnati (Deer Park), Ohio 
3980 Superior Ave... TWeed 1-3748 


Cleveland, Ohio 
7413 Memphis Ave. 


Dallas, Tex. 

5523 Dyer St....... EMerson 8-8155 
Denver, Col.. 

1217 California St.....TAbor 5-5066 
Detroit, Mich. 


15827-31 Plymouth Rd. 
Houston, Tex. 

6821 Academy St...MAdison 3-1442 
Indianapolis, Ind. 

6060 E. Washington St. 
Los Angeles, Calif. 

833 E. Sixth St.....MAdison 7-9377 
Milwaukee, Wis. 

3222 National Ave. 
Minneapolis, Minn. 

5456 Nicollet Ave.....TAylor 4-0430 


New Orleans, La. 
7202 Washington Ave. 


Philadelphia, Pa. 
831-33 N. Broad St...POplar 3-2973 


Pittsburgh, Pa. 
22 Diamond North..FAirfax 1-1234 
Rock Island, Ill. 
2823-8 1/2 Ave. Rock Island 8-6598 


San Francisco, Calif. 
183 Utah Ave....... ++eJUno 9-5363 


Seattie, Wash. 
3155 Elliott Ave.....ATwater 3-5345 


St. Louis (University City), Mo. 
7523 Olive St. Rd. PArkview 1-2562 


town, and 79 percent for all other 
makes. 

Other-use bodies are: Metro, 4 
percent; Vanette, 4 percent; Boyer- 
town, 2 percent, and all other 
makes, 90 percent. 

Expressing delivery expense as @ 
percentage of sales, the survey 
found that 45 percent of the stores 
held this item below 0.6 percent, 
and 14 percent of the stores were 
between 0.6 and 0.8 percent of sales. 

Another 15 percent of the stores 
kept delivery expense between 
0.8 and 1.0 percent of sales; 11 

percent were between 1.0 and 1.2 

percent; 5 percent were between 

1.2 and 1.4 percent, and 3 percent 

were between 1.4 and 1.6 percent. 

Seven percent of the stores spent 
more than 1.6 percent of sales vol- 
ume on delivery expense. 

The study found that only 38 per- 
cent of stores doing less than $500,- 
000 annual volume offer delivery 
service, but 91 percent in the $500,- 
000 to $1 million class have it. 

Delivery service is featured by 
88 percent of stores in the $1 mil- 
lion to $2 million class; 90 percent 
of those in the $2 million to $5 mil- 
lion group; 98 percent of those in 
the $5 million to $20 million brack- 
et, and 96 percent of those doing 
more than $20 million worth of 
business per year. 


























SHadyside 9-1880 


BR 3-5144 


Fleetwood 9-9026 


EVergreen 4-0787 


HUnter 6-6394 


Power-Chek makes compression 
check in 1 minute, saves up to 1% 
hours per job, eliminates kickbacks 
due to mechanical troubles that make 
the engine un-tunable. 


~ 


Widened and brightened firing 
voltage lines for easier viewing (pat- 
ented). 


Choice of 7 patterns—both primary 
and secondary—for more accurate 
evaluation. Simplified instructions 
provided. 





INDUSTRIES INCORPORATED « Belleville 9, N. J. 











Dyna-Vision Representatives 


Atlanta, Ga....-.ss000- MElrose 4-4959 
Burlington, N.C........JUniper 4-7239 
Gadsden, Ala.......+++. Liberty 6-0100 
Kingsport, Tenn......... Circle 6-2667 


Nashville, Tenn.........ALpine 5-3574 
Phoenix, Ariz......+.+. Amherst 5-6786 
Richmond, Va......++.+. Milton 3-7708 
Tampa, Fla......+se0. Tampa 47-2494 


HEYER INDUSTRIES INCORPORATED 


Dept. AN-5 Belleville 9, N.J. 





() Sissrencen Cl) tence 
Name. 

Addres 

City. 

Zone State. 








FORD FAMILY ‘OF FINE CARS CLEARINGHOUSE «¢ NO. 185 OF A SERIES 


60 Ford T 
Proved Economy, Reliable Pe 


Today, in New York City, there are more new Ford taxicabs than all 
other 1960 makes combined! What’s more, throughout the country, 
Ford is smashing its own ’59 sales score with increased orders from cab 
companies everywhere. 

Why? 

The big reason is economy. Pennies count in the operation of a taxi fleet. 
The cab companies are discovering from their cost-per-mile records that 


1960 Fords, on the average, cost less to run, less to repair and less to 
replace than competitive makes. 

Taxi fleet owners find, too, that the ruggedness of Ford components—such 
as front suspensions, transmissions, upholstery and springs—lessens their 
“down time” and lowers maintenance costs. 

Experienced cab men know that they must satisfy their customers’ comfort, 
and here again Ford meets more of the requirements. Passengers can get 
in and out without bumping their heads or barking their shins. There’s 
plenty of room inside, too, even for tall men wearing hats. 
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Ford Economy: proved by thousands of miles of rugged stop-and- Ford Comfort: shown by the ease with which passengers enter 
go driving through rush-hour traffic in downtown New York City. roomy Ford while driver deposits luggage in large, convenient trunk. 





axicabs... 
rformance, Rugged Durability 


The thick foam-rubber seats give even the middleman the comfort he has 
riding in his own car...and his knees won’t be under his chin, either. Ford’s 
comfort includes plenty of usable trunk space with the best designed 
trunk for ease of loading and unloading. 


Ford’s success with New York taxi owners and drivers provides added 
proof that should convince even the most skeptical prospect of Ford’s 
product quality. Another reason why it’s great to be a dealer in the Ford 
Family of Fine Cars. 


Ford e Faicon e Thunderbird « Comet ¢ Mercury « Lincoln e 

Lincoln Continental e English Ford Line « Taunus e 

Ford Trucks e Farm and Industrial Tractors and implements e 
Industrial Engines « Aeronutronic—Products for the Space Age « 
American Road Insurance Company « Ford Motor Credit Company 


FOR THE AMERICAN ROAD; THE FARM; AND INDUSTRY Ge 


MOTOR COMPANY 


The American Road 
Dearborn, Michigan 


Ford Performance: demonstrated by round-the-clock operation in 
heavy city traffic as well as turnpike travel on suburban runs. 











Equipped to Handle Any Job— 





On ‘Ready 


most or economy, returns loaded 
or empty, and all other data en- 
tering into a truck operation. 

Another “how” of the business is 
that Montgomery manages. There 
is no absentee ownership, no deals 
he doesn’t know about. He ig on 
top of every deal, and can be called 
by radio throughout the day and 
night. 

Montgomery’s radio transmitter 
is located at his new building in the 
heart of town on U. S. 66, 60, 65 and 
166. There is a two-way radio in 
every personal and company car 
and truck, in the service depart- 
ment, parts department, business 
office, private sales office and in 
Montgomery’s private office, The 


A trucker can get any job done in the service department of Montgomery GMC transmitter is on all the time. 


Trucks, Inc., Springfield, Mo. Here, a. frame on a tractor is being lengthened by weld- 


ing on an extension. 


When visited by Automotive 
News, Montgomery had a salesman 
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The Way to Truck Profits .. . 


Dealer Puts Accent 





to Go’ 


(Continued from Page 30) 


working on a deal at Clinton, Mo., 
almost 100 miles away. As usual, 
the dickering revolved around the 


tradein. 
* + aa 


Salesmen Use Radios 


HE salesman and his customer 
were sitting in the salesman’s 
car when the salesman called the 
Springfield parts man for the cost 
of some parts that were needed to 
overhaul the tradein. The customer 





St. Louis Fleet Grows 

ST, LOUIS. Lee-American 
Freight System has taken delivery 
of 30 heavy-duty International 
Model ACO-225 Sightliner highway 
tractors at a cost of $342,000, ac- 
cording to C. A. MacFall, Lee- 
American president. 





On the Open Highway, Travel at Top 
Legal Speeds in Eaton’s "HIGH’’ Range 
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In Stop-and-Go Traffic, 
Maneuver Efficiently in Eaton’s 'LOW’’ Range 


An Eaton 2-Speed Axle gives your truck two distinct 
operating ranges—a “HIGH” Range and a “LOW” Range. 


On the open highway, operating in the “HIGH” Range 
enables drivers to maintain top legal speeds at lower 


engine R.P.M. Engines last longer and trucks go 
on a tankful of gas. 
In city traffic, operating in the “LOW” Range 


greater maneuverability and engine efficiency. There's 
less wear on clutch, transmission, and drive line. And— 
even under adverse conditions—the “LOW” Range 


provides plenty of. power to pull out under full | 


Eaton 2-Speed Axles reduce driver fatigue, provide 
added operating safety, cut hauling costs, and make trucks 


last longer. 
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MANUFACTURING COMPANY 
CLEVELAND, OHIO 








and Montgomery could hear what 
everybody had to say. 

Finally, Montgomery told the 
salesman to close the deal on a 
certain figure for the tradein be- 
cause “when we overhaul and 
paint it, we can sell it.” 
Montgomery’s dealership is locat- 

ed on a 620 by 225-foot site, with 
a railroad siding at the rear. He 
has 186,000 square feet of outdoor 
parking and display space. His 
main building, built in 1957, is 70 
by 225 feet and, including the sec- 
ond floor, furnishes 22,500 feet of 
enclosed space. An 80-foot addition 
is being added to the main building. 

Montgomery is rated as an “A” 
GMC dealer. He uses two finance 
companies and a bank for his cus- 
tomers, 

“We work hard for finance in- 
come and insurance commissions,” 
Montgomery said. 

a” + + 


Profit for Every Move 


ND here is a point that is never 

overlooked by Montgomery—he 
takes a profit for every move. 

“We make no _ unprofitable 
deals,” Montgomery said, “When 
the deal is unprofitable, we let it 
go. 

“One of my salesmen came to 
me the other day and said a pros- 
pect can beat our deal by $200 down 
the street. I told the salesman that 
our deal was fair and to let the 
prospect go down the street. When 
that dealer ‘starts trying to pick 
up his losses,’ Montgomery said, 
“it will make it easier for us to 
make sales.” 

Although the average heavy-duty 
deal involves $20,000, Montgomery 
takes time to save money wherever 
it can be saved. 

Used U-bolts, valued at $1.50, are 
Saved for the day when they are 
needed. The service department is 
always making one truck longer 
and another shorter, The bobbed-off 
pieces are saved and used to make 
a short truck longer. 

Temporary fuel tanks shipped 
with new trucks also are money 
makers for Montgomery. Most 
dealers discard these tanks, but 
Montgomery has built up a busi- 
ness for them, selling them for $7.50 
each. 

7 * * 


Service Absorption High 


1 service department grossed 
$121,986.62 in 1959. Besides over- 
hauls with $1,200 tickets, which are 
not uncommon, the department in- 
Stalls tandem equipment, sleeper 
cabs and remakes trucks to suit the 
job. Service absorption ranges be- 
tween 90 and 100 percent. 

Parts volume for 1959 totalled 
$369,902.85 on a parts stock of 


(Continued on Page 39, Col, 1) 


White Adds Line 
Of Pusher-Tandem 


Diesel Tractors 


CLEVELAND, — Addition of a 
complete line of pusher-tandem 
diesel tractors, which provide 7,600 
to 12,000 pounds more payload on 
shorter wheelbases, to the White 
3000, 4000, 5000, and 9000 tractor 
series has been announced by H. J. 
Nave, executive vice-president of 
the White Truck Division. 

Increase of maximum gross-vehi- 
cle weights to 70,000 pounds or 
more in many states prompted 
White’s introduction of the pusher- 
tandem models to enable truck 
operators to take advantage of the 
new maximum weights, Nave said. 

The new White tractors, each 
available with either single-tire or 
dual-tire pusher axles, are the 
3462TDP, with electrically actuated 
tilt cab; the 4462TDP; the 5462TDP, 
the industry’s only pusher model 
with fiberglass cab and 50-inch 
bumper-to-back-of-cab dimension, 
and the 9062TDP, 90-inch B.B.C. 
pusher, Nave said. 

The single-drive axle is in the 
rearmost or No, 3 position on all 
of White’s pusher tandems, Nave 
said, permitting extremely short 
wheelbases while permitting the 
greater payload capacities. The 
3462TDP, for instance, can be de- 
signed for 32,000 pound tandem ca- 
pacity as a dual-tire pusher with 
wheelbase of only 111 inches, he 
said. 

The White pusher-tandem ar- 
rangement, with single-drive axle 
in the rear position, eliminates any 
possibility of the tractor getting 
“hung up” at dock and ramp load- 
ings when backing up, Nave said. 
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The Way to Truck Profits... 


Dealer Accents ‘Ready to Go’ 


(Continued from Page 38) 


$85,000. Parts are shipped to near- 
by states of Kansas, Oklahoma, 
Arkansas—and selling three or 
four engines in a day is normal. 
Twenty-four new motors are kept 
in stock. 

Montgomery said when he start- 
ed he soon learned he had to build 
more volume and cut overhead. 

“You can make just as much 
money watching overhead as you 
can watching the business,” Mont- 
gomery said. 

National new-truck gross for 
dealers is $494 per unit, Montgom- 
ery said. His gross per unit is $833. 
His used-truck gross profit is $620, 
as compared with the national 
average of vine. 


Trucks Reconditioned 


LMOST all used-truck trades 
are reconditioned. Each trade 
is steam cleaned and inspected by 
a special crew, Transmissions, dif- 
ferentials and engines are examin- 
ed and repaired for hard truck 


usage. The unit is painted and plac-|- 


ed on the lot, 

The main thing here, according 
to Montgomery, is that the truck 
is not only ready for sale but 
also can go out and do a job 
once the driver gets behind the 
wheel. 

Montgomery uses no written war- 
ranties, He said that his father, a 
veteran automobile dealer now re- 
tired, always told him that it took 
no more time to make a good deal 
than a bad one and that it wasn’t 
necessary to cheat people to make 
a profit. 

“We tell the buyer that we stand 
back of the truck and that we will 
do, without question, anything that 
is right,” Montgomery said. “We 
have no trouble at all in this de- 
partment.” 

While his location and reputation 
among the truckers help sales, the 
bulk of sales are made by going out 
after the business. 

* * * 


Letters Help Sales 


et tacsas writes the presi- 
dent of every new industry 
that comes to Springfield, telling 
him that a charge account has been 
opened for his firm for parts and 
service and new trucks, 

He also tells the president that 
if there is any trouble with 
trucks involved in the move to 
Springfield, the dealership stands 
ready to render any needed serv- 
ice, even to the loan of a ve- 
hicle or a fleet. 

Four of Montgomery’s five sales- 
men are on salary only—no com- 
missions. It takes good men for 
that kind of sales work, Montgom- 
ery said. 

Normal stock of new trucks, in- 
cluding big diesel tractors, is 65 
units. Montgomery cuts costs by 
sending a driver after his new 
units. Freight is $165 per unit and 
one man with $100 can bring back 
as many as three units, depending 
on size. 

Montgomery said the dealership’s 
sales effort is based on product and 
performance. Price buyers are told 
that “you can always buy some- 
thing cheaper, but try to get some- 
thing better for less money and 
you'll buy ours.” 

Repossessions are virtually un- 
known because Montgomery does 
not depend on others for his credit 
information. He makes the usual 
credit check, examines the finance 
statement submitted by the buyer 
and then makes his own pre-inves- 
tigation, This includes calling up 
all the references and checking out 
with the banks and people in the 
buyer’s home town. 

Montgomery has had deals where 
credit company reports were un- 
favorable and his own investigation 
showed that it was desirable to 
give the buyer credit, However, a 
good many deals approved by re- 
porting agencies are turned down 
when Montgomery’s telephone 
checks don’t add up right. 

+ * + 


Deal Holds Daily Meeting 


A SALES meeting is held every 
morning at a 6:30 breakfast at- 


tended by all department heads, All 
problems are discussed. 
Montgomery requires all sales- 
men to be fully dressed, In sum- 
mer, when open sport shirts are 


common use, Montgomery’s 


aioe wear buttoned collars | paid a commission,” 


and coats. 

“It’s just that people like to do 
business with people who are fully 
dressed,” Montgomery said. 

A lot of business comes from cus- 
tomer recommendations, Montgom- 
ery said. 

“One of our customers recom- 
mended us to a new company and 
we sold it five new diesel tractors 


*” * * 


Billboards Pay Off — 


Montgomery GMC Trucks, Inc., Spring- 
field, Mo., finds billboards an effective 
form of advertising. The firm has boards 
like this an all highways leading into the 
city. 


New... 


What's 


In Parts and Accessory Distribution 





and five new trailers and we never 


Montgomery 
said. “The customer would have 
been insulted.” 

Another important part of Mont- 
gomery’s business is that the truck 
data books are kept up to date. 
There is no chance of looking 
through a book and building up a 
deal to find that the specifications 
have been changed. 

* * + 
Salesmen Get Prizes 


 eenggeny Montgomery stays on 
top of every deal, he always 
knows what’s going on, No good 
deed by an employe goes unreward- 
ed, but they never know what the 
reward will be. 

On good months Montgomery 
usually gives each department 
head a $100 bonus, Once, when 
things were going particularly 
well, he ordered all the employes 
to go downtown and buy a new 
suit of clothes with instructions 
not to take any under $65, 

“I want prosperous employes,” he 
said. “I want them to know that 
the more we work and use our 
heads, the more we can take home 

and the better we can make our 
family life.” 

Advertising — Montgomery gets 
good results from billboards, He 
has the ads on all highways leading 
into the city. 

However, the best kind of adver- 
tising, according to Montgomery, is 
to “be friendly and do what you 
said you’d do.” 





Program Planning— 


William F. LeFevre, left, newly appoint- 
ed advanced product research director for 
White Motor Co., looks over production 
growth charts with J. N. Bauman, White 
president. White is expanding its research 
program with LeFevre directing a compre- 
hensive new research study of all forms 
of transportation to guide White's long- 
range product coverepment. 
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2-Cycle V-8 Diesel 
For Big Tractors 


Is Added by GMC 


PONTIAC. — General Motors 
Truck & Coach Division has added 
a V-8 diesel engine to its line, ac- 
cording to Calvin J. Werner, gener- 
al manager. 

The two-cycle 8V-71 will be in- 
stalled in three heavy-duty GMC 
tractor models. They are the single- 
axle DF-7100 and the tandem- 
axle DFW-7100, both with leaf 
springs, and the DFR-8100, which 
has air suspension. All are rated at 
76,800 pounds, gross combination 
weight. 

Two versions of the 8V-71 engine 
will be offered. They develop 236 
and 260 horsepower, Gross torque 
of each is 733 pounds-feet at 1,200 
revolutions per minute. 

GMC now has eight basic power 
plants. Other diesels are a 6V-71 
and an in-line 6-71, Gasoline en- 
gines consist of three basic V-6s, a 
V-12 twin six and an in-line six. 


White Launches Study 
Of Transport Forms 


CLEVELAND.—White Motor Co. 
has launched a comprehensive re- 
search study of all forms of trans- 
portation to guide its long-range 
product development program, ac- 
cording to J. N. Bauman, president. 


Bauman said that William F, Le- 








Herbrand Offers 3 Prizes 
In Mechanics ‘500° Contest 


at $422. Second is a roller cabinet, 
tool chest and an 85-piece tool set, 
valued at $285, and third is a tool 


FREMONT, O.—Three prizes are! chest with a 57-piece set, worth 
being offered by Herbrand Tools to $143. 


winning mechanics in its 1960 In- 
dianapolis “500” contest. The 11th 
annual contest is open to mechanics 


* * * 


Wholesalers’ ‘Low’ Net Held 


only, and entry forms are avail-|Rebuff of High-Price Label 


able from Herbrand jobbers. En- 


WASHINGTON. — A survey of 


trants guess the speed of the win-| 81,842 wholesale corporations show- 


ner in the “500.” 

The first prize is a mechanic’s 
workshop with rollaway, two- 
drawer insert, eight-drawer chest 
and 120-piece tool set and valued 


Dodge Caravan 
Ups Truck Sales 


In Evansville 


EVANSVILLE, Ind.—A week’s 
visit of the St. Louis region’s 
“Dodge Truck Caravan” resulted in 
10 truck sales for Dolph Vandeveer, 
Dodge dealer here. 

Preceding the visit, literature was 
mailed to 200 truck accounts, 150 
invitations to an open house were 
mailed to preferred accounts, and 
75 followup calls were made to 
prospects likely to be in the market 
for new trucks within the ensuing 
60-day period. Newspaper advertise- 
ments rounded out the promotion. 


Forty-one of the accounts invited - 


sent representatives to the open 
house in Vandeveer’s service de- 
partment where the trucks of the 
caravan were displayed. Among the 
units were the region’s diese] dem- 
onstrator and seven other medium 
or heavy trucks. Others included 
half, three-quarter and one-ton 
pickups, stakes and panels, supplied 
by Vandeveer. 

A highlight of the open house was 
the delivery of a C500 and C700 to 
one of the biggest trucking and 
construction firms in the Evansville 
area. All told, the 41 accounts send- 
ing personnel, represented 1,214 
trucks in operation in the area. Fol- 
lowup calls were made to 27 of 
these accounts during the week, 
and 32 additional truck operators 
were contacted. 

While final results of the cara- 
van’s visit will not be known for 
some time, the number of prospects 
gained was pleasing both to the 
dealer and the region. 





ed 1958 earnings averaged only 1.90 
percent of gross sales as net profit 
before federal income taxes, ac- 
cording to the National Assn, of 
Wholesalers, 

“Too many people seem to feel 
that wholesalers or distributors, so- 
called ‘middlemen,’ are somehow 
responsible for high prices,” said 
NAW President W. D. Jenkins, 
Richmond (Va.) electronic whole- 
saler, “Obviously, nothing could be 
further from the truth.” 

* + * 


2,400 Awards to Be Given 


In Purolator Prizarama 


RAHWAY, N. J.—Purolator'! 


Products, Inc., will begin a $145,000 
Prizarama June 1, according to 
James Lightburn, sales vice-presi- 


\ 
os m! 





Caravan Visits Evansville— 


This is part of the Dodge truck caravan 
which made a successful tour of the Evans- 
ville (Ind.) area. Shown with the vehicles 
are, from left, Ray Skillington, St. Louis 
regional truck manager; Dodge Dealer 
Dolph Vandeveer; James Doherty, district 
manager, and Norman Huey, Vandeveer 
truck sales manager. 


Je 






dent. He said more than 2,400 prizes 
will be awarded, 

Entry blanks are attached to the 
Seal of Protection sticker in every 
Purolator oil and air filter carton. 
The dealer mails the coupon to 
contest headquarters after affixing 
the seal to the door jamb of a car 


or truck. The contest ends Oct, 31. 
a ~ * 


14 Awards Slated 
LAS VEGAS.—aAwards will be 
given in 14 categories to exhibiting 
manufacturers at the National Auto 
Accessory and Parts Exhibit here. 
The awards will be presented at a 


banquet scheduled for Sept. 14. 
* * * 


Filter Cartridges for Imports 

GASTONIA, N. C.—Only six lube 
oil-filter cartridges are required to 
service 85 percent of the imported 
cars in the United States, according 
to Wix Corp. The FCA-6 assortment 
of six filter cartridges is designated 
for the 20 leading import makes, 
the firm said. 


* * * 


Alva Allen Names Hirt 

CLINTON, Mo.—Alva Allen In- 
dustries has appointed Matt’ P. 
Hirt, 5822 Reeder St., Shawnee, 
Kans., factory representative for 
Missouri, Oklahoma, Nebraska, 
Iowa, Kansas, Minnesota and the 
Eastern parts of North and South 
Dakota. 


Jeep Sales Gain 
Put at 24 Pet. 


TOLEDO.—United States domes- 
tic sales of Jeep vehicles, parts, ac- 
cessories and special equipment in- 
creased to a new high of $70,670,000 
in 1959, it was announced by C, W. 
Moss, sales vice-president of Willys 
Motors. 

Last year’s domestic factory sales 
volume, excluding government 
sales, was approximately 24 percent 
above the 1958 total of $57,185,000, 
he said, while retail deliveries of 
Jeep vehicles rose approximately 
29 percent above the 1958 level. 


Kaiser Industries’ annual report 
noted that Willys contributed $10,- 
626,000 to the consolidated net profit 
of Kaiser during 1959, as compared 
to $6,848,000 in 1958, 


Fevre, automotive and aircraft re- 
search engineer, has been appointed 
advanced product research director 
to head up this expanded research 
program, 

“Careful study of future trans- 
portation needs has helped White 
develop many truck industry inno- 
vations, including the first high- 
output gas engine, first cab-forward 
truck, first power-tilt-cab truck, 
and first fiberglass-cab truck,” Bau- 
man pointed out, 

“But today’s society is so in- 
creasingly dynamic in its popula- 
tion outspreading and its constant 
new demands on our transportation 
system,” Bauman continued, “that 
we feel a comprehensive, continu- 
ing new study of all transport 
forms is essential to maintenance 
of a sound product development 
program for the long-range future.” 

LeFevre takes over his new posi- 
tion after serving Freightliner 
Corp. as chief engineer and chief 
engineer-research from 1950 to 1959, 
and Fruehauf Trailer Co. ag re- 
search manager from 1959, until 
joining White. 


Cummins Adds 
250-HP Diesel 
For Big Hauls 


COLUMBUS, Ind.—A 250 horse- 
power, naturally aspirated diesel, 
designed for Western, Midwest and 
Southwest truckers hauling loads 
72,000 pounds GCW and up, has 
been introduced by Cummins En- 
gine Co., Inc. 

The diesel, the Cummins NH-250, 
attains higher horsepower more ef- 
ficiently than previous designs 
through the use of a larger piston 
displacement, the firm said, and 
utilizes 855 cubic-inch displacement, 
compared with 743 for the NH-220, 
which it said was long recognized 
as the “standard” diesel of over- 
the-road truckers, 

The NH-250 is similar in design 
to the NH-220, but includes a num- 
ber of important new features, 
Cummins said. The NH-250 is rated 
at 250 horsepower at 2,100 revolu- 
tions per minute. It is a naturally 
aspirated six-cylinder engine with 
5%x6-inch bore and stroke and 685 
foot pounds peak torque at 1,500 
RPM. 

New features of the NH-250 in- 
clude internal fuel lines and a new 
type of fuel injector, improved cyl- 
inder head studding, internal oil 
lines, horizontal oil filter, larger 
valves, heavy-wall cylinder liners, 
stronger crankshaft, new connect- 
ing rods and the Cummins air com- 
pressor, the firm said. 

In operations where the maxi- 
mum 250 horsepower is not requir- 
ed and where special emphasis is 
given to fuel economy, Cummins 
said, NH-250 users can reduce the 
RPMs and the fuel rate to achieve 
more miles per gallon of fuel. 

A reduction of the NH-250 to 220 
horsepower at 1,800 RPM gives an 
improvement of more than 6 per- 
cent in over-the-road economy, the 
firm added. 









Across the Nation... 





WOOSTER, O.—A new family of 
hydraulic-gear pumps, said to be 
greatly simplified in design and en- 
gineered for longer life and higher 
performance, has been announced 
by Wooster Division of Borg-War- 
ner Corp. The division said the 
pumps have special alloy tin-alu- 
minum bearings of the type used in 
the heaviest-duty industrial en- 
gines, double lip shaft seal, hard- 
ened and ground steel gears and 
shafts and high tensile aluminum 
bodies, 

* * * 


Reynolds Offers New Alloy 
For Truck-Trailer Makers 


RICHMOND, Va—A high- 
strength aluminum alloy has been 
developed specifically for large 
truck-trailer construction, accord- 
ing to J. S. Pollack, director, sheet 
and plate products, Reynolds Met- 
als Co 


He said it is a refinement of al- 
clad 5155 alloy. The new trailer 
sheet is available in 0 and H37 tem- 
pers and in 0.040 to 0.064 gauges, It 
comes in widths up to 60 inches 


and lengths up to 180 inches. 
* oe + 


39-Inch Rims 


AKRON.—Giant 39-inch-diameter 
rims for large earthmoving equip- 
ment are in production at Firestone 
Steel Products Co. They have been 
developed for hi gh-loa d-capacity 
construction equipment which is in 
design stages. The rim assembly 
weighs 829 pounds and is made of 
hot rolled steel, 

x aa * 


Sleeper Cab Is Add. 


To Brockway 258 Series 


CORTLAND, N. Y. — Brockway 
Motor Trucks has introduced a new 
Sleeper Cab in the 258 Series, It is 
oe after the 87-Incher Hus- 

e. 

The company said this permits a 
greater payload because, even with 
the sleeper, the dimensions are six 
inches less than those of a con- 
ventional over-the-road tractor. 

* od 


2 Fleets Go Divco 


DETROIT.—New fleet purchasers 
of Divco trucks during the first 
quarter of fiscal 1960 included Ad- 
ley Express Co, and Sealtest Milk, 
according to Roy M. Sjoberg, sales 
vice-president for Divco Division of 
Divco-Wayne Corp. He said Adley 
Express ordered 40 units and Seal- 
test ordered 124. 

ea * * 


New Brake Block Improves 


Density 19% Says Thermoid 


TRENTON, N. J.—New “pres- 
sure-forged” brake blocks feature 
19 percent greater density and more 
uniform quality at no extra cost 
to the customer, according to the 
Thermoid Division, H. K, Porter 
Co., Inc. 

Commercial fleet owners already 
have rolled up impressive mileage 
rewards with brake blocks “pres- 
sure-forged” in new molds at the 
Thermoid plants here, the company 
said. The molds have high-quality 
control and are designed to com- 
press greater amounts of friction 
material at extremely high tem- 
peratures and pressures, it added. 

ok * * 


Morrison Motor Freight Buys 


75 COE Kenworth Diesels 


SEATTLE.— Morrison Motor 
Freight, Inc., Akron, has purchased 
75 cab-over-engine lightweight 
trucks from Kenworth Motor 
Truck Co. 

The Model K-521 diesels will re- 
place gasoline-powered trucks, 
Kenworth said. The firm also is 
purchasing a fleet of new trailers. 

ed * * 


Fruehauf Offers Wide Range 


Of Bottom-Dump Trailers 

DETROIT.—Haulers of dry-bulk 
materials are offered a wide range 
of body designs, materials and 
dump-gate options in the new 
Fruehauf bottom-dump trailers, ac- 
cording to a spokesman for the 
firm. 

Available in either steel, alumi- 
num or stainless steel, he said, the 


basic body designs for this season |: 


are the curved-side style (open or 
closed), specially built for highway 


Truck News in Brief 
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use where light weight is an essen- 


tial factor and the vertical side 
hopper designed to haul maximum 
loads to remote off-highway sites. 

o 


Mohawk Offers New Tire 


AKRON.—A truck tire designed 
especially for drive wheels on over- 
the-road vehicles hag been an- 
nounced by Mohawk Rubber Co. 
Called the “Mighty Mo,” it features 
an improved cross ribbed design 
which in combination with a gear- 
tooth center tread design is said to 
increase traction and minimize 
sidewall slippage. 


* + * 

Trucking Firms, Airline 
Join in New Freight Link 

NEW YORK. — American Air- 
lines has inaugurated a nation- 
wide air and truck freight serv- 
ice — “Truckair” — linking 575 
medium-size communities with | 








the more than 60 cities on Ameri- 
Airlines 


firms will provide to the cities 
adjacent to those served by 
American the same advantages of 
modern shipping now provided to 
the country’s larger cities, said 
E. C. Taylor, AA cargo sales and 
service vice-president. 

* * = 


IH Wins Army Order 


BRIDGEPORT, Conn, — The 
Army has awarded a $2,529,720 con- 
tract to International Harvester Co. 
for 1,053 three-ton trucks to trans- 
port personnel and 13 miscellaneous 
7,000-pound trucks to be construct- 
ed at the company’s automotive 
body works here. 

a * * 


Dairy Dan Opens Series 


Of Distributor Meetings 


WILKES-BARRE, Pa.—The first 
of a series of distributor meetings 
has been held here by Dairy Dan, 
Inc., distributor of mobile soft ice- 
cream products. 

A.’ 8. Rothstein, Dairy Dan presi- 
dent, said distributors from 23 
states, Canada and Puerto Rico 
heard representatives of Ford 





White Sleeper Cabs 


Have Separate Heating 


CLEVELAND.—tThe first trac- 
tor and truck sleeper cab with 
separate heating system for the 
sleeper compartment has been in- 
troduced by White, according to 
H. J. Nave, executive vice-presi- 
dent. The new heating system is 
available on the 5400 Series fiber- 
glass-cab models. 

The entire rear wall of the com- 
partment is heated by a plenum 
chamber to obtain even air dis- 
tribution at the rear base of the 
compartment, Nave said. Indi- 
vidual controls permit variation 
of the heat in the driver section 
of the cab and in the sleeper com- 
partment, he added. 





Motor Co., D, W. Onan & Sons and 
Tekni-Craft report on advances in 
the soft-serve industry. 

* * 


Piggyback Freight Grows 


To Be Major Business 


CHICAGO. — Piggyback freight— 
hauling highway trailers on, rail- 
road cars—is getting to be a big 


business, according to a report 
from truck firms and the 51 major 
railways which handle such freight. 

In the first 11 weeks of this year, 
112,173 railroad cars were loaded 
with one or more trailers, up 45.6 
percent from the like period of last 
year and a gain of 125 percent from 
the like period of 1958. 

* * od 

Mack to Build in Omaha 

OMAHA.—Mack Trucks, Inc., 
will build a parts depot and a 
sales and service outlet on a 5.6- 
acre site at 72nd and L streets. 
The parts depot is expected to 
employ 150 persons. ‘ 


150 Salesmen Honored 


By Ford in Columbus, O. 


COLUMBUS, O.—Ford Motor Co. 
feted some 150 area truck and car 
salesmen at a banquet in the Neil 
House Hotel here. 

Cited for outstanding sales were 
Cc. S. Schwab and D, Hill, Beasley 
Ford; Bernard Burkey, Gager- 
Keim; D. Courtwright, Dave Smith 
Ford, Pataskala, and Roger Haw- 
kins, Ricart Ford, Canal Win- 
chester. 





HERE’S PROOF .. .You 





Read this excerpt from a letter received by Dana Corporation from 
the Sheriff of Duval County, Florida: 
“... our cars patrol the rural area of Duval County as well as the 
paved roads, and it would be impossible to travel in some of these 
areas with conventional rear ends. Our patrols are constantly driving 
in sand and mud, as well as in woods where there are no roads at all 
—just paths—and we feel that without the limited slip differential this 
would be impossible. 

“We have limited slip differentials on the 1959 Chevrolets in 
use in our Traffic Department and we are very satisfied with their 


operation. 


“We lease the cars each year, on a competitive basis. Our speci- 
fications for the last two years, and for the coming year, have in- 
cluded a limited slip differential.” 
(signed) Dale Carson, Sheriff 

of Duval County, Florida 


Sand and mud offer no problem to cars and light trucks equipped 
with limited slip differentials. Action is always smooth, positive, 
automatic. As long as one rear wheel can grip the road you move... 
and keep moving. 

Make sure the cars and trucks you demonstrate and sell give top 
performance in all kinds of weather. Order them factory-equipped 
with limited slip differentials. 





You're often stuck ... 


tional differential. That's 


always goes to the wheel with the least trac- 
tion. The spinning wheel limits the power to 
the wheel that could pull you out. Now, look 
what happens when you drive with limited 


slip differential .. . 


CONVENTIONAL DIFFERENTIAL 


when you’re in the 
mud or on sand, snow or ice with a conven- 





ere 


because power 


LIMITED SLIP DIFFERENTIAL 


You're on your way ... through mud or sand, 
snow or ice when your car is equipped with 
limited slip differential. That's because power 
is automatically shifted to the wheel with the 
greater traction. 
even, the limited slip differential divides 
power proportionately . . . keeping you on 





And, where traction is un- 


the go in any weather, 
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Pace Setter— 


This Goodyear truck set a speed record for coast-to-coast trucking in 1920, going 
from Los Angeles to New York in 13 days and five hours. The records fell frequently 
that year as Goodyear trucks made repeated transtontinental runs in demonstrations 


designed to prove the worth of the pneumatic truck tire. 





CORPORATION 
Toledo 1, Ohio 


Serving Transportation — Transmissions e Auxiliaries e Universal Joints e Clutches e Propeller Shafts e Power Take-Offs 
|e Torque Converters e Axles e Powr-Lok Differentials e Gear Boxes © Forgings. e Stampings e Frames e Railway Drives 






AKRON.—Forty-three years ago, 
a prediction that trucks someday 
would become a lifeline of our 
economy was greeted with consid- 
erable skepticism. 

But the man who made it 
waged a successful battle to 
make his dream come true and 
lived to see the big trucks roam 

every mile of American highways. 
Trucking’s growth was envision- 
ed in 1917 by P. W. Litchfield, late 
board chairman of Goodyear Tire 
& Rubber Co. He wrote: 

“Any form of transportation 
which saves time shortens distance. 
Elasticity of operation makes for 
economy and reliability. Surely the 
pneumatic tired truck possesses 
these elements to a greater degree 
than any other form of merchan- 
dise transportation heretofore 
known, and in the race of the sur- 
vival of the fittest, has a lead which 
no other form of surface transpor- 
tation now known can overtake.” 

Litchfield’s appraisal of the fu- 


u Don’t Need Snow To Sell 
Limited Slip Differentials! 


Many of these products are manufactured in Canada by Hayes Steel Products Limited, Merritton, Ontario 


Trucks Are Lifeline to Economy... 
A Prediction Comes True 





much beyond shuttle runs between 
the railroad freight station and a 
delivery point across town. 

To dramatize the potential of 
the air-filled tire, Litchfield ar- 
ranged a demonstration that lit- 
erally amounted to a 750-mile ex- 
pedition. 

In the spring of 1917, a truck 
equipped with 44 by 10 pneumatic 
tires left Akron behind an automo- 
bile that was to serve as a path- 
finder to Boston. 

On the first day, the caravan 
made only 16 miles, wore out two 
ropes and broke two telephone 
poles as the crew used block and 
tackle to get the truck out of mud 
holes. 

But a freeze helped matters and 
the truck reached Boston 23 days 
and 23 spare tires later. 

By fall, Goodyear trucks were 
making the round trip in a week, 
hauling tires to Boston and return- 
ing to Akron with tire fabric from 
New England mills. Tire improve- 
ment cut down flats as speeds rose. 

The same year Goodyear organ- 
ized a five-state tour by a truck 
caravan to show farmers the sub- 
stitute for a horse. 

Interest in over-the-road truck- 
ing was rising, vindicating Litch- 
field’s observation that: 

“The same forces which operated 
in favor of the railroads, as against 
rivers and canals, are now operat- 
ing in favor of the pneumatic-tired 
truck as against the railroads, They 
are principally speed, flexibility and 

reduction in the number of trans- 
fers, followed in many cases by a 
lowering of costs.” 

In 1918, Goodyear staged the first 
coast-to-coast trip by truck. Two 
trucks made the run from Boston 
to San Francisco in three weeks, 

Two years later, a Goodyear 
truck made its fourth transconti- 
nental trip and set two new rec- 
ords. 

One was for speed. The 3,451- 
mile trip took 13 days, 13 hours and 
15 minutes, The other record was 
for tires. The entire trip was made 
on one set of pneumatic tires, with- 
out a single change. 

In the same year, Goodyear 
began a brief venture into the 
actual manufacture of trucks, 
just to prove a point about the 
number of wheels needed on one 
vehicle. 

Use of larger tire sizes to han- 
dle heavier loads had brought 
truck bodies higher than the load- 
ing platforms in use. 

Litchfield felt this was slowing 
progress and asked the truck man- 
ufacturers to carry the load on six 
wheels instead of four, permitting 
the use of smaller tires which 
would keep the height down. 

No one bought the idea, so Good- 
year built one six-wheel truck in 
1918, an improved model in 1919. 

By the time Litchfield died in 
1959 he had seen trucking grow 
on the formula he outlined in 
1917: 

“Trucking must make higher 
speeds. The immediate step to ac- 
complish this is the use of the 
pneumatic tire, followed by the 
changes which will naturally fol- 
low. The organization of large com- 
panies capable of covering the traf- 
fic problems of large blocks of 
territory will follow, cutting out 
the wastes and eddies, bringing 
about the scientific organization of 
the traffic on economic lines,” 


ATA Watching 


Seaway Cargoes 


SYRACUSE.—The impact of the 
St. Lawrence Seaway on the future 
of trucking depends largely on the 
kind of cargo brought to the area 
by increasing seaway traffic, ac- 
cording to Welby M. Frantz, presi- 
dent, American Trucking Assn. 

The usual cargo of trucks serving 
the seaway area, like that of most 
other trucks, is principally finished 
goods or “general cargo,” he said. 
Only about 9 percent of some 20 
million tons of seaway cargo stud- 
ied last year was general cargo, 
with the remaining 91 percent mov- 
ing as bulk goods, not generally 
hauled by trucks, he reported. 

There was a tremendous increase 
in truck hauls of grain to Duluth- 
Superior elevators following open- 
ing of the seaway, Frantz said. But 
he cautioned that the quantity of 
new business which trucking firms 
receive through seaway operations 
also depends on the future value 
of the United States dollar, and the 
popularity of American manufac- 
tures abroad. 


















ture of trucking came just a year 
after Goodyear introduced the first 
pneumatic truck tire, Until this de- 
velopment, all trucks thudded along 
on solid tires which kept speeds 
and weights down because of their 
jarring ride. 

Even with the new pneumatic 
tire, most people doubted that 
trucking service ever would extend 


Australian Firm Orders 


Motor Wheel Brake Drum 


LANSING.—Motor Wheel Corp.’s 
Centrifuse brake drums will be of- 
fered as standard equipment by 
an Australian trailer manufacturer, 
according to Carl F. Schultz, sales 
director of the Lansing wheel- 
equipment manufacturer. 

Schultz said an order hag been 
received from J. J. McGrath, Ltd., 
West Footscray, a suburb of Mel- 
bourne. The Centrifuse brake 
drums were chosen because of their 
lower weight, he said. 
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rn : 
Left to right: Bill Masheter, Oklaboma City International Harvester Branch Manager, talks with customer Dick Richards, 
Oklahoma City Superintendent of Public Works, and Felix Jorski of J & R Supply Co., Gar Wood - St.Paul Distributor. 


Bill Masheter is the Oklahoma City Branch Manager of 
International Harvester Co, He’s been teamed up with 
Gar Wood -St. Paul for about ten years. He can tell you why: 

“We are truck manufacturers, not body manufacturers. 
But our customers want a complete unit, ready to go to 
work, and it’s definitely to our advantage to provide it. 

“We get together with our Gar Wood -St. Paul Distributor 
to study each customer’s job requirements. Together, we 
work out truck equipment specifications tailored to the job. 
That way we can assure the customer of a well-balanced 
rig, perfectly matched to his needs. 
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No Place for Complacency 


By David J. Wilkie 

WHATEVER ELSE may be said 
about the automobile industry it is 
not static. 

This- has been demonstrated re- 
peatedly through- 
out the industry’s 
history. It was 
demonstrated in 
the hundreds of 
auto manufactur- 
ers who came 
and departed in 
the industry’s 
earlier days; it 
was demonstrat- 
ed in the rise and 
fall of such hon- 
ored names in the 


D, J. Wilkie 
industry as Packard, Hudson and 


Nash in a more recent era; cur- 
rently it being demonstrated in the 
fantastic success of American Mo- 
tors Corp. 

Certainly the fact that the indus- 
try does not stand still is empha- 
sized in the speed with which its 


™~ 
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major producers, accounting for 
more than 90 percent of all United 
States motor-vehicle production, 
are getting smaller, lower-priced 
cars to the market. 
The assertion that the car-buy- 
ing public wants smaller automo- 
biles largely because they are 





Compacts Pay Full Rate 
In Mich., New Hampshire 


DETROIT.—Michigan and New 
Hampshire insurance de par t- 
ments have no plans to accept 
any insurance discount programs 
on compact cars, at least not 
until they have what they con- 
sider reliable experience statistics 
on which to base such action. 


The Michigan insurance com- 
missioner said it was too early to 
consider reduced insurance rates 
for the new compacts. 





“We‘double team’ on service... 
by working with our 
-GarWood-St. Paul Distributor !” 


— says International Harvester 
- Branch Manager, Bill Masheter 





“Our customers tell us they have less trouble with 
Gar Wood -St. Paul hoists and bodies than with any other 
make. And we have always found that our Gar Wood- 
St. Paul Distributor has the best parts service in our area, 
available any time—day or night.” 

Your Gar Wood -St. Paul Distributor can give you the 
same kind of service, and help you make sales with the 
most advanced line of truck equipment on the market. 
There’s a Gar Wood-St. Paul Distributor headquartered in 


your area. Call him soon. 


GAR WOOD INDUSTRIES, INC. 


Wayne, Michigan « 


Richmond, California 


Plants in Wayne and Ypsilanti, Mich. ¢ Findlay, Ohio ¢ Mattoon, Ill, ¢ Richmond, Calif. © Exeter, Penna. 








more compact is not very sound. 
That it wants lower-priced cars 
with greater operating economy 
is not debatable. 

Demand for Ford’s Falcon, Chev- 
rolet’s Corvair and Chrysler’s Val- 
iant is being underscored by an 
equally gratifying reception for 
Comet and the not-quite-so-small 
Dodge Dart. The demand has been 
far greater than their producers 
anticipated. Later this year another 
series of compact cars will be in- 
troduced. 

At the moment Buick, Oldsmobile 
and Pontiac planning in this direc- 
tion is attracting most comment, 
but several other makers have ad- 
ditional smaller units in varying 
stages of development. 

a ok * 

INTRODUCTION of the Falcon, 
Corvair and Valiant for the 1960 
model year was not the result of 
“crash” programs by any of the 
Big Three makers. The smaller cars 
had been in development for sev- 
eral years. However, American Mo- 
tors’ success with its compact Ram- 
bler and the swelling demand for 
lower-priced imports did bring the 
Big Three compacts out somewhat 
earlier than originally planned. 

When American purchasing of 
low-priced imported cars began 
to zoom a few years ago, the 
questions most frequently heard 
were: “Does this indicate a 
trend? If so, what’s behind it? 
Is it snob appeal or economy of 
operation?” 
| If there is any snob appeal in 
| the ownership of any of the for- 
|eign-built cars selling here for 
around $1,700, it isn’t apparent to 
the average American motorist. 
|; That a trend was making itself 
felt is attested by the still-mounting 
demand for the lower-priced im- 
ports and the American-built com- 
pacts. But it was a trend toward 
greater economy—not toward com- 
pactness alone. And it is a trend 
that has influenced the American 
|auto makers to devote close to 30 
| percent of their total output to the 
| smaller-sized vehicles. 


| Conceivably, the percentage of 
|compact-car output will go even 
|higher in the months immediately 
ahead. But to what extent they will 
|cut into the demand for their 
larger brothers is yet to be shown. 


| Many industry analysts expected 

the first quarter of 1960 to provide 
the answer to this question, but 
sales of all makes of cars were im- 
paired by unfavorable weather con- 
ditions in the industry’s larger- 
volume marketing areas. 

* * * 

IT TOOK MANY millions of dol- 
lars—just how many is an industry 
secret—to get the Falcon, Corvair, 
Valiant, Dart and Comet from the 
drafting boards to the assembly 
|lines and the market places. Com- 
| petitive factors kept the list prices 
lower than they might have been 
under other circumstances. 

So the producers have not yet re- 
gained all the investment they 
made in these newer units. Nobody 
within the industry or close to it 
questions that profits will be re- 
alized from all the compacts or the 
near-compacts. 

But more than anybody else the 
manufacturers themselves realize 
that nothing and nobody can re- 
main static in the automotive in- 
dustry. This is true in the larger 
companies as well as the smaller 
ones, Those that are not fighting 
for survival in the sizzling com- 
petition of the modern motor- 
vehicle business are battling to 
hold their places in the standing 
of industry sales volume. 

Currently Chevrolet and Ford are 
running a close race for the top 
spot in sales totals. Cadillac has 

what appears to be a firm hold on 
the No. 1 spot in the prestige-car 
class. Yet nowhere in the industry 
—in the Cadillac or the Ford-Chev- 
rolet-Plymouth- Rambler grouping 
—is there any complacency. 

Complacency lost volume for 
many of the earlier-day car makers. 
It could cost any of today’s makers 
substantial sales volume. 

And things do happen rapidly in 
the industry. It isn’t static. 











Lewis Maps Expansion 

DAYTON, O.—Lewis Auto Sales 
(imported cars) has purchased the 
Al Davis used-car lot and plans 
to expand, according to Raymond 
J. Lewis, president. Lewis said the 
lot and two buildings were pur- 
chased for $25,000. 
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Hercules complete line of truck 
equipment makes selection 
easy for truck dealers and truck 
equipment users. Line includes 
steel and aluminum dump 
bodies and dump trailers, 
powerful underbody and front 
telescopic hoists, plus the 
‘‘special’’ hydraulic units 
shown. Job-proved models and 
capacities are available to fit 
every hauling and dumping 
need. Before you make your 
next sales proposal, contact 
your local Hercules distributor 
and see what he can do for you, 
or write for the complete profit- 
packed story. Write Dept.B-560. 


tHlercules 


DUMP BODIES, HOISTS and DUMP TRAILERS 
Hercules Steel Products Company, Galion, Ohio, U.S.A. 
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In the Letterbox 








Ford Wins Outdoor Art Award— 


Jack Strait, center, media coordinator, Ford Motor Co., shows victory smile as he re- 
ceives congratulations on receiving Grand Medal Award for Ford poster as one of 
three best in National Outdoor Art Competition. With him at annual awards luncheon, 
sponsored by Art Directors Club of Chicago, are, from left, George D. French, vice- 
president and central sales manager, Outdoor Advertising, Inc., and Winfield Holden, 
account executive, J. Walter Thompson Co., which designed the poster. 


(Continued from Page 12) 


in both our product and our mar- 
ket is the increased physical facil- 
ities created here and the addition 
of a new Cessna Skylane which is 
flown from our own landing strip 
adjacent to our office, Our stock of 
parts remains heavy and our ability 
to deliver the same is prompt. 

We repeat, while there is no rea- 
son to believe that your reportings 
of the various opinions and facts 
were not done in good conscience, 
the impression given to New Eng- 
land readers would be in complete 
contradiction to our actual experi- 
ence and it is for this reason that 
we respectfully ask if you will pub- 
lish this letter, assuming, of course, 
that you have checked the figures 
submitted and found them to be an 
exact copy of record—N. A. Tracer, 
president, Skyview Motors, Inc., 
Brockton, Mass. 

x * * 


FBI Hunts Ex-Salesman 


Donald F. Thayer, also known as 
D. F, Thayer, Donald Francis Thay- 


er and John Dwyer, is being sought 
by the FBI for violation of the bail- 
jumper statute. 
He is known to 
have worked as 
an auto salesman 
in 1953 and 1954. 

Thayer appear- 
ed in a United 
States District 
Court in “Boston 
July 21, 1953, for 
arraignment on 
charges of fraud- 
ulent interstate 
transactions, mail 
fraud and conspiracy. 

After arraignment, he was re- 
leased on bond. Thayer failed to 
| appear in court Feb. 14, 1955, and 
a warrant for his arrest was issued 
on that date by the Boston court. 

On June 24, 1957, a motion for 
forfeiture of bond was allowed by 
the same court. He was indicted 
Oct. 4, 1957, by a federal grand jury 





D,. F. Thayer 








YOUR ROCKWELL-STANDARD AXLES ARE THE TOUGHEST MADE... 


ONLY GENUINE TIMKEN-DETROIT 
REPLACEMENT PARTS KEEP THEM THAT WAY! 


















Whether they are made for orig- 
inal equipment or for replace- 
ment parts, Timken-Detroit 
Axle components always meet 
the same rigid standards of 
quality, performance and rug- 
ged durability. In every Timken- 
Detroit component, important 
extras are built in—extras that 
are not available with any so- 
called substitutes. For example, 
only a Torsion-Flow axle shaft 
replacement gives you all these 
important original equipment 
advantages: 


1. More Slant-Sided Splines decrease 
individual spline load to prolong shaft 
life. Root diameter is increased for 
greater strength. Splines are enveloped 
by differential side gears to eliminate 
high stress areas. 


2. Patented Heat Treating Process 
gives the axle shaft an extreme hard- 
ness on the outer surface which gradu- 
ates to a tough, resilient inner core. 





posed by the 
résistance to 


See your factory authorized vehicle dealer for all your replacement needs. 


ROCKWELL-STANDARD 


CORPORATION . 


3. Torsion Flow Forging. Flange is in- 
tegrally forged so grain structure of 
the shaft conforms to the shape of the 
flange. All torsional stresses are op- 


grain flow for maximum 
cracking. 












in Boston for violation of the bail- 
jumper statute. 

His description follows: Born 
Jan. 18, 1904, Malden, Mass.; height, 
5 feet, 10% inches; weight, 170 to 
180 pounds; build, medium; hair, 
brown, graying; eyes, blue; com- 
plexion, ruddy; race, white; nation- 
ality, American; occupation, sales- 
man, 

Scars and marks: Four moles on 
right side of face, mole under left 
eye, one mole on left side of face, 
mole under chin, four-inch vertical 
scar on right side of forehead. 
Thayer reportedly drinks alcoholic 
beverages to excess. 

Any person having information 
which might assist in locating this 
fugitive is requested to notify im- 
mediately the FBI Director, United 
States Department of Justice, 
Washington, D. C., or the special 
agent in charge of the nearest. FBI 
office, the telephone number of 
which may be found on the first 
page of local telephone directories. 
—FBI, Washington, D. C. 


* * * 


Double Check 


Recheck Donnelley’s registrations 
concerning April 11th feature, First 
quarter NSU and BMW for Cali- 
fornia, 631 units. Second quarter, 
897 units, up 42 percent, third quar- 
ter, 703 units, up 10 percent over 
first quarter. Fourth quarter regis- 
trations, 432 units, which is 32 per- 
cent below first quarter. 

First quarter of 1960 figures, 400 
units, which is 36 percent below 
first quarter of 1959. Comparing 
second quarter of 1959, peak NSU 
and BMW sales period under dis- 
cussion, first-quarter 1960 sales of 
400 units indicates 55 percent drop. 
“Baby” classification includes only 
BMW, Goggomobil, Lloyd, Maico 
and NSU. Second quarter of 1959 
was best for entire group with 955 
units. First quarter of 1960 should 
show. 525 units for group. This is 45 
percent drop for group.—WimLuIAM 
Carrot, Automotive News West 
Coast Editor, Los Angeles. 





Smaller Cars, 
More Economy 


Seen by Kucher 


WASHINGTON.—American cars 
of the future are to be smaller, 
more. economical and tailored to 
individual needs of motorists, ac- 
cording to Andrew A. Kucher, Ford 
vice-president for engineering and 
research. 

In an interview in U. 8S. News & 
World Report, Kucher observed 
that public acceptance of the com- 
pact cars “indicates that there has 
been a very considerable require- 
ment for overall economy and lower 
initial cost and lower cost of owner- 
ship.” 

The Ford official added, however, 
“T don’t think we’re going to lose 
the luxury concept.” The desire for 
elegance and increased comfort re- 
mains strong, Kucher said, 

On specific improvements soon 
to be achieved, Kucher cited elimin- 
ation of the drive-line hump, light- 
er weight engines resulting in 
greater fuel economy, better muf- 
flers, new materials that will end 
the need for grease jobs and “im- 
minent” development of tires that 
can’t be punctured. 

The floor hump can be done away 
with, Kucher said, by combining 
the transmission and differential at 
the rear with a depressed drive line 
from the engine in the front (trans- 
axle), by a rear engine, or by “the 
front-end power pack—the front- 
wheel drive.” 

“I think probably all three will 
be exploited,” he added. , 


Calendar 


(Continued from Page 12) 






Jan. 14-21—Syracuse Auto Show, Syracuse 
War Memorial, Syracuse. 

Jan. 26-29—Birmingham Auto Show, Munic- 
ipal Auditorium, Birmingham, Ala. 

Feb. 18-26—53rd Chicago Auto Show, Chi- 
cago Exposition Center, Chicago. 


General 
May 10-12— Eighth Highway Transporta- 
tion Congress, Washington, D. C. 
July 21-23—Automotive Trade Assn. Man- 
agers, summer meeting, Grand Hotel, 
Mackinac Island, Mich, 
Sept. 6-16,. 1960—Production 
how, Navy Pier, Chicago. 

Sept. 6-16, 1960—Machine ¥oo! Exposition, 
International Amphitheatre, Chicago, 
Oct. 16-21—American Trucking Assn. an- 
nual convention, Waldorf-Astoria Hotel, 

New York City. 


Engineering 
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Pittsburgh Plate Glass Co, re- 
ported that net sales in 1959 were 
$606,947,000, an increase of 18 per- 
cent over sales of $513,649,000 in the 
previous year. 

Net earnings increased approxi- 
mately 38 percent to $44,096,000 
from $32,076,000 in 1958. 

Sales and earnings for 1959 were 
substantially improved over the re- 
sults of the previous year with all 
product lines—paints, glass, chemi- 
cals and fiber glass—contributing 
to the gains. 


Seiberling Plans 
$2 Million Outlay 


Seiberling Rubber Co. will spend 
$2 million in 1960 to improve pro- 
duction facilities—more than in any 
previous one-year period—said E. A. 
Hensal, production vice-president. 

Most of the money will be spent 
in the Barberton tire plant. New 
equipment and major revisions of 
some department operations are 
planned. Hensal said that the im- 
provement program ties in with a 
current push for more tire volume. 

The new project raises to nearly 
$3.5 million the value of Seiberling’s 
current expansion and improve- 
ment program, In January the com- 
pany announced plans for a new 
plant in Arkansas to produce shoe 
products and other rubber goods. 


Hall Lamp Increases 
Sales 62. Percent 


C, M. Hall Lamp Co. sales for the 
first three months of: 1960 climbed 
62 percent above the previous year’s 
first quarter, it was reported by 
Harry D. Hirsch, president. 

This year, Hall Lamp recorded 
sales volume of $5,500,000 in the 
first three months against $3,400,000 
for the same period in 1959. 


Fram Reports 
Sales, Profit Gains 


A 16.74 percent increase in sales 
and a 30.90-percent increase in 
profits for 1959 as compared to 1958 
was announced by Fram Corp. 

According to Theodore H. Belling, 
president, consolidated net sales for 
1959 were $35,355,534, compared to 
$30,284,677 in 1958. Consolidated net 
profit for 1959 was $2,079,762, com- 
pared with $1,588,831 for 1958, 

Belling indicated -that continued 
increases in sales were made by all 
of the company’s divisions and sub- 
Sidiaries. “Of particular signifi- 
cance,” he said, “is the still contin- 
uing growth in the demand for en- 
gine air: filters.” 
oe 


Moran Reports Sales 
Of Nearly $39 Million 


Courtesy Motor Sales, Inc. (Ford), 
revealed total sales of 22,124 new 
and used automobiles for a dollar 
volume of $38,892,459 for its fiscal 
year, according to President Jim 
Moran. 

This was an increase of $5,052,721 
over the same period a year ago. 
Car sales jumped 2,472 over the 
1958-1959 year total of 19,652. 

Included were 9,604 new-car 
sales, 12,520 used-car sales, and 
$885,886 for parts and service. 

* 


F ruehauf Sales 
Up 10 Percent 


Fruehauf Trailer’s first-quarter 
sales ran about 10 percent ahead 
of the $58,100,000 for the like year- 
ago period, according to William 
Grace, Fruehauf president. Grace 
said the net was “much better” 
than the $2,346,919 in the 1959 pe- 
riod. 

The ‘company’s backlog now 
Stands at about 90 days, unchanged 
from Jan. 1, he said. However, 
Grace predicted more favorable 
weather would boost business. 

Grace forecast record sales and 
profits this year, Last year Frue- 
hauf: netted $12,900,000 on sales of 
$249,600,000, 


American Airlines Profit 
For Year Tops $21 Million 


American Airlines ran up record 
total revenues in 1959 of $377,702,000 


Financial Front 
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—more than $60 million above the 
previous high level set in 1958. 

Net earnings for the year 
amounted to $21,013,000, including 
$7,683,000 profit after taxes, on the 
disposal of property. This com- 
pared to 1958 net earnings of $16,- 
080,000 which included $3,026,000 
profit, after taxes, from the disposal 
of property. 

oa * * 

Midland-Ross Earnings 
Near ‘$4 Million in °59 

Net earnings of Midland-Ross 
Corp. rose to $3,976,915 last_ year, 
compared with $3,012,803 in 1958. 

Net sales in 1959 were $88,724,740, 


compared with $76,340,978 in the 
previous year. 


Industrial Rayon Reports 


Profit as Sales Increase 
Industrial Rayon Corp. reported 
1959 net income of $839,000 on sales 
totalling $62,068,000. In 1958,. the 
company reported a net loss of $3,- 
058,000 on sales of $47,852,000. 
Capital expenditures during the 


year were $3,975,000 and deprecia- 
tion and amortization amounted to 
$4,245,000. Research and develop- 
Ment expenditures of $2,202,000, 
compared with $2,288,000 in 1958. 


Sales Record Falls 
At Detroit Diesel 


Detroit Diesel Engine Division 
says sale of GM Diesel engines in 
1959 reached the highest level of 
any year in the division’s peacetime 
history. 

Clyde W. Truxell, general man- 
ager, reported engines shipped dur- 
ing the year represented a total in- 
crease of two million horsepower 
over 1958. The year’s output boost- 
ed the accumulated horsepower of 
engines manufactured by the divi- 
sion since its establishment in 1938 
to over 85 million, Truxell said. 


Vote on Industrial Rayon, 
Texas Butadiene Merger 


The proposed merger of Indus- 
trial Rayon Corp. and Texas Buta- 
diene & Chemical Corp. was voted 
on by shareholders of both com. 
panies at special meetings April 29. 
Industrial Rayon, which will be the 
surviving corporation, reported 
1959 sales of $62,068,000 and net 


income of $839,000. Sales of Texas 
Butadiene & Chemical last year 
were $42,234,000 and net income was 
$3,626,000. 

On approval of the merger, Hay- 
den B. Kline, president of Indus- 
trial Rayon, will become chairman 
and Jonn D. Fennebresque, presi- 
dent of Texas Butadiene, will be- 
come president and chief executive 
officer of the combined company. 


General Tire Sets 
Quarter Records 


General Tire & Rubber Co. re- 
corded the greatest first quarter 
consolidated sales and earnings in 
the company’s history during the 
fiscal quarter ended Feb. 29, Chair- 
man William O’Neil announces. 


Consolidated sales rose to $167,- 
518,280 from $137,388,355 for the 
same 1959 period—an increase of 
21.9 percent. Estimated earnings for 
the three months were $6,448,523, 
compared with earnings of $6,034,- 
547 for the first 1959 fiscal period, 
or an increase of 6.9 percent. 

O’Neil said General tire sales 
were running “substantially ahead 
of last year, but tire profits in the 
first quarter continued to be some- 
what affected by the considerably 
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higher crude rubber costs com- 
pared with a year ago.” 
© * +. 


General Contract Finance 


Increases Volume, Profit 


General Contract Finance Corp., 
in its first year as a holding com- 
pany although its origin goes back 
to 1913, increased its profits in 1959 
and materially expanded the busi- 
ness of its subsidiaries and the 
number of its operating points, the 
company reported. 

After payment of preferred divi- 
dends, the company earned $1,544,- 
000 last year, compared to. $1,285,034 
in 1958, an increase of 21 percent. 
A 50-percent increase in consumer 
credit volume was chalked up with 
the total of auto, home moderniza- 
tion, appliance and personal loans 
rising to $83,165,000 from $55,249,000 


in 1958. 
* * + 


Revere Reports Earnings 
Topped $10 Million in °59 

Net income for 1959 of Revere 
Copper & Brass, Inc., totalled $10,- 
066,185, compared with net income 
in 1958 of $2,481,655. 

Sales for 1959 amounted to $245,- 
786,790, compared with $181,731,689 
in 1958, an increase of 35.2 percent. 


MOTOR TRUCK DEALERS 
OF AMERICA 


Highway transportation is professed by all economists to be on the verge of its greatest 


growth in history, 


To meet this challenge we are expanding our sales efforts in many different areas. 


Because your company is established in a related business, you are eligible to represent us 
as a Franchised Dealer. Here is what our Dealership will do for you... 


aa ph wo WN 


Accessories. 


Add to your 


sales potential, build for 


your future and watch your profits grow 


through your connection with the Number 


One name in the trailer industry. 


If you are interested, phone or write 
C. C. Kempster, Fruehauf Trailer Com- 
pany, P. O. Box 238, Detroit 32, Mich. 


e We furnish you, at no cost, an adequate New Trailer Inventory. 
We finance your customer’s paper without recourse. 
We accept your customer trade-ins with no liability. 


e We furnish you expert sales assistance at no expense. 





RUEHAUF 
TRAILERS 


Afford you additional profits with no capital investment and no liabilities. 


e We offer you the most complete line of Truck Bodies and Motor Truck 
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HARDFACING PROCESS—A hardfacing 
process—spray-welding a ceramic powder 
—has been announced by Republic Hard- 
facing Corp., 479 Broadway, Bedford, O. 
According to the manufacturer, spray- 
welded Cermet stops the burning effects 
of exhaust gases, erosion, “necking,” and 
corrosion on engine valves. Spray-welded 
Cermet actually fuses with the porent 
metal, will not crack or spall under severe 
shock, heat, wear, or abrasion, it is said. 
The manufacturer states that many truck 
operators find severe burning and erosion 
can destroy an entire valve head. By cov- 
ering the head surface with Cermet, the 
manufacturer claims the valves get all- 
round protection. 
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L.c.c. lighting regulations which 
become effective Aug. 1, 1960. These 
regulations affect vehicles of all 
common and contract carriers and 
all private fleets engaged in inter- 
state commerce. 

+ + + 


Body Replacement Panels 
Announced by Anszick 


Rd., Warren, Mich., has introduced 
Anzick Detroiter Slip-Fit rocker 
panels and other die-formed auto- 
body replacement panels. 

The Slip-Fit sections include 
rocker panels, rocker panel exten- 
sions, headlight patches, dog legs 
and quarter panels for both front 
and rear fenders. 


Anzick Mfg. Co., 23675 Mound] © 





CONTAINER—Tri-State Engineering Co., 
Washington, Pa., has announced a Cargo- 
tainer in the Clearview model. Cargotain- 
ers are welded wire fabric containers used 
for handling all types of materials, and 
they are said to afford such advantages 
as self-cleaning, collapsibility, and firm 
stacking. Capacities of the Cargotainer 
range from 500 to 6,000 pounds. It is con- 
structed of 2 by 1%-inch channel on the 
long sides and 2 by 1'4-inch channel on 
the short sides. The wire fabric is cold- 
drawn 2-gauge steel wire with welded 
intersections forming 2-inch mesh. 


ICC Lighting Regulations 


Signal-Stat Corp., 523-539 Kent 
Ave., Brooklyn 11, N. Y., is offering 











POWER TAKE-OFF—Standard Equipment 
Division, Dana Corp., 253 Waggoner Bivd., 
Toledo 12, O., has announced the mar- 
keting of a power take-off that mounts 
directly to the rear of the Spicer 23 and 
24 transfer cases used in 1959 Chevrolet 
trucks, and 1959 and 1960 Ford trucks 
with four-wheel drive. With the main trans- 
mission in direct drive, the Spicer model 
300123 power take-off operates at 77 per- 
cent of engine speed and is capable of 








free a 24-page booklet listing the| transmitting full engine torque, it is said. 
* * * . * * 





RETAIL TRUCK—Dodge Truck Division, Chrysler Corp., has made available a '1-ton 
stripped forward-control chassis designated as model P-100. The chassis has a 104-inch 
wheelbase and a six-cylinder engine. GVW capacity is 4,250 pounds. The model 
M-7 Minivan delivery body, built by Boyertown Auto Body Works, Boyertown, Pa. 
is available for installation on this chassis. It is said to have a payload capacity of 213 
cubic feet, with loadspace dimensions of 90 inches long, 66 inches wide and 62 inches 
high. 


JOB-PLANNED TRUCK BODIES—Job-planned truck bodies for service station main- 
tenance are being manufactured by Reading Body Works, Inc., Reading, Pa. Two units 
have been specially adapted for Pure Oil Co., Cincinnati, O., by Ohio Truck & Parts 
Co., also of Cincinnati. The one-ton models, featuring a hydraulic lift gate, are 
mounted on dual-wheel Chevrolet chassis. Each of the 109-inch bodies has department- 
alized compartments for the pump computers, electrical parts and equipment, mechan- 
ics’ tools, pipe fittings and miscellaneous equipment. Pumps, signs and other heavy 
equipment are carried inside the body. The bodies are fitted with an angled over- 
head rack for an extension ladder. Pipe racks are included on each side. 





TRUCK NEW PRODUCTS 








WARNING LIGHT—A Pathfinder dual 
warning light for emergency vehicles has 
been announced by Auto Lamp Mfg. Co., 
2909 S. Indiana Ave., Chicago 16, Ill. It 
mounts on car top for two-way signaling. 
The No. 566 consists of two 7-inch Path- 
finder lamps mounted back to back. Each 
lamp provides 38 square inches of illu- 
mination. This two-way unit has two 32 
candlepower bulbs and double wiring. It 
can also be used as a flashing light by 
adding standard flasher in the circuit. 
Each light is packed in clearly identified 
individual carton, complete with 2 feet of 
wiring. Lenses are available in choice of 


red, amber and blive. 
- a 2 


SEMI-DUMP TRAILER—Jacob Press' Sons, 
Inc., 503 W. 33rd St., Chicago 16, Ill., has 
announced the production of a series of 
semi-dump trailers, available in 18 to 24 
foot lengths, with capacities from 16 yards 
and up. Features are said to include dou- 
ble cap top rail, Il-beam frame, improved 
hoist packing, choice of front mount or 
underbody telescopic hoist, and rear cross 
members and rear standards welded to 
one integral unit—constructed from steel 
plate. Less than 9 feet from ground to top 
of sides, the 20 cubic yard body is 20 feet 


long with 11:00x20 lugger nylon tires. 
ee. 
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POWER TAKE-OFF—A heavy duty power 
take-off, designated the Spicer PNG6, has 
been announced by Standard Equipment 
Division, Dana Corp., 253 Waggoner Bivd., 
Toledo 12, O. Capable of transmitting 
240-foot-pounds of torque intermittently, 
the unit was designed for use on the 
company's Spicer 8125 Synchro-Master 12- 
speed transmission. Although basically de- 
signed for transmissions with a high pitch 
line velocity, the series nevertheless is 
available in models suitable in pitch for 
use with other types of transmissions, the 


company states. 
* * * 


Diesel Fuel Additive 


Induco Fluid, a diesel fuel addi- 
tive, has been marketed by Indus- 
trial Chemical Co., 12134 South 
Main St., Los Angeles 61, Calif. The 
additive is said to reduce the 





























“black exhaust smoke” produced by 
certain diesel fuels. 
* * * 
Brake Lever 


A brake lever with slack adjuster 
kit has been announced by Orsche- 
lin Lever Sales Co., Moberly, Mo. 
The kit is said to provide an inde- 
pendent parking brake system 
which meets ICC regulations. 

* * 





* 





ALUMINUM WHEEL—A rolled-aluminum, 
disc-type truck wheel has been designed 
and manufactured by Motor Wheel Corp., 
Lansing, Mich., for the Army's new eight- 
wheel XM410 2%-ton aluminum truck. The 
18 by 11-inch rolled-aluminum wheel can 
withstand a static load of 25,000 pounds, 
2% times greater than the specified 10,- 
000 pounds capability, it is said. Even 
with this strength, the company was able 
to effect an overall vehicle wheel weight 
reduction of 225 pounds (eight wheels, 
plus spare), it is said. The aluminum 
wheel weighs 28 pounds, 25 pounds less 
than a steel wheel of the same size, it 
is claimed. The wheel is produced by 


OVERLOAD AIR SPRING—An overload 
air spring for 1960 Chevrolet and GMC 


Y. and %-ton trucks has been announced 
by Air Lift Co., 2330 W. Main St., Lan- 
sing, Mich. Consisting of butyl cylinders 






the same methods as conventional steel 
wheels. Most aluminum wheels are cast 
or forged, it is said. 















which slip inside rear coil springs, the 
units operate on air pressure to lift the 
bed of a capacity-loaded truck as much 
as six inches to relieve the springs of 
weight, absorb the shock of bumps and 
virtually eliminate vibration, it is said. 
The air springs come equipped with air 
hoses which extend from the coil springs 
to the sides or rear of the truck, permit- 
ting maximum convenience in inflating or 
deflating the air cylinders. They are desig- 
nated A-17 for Y-ton trucks, and A-18 
for %4-ton models. 













* * 





TURN SIGNAL — The Dietz No. 191-SS 
Class “A” turn signal has a polished stain- 
less steel body, stainless steel lens retain- 





TAILGATE CONTROL KIT—A control kit 


designed to permit cab-operation of dump 
truck tailgate locks has been announced 
by Velvac, Inc., 3530 W. Pierce St., Mil- 
waukee, Wis. The kit, No. 12R-11, includes 
a four-way, hand-operated cab valve; 
22-inch air cylinder, with six-inch stroke; 
four hose assemblies of varying sizes for 
flexible connections; fittings, and anchor 
couplings. A pressure hold-back valve is 
also available as an extra safety factor. 
Set at 50 pounds (or established safety 
factor) this valve “holds back” air to the 
tailgate control until the truck air brake 
system is above the 50 pounds or safe 
braking power. Also, the valve will shut off 
at 50 pounds to save remaining air for 
brakes in event the remote control system 
is damaged or exhausts too much air, it is 
claimed. 





ing ring, and brass bulb socket to provide 
protection against rust or corrosion. Its 
sleeve type rubber compression grommet 
pigtail waterproofs wiring, it is said. 
Acrylic plastic lens is recessed to protect 
against damage. Overall body diameter 
5-7/16 inches, depth 1¥Y inches. R. E. 
Dietz Co., 225 Wilkinson St., Syracuse 1, 
N. Y. 
. a". 


Plastic Body Filler 


Ditzler Plastic Body Filler DX- 
777, a compound designed for 
quick, low-cost and long-lasting re- 
pairs to auto bodies, fenders, hoods 
and roofs has been announced by 
Ditzler Color Division, Pittsburgh 


Plate Glass Co., 632 Fort Duquesne 


Blvd., Pittsburgh 22, Pa. 
* *” * 


TRUCK BODIES—A line of platform, commercial delivery and farm truck bodies has 
been announced by Parkhurst Mfg Co., Sedalia, Mo. Illustrated is a combination grain 
and stock foldown racks which folded up measures 66 inches high with 36-inch or 
42-inch grain sides. Steel hog vent strips in grain sides are removable for ventilation. 
Double deck rail is built in all around. Parkhurst platforms have all steel under- 
structure, 10 gauge cross sills with double flange for extra strength, formed band 
around entire bed with builtin stake pockets constructed for double strength. The 
Parkhurst is said to make an ideal grain bed when folded down. The Parkhurst 28-inch 
Grain is a lift-off with top brackets removed, making grain-tight bed to hold about 
180 bushels. Parkhurst lift-off bodies have 28-inch grain sides and 38-inch stock 
sides. When put together they make the total height of the bed 66 inches. Parkhurst 
bodies are easily changed from one truck to another and can be obtained in any 
size from 8 feet to 20 feet to fit any length truck, it is said. 
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How They're Pushing Sales... 


Dealer Ad Ideas 


Brake Service, Slagle Bros., Lewis 
Goodman, Inc., A. R. Perry, Salina 
Chevrolet Co., Roderick & Johns, 
Bresee Chevrolet Co., Rudy Schmid, 
Dan Curtin Dodge, Inc., and 
Schrader’s Garage. 


Worthy Cause 


Cars Given by Dealers 









Winner by a Snub Nose 
RECISION AUTOS, INC., East 
Syracuse, N. Y., used an ad 

titled “Winner by a Snub Nose” to 

tell readers it had received a serv- 
ice award. 

The company said: “80 authorized 
Volkswagen dealers in five states 
could have won the top prize—the 
VW Quality Service Award. But 


equipped LeSabre hardtop; Hohen 
Chevrolet Co., two-door Corvair 
with deluxe equipment; Ed Dewey, 
deluxe Volkswagen sedan; Schilling 
Motors, Inc., English Ford; Cour- 
tesy Rambler, Inc., a Rambler of 
bidder’s choice. 

Schilling Motors had an alternate 
donation—a $1,698 credit on a Mer- 
cury or Lincoln. 

Nine tire stores donated white 
sidewall tires, and Speed Car Wash 
offered a gift certificate with each 
car auctioned, providing free 
washes for the life of the car as 
often as the owner desires. 

Among the auctioneers were 
three governors—Buford Ellington, 
Tennessee; Ross R. Barnett, Missis- 


they didn’t. Precision Autos did. 
And we won it by working hard 
to live up to the Volkswagen phil- 
osophy: The service must be as 
good as the car itself.” 


* + * 


35 Years in Business 


ON ITS 35th anniversary, Kil- 
born’s (Chrysler-Imperial- 
Dodge), Decatur, Ill., reproduced its 
opening-day ad from the March 19, 
1925, issue of the local paper. The 
firm then was a Nash dealership. 
John and Bill Kilborn, today’s 
owners, said, “On this 35th anni- 
versary of our entrance into the 
Decatur automotive business, we 
renew the pledge first made by our 
father—to assure complete satisfac- 


tion to each customer.” 
* * * 


Dealers, Garages 
Join in Promoting 


Brake Service 


Ae dealers and serv- 
ice garages in the Syracuse area 
teamed up in an unusual coopera- 
tive promotion designed to attract 
brake-service business. 

The dealers and garages used a 
large newspaper ad to focus atten- 
tion on the importance of good 
brakes. The ad featured a photo 
of a badly smashed car and the 
caption: “Do You Really Want Bar- 
gain Brake Work? It Can Be Very 
Costly.” 

Ad copy said: Quality brake 
linings are an integral part of your 
brake system. But, along with them 
and of equal importance, are the 
brake drums, cylinders, master cyl- 
inders, grease seals, brake lines, 
brake shoe contour ground to in- 
sure perfect drum contact. 

In doing a quality job, all these 
items must be checked and re- 
placed or repaired if necessary, said 
the participating dealers. Stressing 
that quality is not bought cheaply, 
the dealers urged motorists to know 
their brake man, his reputation and 
his experience. 

Participating dealers and garages 
were: Barr-Llewellyn Buick Co., 
City Brake Service, H. M. Stewert, 
Don Harrington, Feigel Motors, 
Knox Buick Co. Fay Johnson, 
Reynolds Motors, Spector Genesee 
Motors, Tony’s Auto Service, Hen- 
son Motors, East Syracuse Sales, 
Syracuse Brake Service, Red’s 


Ky. Dealers Told 
Some Relief Is Due 
From Sales Tax 


LOUISVILLE.—Provisions giving 
auto dealers some relief from the 
3 percent sales tax, effective July 
1, were included in an omnibus 
bill passed by the Legislature, ac- 
cording to Lew Ullrich, managing 
director, Kentucky Automobile 
Dealers Assn. 

He said two other measures af- 
fecting auto dealers—title legisla- 
tion and Sunday closing bill—died 
in the House Rules Committee. The 
Legislature has adjourned. 

In addition to the sales tax, the 
first in 24 years, the Legislature 
accomplished the following: 

Provided for payment of a vet- 
eran’s bonus, established a merit 
system of State employment, and 
set in motion machinery for sub- 
mission to the voters on whether 
another constitutional convention is 
to be called, along with another 
$100 million bond issue—$90 million 
for public roads and $10 million 
for park improvement. 

He said the lawmakers also ap- 
proved the biggest spending pro- 
gram in state history—$413 million 
for the next two years from general 
fund purposes, and an additional 
$600 million for road, trust and 
agency purposes. 














































| Spd Memphis dealers donated 


auction which sought $66,666 to 


build a summer camp for crippled * 
children in the area. Sales & Service, Thirty-sixth and 


Aid Camp Fund sippi, and Orval Faubus, Arkansas. 


cars to the city’s Easter Seals Willys Signs Schlipmann 


QUINCY, Ill.—Schlipmann Jeep 


Broadway, has been franchised to 
The dealers and the cars were:| handle Willys. E. J, Schlipmann is 





Rambler Deal Opens in Dorchester, Mass.— 


The new Rambler dealership in Dorchester, Mass., is Ofgant Jackson Rambler, which 
is housed in this modern building with a seven-car showroom. George F. Hutchins I! 
is president, Charles W. Hutchins is vice-president and Lewis C. Accettullo is operating 


Bluff City Buick, four-door, fully | owner. 


monager. The showroom has an office mezzanine on which two cars can be shown. 


Stanley Publishing Expands... 
Research and Special Services Department 
to Assist Advertisers and Readers Alike 





; motions its Research and Special Serv- 
ices partment to be of greater assistance 
to readers and advertisers alike, Stanley Pub- 
lishing Company appointed Carl B. Dietrich, 
a forty year veteran in the automotive in- 
dustry, to head the department. Dietrich 
begins as Director of Research & Service 
April Ist. 


Ten Years With Associations 


For the past year, Dietrich was with the 
Automotive Service Industry Association in 
Chicago, as Director of Business Methods 
and Market Research. Previous to that, he 
was with Stanley Publishing Company as 
Executive Editor of Jobber Product News. 
Now, in rejoining Stanley Publishing Com- 

ny he will be assisting on all of the 

tanley Publishing business papers. 


From 1949 to 1957, Dietrich was Director 
of Member Services of the Motor & Equip- 
ment Wholesalers Association, Chicago, 
where he carried on extensive research, pro- 
vided unique services for its jobber members, 
addressed jobber meetings over the country, 
and worked with manufacturers. 


Long Manufacturer Service 


From 1923 to 1949, Dietrich served as Sales 
Promotion Manager of a piston ring manu- 
facturer, as Advertising Manager of Wagner 
Electric Corporation in St. Louis (for 19 
years), and then as Sales Promotion Manager 
of Accurate Parts Manufacturing Company 
in Cleveland, Ohio. 


A graduate of the University of Illinois 
with a Bachelor of Science Degree in Indus- 
trial Management, Dietrich is a founder of 
the Automotive Advertisers Council in which 
he now holds an honorary membership. He 
was co-founder and first secretary of St. 
Louis Industrial Marketers and served on its 
Board of Directors. He also served as a 
Director of the St. Louis Advertising Club 
as well as the Controlled Circulation Audit 


Get Your “‘ WILL” Button 


There is no charge. Wear it. 
You will be saying to the world: 


I WILL conscientiously try to better my in- 
dustry. 

I WILL strive for higher ethics in the conduct 
of my own business — regardless of what com- 
petition may do. 

I WILL try to be a better business man. 

I WILL endeavor to live up to the suggested 
practices which my association fellows have 
promulgated. ° 


This is a program of Stanley Publishing edi- 
tors who are telling this “I Will” spirit in 
their speeches around the country, in their 
news columns, and in their editorials. 

“TI Will” buttons are available in quantities for 
company use and for distribution at meetings. 
Write our Chicago office on your company 
letterhead. 





which later became Business Publications 
Audit. 


Growing Needs Filled 


_ In commenting on this department expan- 
sion and the appointment of Dietrich as its 
head, Emil G. Stanley, President and Pub- 
lisher, said: 

“Each day and each week more and more 
questions are asked us by our readers, ad- 
vertisers, advertising pros and their ad- 
vertising agencies. In addition, opportunities 
constantly present themselves where our ex- 
panded arch and Special Services De- 
partment can increase and accelerate our 
industry services to further fulfill our func- 
tion as a service institution. 


“Carl Dietrich is eminently qualified to 
carry out the intensified program of this ex- 
paness department. Besides dealing with 

esearch and many Special Services to be 
announced shortly, the expanded department 
will also provide statistical data for the edi- 
torial columns of our publications, develop 
data and contents for our various directories 
based on needs in the field — and in general 
—enable the Stanley Publishing Company 
to truly be the “productive headquarters” for 
useful and needed automotive jobber and 
fleet data and industry marketing informa- 
tion in the business paper field. 


“To implement and equip this expanded 
Research and Special Services Department, 
the Stanley Publishing Company is adding 
to its modern list building and data process- 
ing equipment facilities” 


Stanley Publishing Believes in Good Research and Good Service 
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Harold P. Powell has been elected 
to the board of directors of White- 
head & Kales Co., Detroit. The firm 
manufactures Auto-Back road and 
rail automobile haulaway trailers 
and railroad-car loading devices. 


Bishop Is Zone Manager 


Lyle C. Bishop, 810 N. Broadway, 
Watertown, S. D., has been named 
by Sealed Power Corp. as the firm’s 
Replacement Division zone sales 
manager in North and South Da- 
kota and eastern Minnesota. 

* + + 


IH Selects Beames 


Arthur V. Beames has been ap- 
pointed manager of the Interna- 
tional Harvester Co. McCormick 
store at Santa Ana, Calif. He has 
been with IH since 1942. 


* * * 


Howard Named Sales Chief 


James Howard has been appoint- 
ed a division sales manager of Cur- 
tis Industries, Inc. He will super- 
vise sales in North and South Da- 


















Keeping an ‘Eye’ on Production— 

In spite of what it looks like, this is not the control board of one of the TV networks, 
but, it is the control board of the production line of the Toyota Motor Mfg. Co., Na- 
goya, Japan. By means of closed circuit TV, shown above, it is possible for the op- 
erator to control any point of production in the plant. TV screens keep the operator 
informed as to the progress of each operation. The operator can control the produc- 
tion line to coordinate with the various steps of assembly. On the other hand, if trouble 
develops any place along the line, it is immediately flashed on the board so that the 
Operator can reroute various operations to avoid any production lag. 

















Meet a 


“Whopper Shopper” 
worth knowing 






THE BIG OHIO—MICHIGAN— 
PENNSYLVANIA FARMER 
; WILL BUY 
* THIS YEAR 



























49,512 Automobiles 
17,690 Trucks 
43,623 Tractors 
879 million gallons tractor fuel 






33 million gallons motor oil 
375 million gallons gasoline 
for cars and trucks 


And other products in proportion 
























Will you be on his shopping list? 


The best way to get on this big buyer’s shopping list is to tell 
your story where he gets his most useful farming informa- 
tion. That’s in his own state farm paper — edited locally to 
provide the most news he can apply directly to his business. 
No wonder he prefers that paper 2 to 1 over any other. This 
means better attention and buying action for you. 


STRAIGHT-LINE ADVERTISING — is available in the 
Michigan, Ohio, and Pennsylvania farm papers to help tell 
your story — local photos, testimonials, prices, terms, local 
dealer listings and local mat service to newspapers. We can 
insert these compelling local advertising approaches easily 
since we print by gravure, Send for our 
booklet, “Put Yourself on His Shop- 
ping List with STRAIGHT-LINE 
ADVERTISING.” 


FARM MARKET BOOKLETS 
DEFINE YOUR OPPORTUNITY 


The up-to-date picture on trucks, 
autos and farm equipment ownership 
will affect your selling strategy. For 
your copy, write 1010 Rockwell Ave., 
Cleveland 14, Ohio. 





STRAIGHT-LINE ADVERTISING AVAILABLE IN — 
THE OHIO FARMER THE INDIANA FARMER 
MICHIGAN FARMER THE KENTUCKY FARMER 


PENNSYLVANIA FARMER THE TENNESSEE FARMER 
& HOMEMAKER 
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kota, and parts of Minnesota, Wis- 


consin, Michigan and Illinois. 
+ * 


Lewis Named by Goodrich 


Edwin J. Lewis has been appoint- 


ed field sales manager in replace- 


ment tire sales for B. F. Goodrich 


Tire Co. Lewis, formerly merchan- 
dising manager, has been with 
B. F. Goodrich for 30 years. 


* * * 


Bismarck Switch 


Gerald Smith has been named 
Buick district manager at Bis- 
marck, N. D., replacing S. C. John- 
son, who was transferred to Mil- 
waukee as district manager. 

+. * * 


Hyster Gives Boosts 


To St. Clair, Lewis 


Walter A. St. Clair, for the last 
four years assistant sales manager 
of Hyster Co.’s Industrial Truck 
Division, Portland, Ore., has been 
appointed sales manager. 

Pete Lewis has been named Hy- 
ster sales training manager. 

* * * 


AC Names Sales Chiefs 


For N. Y., Cleveland 


Appointment of Donald A. Maize 
as AC Spark Plug Division New 
York regional manager for replace- 
ment sales is announced by Edgar 
H. Francois, general sales manager. 


Smith ‘Sells’ 
Building Site 
For VW Deal 


AUSTIN, Tex.—C. B. Smith drew 
on his long experience in sales pro- 
motion and advertising to get ap- 
proval of the building site he 
selected for his new Volkswagen 
dealership here. 

The two story front section of 
Smith’s planned building Was ac- 
curately simulated as for frontage 
and roof lines; trade-name canvas 
signs produced to acual size were 
mounted on the top and facade of 
the building. 

Smith spent $465 on this project 
to convince Volkswagen officials 
that his location was sound and 
proper. Shortly after the site was 
approved by Inter-Continental Mo- 
tors, San Antonio, Southwest dis- 
tributor for Volkswagen, Smith re- 
moved the signs and framework 
and started to build the dealership. 

Smith said the new sales and 
service plant will cost about $140,- 
000, and will be completed in the 
fall. The dealership will be known 
as “CB” Smith Motors. 

A dealer in Austin for 17 years, 
Smith sold his Dodge dealership 
last January. He recently served a 
three-year term as director of the 
National Automobile Dealers Assn. 
and currently is president of the 
Texas Automobile Dealers Assn. 

ca 











Clawson A. Wilder, AC zone man- 
ager in Charlotte succeeds Maize 
as regional manager in Cleveland. 

Maize, 46, joined AC in January, 
1946. Wilder, 40, started with AC 
as a dealer representative in At- 
lanta. 


a * * 
Lambert Gets New Duties 


In Sales at Thermoid 


Cc. E. Lambert has been named 
assistant general sales manager of 
the Thermoid Division, H. K, Por- 
ter Co., Inc, 

Lambert will be primarily respon- 
sible for Thermoid automotive 
products to both the replacement 
and original-equipment markets. 
He comes to Thermoid from the 
general office of H. K. Porter, 
where he was assistant to the sales 
vice-president, 

* * ok 


Design Firm Appoints 


Deaver, Thorwaldsen 


The Detroit industrial design firm 
of William M. Schmidt Associates 
has appointed an associate and an 
account executive, 

The new associate is Dann T. 
Deaver who joined the firm in 1956 
and was named an account execu- 
tive in 1957. Stanley E, Thorwald- 
sen is the new account executive. 
He formerly was a stylist for Ford 
Motor, Packard and Chrysler Corp. 

* * = 
Autolite Names Spaulding 
Head of New Division 

The Special Products and Re- 
search and Devel- 
opment Division 
has been formed 
by Electric Auto- 
lite Co., Toledo, 
to facilitate di- 
versification pro- 
grams, according 
to Robert H. 
Davies, Autolite 
president. 

Heading the 
new firm will 
be George E. G. E. Spaulding 
Spaulding, research director. With 
Autolite since 1948, Spaulding has 
been research director since 1957. 

+* * of 


Weyand and Whitcomb 


Are Promoted by 3M 


Louis F. Weyand has been elect- 
ed vice-chairman of the executive 
committee of Minnesota Mining & 
Mfg. Co., and J. F. Whitcomb has 
been named vice-president in 
charge of the Coated Abrasives and 
Related Products Division, 

Weyand, formerly executive vice- 
president and director of sales, has 
been a member of the board of di- 
rectors since 1950. He joined 3M 
in 1915, Whitcomb joined the com- 
pany in 1935 and has been general 
manager of the Coated Abrasives 
and Related Products Division 
since 1959. 








a * * 


Pontiac Shifts Bartle 
R. S. Bartle has been named Pon- 
tiac district manager in Los An- 
(Continued on Page 49, Col, 1) 





C. B. McCracken, left, wholesale manager, and Richard Mugg, center, advertising 
manager, representing Inter-Continental Motors, San Antonio, Southwest distributor 
for Volkswagen, make final inspection of CB" Smith Motors’ proposed building site for 
a Volkswagen sales and service plant in Austin, Tex. C. B. Smith, right, a former Dodge 
dealer, is president of the new firm. The framework and signs in the background simu- 
late the two-story front section of Smith's new building. Smith spent $465 on this pro- 
ject to convince Volkswagen that his location was sound and proper. 
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geles. He has been with the Port- 
land (Ore.) office for seven years, 
most recently as district manager. 
R. W. Smith, former district man- 
ager at Eugene, Ore., replaces Bar- 
tle in Portland, 


Dr. Halstead Promoted 


By Johns-Manwville 


Dr. Ralph T. Halstead has been 
appointed to the newly created 
position of friction materials sales 
manager of the Packings and Ma- 
terials Division, 
Johns - Manville 
Corp., New York. 
Halstead will ad- 
minister the fric- 
tion materials 
selling and field 
sales organiza- 
tion. He joined 
Johns - Manville 
in 1931 as a re- 
search chemist in 
the friction mate- 
rials and pack- 





R. T. Halstead 
ings department. In 1940, he be- 
came section chief of friction mate- 
rials and, in 1944, manager of the 
packings and friction materials re- 


search department, 
* * * 


Top Executive Shifts 
Planned by Fram 


A year-long executive transi- 
tion program leading to new 
presidents and executive vice- 
presidents for Fram Corp., Provi- 
dence, R. IL, and its Canadian 
subsidiary has been announced 
by Steven B. Wilson, Fram board 
chairman. 

Theodore H. Belling, now presi- 
dent of Fram, will relinquish the 





Pontiac Honors 
32 Servicemen 


From Dealerships 


PONTIAC, — For successfully 
meeting requirements of the Pon- 
tiac Service Craftsman Program 
during a consecutive 20-year per- 
iod, 32 dealer servicemen have been 
presented engraved gold wrist 
watches, according to H. J. Hales, 
Pontiac general service manager. 

Receiving awards were: 

Thomas A. Fabrizio and George 
H. Vanier, A. C, Hine Co., Hartford, 
Conn.; Carleton J, Russell, Warrin- 
er Pontiac Co., Springfield, Mass.; 
Mahlon R, Alderfer, J. L. Freed & 
Sons, Lansdale, Pa.; Charles Ful- 


ler and Henry L, Puhl, Russell]; 


Motor Car Co., Scranton, Pa.; 
Henry Buser, Marbert Motors, Inc., 
Annapolis, Md. 

Roy P. Tucker, H. J. Brown Pon- 
tiac, Inc., Arlington, Va.; David 
Selbig, Keyser Bros, Pontiac-Ca- 
dillac, Inc, North Tonawanda, 
N. Y.; O. Kirth Grove, Nearhoof 
Pontiac, Inc., Altoona, Pa.; Jack 
Bauer, C. A. Clark, Inc., North 
Braddock, Pa.; Floyd Reimers and 
Lewis L. White, Garber Pontiac 
Co., Saginaw, Mich.; Isaac T, New- 
comb, Auto Supply Company, 
Campbellsville, Ky. 

Orville Pardieck, Pardieck’s Ga- 
rage, Jonesville, Ind.; Arnold 
Ayers, Olin & Ayres, Brodhead, 
Wis.; Herbert Pierstorff, Schappe 
Pontiac, Inc., Madison, Wis.; A. R. 
Hintz, King-Hintz, Inc., Watertown, 
Wis.; Byron R. Speagle, Grobelny 
Motor Co., Inc., Mattoon, III. 

Art Evermon, Thompson Sales 
Co., Springfield, Mo.; Louis Sliter, 
Stan Olsen Pontiac, Inc., Omaha; 
Evert Bents, Bents Motor Service, 
Comstock, Wis.; Herman Seidel, 
Malmon Pontiac, Inc., St, Paul; J. 
Alton Brown, Davis Motor Co., Inc., 
Montgomery, Ala.; A, A, Caldwell 
and Lester Stewart, Douthit-Car- 
roll-SanChez Co., Memphis. 

Ted Jackson, Chief Pontiac Co., 
Pine Bluff, Ark.; R. B. Sharpless, 
Frontier Pontiac, Inc., Fort Worth; 
Murray Leasure, Tom Ray Pontiac 
Co., Glendale, Calif.; J, B, Brown 
and Carl H. W.° Preston, Utter 
Pontiac Co., Los Angeles, and Wil- 
liam Woolley, Mallon Suburban 
Motors, East Orange, N. J. 

In addition, Pontiac said it is 
honoring 6,686 dealer servicemen 
for completing program require- 
ments in 1959. 








presidency at year end. He will 
be replaced by Arthur F. Pettet, 
now executive vice-president, 
whose position will be taken by 
Frederick A. Knight, president 
of Fram Canada, Ltd., Stratford, 
Ont. 


* * * 


Lewis-Shepard Products 


Marks 45th Anniversary 


A, L. Lewis and F. J. Shepard jr., 
co-founders of Lewis-Shepard 
Products, Inc., Watertown, Mass., 
are observing their 45th year as 
partners in the manufacture and 
sale of materials handling equip- 
ment. 

The company was formed in Bos- 
ton in April, 1915. Lewis, the sales- 
man, and Shepard, the designer, 
still direct the growth and develop- 
ment of the L-S organization. 

* * * 


Liss Joins Dupli-Color 
Dupli-Color Products Co., Inc., 
has appointed Jack Liss purchase 


director. He had been purchase di- 


rector for Lanolin Plus, Inc, 
* * * 


General Tire Ups Andrew 


General Tire & Rubber Co. has 
appointed Neil M, Andrew assistant 
manager of the New York tire divi- 
sion. He joined General Tire in 
1954 as a territory manager and 
later was named New York divi- 


sional truck-tire sales manager. 
* * ES 


Welch Made President 
Of Borg Spring Unit 

Election of Arthur J. Welch as 
president and general manager of 
the Spring Division of Borg-War- 
ner Corp. is announced. Welch suc- 


~| ceeded Harry P. Troendly, who was 


advanced to chairman of the Divi- 
sion’s supervisory board to allow 
him more time for his previously 
assigned duties as group vice-presi- 
dent of Borg-Warner. 

Welch has been associated with 
Spring Division for the last 18 
years. He became sales manager 
in 1944 and in 1954 was elected vice- 


president. 
K ae * 


Van Norman Appoints 


Detroit Division Manager 


Thomas J. Garrison has been 
named Detroit division manager 
for Van Norman Machine Co., 
Springfield, Mass. 

Garrison will 
be in charge of 
sales and service 
of Van Norman 
automotive serv- 
ice equipment in 
the Detroit area. 
Prior to joining 
Van Norman, he 
was employed by 
Brown & Bigelow 
f Co., Detroit Aro 
T. J, Garrison Equipment Corp., 
og Independent Pneumatic Tool 

C. 





* * * 


Ford’s Arnold Finishes 


30 Years in Field 


Cc. H. Arnold, Denver district 
sales manager for Ford division, 
has observed his 30th anniversary 
with Ford Motor Co. 

Arnold joined Ford in 1930 at 
Fargo, N. D. He was headquartered 
there for 16 years, advancing from 
field manager to assistant district 
manager. He later served in man- 
agerial posts in Ford division’s 
Chicago, St. Louis and Des Moines 
offices, 

+ * * 


Jenkins Ends 33 Years 


With Harvester Trucks 


T. E. Jenkins, manager of Inter- 
national Harvester, Boston truck 
district, has retired after almost 
33 years of service with the com- 
pany. 

For more than 26 years he was 
manager of International truck 
sales at Boston. He joined the com- 
pany as a retail truck salesman at 
Philadelphia in 1927. Jenkins has 


been succeeded by R. W. Maxwell. 
Oo * 


Three Promoted by AMC 

James Thiegs, formerly city man- 
ager for American Motors in Min- 
neapolis, has been promoted to 


sales promotion manager of the 
Minneapolis zone. Replacing him as 
city manager is Robert Wollum, 
former district manager in North- 
ern Minnesota. Harry Gale, former 
parts and service manager in the 
Minneapolis zone, has been pro- 
moted to district manager in South- 
western Minnesota and Northern 


Iowa. 
* * a 


McMillan Promoted by AMP 


Charles R. McMillan has been 
appointed manager of distributor 
sales for the Storage Rack Divi- 
sion, American Metal Products Co. 
He had been a member of the sales 
staff. 

* * * 


Hutton Takes New Job 


Frank E. Hutton has been ap- 
pointed district marketing repre- 
sentative of Pendleton Tool Indus- 
tries, Inc., operating out of Lans- 
ing. He resigned as director of re- 
search and development. 

* o* * 


New Assistant Managers 
Appointed by Pontiac 

Changes in Pontiac’s field sales 
organization have been announced 


by Frank V. Bridge, general sales 
manager, 


Harold J. Stadler has been ap- 








“He wants to test drive it.” 





pointed New York assistant zone 
manager. He succeeds William 8. 
Norton who has been named assist- 
ant zone manager for the Wash- 
ington zone. Norton’s predecessor, 
John H. Harwood, moved to the 
Pontiac home office as assistant 
fleet sales manager. 


Succeeding Stadler as assistant 


the quality leader in Truck-Cranes 


zone manager in Boston was Wil- 
liam R. Freiler. Promoted to Friel- 
er’s previous position as Buffalo 
assistant zone manager was Edwin 
L. Power. 

Huffman Walker was promoted 
to assistant zone manager in Okla- 
homa City, succeeding Kenneth L. 
Delashaw, who became zone man- 
ager in Kansas City. 


* * * 


Michalek, Innis, Welch 


Are Promoted by Fram 
Richard Michalek, Peter S. In- 
nis and Charles E. Welch jr. have 
been promoted by Fram Corp. 
Michalek and Innis have been 
named regional sales managers, the 
former in the Northwest states and 
the latter in the Central states. 
Welch was appointed manager of 
rubber-company sales in Akron. 
* * * 


Collins Named Sales Chief, 


Director of Grote Mfg. 

Harker Collins has been named 
sales vice-president and a member 
of the board of Grote Mfg. Co. 
Madison, Ind, 

A graduate of the United States 
Naval Academy, Collins most re- 
cently was vice-president of Van- 
ette Hosiery Mills, Dallas. 





carry. a 8 


cut materials handling costs with 
an Anthony Truck-Crane! 


Here’s the crane that travels with your truck! 100% hydraulically 
operated. Unequalled simplicity, ease of operation, precision 
control and safety. Truck-crane is self-loading, or it can load other 
units. Handles many jobs formerly done by larger, more expensive 
cranes, and does them all better, faster. Have your Anthony dis- 
tributor show you one in action . . .you'll be convinced it’s for you! 
Anthony Company, Streator, Illinois. 


THE CRANE THAT'S 
BUILT INTO YOUR TRUCK! 


Unmatched compactness — 
requires only 18” mounting 
space @ 100% hydraulic 
operation — for smooth, 
effortless power e@ 
280° boom swing for flexi- 
bility @ Choice of booms. 





DUMP BODIES AND HOISTS 


Full 
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OUMP TRAILERS 
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Bigger Markets Eyed by Vehicle Makers... 


Japanese Push ‘Knockdowns’ 


By Stuart Griffin 
Staff Correspondent 


TOKYO.—Japanese auto makers 
are pushing exports of knockdown 
models for assembly in the over- 
seas markets. Four chief reasons 


are given for this: 

L. Some countries permit im- 
port of vehicle parts but prohibit 
importation of finished vehicles. 
2. Freight charges for knock- 


down models are lower than for 


finished vehicles. 

3. Such exports help to acquaint 
market countries with the techni- 
cal level of the Japanese automo- 
tive industry and thus are instru- 
mental in opening up new terri- 
tories for export sales. 

4, The extent of assembly can be 
adjusted according to the technical 
level of the importing country. 

Two principal methods are used 
to deliver knockdown models over- 


Nissan Motor Co., Ltd., maker 
of Datsun autos and patrol cars, 
station wagons, sports cars, pick- 
up vans, fire engines and both 
gasoline and diesel powered buses 


to export parts or semifinished 
vehicles to countries which then 
can complete the assembly work 
themselves. 

Nissan is the most active firm 
in this field, It established a joint 
firm in Mexico, Automobils Nissan 
do Mexico, last October, and then 
exported parts for 201 Datsuns and 
50 trucks and vans within the 1959 
calendar year. Parts for an aver- 
age of 100 units are expected to 
be exported each month shortly. 

A joint firm in Chile took parts 








for 100 Datsun sedans and station 
wagons last year. The goal ig 2,500 
units to be assembled in the first 


two years and 2,500 units a year 


from the third year. Domestically 
produced parts will be used, rang- 
ing from 25 percent in the first 15 
months to 50 percent from the 
26th month. 

In July, 1958, a seven-year tech- 


63 Chevy Stars 
Sell $54 Million 


In Cars, Trucks 


DETROIT.—A _ colossal total of 
more than $54 million in vehicle 
sales was rung up by 63 men desig- 
nated as Chevrolet’s leading retail 
car, truck and fleet salesmen dur- 
ing 1959, General Sales Manager 
K. E. Staley announces, 

The high scorers were selected 
from among the more than 26,000 
Chevrolet retail salesmen across 
the country, he said. They include 
the ranking retailer in each of the 
company’s 47 zones as well as the 
top truck and fleet salesmen in 
each of the 10 Chevrolet regions, In 
several cases, men won both a re- 
gional and a zone title. 

Staley disclosed that the list in- 
cludes a number of men who top- 
ped the $2 million mark in sales 
for the year and a liberal sprink- 
ling of $1 million-plus sellers, 

The total includes the combined 
efforts of the 63 men in sales of 
new and used cars and trucks. 

As the leading sellers, the 63 men 
are being honored at a series of 
banquets in zone and regional cities. 
A feature of these meetings will be 
the installation of the men as 
either zone or regional presidents 
of the “legion of leaders,” the com- 
pany’s honorary sales organization. 
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shipped abroad. At the end of 
seven years, Taiwan will be 
domestically producing the entire 
car, Royalties amounting to 2 to 
4 percent of parts prices are to be 
paid to the Japanese concern. 


Toyota has established Toyota 


Do Brasil to assemble its Land 
Cruisers, Parts for 800 units were 
exported up to October, 1958, but 


exports then were suspended as a 


result of the trade impasse between 
Japan and Brazil. 

Meanwhile, Toyota is exporting 
parts to Australia for the assembly 
of Land Cruisers. Parts for 52 units 
were delivered during 1959. Tires, 
batteries and bodies are now being 
produced in Australia. 

Last year Toyota also exported 
truck parts to Thailand and parts 
for 500 Land Cruisers to Cuba. 
Semifinished Land Cruisers also are 
being exported to both Syria and 
Aden for assembly and sale in 
those two Middle East countries, 
and 100 finished Land Cruisers 
have been shipped to Colombia, 
with plans calling for construction 
of an assembly plant there. 

Asia Motor Co. of Singapore, 
sole agent for Toyota in both 
Malaya and Singapore, intends 
to build a truck-assembly plant 
in the suburbs of Kuala Lumpur. 
Mitsubishi-Nippon Heavy Indus- 

tries and Isuzu Motor Co. have 
also concluded agreements for ex- 
port of truck parts to Australia. 
Mitsubishi Heavy Industries, Re- 
organized, Ltd, has been exporting 
semifinished jeeps to Indonesia as 
reparations items, 

A number of Japanese auto- 
motive firms report they have 
been sounded out by Ford Motor 
Co., Chrysler Corp. and General 
Motors on the possibilities of 
turning out parts for the Big 
Three 


A spokesman for one firm said 
acceptance of such work would 
require the building of additional 
plants to handle the orders. An- 
other said such business cannot 
be accepted “until all deals are 
cemented by long-term guaranteed 
stable contracts.” 

Said President Shotaro Kemaya, 
Toyota Motor Sales Co., Ltd., ap- 
parently the spokesman for the 
majority of firms willing to accept 
such business: 

“If the large-scale exports re- 
sult in improvement of quality 
and in lowering of costs, that 
will surely mean a gain for 
domestically produced vehicles.” 

The automobile section of the 

Japanese Government’s Ministry of 
International Trade and Industry 
advises that “if the makers intend 
to export in large amounts to the 
U. S., they should induct capital 
from the company placing the 
orders so that close financial] ties 
can be established swiftly.” 

It was reported that items sought 
by the Big Three include rear-view 
mirrors, ash trays, turn indicators, 
panel lights and knobs, 

A mass exodus of key company 
officials to posts in North, Central 
and South America underlines Nis- 
san Motor Co.’s keen and growing 
interest in the development of U. S. 
and Latin American markets for its 
products, 

Kyoichi Harashina, senior man- 
aging director, already is in the 
U. S., and Nissan shortly will send 
Yutaka Katayama, assistant man- 
ager of the firm’s Foreign Trade 
Division, United States and Canada. 
Stationed in Los Angeles, he will 
be Nissan’s manager for a terri- 
tory covering the West Coast and 
Hawaii. 

Two other Nissan executives de- 
part in the near future for Latin 
America, where they will develop 
ties between Nissan and both Cen- 
tral and South American markets. 


Rambler for Ellis 

ROSWELL, N. M.—Elton Ellis 
has opened a Rambler dealership 
at 225 N. Virginia St. The Rambler 
franchise in Roswell formerly was 
held by Bragg-Levers Motor Co. 
(Oldsmobile-Cadillac), 1515 W. Sec- 
ond. 






Austin Honors Top Sales Personnel— 

The top sales personnel of the Austin dealer network in Canada were honored 
in England by Austin Motor Co. at Longbridge. From left are Roberta Ferguson, Toronto; 
Col. R. E. M. Pratt, director of Austin Export Corp., and John VY. Platt, Toronto. Col. 
Pratt made the presentation during the visit of 60 Ontario Austin dealers to the 
Austin factory. While there, the dealers picked up the new Austin 850 for a week's 





vacation on the Continent. The cars were later shipped to Canada. 


* * * 


Import-Car 


A DEALER driveaway and press 
preview of the Austin-Morris 
850 was held by Gough Industries, 
Inc., Southern California distribu- 
tor for British Motor Corp. cars, at 
Santa Anita race track, near Ar- 
cadia, Calif. The presentation in- 
cluded lunch for over 100 attending 
dealers and some 35 members of 
local automotive press. 

Guests were invited to enter 
Gough’s “Slalom de Incredible 
850,” in which contestants drove 
850s over a marked course, Fast- 
est drivers in their class (press, 
dealers, guests) were given tro- 
phies., 

Following completion of the pro- 
gram dealers accepted delivery of 
their first 850s. Dealers from as far 
north as San Jose, and south to 
San Diego, attended. The 850 has a 
West Coast port-of-entry price of 
$1,485. 





* * * 
Toyota 
BALES of Toyota Landcruisers 
have increased 300 percent since 
January, 1960, according to Harold 
W. Johnson, general manager of 
Toyota Motor Distributors, Inc. 
Johnson attributed the increase to 
the “wide acceptance this vehicle 
has received from sportsmen and 
outdoor enthusiasts all over the 
country.” 
* + * 


Datsun 


OUTHERN DATSUN DISTRIB- 
UTING CO. has opened at 1501 
Clay Ave, Partners Darrell Crane 
and W. Kendall Baker will distri- 
bute the Japanese cars in 10 states. 
* ag * 
Fiat 

EMPHIS ITALIAN MOTORS 
(Fiat), Memphis, will award 
a new Fiat as the grand prize in 
the second annual Teen-Age Safe 

Driving Contest in Memphis. 
The contest, which started in 
mid-March, will run for 26 weeks. 


P-D-V Appoints 
Houtaling in Field 


John L. Houtaling has been ap- 
pointed St. Louis regional manager 
for Plymouth-De- 
Soto-Valiant. 

Houtaling, a 23- 
year veteran of 
the automobile 
business, joined 
Chrysler Corp. in 
1956, as Chicago 
district manager. 
He was made 
new-car distribu- 
tion manager the 
same year, and in 

J. L, Houtaling 1957, moved up to 
assistant regional manager, the 
position he held until his new ap- 
pointment. 
























2 *” * 


News Notes 


Start of the contest coincided with 
Traffic Safety Week. 

Cooperating in the contest are 
the Memphis-Shelby County Safety 
Council, Memphis Police Depart- 
ment, Shelby County Sheriff’s Of- 
fice and the Tennessee Highway 
Patrol. 

* * ok 
Volvo 
5 R. BROEK, INC., headed by 

* John R, Broek, which has been 
appointed as the first New Hamp- 
shire dealer and the third in the 
United States for the Volvo line of 
diesel trucks, held an open house 
at 227 Willow St. The local agency 
was established in 1918 and was 
purchased by Broek a year ago. 

Sales manager is Robert P. Poal- 
son, a veteran in the auto and 
truck business with experience dat- 
ing back to 1921. The firm also sells 
Diamond T. 


Small Cars Fit 
Any Occasion, 
Writer Reports 


CHICAGO.—The small auto has 
come of age, Playboy magazine re- 
ports in a special seven-page fea- 
ture in its May issue, entitled “The 
New Town Car.” 

Written by Ken Purdy, the illus- 
trated article notes that today’s 
small cars are “smart and comfort- 
able, good-looking enough to stay 
in any company, fast enough to 
waste no time, small enough to 
stick in a parking space big cars 
can’t use.” 

Purdy divides the small cars 
available on the United States mar- 
ket into two types: The town car 
and the hack. 

The town-car class includes the 
five American-made compacts plus 
the popular medium and small-size 
imports. These, he says, are “chic 
and useful and suitable, in the light 
of today’s flexible mores, for any 
social occasion.” 

The hack, which Purdy notes is 
actually “in the old and honorable 
sense: A gentleman’s conveyance 
meant primarily for utility,” con- 
notes the get-around-town very 
small foreign cars, “the simpler, 
starker, cheaper utilitarian four- 
seater, the basic transporter.” 

The article describes in detail fea- 
tures of the large number of U.S. 
and foreign products now bidding 
for attention in the United States. 

Purdy says the domestic com- 
pacts “offer a decently wide choice” 
to the potential car buyer. He 
points out that they exhibit rela- 
tively few “bugs,” despite the fact 
that most of them represent com- 
pletely new designs. 
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By Martin L. Whitmyer 
Staff Writer 
Advertising in business publica- 
tions totalled $503,500,000 in 1959, 


off 2.5 percent from the $516,700,000 


spent in the medium a year earlier, 
according to figures released by As- 
sociated Business Publications, 
Heading the list for the ninth 
consecutive year was General Elec- 
tric with an expenditure of $4,060,- 


000 in ’59 compared with $2,890,000 


@ year earlier. 

Among the auto makers, Gen- 
eral Motors was third with an 
expenditure of $3,179,000; Chrys- 
ler Corp, 52nd with $766,000; 
American Motors, 121ist with 
$403,600, and Ford Motor, 185th 
with $305,300. 

Among the automotive suppliers, 


red 


nto; 900; American Cynamid, fourth 
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$2,637,000; ‘Allied Chemical, eighth 
with $2,075,000; Westinghouse, 10th 
with $1,733,000; Union Carbide, 11th 
with $1,662,300; Republic Steel, 13th 
with $1,621,100; B. F. Goodrich, 17th 
with $1,365,500; Bethlehem Steel, 
18th with $1,311,500; Bendix Corp., 
19th with $1,272,000. © 

Dow Chemical, 2ist with $1,239,- 
200; Armco Steel, 23rd with $1,117,- 
000; Westinghouse Air Brake, 24th 
with $1,090,000; International Har- 
vester, 26th with $1,078,600; Inland 
Steel, 27th with $1,069,000; Minne- 
sota Mining, 28th with $1,025,400; 
Aluminum Co. of America, 30th 
with $1,000,000; Goodyear, 31st with 
$986,600; Anaconda, 32nd with $982,- 
000; Rockwell Mfg., 41st with $858,- 
600; U. S, Rubber, 42nd with $850,- 
000; Owens-Illinois Glass, 44th with 
$838,000; National Steel, 45th with 
$812,300; Monsanto Chemical, 46th 
with $802,500; Pittsburgh Plate 
Glass, 48th with $800,000; Reynolds 
Metals, 49th with $800,000; Johns- 
Manville, 50th with $795,000. 

Wagner Electric, 54th with 
$758,000; Link-Belt, 55th with 
$750, pe Texaco, 56th with $715,- 

000; Clark Equipment, 59th with 
$666,200; Sinclair Refining, ‘60th 
with $650,800; H. K. Porter, 63rd 
with $625,400; American Machine 
i & Foundry, 66th with $588,700; 
d i Carborundum Co., 67th with 

; $587,400; Yale & Towne, 7ist with 
$580,000; Timken Roller 
72nd with $575,800; Federal- 
Mogul-Bower, 73rd with $574,400; 
i Cities Service Co., 79th with $559,- 
! 700; Electric Autolite, 86th with 
$540,800. 

National Lead, 87th with $530,- 
800; A. O. Smith, 97th with $478,- 
600; American Radiator, 105th with 
$443,600; Standard Oil of Califor- 
nia., 106th with $442,000; Ingersoll- 
Rand, 109th with $430,000; Ameri- 
can Brake Shoe, 114th with $420,- 
000; Rockwell Standard, 117th with 
$408,000; Ray bestos-Manhattan, 
118th with $405,500; Dayton Rub- 
ber, 120th with $403,900; Gulf Oil, 
124th with $400,000; Kaiser Alumi- 
num, 125th with $400,000; Standard 
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Business Paper Volume... 


| Auto Advertising 





U. S. Steel was second with $3,837,- 
with $2,818,000; duPont, sixth with 
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Pressed Steel, 126th with $400,000; 
Eaton Mfg., 128th with $397,400. 

Borg-Warner, 135th with $385,- 
600; Thomson Ramo Wooldridge, 
136th with $383,900; Standard Oil 
of Indiana, 142nd with $366,500; 
Midland Ross, 159th with $335,700; 
Gates Rubber, 16ist with $335,100; 
American Stee] Foundries, 173rd 
with $317,000; White Motor, 177th 
with $314,900; Allegheny Ludlum 
Steel, 194th with $300,000, and Elec- 
tric Storage Battery, 198th with 
$300,000 


+ * * 
Editors to Help VW Search 


Three automobile editors will co- 
operate with officials of Volkswagen 
of America in authenticating the 
ages of the oldest Volkswagens in 
the nationwide search being con- 
ducted by VW. 

Karl E. Ludvigsen, editor of 
Sports Cars Illustrated; Arthur 
Railton, automotive editor of Popu- 
lar Mechanics, and Kenneth Fer- 
moyle, automotive editor of Popu- 
lar Science Monthly, have been 
selected as the “board of experts.” 


+ + * 
Chevy in Love with Dinah 
Renewal of its television spon- 
sorship of Dinah Shore next season 
and the scheduling of a series of 
weekly suspense dramas this sum- 
mer have been announced by Chev- 


pears. 

As with the Shore-Chevy Show, 
the new “Chevy Suspense Show” 
will be aired in color over the NBC 
network Sunday evenings at 9 p.m. 
(EST). Actor Walter Slezak will 
act as host for the series produced 
by Sewanee Productions. 

The drama series will begin an 
18-week run on May 29, or a week 
after Dinah Shore closes her 1959-60 
television season. 

* > 


* 
Springfield Discount Plan 

Springfield (Mo.) Newspapers, 
Inc., publishers of the Springfield 
Daily News and the Springfield 
Leader & Press, has announced 
that effective June 1 both news- 
papers will adopt the Continuity- 
Impact-Discount plan, offering gen- 
eral advertisers frequency-volume 
discounts up to 13 percent off pres- 
ent rates. 

The new plan applies to daily 
combination and Sunday run-of- 
paper advertising which may be 
combined to earn discounts. 

+ + * 


Cooper Ups Ad Outlay 


A major increase in national ad- 
vertising and sales promotion ex- 
penditures for 1960 has been an- 


nounced by Cooper Tire & Rubber 
Co., Findlay, O. 


Plans call for a jump of more 








than 50 percent in Cooper’s national 
media investment alone, including 
a series of two-color ads in the 
Saturday Evening Post and Sports 
Tllustrated. 

Total investment in tradepaper 
advertising also has been increased. 
Both Cooper’s national trade and 
consumer schedules will be supple- 
mented by newspaper and radio in 
major cities and marketing areas. 

Throughout the national promo- 
tional program, continued emphasis 
will be placed on Cooper’s Safety- 
Premium nylon tire. Selling copy 
will be built around the tire’s dura- 
bility and safety. 

The national program will be 
supported at the dealer level with 
promotional materials. 

* + * 


Universal Battery Rep 

Powell, Schoenbrod & Hall Ad- 
vertising has been named to han- 
dle both advertising and public 
relations for Universal Battery 
Co., Chicago. 

The media schedule has not 
been finalized, but newspapers, 
magazines, radio and television 
are expected to figure promi- 
nently in the advertising pro- 
gram. 

+ * ° 


Phila. Daily News Reps 


The Philadelphia Daily News, a 
Triangle Publication, announced 
that it is now being represented 
by the following offices: 

New York, Robert T. Devlin jr., 
342 Madison Ave.; Chicago, Edward 
J. Lynch, 20 N. Wacker Dr.; De- 
troit, Richard I. Krug, Penobscot 
Bldg.; San Francisco, Fitzpatrick 
Associates, 155 Montgomery St., and 
Los Angeles, Fitzpatrick Associates, 
3460 Wilshire Blvd. 

+ * 


Willys Plans 2 TV Shows 


Willys Jeep dealers will be sup- 
ported by commercials on two 
hour-long network television shows 
starting next September, 

Willys Motors, along with other 

Kaiser Industries and Drackett 
Co., presently is a major partici- 





“Nice clean little job you got 
here if you'd like to trade on 
something better.” 





pating sponsor of “Maverick,” 
Sunday evening ABC-TV drama 
starring James Garner and Jack 


The additional program, an ad- 
venture series known as “Hong 
Kong,” is scheduled for Wednes- 
day evenings at 7:30 p.m. (EST) 
and will feature Rod Taylor in the 
starring role of a magazine corres- 
pondent in the Far East. 

* * * 


Dodge Promotes in Denver 


Ten-second animated cartoon TV 
spots and a saturation schedule of 
small newspaper ads highlighted 


recent Denver Dodge dealer activ- ’ 


ity. 

A schedule of 110 television spots 
was carried by two stations during 
a three-week campaign, In addi- 
tion, the group ran four 1,000-line 
ads and 20 190-line Dodge Dart 
newspaper ads in Denver papers. 

* + + 


Great for Public Service 


The radio and television stations 
represented by Edward Petry & 
Co., Inc., donated more than $22,- 
613,505 in time and talent to public 
service during 1959, according to a 
survey released yesterday by the 
representative firm. 

In the overall total, the dollar 
value of radio’s contribution 
amounted to $5,531,580, while tele- 


51 


vision accounted for $17,081,925 in 
public service. 
a2 * * 


Media Notes ... 


The Saturday Evening Post re- 
ports a gain of 102 pages of adver- 
tising for the first four months of 
this year, up 11.4 percent over same 
period of 1959. Gross advertising 
revenue is $26,284,878, up 26.4 per- 
cent over first four months of '59 
... Ladies Home Journal offers new 
circulation rate base of 6,300,000, 
effective in October. At the same 
time lower bleed prices, effective 
with the June issue, and new mul- 
tiple page discounts, effective in 
July, were announced. 

Redbook magazine reports its 
May issue closed with 22 percent 
more display advertising linage 
that ran in the same month a year 
ago. Also, Redbook display linage 
for five months is up 25.4 percent 
over same period a year ago . 

A circulation of 6,450,000 copies for 
the March 26 issue marked a new 
high for the Saturday Evening 
Post ... Road & Track carried 118.5 
pages of advertising for first four 


months of this year. 
* - . 


Personnel Changes 

Eugene H. Swaim, from Dudley- 
Anderson-Yutzy to the American 
Motors public relations department 
. Jordan Ferrera from Fletcher, 
Richards, Calking & Holden, Inc., 
advertising agency to manager of 
the production department at 
Geyer, Morey, Madden & Ballard, 
Inc. New York . . . Herman E, 

from director of advertis- 
ing and public relations at Textron, 
Inc., Providence, R. L, to president 
of Franklin Small Business Invest- 
ment Co., New York. 

Six additions to creative staff of 
D. P. Brother & Co., Detroit: Frank 
A. Picard II, to radio-television = 
partment; Charles H. Ohlsson 
AC Spark Plug account; William o 

m and William R. Easton 
to Oldsmobile account; David M. 
Hadley to art department, and Pat- 
rick R, Martin to marketing and 





research staff. 








IMMEDIATE DELIVERY ON GMC, DODGE, 
FORD and CHEVROLET TRUCKS 


AUTOMOTIVE ENGINEERED AND FACTORY -FIN- 
ISHED INSIDE AND OUTI The standard or C. O. E. 
cab is extended just 22” for the installation of 
the sleeping compartment directly back of the 
driver's seat. The berth is easy to enter or leave 
while the truck is in motion. Seven inches C to A 
required. 

The smooth flowing cab lines blend into the rear 
structure, making one integral unit of solid 
welded steel. Welded steel risers and roof bows 
give maximum strength and prevent rattles. 


Generous ventilation, broad windows and in- 
sulation from sound and outside temperature 
assure maximum comfort. Automotive Industries 
cabs meet all |. C. C. Regulations. 





Pullman-type berth with one piece in- 
ner spri mattress provides 75” of 
solid comfort. The interior is completely 
lined and finished to match the cab. 
Roof grille ventilator, or side ventila- reached through flush doo 

tors if desired. Two rear windows and on either side. Not quelle 
dome light are standard equipment. able on C. O. E. models. 


AUTOMOTIVE INDUSTRIES INCORPORATED 


OWENDALE, MICHIGAN 


A large peered aes oh 
space (under 
x 19 x75" a tools, lu 
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CHEVROLET 


mT Order direct from 


hy AUTOMOTIVE INDUSTRIES 


INCORPORATED 








Automotive Industries Inc. 


8000 Main St., Owendale, Michigan 
Phone ORange 8-2211 


Something New In Billboards— 

This billboard was developed jointly by Fred A. Epps & Associates, Detroit adver- 
tising agency, and the National Advertising Co., a subsidiary of Minnesota Mining 
& Mfg. Co. The new design utilizes two 6-by-12-foot billboards mounted one below 
the other. First to use the billboard, called the Dual Billboard, was Shore Chevrolet, 
Detroit. 
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the new MARK IV fits smoothly, 
| works beautifully, sells profitably. 


And the opportunity isn’t limited to CHEVY dealers. We can fit almost 
| every make and model. 
Experienced engineering has cut claims on our generous warranty to 
} a bare minimum. And you are backed by what we believe to be the 
most widespread service organization in the industry. We have over 
i 2,000 outlets in 48 states. 
1 Why not get aboard? Check the Yellow Pages for the nearest distributor 
or write us for his name today. 


MARK IV DIVISION 


MARK I) ‘JOHN E. MITCHELL COMPANY 


3800 COMMERCE DALLAS, TEXAS 
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i 


GREY IRON GASTINGS 
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MAIN: OFFICE VANE eNS Az: 


CHATTANOOGA 


EDBRO Lightweight, Heavy-Duty Hydraulic Hoists 
Increase Your Payload 10 to 20%! 


The Lightest, Heavy-Duty Hoists— 
COMPACT, POWERFUL 


The Lift Is Where The Leverage Is— 
FRONT END 


The Weight Is Where You Want It— 
UP FRONT 


Fewest Number of Working Parts— 
REDUCED MAINTENANCE 


Single or twin ram hoists available in complete 
range of capacities for trucks, trailers, pickups. 


Write for full details. Dealer Inquiries Welcome. 


ONTARIO EQUIPMENT, INC. 


By ROUTE 66 AND GRAND AVENUE, McCOOK, ILLINOIS 
PHONE: Hickory 7-3113 CHICAGO LINE: Bishop 2-2676 
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Sales Conditions in Various Areas 





Auto Market Reports 


Akron 

So far, 1960-is proving to be the 
biggest year on record for the auto 
industry in Summit County (Ak- 
ron). More people bought more new 
cars in March than any other 
month in history despite the sever- 
est March weather in decades. 

Purchase of automobiles for the 
first quarter also rose to an alltime 
high, surpassing the former peak 
established in 1957 by 20 percent. 


‘|Sales in the county for the three 


months topped 1955—which overall 
was the industry’s greatest year— 
by 21 percent. 

Much of the success for the 
banner March deliveries was 
credited to the Sale-O-Rama, 
which the Akron Automobile 
Dealers Assn. sponsored during 
the month. New-car deliveries for 
the month reached 3,084, an in- 
crease of 44 percent over the 
same month in 1959. 

Chevrolet and Ford, together with 
their compact models, the Corvair 
and Falcon, accounted for more 
than half of the total—1,655. 

Chevrolet tightened its hold on 
first place with 1,981 registrations 
to 1,638 for Ford. The combined 
Plymouth-Valiant figure was 676, 
which kept Plymouth in third. 
Benefitting from the strong demand 
for its Dart models, Dodge moved 
into fourth with 431 while Pontiac 
was fifth with 401 and Rambler 
sixth with 336. 

For the first quarter, deliveries 
in the county rose to 7,088, or 31.6 
percent above the same quarter last 
year. 


—Jor KUEBLER 
+ + + 


Cleveland 


New-car registrations in Greater 
Cleveland totalled 8,247 in March, 
compared with 6,114 in February 
and 7,648 in March a year ago. 

By makes, registrations were: 
Chevrolet, 1,875; Ford, 1,312; Dodge, 
575; Pontiac, 561; Falcon, 551; Olds- 
mobile, 457; Rambler, 393; Buick, 
380; Valiant, 304; Mercury, 277; 
Plymouth, 276; Corvair, 220; Cadil- 
lac, 193; Comet, 144; Chrysler, 122; 
Studebaker, 112; . Volkswagen, 83; 
Renault, 65; English Ford, 28; Opel, 
28; DeSoto, 27; Fiat, 27; Lincoln, 22 
and Checker, 17. 

Triumph, 17; Simca, 17; Saab, 
15; Volvo, 15; Edsel, 12; Mer- 
cedes-Benz, 12; Metropolitan, 11; 
Taunus, 11; Vauxhall, 11; Impe- 
rial, 10; Peugeot, 10; Austin, 10; 
Morris, 8; Jaguar, 5; MG, 5; 
Citroen, 4; Alfa Romeo, 3; DKW, 
3; Hillman, 3; Lloyd, 3; Borg- 
ward, 2; Singer, 2, and miscellan- 
eous, 9. 

New-truck registrations totalled 
513, compared with 458 a month 
earlier and 465 a year earlier. 

By makes, they were: Ford, 150; 
Chevrolet, 128; International, 67; 
Dodge, 51; GMC, 32; Willys, 26; 
White, 19; Mack, 12; Volkswagen, 
12; Reo, 7; Autocar, 5; Divco, 2; 
Diamond T,.1, and English Ford, 1. 


—SANFORD MARKEY 
* * * 


Detroit 


A total of 16,642 new cars were 
registered in Wayne County in 
March, compared with 13,487 a 
month earlier and 15,380 a year 
earlier. 

Used-car transactions amounted 
to 10,591, compared with 7,981 in 
February and 12,719 in March, 1959. 

By makes, March new-car reg- 
istrations were: Chevrolet, 3,893; 
Ford, 3,060; Falcon, 1,208; Dart, 
1,177; Pontiac, 951; Mercury, 779; 
Plymouth, 760; Oldsmobile, 711; 
Rambler,. 635; Corvair, 522; Val- 
iant, 485; Buick, 469; Cadillac, 
387;, Chrysler, 185; Dodge, 181, 
and Volkswagen, 139. 

Imperial, 82; Renault, 81; Lincoln, 
78; DeSoto, 67; Studebaker, 67; 
English Ford, 44; Fiat, 21; Metro- 
politan, 20; Opel, 20; Simca, 19; Tri- 
umph, 17; Hillman, 10; MG, 8; 
Willys, 7; Austin-Healey, 6; Peu- 
geot, 6; Singer, 4; DKW, 3; Mer- 
cedes-Benz, 3; Sunbeam, 3; Taunus, 
3; Alfa Romeo, 2: Austin, 2; Por- 
sche, 2; Saab, 2, and miscellane- 
ous, 8. 

New-truck registrations number- 
ed 958 in March, compared with 822 
a month earlier and 847 in March 
a year ago. Used-truck sales total- 





led 461, compared with 377 and 623. 
New-truck registrations by 
makes: Ford, 358; Chevrolet, 317; 
Dodge, 86; GMC, 59; International, 
38; Willys, 19; Mack, 16; Diamond 
T, 10; White, 9; Falcon, 7; Divco, 
6; Autocar, 4, and miscellaneous, 29. 
—Rosert M. LIENERT 
of + 


Charleston, S. C. 


A total of 524 new cars were sold 
in the Charleston (S. C.) area in 
March, compared with 488 a month 
earlier. 

By makes, registrations were: 
Chevrolet, 148; Ford, 126; Pontiac, 
33; Dodge, 32; Oldsmobile, 31; 
Plymouth, 20; Rambler, 19; Stude- 
baker, 15; Mercury, 12; Volks- 
wagen, 12; English Ford, 11; Cad- 
illac, 9; Buick, 8; Chrysler, 8; 
Comet, 8; Renault, 7; Valiant, 6; 
Opel, 4; Vauxhall, 3; Metropolitan, 
2; Triumph, 2; Volvo, 2; DeSoto, 1, 
and miscellaneous, 5. 

New-truck registrations . totalled 
69 in March, compared with 78 the 
previous month. By makes: Ford, 
21; Chevrolet, 19; International, 18; 
Volkswagen, 4; GMC, 2; Mack, 2; 
Autocar, 1; Divco, 1, and White, 1. 

* * + 


Boise, Id. 

A total of 302 new cars were reg- 
istered in Ada County (Boise), Id., 
in March, compared with 240 a 
month earlier. 

Registrations by makes were: 
Chevrolet, 64; Ford, 44; Rambler, 
27; Oldsmobile, 24; Pontiac, 24; 
Cadillac, 21; Plymouth, 17; Dodge, 

15; Volkswagen, 14; Chrysler, 13; 
Renault, 7; Buick,.5; Mercury, 5; 
Simca, 3; Studebaker, 3; English 
Ford, 2; Lincoln, 2; Volvo, 2; Im- 
perial, 1, and miscellaneous, 9. 
New-truck registrations amount- 

ed to 102 in March, compared with 
64 the previous month. By makes, 
they were: Chevrolet, 42; Ford, 22; 
International, 13; GMC, 7; Dodge, 6; 
Kenworth, 4; Mack, 4; White, 1, 
and miscellaneous, 3. 

om” * * 

Minneapolis 

New-car deliveries in Hennepin 
County (Minneapolis) during 
March set an alltime record for the 
month, according to Finance and 
Commerce, business newspaper. 

It was the second straight month 
in which a record was set, 

The March count was 4,013, 
surpassing the previous March 
high of 3,896 set in 1955. This.was 
also a 28 percent increase over 
February deliveries and a 25 per- 
cent gain over the total recorded 
for March last year. 

By makes, registrations were: 
Chevrolet, 983; Ford, 581; Pontiac, 
275; Plymouth, 256; Rambler, 248; 
Dodge, 240; Oldsmobile, 227; Buick, 
210; Falcon, 155; Cadillac, 101; Val- 
iant, 97; Mercury, 87; Studebaker, 
80; Renault, 54; Chrysler, 53; Cor- 
vair, 47; Comet, 41; Volkswagen, 38; 
Opel, 16; DeSoto, 15; Lincoln, 15; 
Volvo, 14; MG, 7; Willys, 7; Hill- 
man, 6; Austin, 5; Austin-Healey, 5; 
Fiat, 5; Simca, 4; Goliath, 3; Mer- 
cedes-Benz, 3; Morris, 3; Triumph, 
3; English Ford, 2; Vauxhall, 2, and 
miscellaneous, 10. 

New-truck deliveries totalled 262 
in March, compared with 244 in 
February. By makes: Chevrolet, 
109; Ford, 65; International, 25; 
GMC, 16; Dodge, 14; Divco, 6; 
Willys, 5; White, 4; Mack, 4; Dia- 
mond T, 3; Volkswagen, 3; Stude- 
baker, 1, and miscellaneous, 7. 


—Dona.tp M, Lyons 
* + * 


Phoenix 

A total of 1,989 new cars and 487 
new trucks were registered in Mari- 
copa County (Phoenix) during Feb- 
ruary. 

Car registrations according to 
make were: Ford, 524; Chevrolet, 
460; Pontiac, 134; Rambler, 116; 
Plymouth, 111; Oldsmobile, 94; 
Buiek, 69; Dodge, 68; Cadillac, 63; 
Mercury, 56; Renault, 44; Volks- 
wagen, 44; English Ford, 34; Stude- 
baker, 23; Chrysler, 17; Volvo, 11; 
Goliath; 10; Fiat, 9; Hillman, 9; 
Triumph, 9; Metropolitan, 8; Simca, 
8; Edsel, 7; Imperial, 7; Lincoln, .7; 
DeSoto, 6; Opel, 6; Peugeot, 6; Mer- 
cedes-Benz, 5; Austin-Healey, 3; 
Berkeley, 3; Jaguar, 3; Singer, 3; 
Borgward, 2; Datsun, 2, and mis- 
cellaneous, 8. 

Truck registrations were: Chev- 


rolet, 181; Ford, 136; International, 
62; Dodge, 44; GMC, 21; Willys, 11; 
Volkswagen, 9; Diamond T, 5; 
Crane Carrier, 3; Kenworth, 3; 
White, 3; Mack, 2; Divco, 1; FWD, 


1; Peterbilt, 1, and miscellaneous, 4. 
* * * 


Salt Lake City 

A total of 1,172 new cars were 
sold in Salt Lake County (Salt Lake 
City) in March, compared. with 
1,023 the previous month. 

By makes, registrations were; 
Ford, 290; Chevrolet, 271; Rambler, 
106; Plymouth, 68; Pontiac, 60; 
Oldsmobile, 58; Mercury, 52; Dodge, 
50; Buick, 29; Studebaker, 24; Cad- 
illac, 19; Chrysler, 11; DeSoto, 10; 
Imperial, 5; Lincoln, 5, and miscel- 
leaneous, 114. 

New-truck registrations, mean- 
while, rose to 194 from 175. By 
makes, they were: Chevrolet, 75; 
Ford, 69; GMC, 19; International, 
14; Dodge, 6; Willys, 6; White, 2, 
and miscellaneous, 3. 

* + os 


San Antonio 

Motor-vehicle registrations in San 
Antonio and Bexar County in March 
totalled 1,962—short by 13 units 
from the 1,975 total reached in Feb- 
ruary and disappointing to dealers 
who had hoped increases would con- 
tinue. 

Of the 1,962 registrations, 1,702 
were‘ for new cars and 260 were for 
new commercials, compared with 
1,719 and 256 a month earlier. 


By makes, March new-car reg- 
istrations were: Chevrolet, 505; 
Ford, 482; Rambler, 101; Pontiac, 
100; Dodge, 92; Oldsmobile, 88; 
Valiant, 62; Buick, 45; Plymouth, 
45; Mercury, 35; Comet, 27; Eng- 
lish Ford, 20; Cadillac, 18; Chrys- 
ler, 13; Imperial, 9; Simca, 9; 
MG, 7; Opel, 7; Vauxhall, 6; 
Metropolitan, 5; Studebaker, 5; 
Volvo, 5; DeSoto, 3; Lincoln, 3; 
Willys, 3; Mercedes-Benz, 2, and 
miscellaneous, 5 
Truck registrations were: Ford, 
101; Chevrolet, 82; International, 32; 
GMC, 18; Dodge, 9; Mack, 6; White, 

6; Willys, 4; Diamond T, 1, and 
English Ford, 1. 
—J. H, Reep 


* * * 


Washington, D. C. 


March new-car sales in the Na- 
tional Capital. area numbered 2,400, 
compared with 1,702 a month earlier 
and 2,281 a year earlier. 

By makes, registrations were: 
Chevrolet, 534; Ford, 285; Rambler, 
154; Plymouth, 142; Dodge, 141; 
Falcon, 129; Pontiac, 129; Oldsmo- 
bile, 126; Corvair, 103; Cadillac, 90; 
Volkswagen, 69; Buick, 53; Renault, 
46; Mercury, 44; Studebaker, 41; 
Chrysler, 36; Fiat, 23; Lincoln, 21; 
English Ford, 15; Mercedes-Benz, 
15; DeSoto, 14; Comet, 13; Imperial, 
13; Peugeot, 10; Vauxhall, 9; Volvo, 
9; MG, 7; Austin, 7; Morris, 6; 
Simca, 6; Triumph, 6; Jaguar, 4; 
Opel, 4; Sunbeam, 3; Citroen, 3; 
Metropolitan, 2; Porsche, 2, and 
miscellaneous, 14. 

New-truck registrations totalled 
268, compared with 136 a month 
earlier and 234 a year earlier. By 
makes: Chevrolet, 112; Ford, 45; 
Dodge, 39; International, 32; GMC, 
18; Divco, 4; Mack, 2; Willys, 2, and 
miscellaneous, 14; 


—WILLIAM ULLMAN 
* + + 


Dallas 


A total of 4,441 new cars were 
registered in Dallas during March, 
compared with 3,925 a month ear- 
lier, 

By makes, registrations were: 
Chevrolet, 1,341; Ford, 1,160; Olds- 
mobile, 303; Rambler, 231; Pontiac, 
209; Buick, 165; Volkswagen, 157; 
Plymouth, 125; Valiant, 125; Dodge, 


121; Cadillac, 85; Renault, 76; 
Chrysler, 36; Vauxhall, 36; Stude- 
baker, 31; English Ford, 29; Opel, 


28, and Metropolitan, 25. 

Fiat, 20; Peugeot, 18; Comet, 
14; Imperial, 14; Mercury, 14; 
Triumph, 18; DeSoto, 9; Volvo, 8; 
Lincoln, 6; Austin-Healey, 5; 
Simca, 5; Mercedes-Benz, 4; MG, 
4; Vespa, 4; Hillman, 3; Jaguar, 
3; Alfa Romeo, 2; Morris, 2; NSU, 
2, and miscellaneous, 8, 

New-truck registrations for the 
month were 684, compared with 595 
for the previous month. 
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Average Price of Used Cars Sold at Auction 


"59 
June 


Prices of 60s added and '52s dropped in December, 1959. Prices of '59s added and '51s dropped in December, 1958. 





Prices marked with an asterisk 
indicate a unit equipped with an 
automatic transmission or over- 
drive, and (ps) indicates power 


steering. 
* * 


ALBANY 


Tim Anspach Dealer’s Auto Auction. Sale 
every Monday. Prices are for sale of 
April 18. Our auction showed a price rally 
over last week’s dull market. Receipts were 
curtailed on account of the rain. Sold 122 
cars from 150 consignments. 


BUICK — ‘57 Special 4-dr., $850*; 2-dr. 
Riviera, $780*. 
’56 Special 2-dr. Riviera, $685* (ps); 4- 
dr., $500. 
55 Special 4-dr., $550*,° $510*; Super 


2-dr, Riviera, $480* (ps). 
OADILLAC—’58 (62) Sedan de Ville, $2,- 
835* (ps), $2,775* (ps). 
’57 (62) Coupe de Ville, $1,875* (ps). 
’55 (62) 2-dr., $1,160* (ps). 


*54 (62) 4-dr., $760* (ps); (60) Speciai 
4-dr., $650*. 

CHEVROLET—’59 Impala (8) sport coupe, 
$2,070* (ps). 


58 Bel Air (8) sport coupe, $1,300* (ps); 
Biscayne (8) 4-dr., $1,210*, $1,190; 
2-dr., $930; Biscayne (6) 4-dr., $1,- 
200*; 2-dr., $990; Brookwood (8) 4-dr., 
$980. 

‘57 Bel Air (8) 2-dr., $1,250*; One-fifty 
(6) 2-dr., $890*, $825*. 

"56 Bel Air (8) sport coupe, $1,000*; 
Two-ten (6) sport coupe, $760*; Two- 
ten (8) sport coupe, $635. 


COLORADO 


| 





Colorado Auto Auction 
4285 So.. Santa Fe, Littleton, Colorado 
Phone: SU 1-782! 

SALE EVERY MONDAY 
11:00 A.M. 


George A. Lamb Norman Early 
Owners & Operators 
MILL NACE, General Manager 
Dealers Only 
Write for FREE Market Reports. 








Denver Auto Auction 
4595 South Santa Fe Littleton, Colo. 
Phone: SU 1-6673, Ed. G. Smith 
Auction Every Friday 
at 11:00 A.M. 
Auctioneers: Geo. Workman—Bill Hauschildt 
Titles and Checks Guaranteed 
TWIN RING SELLING 








Need hard to get geod Seer News’ 





CONNECTICUT 





NEW ENGLAND'S OLDEST 
AND BEST 


Dealers Auto Exchange in our 4th year 
of continuous operation. 


Sale every Wednesday - 11:00 A.M. 
SOUTHERN AUTO SALES, INC. 
Warehouse Point, Conn. 





FLORIDA 


DAYTONA BEACH — Florida Auto 
Auction. ‘City Airport. Tues., 10 
A.M. Dealer-owned. Dealers only. 


$890* (ps). 

"53 (60) Special 4-dr., $550* (ps), 

"51 (60) Special 4-dr., $350*; (62) Coupe 
de Ville, $265*, $235*. 

"50 (62) 4-dr., $170*, $150*. 

CHEVROLET—’60 Impala (8) sport coupe, 
$2,525* (ps), $2,450°; Biscayne (8) 
2-dr., $2,050. 

’59 Corvette (8) conv., $2,785; Parkwood 
(8) 4-dr., $2,130°; Impala (8) sport 
coupe, $2,095*; sport sedan, $2,040* 
(ps), 3:at $1,975* (ps); 4-dr., $1,750*; 
Bel Air (6) 4-dr., $1,515; Bel Air (8) 
4-dr., $1,350* (ps); Biscayne (6) 2-dr., 
$1,430°; Biseayne (8) 4-dr., $1,350. 

’58 Nomad (8) 4-dr., $1,685* (ps); Im- 
pala (8) 2-dr. hardtop, $1,675*; conv., 
$1,550*, $2,500*, $1,450* (ps); Brook- 
wood (8) 4-dr., $1,575* (ps), $1,550* 
(ps), $1,350*; Bel Air (8) 4-dr., $1,- 
410*, $1,325*, $1,275*; 2-dr., $1,300*; 
Biscayne (8) 4-dr., $1,310*, $1,260", 
$1,250*, $1,205". 

’57 Corvette (8) conv., $1,775; Bel Air 
(8) sport coupe, $1,440*; sport sedan, 
$1,285* (ps); conv., $1,280*%; Two-ten 
(8) station wagon, $1,325* (ps), $1,- 
055*; sport sedan, $1,165*, $1,135*; 
sport coupe, $1,090; 2-dr., $1,010; 4- 
dr., $995; One-fifty (6) 4-dr., $835; 
utility sedan, $550. 

56 Two-ten (8) station wagon, $885; 
4-dr., $785* (ps); Bel Air (8) sport 
sedan, $875"; 2-dr., $800; One-fifty (6) 
delivery sedan, $570, $500. 

‘55 Bel Air (8) sportecoupe, $805* (ps); 
station wagon, $770* (ps); conv., 
$500*; Two-ten (6). Delray, $660; Two- 


(Compiled by Automotive News from. Auction Reports.) 


se & = ten (8) 4-dr., $590*. 
’54 Bel Air 4-dr., $385*; sport coupe, 
58 4°59 68 °59 58 °59 "58 "59 58 '59 59°60 "59 «6°60 "59 4°60 "59 «7°60 $295*; 2-dr., $240; Two-ten 4-dr., 
July Aug. Sept. Oct. Dec. Jan, Feb. March April $345. 


'53 Two-ten station wagon, “$280*; 2-dr., 

$200; 4-dr., $150; Bel Air 4-dr., $215*. 

CHRYSLER—’58 300 2-dr. hardtop, $2,150* 

(ps); NY 4-dr. hardtop, $1,635* (ps). 

"57 NY 4-dr. hardtop, $1,400* (ps); 
Windsor 4-dr. hardtop, $1,075* (ps). 


Figures alongside bars represent dollars. (Copyright, 1960, by Automotive News) 


55 Two-ten (6) station: wagon, $750; ’57 Premiere 4-dr., $1,375* (ps), ’55 Commander (8) 4-dr., §$325*; Presi- 


Delray, $670; 2-dr., $660; 4-dr., $585; | MERCURY—’'57 Monterey 2-dr. hardtop, dent (8) 4+dr., $250*. DeSOTO—’'58 Firedome 4-dr, hardtop, $1,- 
Two-ten (8) 2-dr., $390; Bel Air (6) $990*. MISCELLANEOUS—'53 Willys %-ton pick- 410* (ps). 
4-dr., $660; ee gr © “* Medalist 4-dr. hardtop, $670; Custom up, $495. "55 Fireflite. 4-dr., $325* (ps). 
’54 Bel Air 4-dr., $360, 40* (ps); Two- -dr., $575*. '50 Dodge %-ton stake, $110. _e Q . 
ten 4-dr., $260. ‘35 Monterey 2-dr. hardtop, $700* (ps). wees oe Papen (8) 2-dr» hardtop, 
"53 Two-ten 4-dr., $260. "5 onterey 4-dr., $310. AN , i r 2 
'52 Deluxe 2-dr., $140°. ‘52 Monterey 4-dr., $130. LOS ANGELES See eee ees 
DeSOTO—’59 Firesweep 4-dr., $1,425*. NASH—’55 Statesman (6) Super 4-dr., Harold Henry’s Los Angeles Dealer Auto 55 E i dr. ° 
’54 Firedome 4-dr., $250* (ps). $380* (ps), ; Auction. Sale every Tuesday. Prices are 54 Genunic tos fede. g2508 
53 Firedome 4-dr. hardtop, $180* (ps). OLDSMOBILE—'58 (98) conv., $2,075* | for sale of April 19. '53 Coronet (8) station wagon, $285*; 
DODGE—'58 Coronet (8) 4-dr., $1,125*. abs); (88) 4-dr.. Holiday, $1,325°. BUICK—'60 LeSabre conv., $3,100* (ps). Meadowbrook (6) 4-dr., $105. 
’55 Coronet (8) 2-dr., $510; Royal (8) 4- - id pond ma oe ‘énéi 59 Electra 4-dr. hardtop, $2,530* (ps);| °51 Coronet (8) 2-dr. hardtop, $105. 
dr., $490* (ps); Custom Royal (8) 4- s inde ; Pages 2-dr. hardtop, $2,345* (ps). lil " 
dr.) $450*. $560"; 40°) 2dr. Holiday, $550°; 4-| 58 Special Estate Wagon, $1,565*. a 320° (ps), $4,275". in, ngi.oae 
FORD—’'60 Fairlane (8) 4-dr., $2,180*. pet» $535°. A 56 Special 4-dr. Riviera, $685*; Cen- (ps), $3,750" (ps), $3,560* (ps); Gal- 
’59 Galaxie (8) conv., $1,825*. —-: aa Super -4-dr., $206°. tury conv., $595* (ps). axie (8) conv., $2,700* (ps); Falcon 
’58 Fairlane 500 (8) 2-dr, Victoria, $1,-| 753 (98) 4-dr., $150* (ps). '55 Century 2-dr. Riviera, $680* (ps), (6) 2-dr., $1,785. . 


390*; Ranch Wagon (8) 4-dr., $1,275*. | PLYMOUTH—'58 Belvedere (6) 4-dr., $1,- $590* (ps); Super 2-dr. Riviera, $540* 





’57 Fairlane 500 (8) 4-dr., $1,050*; Coun- 
try Sedan (8) 4-dr., $1,035* (ps); Cus- 
tom 300 (8) 2-dr., $845*, $750; 4-dr., 
$750*; Custom (8) 4-dr., $800; Custom 
(6) 4-dr., $650. 

’56 Country Sedan (8) 4-dr., $900, $760*, 
$675*; Fairlane (8) oonv., $875*; 2-dr. 
Victoria, $740*, $680*, $610*, “$580*; 
Ranch Wagon (8) 2-dr., $760; Custom 
(8) 2-dr., $525*, 

’55 Ranch Wagon (8) 2-dr., $625*; Fair- 
lane (8) 4-dr., $580*; 2-dr. Victoria, 
$530* (ps); Custom (6) 2-dr., $480; 
Custom (8) 4-dr., $425*. 

’54 Custom (8) 2-dr., $390, $230; Ranch 
Wagon (6) 2-dr.,.$285, $280; Main (8) 
2-dr., $240. 

’52 Custom (8) 2-dr., $270. 


‘HUDSON—’57 Hornet 2-dr., $600*, 


LINCOLN—’60 Continental conv., $4,800* 


(ps). 


MARYLAND 


BEL AIR—Bel Air Auto Auction. Ti- 
tles, checks guaranteed. Cars group- 
ed. Thur., 12 noon. Established 1947. 





MICHIGAN 





aN ae 


DETROIT'S 
Oldest, Largest and Very Best 
Wednesday af Noon 


Aptco 


19241 Dix—Toledo Highway—Route 25 
Just 2 mile from Detroit City Limits 


MELVINDALE, MICHIGAN 
PHONE: DUnkirk 3-0150 


aN tee 





Flint Auto Auction, Inc. 
FLINT, MICHIGAN 
Exclusively for Dealers 
@ "DUAL RING" 2 lines running simultane- 
ously, 
® Conveniently located in the heart of the 
automobile world. 


@ Ten acres of completely fenced parking 
area, 

© Always a fine selection of sharp cars. 

®@ Friendly relations prevail at all times. 

@ Congenial auctioneers, 

@ Fair management, 


MICHIGAN'S FINEST SALE 
12:00 SALE EVERY WEDNESDAY 12:00 


M. D. McColium, Vice-President and Manager 
3711 Western Road Phone CEdar 2-3/8! 











135*. 
"57 Savoy (6) 2-dr., $660*, 
’56 Savoy (8) 4-dr., $560*. 
’55 Savoy (8) 4-dr., $430*. 
"54 Savoy 4-dr., $325, $200°*, 
PONTIAC—’58 Star Chief 4-dr. 
$1;550* (ps), 
’57 Super'Chief 2-dr. Catalina, $970*. 
’56 Star Chief 4-dr. Catalina, $550* (ps). 
‘55 Chieftain 2-dr. Catalina, $490* (ps). 
’54 Chieftain 4-dr., $230*. 
'53 Chieftain 4-dr., $160". 
RAMBLER—’58 Ambassador 
Country, $1,350*. 
’57 Super (6) 4-dr., $780. 
56 Super Cross Country, $840. 
’55 Super Cross Country, $440. 
"53 Custom conv., $160. 
STUDEBAK£R—’ 60 Lark (8) station wag- 
on, $2,050. 
’56 Commander (8) 4-dr., $610*. 


Catalina, 


(8) Cross 





MICHIGAN 
Siar OT AOR REBOOT EL LET 
SAM GOODMAN'S 


STATE FAIR AUTO AUCTION 


19745 Ralston in rear of 19600 Woodward, 
Detroit 3. TOwnsend 9-4660-61-62, Same loca- 
tion—new facilities. 

EVERY TUES. & FRI. 12:00 NOON 


Conveniently located in the heart of the 
au le center. 


NEW JERSEY 





Minutes from New York City 





EXCLUSIVELY FOR AUTO DEALERS 


INSURED PICKUP AND 
DELIVERY SERVICE 


MINIMUM RATES 


We issue auction checks— 
Guarantee titles. 


Dual Lane Sale—4 Auctioneers 
insured By 
AUCTION INSURANCE AGENCY, 
Birmingham, Alabama 
EVERY THURSDAY AT NOON! 


ON ROUTE 46 
CALDWELL TOWNSHIP, N. J. 
CApitol 8-0100 for Reservations 


(ps), $395* (ps). 
’54 Super 2-dr. Riviera, $360* (ps). 
’63 RM 4-dr., $285* (ps); Super 2-dr. 
Riviera, $155* (ps). 
OCADILLAC—'59 (60) Special 4-dr., $4,- 


610* (ps); de Ville 2-dr. hardtop, $4,- 
350* (ps); 4-dr. hardtop, $4,310* (ps), 
(62) 4-dr., $4,300* (ps), 
(ps); 


$4,110* (ps); 
$3,800* (ps); conv., 
2-dr., $4,000* (ps). 

‘58 (62) Sedan de Ville, 
4-dr., $3,030* (ps). 

‘57 (62) Sedan de Ville, $2,370* 
Coupe de Ville, $2,050* (ps). 


$4,100* 
$3,345* 


'56 (62) conv., $1,405* (ps); 2-dr., $1,- 


O70* (ps). 
’55 (62) Coupe de Ville, $1,450* 


040° (ps); 


(ps). 
"54 (62) Coupe de Ville, $900* (ps), 


“NEW JERSEY 
OVER 500 CARS EVERY WEEK 


NO HOUSE CARS! 
N-A-D-E 
mas TTT awe 


NATIONAL AUTO 
DEALERS EXCHANGE 





NEW YORK 


NEW YORK STATE'S OLDEST 
NATIONALLY KNOWN 


TIM ANSPACH INC. 
Dealer Aute Auction 
Albany 5, N. Y. 

Every Monday — I! O'Clock 
80 car sale average 
All Titles and Checks Guaranteed 





LAFAYETTE—Syracuse Auto Au 
Center of Empire State. Check an 
Title Protection. (Wed.). 


North-East-South-West 
Automotive News’ 


“Leading Used-Car Auction Direc- 
tory" gives the sale day and time 
of top Auto Auctions EVERY 
WEEK. 


(ps); 
(ps); 


(ps), 
$1,405* (ps), $1,300* (ps); conv., $1,- 
(60) Special 4-dr., $1,325* 








59 Thunderbird (8) 2-dr, hardtop, $3,- 
275* (ps), $3,190* (ps), $3,100* (ps), 
$3,095* (ps); conv., $3,160* (ps); 
Country Sedan (8) 4-dr., $2,075, §$2,- 
065* (ps), $1,850*, $1,785*; Fairlane 
500 (8) 2-dr. Victoria, $1,885* (ps); 
4-dr, Victoria, $1,860* (ps), -$1,685* 
(ps); Ranch Wagon (6) 4-dr., $1,775, 
$1,600*; Galaxie (8) 4-dr., $1,740; 
Custom 300 (6) 2-dr., $1/475*; Custom 
300 (8) 2-dr., $1,445. 

‘58 Country Sedan (8) 4-dr. (9 pass.), 
$1,555* (ps); (6 pass.), $1,315*, $1,- 
275* (ps), $1,160*, $1,010*; Fairlane 
500 (8) 2-dr. Victoria, $1,500" (ps); 
conv., $1,305* (ps); 2-dr., $1,285*; 
4-dr, Victoria, $1,265* (ps), $1,255* 
(ps), $1,185* (ps); 4-dr., $1,250* (ps), 
$1,185* (ps); Delrio (8) 2-dr., $1,295*; 
Ranch Wagon (8) 4-dr., $1,280*; Fair- 


(Continued on Page 56, Col, 2) 





‘NORTH CAROLINA 


RALEIGH — Mann’s Auto Auction 
Sale, Rt. 5. Ph. 3-1564, Titles & 
checks guaranteed. Mon. 10 A. M. 


TENNESSEE 





JOHNSON AUTO 
AUCTIONS 


Nashville, Tenn.—Tuesday 
Huntsville, Ala.—Friday 
100% Insured—No Registration Fee 









Crossroads . 


. . . where they meet... 








buyers and sellers . . . new and 






used car dealers. They meet at 





the dealer auctions of the na- 






tion . . . and on the pages of 





Automotive News. 










You will reach both groups 
through an ad in Automotive 
News. 
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There ll be a 


brand-new dealer 


here soon... 


If there has ever been a time for qualified dealership 
executives to move out on their own, this is it. Current 
sales are vigorous and growing. New products, designed 
to capitalize on new and expanding markets, are being 
welcomed and bought with unrestrained enthusiasm. 
Dealer profits are showing a healthy increase. 


From all indications, this pleasant state of affairs will 
continue for some time to come. In short, every factor 
seems exceptionally favorable for the man who wants to 


move out on his own now! 


Providing the opportunity to make this move is the new 
low-priced Dodge Dart. Already this year, Dodge has 
captured third place in many key markets, and is adding 
new ones every day. New dealers are needed to realize 
the full market potential available. 


To fill these vacancies, the Dodge Division is looking for 
men who have proved their ability to organize and manage 
their own dealership, men currently working as sales 
managers or general managers in a volume type operation. 


For men with this experience and ability, the Dodge 


DODGE DART «+ LUXURIOUS '60 DODGE + DODGE TRUCKS 


... and it could be you! 





In 1960 the Big Deal is 1) OD (G 


Canadian inquiries should be directed to: A. L. Hancox, Director of Sales, Chrysler Corporation of Canada, Limited, Windsor, Ontario 









Dealer Enterprise Program provides all the assistance 
needed to get off to a sound, profitable start. First, it will 
provide 75% of the capital required. It offers a valuable 
advisory service that covers all phases of dealership 


operation. 


For instance, you can get special assistance in locating 
your facilities. Or help in finding, hiring and training key 
personnel. From advertising to service and finance, a staff * 
of experienced experts is at your disposal. 


If you have considered the possibility of setting up your 
own deal, you owe it to yourself to investigate more 
thoroughly the immediate opportunities available through 
Dodge and its Dealer Enterprise Program. Currently, a 
good selection of dealership openings is available. Included 
is an exceptional choice of both market location and 
dealership size. If interested, a brief inquiry will bring 
a prompt and satisfying reply. Just write: 


John B. Naughton, General Sales Manager 
Dodge Division, 7900 Jos. Campau 
Detroit 11, Michigan 
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ANES 
Sell Gevy’s 


One of the most success- 
ful campaigns ever used 
by auto industry. Color- 
ful, inexpensive. Tested 
in 40 states. 


COMPLETE STOCK 


Displays, decorations, 
give-aways, and many 
brand new items for 
salesmen. Sample kit 


$6.00 ppd. 


WRITE OR PHONE 


ORGANIZATION 
SERVICES, INC. 


8259 LIVERNOIS 
S81) Ree ei crh, | 
TExas 4-9020 





ADJUSTABLE 
SHOCK ABSORBERS 


cau, § 3 5 seT* 


@ Every KON! is performance 
tested. 


* designed for each 
> = 

© Fe domestic ond. cars. 

© Adjusts up te double 

© Desbie acting, on bump and 

$ 20.000-mile’ guerantes 

© Maximum and comfort. 

@ Standard on Porsche, Ferrari. 

= delivery — we pay 


! 


*Average commission from each set sold. 
Deoler franchises just waiting—write: 
KENSINGTON PRODUCTS CORP. 

P. ©. Box 77, Lenox Hill Sta., New York 21 

‘Phone: JUdson 2-9343 
Full line of GARAGE LIFTS available. 


— oe A » vie ak 


so , aes sha 


by car owners 


and housewives, too 


as" 


MIGHTY 
MITT 


For car washing, 

dusting, polishing. 

Dozens of home 
uses. Heavy, deep-pile cotton chenille. 
Also dynel and acrylic fibre mitts, If 
jobber can't supply, order direct. 


The LAS-STIK Mfg. Co., 


HAMILTON, OHIO 





Mens | J sport watch... 
Mens | J water resistant... . 
Mens | J rhinestone dial . . . 
Ladies | J sport watch... 

Ledies | J water resistant ° 

Min. | dozen, leather straps . e 
Expansion bracelets, 60c ea. Free catalog. 


TRANSWORLD, 565 Sth Ave., N. Y. C. 17 





day, Prices are for sale of April 20. 
BUICK—’' 58 


CHEVROLET—'60 Corvair 700 (6) 


Used-Car Auction Prices 





(Continued from Page 53) 


lane (8) 2-dr., $1,140*; Custom 300 (8) 
4-dr., $1,000*. 

’57 Thunderbird (8) conv., $1,675* (ps); 
Country Sedan (8) 4-dr., $1,200* (ps), 
$1,175* (ps), $1,035*; Fairlane 500 (8) 
2-dr. Victoria, $1,160* (ps), $1,035*; 
conv., $1,060* (ps); 2-dr., $1,035* 
(ps); Custom 300 (8) 2-dr., $825; 
Custom 300 (6) 4-dr., $660*. 

’56 Fairlane (8) 2-dr. Victoria, $765*; 
Country Sedan (8) 4-dr., $685*. 


’55 Thunderbird (8) conv., 's1, 385*; Fair- 
lane (8) conv. $600* (ps); 4-dr., 
$500*, $320*; Country Sedan (8) 4-dr., 
$585; Ranch Wagon (8) 2-dr., $555; 
Custom (8) 4-dr., $500, $375; 2-dr., 
$355*. 

’54 Crest (8) 2-dr. Victoria, $330, $290* 
(ps); Ranch Wagon (8) 2-dr., $285*; 
Custom (8) 4-dr., $270; Main (6) 4- 
dr., $210, $155; 2-dr., $195. 


’53 Custom (8) 2-dr., $160. 
‘52 Ranch Wagon (8) 2-dr., 

(8) 2-dr, Victoria, $145*. 
"35 2-dr., $255. 


IMPERIAL—’ 60 Crown 4-dr., $4,625* (ps). 


$235*; Crest 


LINCOLN—’58 Continental Mark III conv., 
$2,800* (ps); Premiere 2-dr., $2,585* 
(ps). 

"55 Capri 2-dr., $495* (ps). 

MERCURY — '57 Monterey 2-dr., $1,035* 
(ps). 

’56 Monterey 2-dr., $755* (ps); 4-dr., 
$570*. 

’'55 Montclair 2-dr., $675*; Monterey 2- 
dr., $510*; 4-dr., $490*. 

"54 Monterey 2-dr., $425°*. 

‘53 Monterey 2-dr., $400*, $300*, $240. 

OLDSMOBILE — ‘58 (98) 4-dr. Holiday, 
$1,835* (ps); 2-dr. Holiday, $1,740* 
(ps); (88) 2-dr, Holiday, $1,750* (ps); 
(88) Super 2-dr, Holiday, $1,685* 
(ps). 


$1,400* (ps), $1,- 


‘57 (88) Super conv., 
$1,230* (ps); 


240° (ps); 2-dr. Holiday, 


(88) 2-dr. Holiday, $1,220* (ps), $1,- 
135* (ps). 
56 (98) 4-dr. Holiday, $710* (ps). 


‘55 (88) 2-dr. Holiday, $860* (ps); (98) 


conv., $835* (ps); (88) Super 4-dr., 
$585". 

"54 (98) 2-dr. Holiday, $470*; 4-dr., 
$395* (ps); (88) Super 4-dr., $385* 
(ps), $275*, $240* (ps). 

"52 (88) 4-dr., $165°. 

PLYMOUTH—'60 Savoy (6) 4-dr., $1,925* 
(ps). 


"59 Fury (8) 2-dr, hardtop, $1,700* (ps); 
Savoy (8) 2-dr., $1,195. 


‘58 Suburban (8) sport 4-dr., $1,555* 
(ps); Custom 4-dr., $1,335*; Savoy (8) 
2-dr, hardtop, $1,145°: 4- ar., $1,000* ; 
Plaza (8) 2-dr., $900*; Plaza (6) 2- 
dr., $775. 

‘ST Fury (8) conv., $1,275* (ps); Sub- 
‘urban (8) Custom 4-dr., $910* (ps); 
Belvedere (8) 2-dr. hardtop, $900* 
(ps); 2-dr., $850*. 

56 Savoy (6) 4-dr., $650°; Belvedere 
(8) 4-dr., $505*. 

"65 Savoy (6) 2-dr., $320. 

‘54 Belvedere 4-dr., $215; Plaza 4-dr., 
$165. 

’63 Suburban 4-dr., $245; Cranbrook 
4-dr., $210. 


PONTIAC—’'59 Star Chief 4-dr., $2,020*. 
‘58 Chieftain 4-dr, Catalina, $1,350* 
$1,245* 


(ps). 
'S7 Star Chief 2-dr, Catalina, 


(ps), $1,050*°; Chieftain 2-dr, Cata- 
lina, $930°. 

‘56 Star Chief 2-dr, Catalina, $700* 
(ps), $695* (ps); Chieftain 2-dr. Cata- 
lina, $685°; 4-dr. Catalina, $675* (ps). 

‘55 Chieftain 2-dr. Catalina, $485*, $350* 
(ps); 4-dr., $390° (ps); 2-dr., $385°*. 

‘53 Chieftain 4-dr., $110*. 

‘52 Chieftain station wagon, $200*, 

RAMBLER —'59 Ambassador (8) Cross 
Country, $2,060*; American (6) 2-dr., 
$1,685*; station wagon, $1,580. 

‘57 Custom (8) 4-dr., $905. 

"55 Super 4-dr., $385. 

STUDEBAKER—'56 Power Hawk (8) 2- 


dr., $600°. 
‘54 Commander (8) station wagon, $285°*. 


MISCELLANEOUS—’'60 Chevrolet (6) %- 


ton pickup, $1,635. 

‘59 Chevrolet (8) El Camino, $1,785, 
$1,570*; El Camino (6), $1,635, §$1,- 
435; Ford (8) Ranchero, $1,775*, $1,- 
475 


F-250 pickup, $1,130; 
Studebaker (8) \%-ton pickup, $875. 
‘ST Ford (8) Ranchero, $800; (6) %-ton 
pickup, $790; (8) Courier, $650, $605; 
International (6) L-ton pickup, $715*. 
‘56 Ford (8) F-100 pickup, $765; (6) 
F-100 pickup, $575; (8) %-ton pick- 
up, $425; GMC (8) cab & chassis, 
$750*; (6) %-ton LWB pickup, $735°. 
‘55 Chevrolet (6) %-ton pickup, $710, 
$475; (6) “%-ton panel, $360; Dodge 

(8) %-ton panel, $330. 
‘54 Chevrolet %-ton pickup, $550; Ford 
(6) F-100 pickup, $330. 
‘53 Chevrolet %-ton panel, $200. 


58 Ford (8) 


‘52 GMC (6) %-ton pickup, $300; Ford 
(6) F-2 pickup, $250. 
‘51 Ford (8) %-ton pickup, $240; Chev- 


rolet %-ton utility, $215. 
‘49 GMC (6) %-ton pickup, $245, 
‘41 Dodge 1%-ton van, $225. 


DETROIT 


Aptco Auto Auction, Sale every Wednes- 
Super 2-dr. Riviera, $1,620* 
(ps); 4-dr, Riviera, $1,425* (ps); RM 
4-dr, Riviera, $1,600*; Special 2-dr. 
Riviera, $1,490*° (ps); 4-dr., $1,400°, 
‘ST Special 4-dr. Riviera, $1,050* (ps); 
2-dr., $700*; RM 4-dr, Riviera, $980° 


(ps). 

‘56 Special 2-dr. Riviera, §$425°. 

‘55 Special 2-dr., $385; Super 2-dr, Ri- 
viera, $340° (ps). 


‘30 2-dr., $550*. 

CADILLAC——'58 (62) 2-dr., $2,600*. 
‘56 (62) 2-dr, hardtop, $1,260° (ps). 
'55 Special 4-dr., $1,0560* (ps). 


4-dr., 
$1,700°. 

‘59 Impala (8) conv., $2,225* (ps), $2,- 
135*; sport coupe, $2,180° (ps), $2,- 
160° (ps), $2,150* (ps), $2,100° (ps); 
sport sedan, $1,950*, $1,935*; Impala 
(6) sport coupe, $1,750; Parkwood 
(8) 4-dr., §1,840° (ps); Brookwood 
(6) 4-dr., $1,695; Bel Air (8) 4-dr., 
$1,600*, $1,570*; Biscayne (6) 2-dr., 


$1,420. 
(8) 2-dr. hardtop, $1,560*; 


‘58 Impala 
Biscayne (8) 4-dr., $1,180* (ps); Bel 


Air (8) 4-dr., $1,175*; Delray (6) 
2-dr., $1,110*. 

’57 Bel Air (8) sport coupe, $1,200*, 
$1,090*; Two-ten (6) 4-dr., $840. 

’56 Bel Air (8) sport sedan, $610*; Two- 
ten (6) 4-dr., $600. 

'55 Nomad (8) 2-dr., $770*; Bel Air (8) 
sport coupe, $625*; 4-dr., $350*. 

’54 One-fifty 2-dr., $300. 


CHRYSLER—’58 Saratoga 2-dr,. 
$1,500* (ps). 

’55 Windsor 2-dr, hardtop, $430*. 
DeSOTO—'55 Firedome 4-dr., $475* (ps). 
DODGE—'57 Coronet (8) 2-dr., $775*. 

‘54 Coronet (6) Suburban, $215. 
EDSEL—’59 Corsair conv., $1,860*. 

’58 Corsair 4-dr, hardtop, $785* (ps). 
FORD—’60 Thunderbird (8) 2-dr. hardtop, 

$3,500* (ps); Country Sedan (6) 4-dr., 
$2,250 (ps); Falcon (8) 2-dr., $1,665. 

‘59 Galaxie (8) Skyliner, $2,290* (ps); 
conv., $2,200* (ps), $2,125*, $2,015* 
(ps); 2-dr, Victoria, $2,050*; 4-dr., 
$1,970* (ps), $1,795*, $1,785* (ps); 
Country Sedan (8) 4-dr., $1,975* (ps), 
$1,550*; Fairlane 500 (8) 2-dr, Vic- 
toria, $1,710* (ps); Custom 300 (8) 
2-dr., $1,460; Custom 300 (6) 2-dr., 
$1,370, $1,350, $1,285*. 

‘58 Thunderbird (8), $2,550; Fairlane 
500 (8) Skyliner, $1,455*; 2-dr, Vic- 
toria, $1,400* (ps), $1,380* (ps); 4-dr. 
Victoria, $1,375* (ps); 4-dr., $1,300*; 
Ranch Wagon (6) 2-dr., $1,265 (ps); 
Fairlane (8) 2-dr, Victoria, $1,100* 
(ps). 

‘57 Fairlane 500 (8) conv., $1,310* (ps); 
2-dr., $940; Ranch Wagon (8) 2-dr., 
$1,025*, $900°; Country Sedan (8) 
4-dr., $920*; Custom 300 (8) 4-dr., 
$845*, $800, $765*; 2-dr., $780*, $685. 

’56 Fairlane (8) 2-dr. Victoria, $700*, 
; 2-dr., $600* (ps), $425°; 4-dr., 
$560*; Parklane (8) 4-dr., 
; Custom (8) 4-dr., $550*, $480*; 
, $535, $475. 

‘54 Crest (8) 2-dr, Victoria, $270*; 

tom (8) 4-dr., $140*. 
LINCOLN—’58 Premiere 4-dr. hardtop, $2,- 


hardtop, 


Cus- 


050° (ps). 
'56 Continental 2-dr, hardtop, $3,650* 
(ps). 
MERCURY—’59 Montclair 4-dr. hardtop, 
$2,100* (ps); Monterey 4-dr., $2,000*. 
’58 Commuter 4-dr., $1,510* (ps). 
*57 Commuter 4-dr., $1,165* (ps). 
56 Custom station wagon, $730*; Mon- 
terey 2-dr. hardtop, $640* (ps), $490*. 
OLDSMOBILE — '60 (88) conv., $3,170* 
(ps). 

‘5S (88) 4-dr., $1,685*; 2-dr, Holiday, 
$1,580* (ps), $1,570* (ps), $1,500*. 
'57 (88) Super 4-dr. Holiday, $1,290* 
(ps); 4-dr., $1,010* (ps); (98) 4-dr. 
Holiday, $1,200* (ps); conv., $1,165* 


(ps); (88) 4-dr, Holiday, $1,200* (ps). 
‘56 (98) 4-dr., $560* (ps). 
"55 (88) 4-dr., $590*; 2-dr. Holiday, 
$580°; 4-dr, Holiday, $385*; (88) 
Super 4-dr., $260*. 


PACKARD—’51 Clipper 4-dr., $140. 
PLYMOUTH— 57 Belvedere (8) 4-dr. hard- 


top, $850°, $745* (ps); 4-dr., $765*; 
Suburban (8) Custom 4-dr., $825°; 
Savoy (8) 2-dr., $400*. 
56 Suburban (8) 4-dr., $485; Belvedere 
(8) 2-dr, hardtop, $460*. 
PONTIAC — '60 Bonneville conv., $3,325* 


(ps). 

’59 Catalina sport coupe, $2,300* (ps). 

"56 Chieftain 4-dr., $600*; 4-dr, Catalina, 
$365°; 2-dr., $355°, $325°. 

"655 Star Chief 2-dr., $585°. 

’54 Chieftain 2-dr., $175*. 

RAMBLER—’'59 Ambassador (8) Cross 

Country, $1,830*; Super (6) Cross 
Country, $1,640; Super (8) Cross Coun- 
try, $1,635°*. 


WAREHOUSE POINT, CONN. 


Southern Auto Sales, Inc, Sale every 
Wednesday. Prices are for sale of April 20. 
BUICK—’58 Special 4-dr. Riviera, $1,700* 

(ps); Estate Wagon, $1,540* (ps). 

’S7 Special 2-dr, Riviera, $1,060* (ps). 

‘56 Special 4-dr., $640°. 

‘55 Century 2-dr. Riviera, $550*; RM 

4-dr., $430* (ps). 

'54 Special 2-dr. Riviera, $460*; RM 2- 

dr, Riviera, $260*. 
CADILLAC—'54 (62) 2-dr, hardtop, $900* 
(ps). 

‘51 (62) 2-dr. hardtop, $120*. 

CHEVROLET— 59 Impala (6) sport coupe, 


$1,990* (ps); Bel Air (8) 4-dr., $1,- 
750°; 2-dr., $1,710*. 

'58 Brookwood (6) 4-dr., $1,400* (ps); 
Brookwood (8) 4-dr., $1,885*; Bid- 
cayne (8) 4-dr., $1,300%; Biscayne (6) 
4-dr., $1,290*, $1,215, $1,200, 2 at 
$1,125*, $1,100°. 

‘ST Bel Air (6) 4-dr., $1,125*; Two-ten 
(6) station wagon, $1,020*; Two-ten 
(8) 2-dr., $950*, $940°*. 

‘56 Two-ten (6) sport coupe, $750*, 
$690*; One-fifty (6) 2-dr., $540; Bel 
Air (8) 4-dr., $515* (ps). 

‘55 Bel Air (6) station wagon, $705, 
$625; 2-dr., $525*; Bel Air (8) 4-dr., 
$550* (ps), $405*; Two-ten (6) Del- 
ray, $575; 4-dr., $525°, $375; 2-dr., 
$450. 

'54 Bel Air 4-dr., $425*, $390°; sport 
coupe, $330*; Two-ten 4-dr., $370, 
$335, $250, $245. 

‘53 Bel Air sport coupe, $370; 4-dr., 


$215; Two-ten 4-dr., 2 at $250; 2-dr., 


$190, 2 at $180. 


Missouri School Offers 


Auctioneer Courses 


KANSAS CITY.—A new catalog 
issued by the Missouri Auction 
School, P. O. Box 9252, Kansag City 
15, Mo., notes that the school con- 
ducts classes the first two weeks of 
March, August and December, Tui- 
tion for the two-week course is 
$150. 

Instruction ig offered in all 
phases of auctioneering, including 
automobiles, tobacco, livestock, fur- 
niture and real estate, Automotive 
classes are handled by Johnny 
Wood, auto auctioneering, and Paul 
McClure, auto auction manage- 
ment. 


NASH—’56 Ambassador (8) 4-dr., 


PLYMOUTH—’'59 Savoy (8) 2-dr. 


PONTIAC—’57 Star Chief 4-dr., $900* 
(ps); 4-dr. Catalina, $770°. 
’56 Chieftain 4-dr., $580*; Star Chief 
4-dr., $465*. 
’53 Chieftain 4-dr., $200*, $175. 


RAMBLER — ’55 Custom Cross Country, 


STUDEBAKER—’53 Champion (6) 


Prices are for sale of April 
very good, Great sale. Sold 563 cars from 
791 consignments. 


BUICK—’59 Electra 4-dr. hardtop, $2,395* 


CADILLAC 


CHEVROLET—’'60 Impala (8) sport sedan, 


"52 Deluxe 4-dr., $170*, $150*. 


DODGE —'55 Royal (8) 2-dr. hardtop, 
$525*. 

‘53 Coronet (8) 4-dr., $170*; 
brook (6) 2-dr., $145. 

"50 Coronet (8) 4-dr., $100*. 

FORD—’60 Fairlane 500 (6) 2-dr., $1,- 
825*. 

"59 Country Squire (8) 4-dr., $2,045* 
(ps). 

"58 Country Squire (8) 4-dr., $1,530* 
(ps); Custom 300 (8) 4-dr., $1,040*. 

’57 Fairlane 500 (8) 4-dr., $1,025*; 
conv., $1,005*, $980; Country Sedan 
(8) 4-dr., $965, $940*; Ranch Wagon 
(8) 2-dr., $850*; Custom 300 (8) 2- 
dr., $800. 

’56 Fairlane (8) 2-dr. Victoria, $750*; 
Custom (8) 4-dr., $600; 2-dr., $520, 
$450; Country Sedan (8) 4-dr., $550*, 
$500* (ps). 

'55 Custom (8) 4-dr., $510; Main (8) 
2-dr., $450*; Country Sedan (8) 4-dr., 
$400*; Fairlane (8) 2-dr, Victoria, 
$340*. 

’54 Ranch Wagon (8) 2-dr., $380; Cus- 
tom (8) 4-dr., $380, $195, $160. 

’53 Custom (8) 4-dr., $250, $135*, $105*. 
52 Crest (8) 2-dr. Victoria, $295*, 
$260; Custom (8) 2-dr., $230. 

HUDSON—’56 Wasp (6) 4-dr., $355*. 

LINCOLN — ’57 Premiere conv., $1,375* 
(ps). 

MERCURY—’57 Montclair conv., $1,075*; 


2-dr, hardtop, $1,000* (ps). 
’56 Monterey 4-dr, hardtop, $685*. 
’53 Custom 2-dr., $180. 
'40 4-dr., $300. 
$555*. 


OLDSMOBILE—’58 (88) Super Fiesta 4- 
dr., $1,650* (ps); (88) 2-dr, Holiday, 
$1,425* (ps). 

"57 (88) 4-dr., $950* (ps), $860* (ps). 

’56 (88) Super 4-dr. Holiday, $965* 
(ps); (88) 4-dr., $750* (ps). 

’55 (88) Super 4-dr., $680* (ps). 

'54 (88) 2-dr., $340*; (98) 4-dr., $280*. 


(police), 
$980". 

‘58 Belvedere (8) 4-dr, hardtop, $1,160* 
(ps); Suburban (6) 4-dr., $875. 

‘57 Savoy (8) 2-dr, hardtop, $785. 

’56 Suburban (8) 4-dr., $775*. 

'55 Savoy (6) 4-dr., $525. 

’54 Suburban 4-dr., $400; Savoy 4-dr., 
$310; Plaza Suburban, $255*. 

’53 Belvedere conv., $160. 


’51 Chieftain station wagon, $115*. 
$565*; 2 at 
$400. 

’53 Custom 2-dr, 


Super Cross Country, 


hardtop, $200*, 
2-dr., 
$125. 


CHICAGO 


Arena Auto Auction, Sale every Tuesday. 
19, Market 


(ps); LeSabre 4-dr., $2,210* (ps)., 
‘58 RM 4-dr., $1,860* (ps); Super 4-dr., 
$1,555*; Century 4-dr, Riviera, $1,545* 


(ps), $1,540*, 
$1,380* (ps); 4-dr, Rivi- 


57 RM conv., 
era, $800* (ps); Super 4-dr, Riviera, 
Riviera, $1,155* 


$1,270* (ps); 4-dr, 
(ps); Century 4-dr. Riviera, $1,260* 
$950* 


(ps), $1,230* (ps), $1,015* (ps), 
(ps); conv., $1,225* (ps); Special 4-dr. 
Riviera, $910* (ps); 2-dr, Riviera, 


$775°. 

’56 Century 4-dr,. Riviera, $1,000* (ps), 
$955* (ps), $880* (ps); Super 4-dr. 
Riviera, $800* (ps); Special 4-dr. Ri- 
viera, $795*, $610* (ps); 4-dr., $600*. 

"55 Super 2-dr. Riviera, $665*, $650* 
(ps); Special 4-dr, Riviera, $640* (ps), 
$485* (ps); Century conv., $505*, 

—'59 (62) conv., $4,025* (ps); 

$3,550* (ps); de Ville, 
$3,750* (ps), $3,605* 


$2,850* $2,600°; 
—<. (ps); Coupe de Ville, 
° * (ps). 


’5T (62) conv., $2,130* (ps); 4-dr., $2,- 
090* (ps), $2,040* (ps), $1,850* (ps); 
2-dr, hardtop, $2,055* (ps), $1,903*° 
(ps), $1,845* (ps). 

"56 (62) 2-dr. hardtop, et, 530* 
$1,490* (ps), $1,480* (ps 

"55 (62) 2-dr. hardtop, si, 320* 
4-dr., $800* (ps). 

Ville, $1,200* 
4-dr., $675*, 
$620° 


2-dr, 
4-dr, 
(ps). 
"58 (62) 
4-dr., $2,720° 


hardtop, 
hardtop, 


conv., (ps), 


(ps), 
(ps); 
(ps); 


$655° 
(ps). 


"54 (62) Coupe de 
conv., $685° (ps); 
(ps); 2-dr, hardtop, 
$2,525°; $1,640, 

$1,450°. 


Corvair (6) 4-dr., 

’59 Impala (8) conv., $2,330* (ps), $2,- 
275* (ps), $2,270*, $2,150* (ps), $2,- 
115* (ps); sport sedan, $2,225* (ps), 
$2,090* (ps), §2,050*, $1,950" (ps), 
$1,950*, $1,945* (ps); 4-dr., $2,135°; 
Impala (6) sport sedan, $2,055*, $2,- 
010*; Parkwood (6) 4-dr., $1,805*° 
(ps); Bel Air (6) 4-dr., $1,680*; 2-dr., 
$1,605, $1,575; Bel Air (8) 4- ar., $1,- 
545°, $1,385* (ps); 2-dr., $1,540; Bis- 
cayne (8) 4-dr., $1,400*; Brookwood 
(8) 2-dr., $1,390. 

‘58 Impala (8) conv., $1,800* (ps), $1,- 
685° (ps), $1,645*, $1,640* (ps), $1,- 
610*; 2-dr, hardtop, $1,790* (ps), $1,- 
700° (ps), $1,680*, $1,665*, $1,650* 
(ps), $1,595* (ps), $1,590; Bel Air (8) 
sport sedan, $1,495* (ps), $1,440", 
$1,400*, $1,350°; 4-dr., $1,485*, 
425° (ps), $1,395*, $1,300° (ps); 
$1,450*, $1,455*°; sport coupe, $1, 135°; 
Nomad (8) 4-dr., $1,465*, $1,315*; 
Brookwood (8) 4-dr., $1,430*, $1,416°, 
$1,165; Biscayne (8) 2-dr., $1,245*; 
—" $1,080*; Delray (8) 4-dr., $1,- 


conv., $1,480* (ps), 
(ps); sport sedan, 
$1,425*, $1,405*, $1,345* (ps), $1,265° 
(ps), $1,195* (ps), $1,185* (ps), $1,- 
055; 4-dr., $945; Bel Air (6) sport 
sedan, $1,200*°; 4-dr., $820*; Two-ten 
(8) station wagon, $1,100*; 4-dr., 
$1,035* (ps); 2-dr., $975, $925*, $825; 
Two-ten (6) 2-dr., $795; 4-dr., $695°; 
One-fifty (6) station wagon, $1,000. 

‘56 Bel Air (8) conv., $1,175* (ps), $1,- 
045° (ps); sport sedan, $945*, $870*, 
$850* (ps); sport coupe, $925*; Bel Air 
(6) sport sedan, $935; Two-ten (8) 
station wagon, $900*; 4-dr., $740*, 
$695*; Two-ten (6) 2-dr., $700*. 

'55 Bel Air (6) sport coupe, $780*; 
$625; 4-dr., $595*, $555, $550*, ; 
Two-ten (6) 2-dr., $620, $365*; 4-dr., 
$480°; One-fifty (6) 2-dr., $355. 

'S4 Bel Air 2-dr., $580; sport coupe, 
$570*; Two-ten 4-dr., $330*. 


(Continued on Page 57, Col, 1) 


57 Bel Air (8) 


$1,450°, $1,365* 





















“«<-|! Used Imported 


Cars 


ALBANY 
Simea—’58 2-dr. hardtop, $750. 


BORDENTOWN, N. J. 


Fiat—’59 4-dr., $540. 

Ford (English)—’58 Squire, $600. 
Liloyd—’59 2-dr., $525. 
Renault—’'58 4-dr., $825. 


CALDWELL, N. J. 


Fiat—’58 1100 4-dr., $650. 
Ford (English)—’58 Anglia 2-dr., $530. 
Jaguar—’56 XK140 roadster, $1,225. 
Morris—’'59 station wagon 2-dr., $795, 
Porsche—'57 600 conv., $1,625. 
Triumph—’59 TR-3 roadster, $1,850. 
Volkswagen—’60 Deluxe 2-dr., $1,520. 
’59 Deluxe 2-dr., $1,000, 


CHICAGO 

Fiat—’60 4-dr., $1,175. 
Ford (English)—’58 Anglia 2-dr., 
Mercedes-Benz—’60 4-dr., $2,800. 
Renault—’'59 Dauphine, $865, $840, $800. 
Triumph—’60 TR-3, $1,950. 
Vauxhall—’58 4-dr., $970; 2-dr., 
Volkswagen—’'59 2-dr., $1,415. 

"57 2-dr., $1,080, 


DAYTONA BEACH, FLA. 


DKW—'59 2-dr. hardtop, $500. 

Fiat—’'59 4-dr., $575. 

Ford (English)—’59 Anglia 2-dr., 

Mercedes-Benz—’56 4-dr., $1,200. 

Simca—’60 2-dr. hardtop, $1,265. 
’58 4-dr., $525. 


DETROIT 


Austin—’60 A40 2-dr., $1,150. 
Ford (English)—’60 Anglia 2-dr., 
Metropolitan—’'59 2-dr., $1,100. 
Opel—'58 2-dr., $850. 
Renault—'60 Dauphine 4-dr., $900. 
"50 4-dr., $1,000, $950, 
Simea—'59 4-dr., $900. 
Vauxhall—’58 4-dr., $755. 
Volkswagen—'56 2-dr., $575. 


FARGO, N. D. 
Simea—'58 4-dr., $610. 


FLINT 


Hillman—’'59 Minx 4-dr., 
Mercedes-Benz—'59 4-dr., 
MG—’52 roadster, $560. 
Volkswagen—’56 4-dr., 


FONTANA, WIS. 


Vauxhall—’58 2-dr., $730. 
Volkswagen — '58 Karmann-Ghia 2-dr. 
hardtop, $990. 


LOS ANGELES 


Austin-Healey—’ 59 roadster, $1,950. 
’58 roadster, $1,785. 
Fiat—’'59 Millecento 4-dr., $1,005, 
"58 600 2-dr., $500. 
’57 1100 roadster, $1,250. 
Hiliman—’60 Husky, $1,300. 
MG—'60 MGA 1600 roadster, $2,000, 
es 210 sunroof 4-dr., $1,- 
7 
Metropolitan—'55 2-dr., $385. 
Renault—'59 Dauphine 4-dr., $1,045, 
$960". 
’58 Dauphine 4-dr., $850. 
Triumph—’58 FR-10 Estate Wagon, $685. 
Wartburg—'60 4-dr., $1,000. 
Volkswagen—’60 Karmann-Ghia, $2,435. 
"68 2-dr., $1,255. 
’57 Karmann-Ghia, $1,325, 
‘55 sunroof 2-dr., $500. 
’54 2-dr., $460. 


MANHEIM, PA. 


Fiat—’'60 500 2-dr., $740. 
'59 4-dr., $975, 
"58 4- -dr., $800, 
Ford (English)—’'60 Escort 2-dr., 
Goggomobil—’59 2-dr., $350. 
daguar—'59 4-dr., $2,535. 
"5S 4-dr., $1,295, 
MG—’'59 conv., $1,870. 
Metropolitan—’59 2-dr. hardtop, $950, 
’58 2-dr. hardtop, $860. 
Morris—'60 Minor 2-dr., $875. 
Renault—'59 Dauphine 4-dr., $965, $800. 
"58 Dauphine 4-dr., $520. 
Simca—’60 2-dr. hardtop, $1,830; Elysee 
4-dr., $1,310, 
’59 Deluxe 4-dr., $760. 
‘58 4-dr., $610. 
Triumph—’59 station wagon 4-dr., $1,010. 
Turner—’'60 conv., $1,625. 
Vauxhall—'58 4-dr., $710. 
Volkswagen—’'60 conv., $1,725; 2-dr., 


560. 
"59 2-dr., $1,425; sunroof, $1,325, 
‘58 113 2-dr., $1,050; 2-dr., $1,050, 
"57 Microbus, $910, $795, 
'56 2-dr., $860. 
Volvo—'59 2-dr., $1,525. 
Wartburg—'59 4-dr., $585. 


MASON CITY, IA. 


Simea—'60 4-dr., $1,990. 
Vauxhall—’60, $1,550. 
Volkswagen—'56, $730. 
Volvo—’58 station wagon, $1,150. 


PORTLAND, ORE. 


Triumph—’'56 TR-2 roadster, $1,090, 

Volkswagen—’'58 2-dr., $1,120. i 
'56 2-dr., $740. } 

Volvo—’'59 122 4-dr., 


WAREHOUSE POINT, CONN. 


Austin-Healey—'59 roadster, $1,835, 
Hiliman—'52 Minx 4-dr., $120, 


$580. 


$930, 


$965. 


$1,200. 


$1,050. 
$2,950. 


$650. 


$975, 


$1,100. 


$1,- 


LL, ee ABE A TC aA A at 


$1,700, 


MG—'58 conv., $1,370. 
Porsche—’'57 1600 2-dr., $1,330. 
Renault—'57 Dauphine 4-dr., $500. 
Taunus—'59 2-dr., $870. 
Triumph—'59 4-dr., $845. 


WEST PALM BEACH, FLA, 


Borgward—'58 Isabella station wagon 2- 
dr., $875. 
Fiat—'60 1100 4-dr., $1,135. 
Metropolitan—'59 2-dr. hardtop, $925. | 
Simea-—’'60 4-dr., $1,050. j 
‘59 2-dr. hardtop, $700. ’ 
Volkswagen—'55 2-dr., $565. i 
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OHRYSLER—’57 NY 2-dr, hardtop, $1,- 
400* (ps), $1,115* (ps); Windsor 4-dr. 
hardtop, $895* (ps). 

’55 Windsor 2-dr, hardtop, $485* (ps); 
4-dr., $400*. 

DeSOTO — '60 Adventurer 2-dr, hardtop, 
$3,250* (ps). 

'57 Fireflite 4-dr, hardtop, $1,155* (ps), 
$1,075* (ps); Firesweep 4-dr., $770* 
(ps). 

’56 Adventurer 2-dr. hardtop, $905* (ps); 
Firedome 2-dr, hardtop, $365* (ps). 

'55 Firedome 4-dr. hardtop, $425* (ps). 

DODGE—’57 Coronet (8) 4-dr. hardtop, 
$985* (ps); 2-dr, hardtop, $795*; 4-dr., 
$790* (ps), $780*, $775*; Coronet (6) 
2-dr., $725*; 4-dr., $580*. 

’56 Coronet (8) Sierra 4-dr., $725*. 

’55 Coronet (8) 4-dr., $400. 

FORD —’60 Galaxie (8) conv., $2,650* 
(ps), $2,550* (ps); Starliner, $2,405*, 


59 Thunderbird (8) conv., $3,175* (ps), 
$3,000* (ps); 2-dr, hardtop, $2,885* 
(ps); Galaxie (8) conv., $2,200*, $2,- 
125* (ps), $2,100* (ps); 4-dr., $1,- 
960*, $1,950*; 4-dr. Victoria, $1,880*, 
$1,840*; Country Sedan (8) 4-dr., $1,- 
950*, $1,890*, $1,670* (ps); Fairlane 
500 (8) 4-dr, Victoria, $1,900* (ps); 
4-dr., $1,895*; Custom 300 (8) 4-dr., 
$1,595* (ps); Fairlane (8) 2-dr., $1,- 
440*, $1,395*, $1,380*, $1,350*; 4-dr., 
$1,375. 

’58 Thunderbird (8) 2-dr, hardtop, $2,- 
595* (ps); Fairlane 500 (8) conv., 
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195* (ps); Country Sedan (8) 4-dr., 
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4-dr. Riviera, $1,000* (ps). 
'56 Super 4-dr. Riviera, $800* (ps). 








$2,09$, $2,060* (ps), $1,945, $1,940*, 
e e $1,790*; Galaxie (8) 2-dr, Victoria, Model Breakdown ’55 Super 2-dr. Riviera, $510* 
Use -Lar Auction p Ce he he aa tee, ah ead CADILLAG—'¢0 (15) 4-dr., $5,880" (ps 
rices s7be; Hanen Wagon (6) 2-ar., $i.706;| Of Auction Averages (°*so Ge vie sir. naratap, $4.0005 pa). 
300 (6) 4-dr., $1,395, $1,375." Apr., § Mar., Feb., "58 (62) 4-dr., $2,610* (ps), $2,600* 
58 Thunderbird (8) 2-dr, Victoria, $2,-| Model 1960 1960 1960 (Da), $2,475° (ps). 
775* (ps); Country Sedan (8) 4-dr.,| 1960 $2,393 $2,408 $2,516 "57 (62) Coupe de Ville, $2,100* (ps), 
(Continued from Page 56) $1,500° (ps), $1,490%, $1,275"; Fair- 1959. 1971 2 108 @'157 tet} Ge, eniee>-com 
js ane (8) 2-dr, Victoria, $1,370*; Fair-| .)Jo.""(""" ’ , , 7” . ‘ 
'56 Eldorado 2-dr. hardtop, $1,975* (ps). lane 500 (8) 4-dr., $1,345" (ps); 4-dr.| 1958............ 1,352 1,374 1,419 55 (62) Coupe de Ville, $1,275* (ps). 
'52 (62) 2-dr., $545* (ps). . Victoria, $1,295* (ps); Custom 300] 1957............ 956 962 1,015 OHEVROLET—’'60 Corvair (6) 4-dr., $1,- 
50 (61) 2-dr. hardtop, $325*. (8) 4-dr., $1,175*; 2-dr., $1,050*. 1956 666 655 692 705°. 
CHEVROLET — ‘60 Impala (8) sport| °57 Country Sedan (8) 4-dr., $1,345%| soUUsr "59 Impala (8) conv., $2,250* (ps), $2,- 
on $2,590*; Corvair (6) 4-dr., $1,- (ps), $1,200*. 1956............ 494 436 517 ‘pen’ el'taee | sport coupe, $2,150* 
° ’56 Country Sedan (8) 4-dr., $855*;| 1954............ 314 309 333 ps), $1,920* (ps); 4-dr., $2,050° (ps), 
’59 Parkwood (8) 4-dr., $2,200* (ps), Fairlane (8) 2-dr, Victoria, $850*| j959 215 217 225 $1,890* (ps), $1,875* (ps), $1,875*; 
ee ae wets —— Pi (ps); 2-dr., $845*; Ranch Wagon (8) Overall. ae (8) 4-dr., $2,205* (ps); 
sport sedan, $2, ps); 4-dr., $2,- 2-dr., $705. a — ‘arkwood (8) 4-dr., $1,995*, $1,620; 
035* (ps), $1,900*; Biscayne (8) 4-dr.,| °55 Country Sedan (8) 4-dr., $830* Average $1,045 $1,064 $1,109 Brookwood (8) 4-dr., $1,720, $1,705; 
|. $1,495*. (ps); Fairlane (8) 2-dr, Victoria, Bel Air (6) 4-dr., $1,710*, $1,570*; 
ee Bg ne $1,825* $695*; 4-dr., $630; Custom (8) 4-dr., rr Bel Air (8) 4-dr., $1,600*; Biscayne 
ps), ’ » $1, ; Brookwood (8) $495". j (6) 4-dr., 2 at $1,400. 
oS, 5 ek Brockwood (6) 54 ee © (8) 4-dr., $475*; Main (8) mee 59 Super (6) Cross Country, 58 Impala (8) 2-dr. hardtop, $1,840*; 
-dp,,? , ‘ : scayne (8) 4-dr., 55. ; , ° conv., $1,750*%; Nomad (8) 4-dr., $1,- 
Se Seite Sar Sees aaade: | "OS eae "ane ny ee Maers Crest | “5S ‘Costas Crone, otaty, 005° eee ae eee ae 
-dr., , , ’ ’ -dr, ctoria, ° o , . coupe, ’ $ -dr., $1,475* (ps); 
ofS (RO, OLR, SLA og, | IMPERIAL ST Crown 2-cr,narcop, 1] SFUPRBAKER—"oT Champon (©) 2r.|  BGPAIMG, 66), “eg ta tg 
, ’ ’ 870* (ps). . ~ar., ,050, ’ . scayne 
4-dr., $1,395*; Two-ten (8) station VALIANT—’60 Valiant 4-dr., $1,895 4-dr., $1,280*, $1,250*, 2 at $1,225* 
‘ MERCURY—’55 M -dr. bs -» $1,895. , , $1,250*, t : 
wags, $1,255, "Hh bion: ar, og.-| MERCURY 68 Monterey, Str, $2805; Z| MISCELLANEOUS so Chevrolet (O) %-| _f,8"O, $370, $1,106; “Yeoman 
’ ; - -dr., $835, ’ 5 ee 7 . . 5 ton pickup, $850. pt , . 
$820. 53 Monterey 2-dr. hardtop, $325*. ’ a ’57 Two-ten (8) station wagon, $1,295* 
"56 Bel Air (8) A-dr., $075*; Tworten OLDEMOBILE — "60" (88) conv., §9,050° ‘53 Ford’ (8) %-ton pickup, $475. $1,275; 4-dr. hardtop, $1,270; 2-dr., 
) 2-dr., 5. . 7 7 : ; F $1,120", $1,030; Two-ten (6) 2-dr., 
'55 Two-ten (6) station wagon, $710*;| "57 OO ae. 2-dr, Holiday, $1,325°; SON C $950, $890; Bel Air (8) sport sedan, 
Two-ten (8) 4-dr., $690; One-fifty (6)| ,,f-Gh, $PSI5*) ooo MASON CITY, IA. | $1,200°. 
fat., $675. PACKARD —’52 Clipper 2-dr. hardto Central States Auto Auction. Sale every 56 Bel Air (8) 4-dr., $850°; Two-ten (8) 
- ‘oten aa $325. - $350". _ : P’ | weanesday. Prices are for sale of April 20. 4-dr., $775°. 
o-ten 2-dr., $350; 4-dr., $225. PLYMOUTH—’59 Suburban (8) 4-dr., $2,-| Action on all models that were sharp. Sold | DeSOTO—’57 Firedome 4-dr. hardtop, $1,- 
DeSOTO — '57 Firedome 4-dr., $1,140* 240* (ps), $1,925" (ps). ; 79 percent of 446 consignments. 300* (ps); Firesweep 4-dr., $750*. 
(ps); 2-dr, hardtop, $310* (ps). | °58 Suburban (8) Custom 4-dr., $1,315*; | BUICK — '58 RM 2-dr. Riviera, $1,490*| DODGE—'59 Custom Royal (8) 4-dr., $1,- 
FORD—"60 Falcon (6) 2-dr., $2,020*, $2,- Savoy (8) 4-dr., $1,000, $985. (ps); Special 4-dr., $1,490*; 2-dr., $1,-| ,_ 390° (ps). 
er eae Fairlane 500 (8) ses ea Star Chief 2-dr. Catalina, _ Super 4-dr. Riviera, $1,450* (ps). ig Sano gy eg ee one. (ps); 
-dr., ’ . 5. z ‘57 Super 4-dr. Riviera, $1,190* (ps); -dr, hardtop, . 
’59 Thunderbird (8) 2-dr, hardtop, $3,- ’53 Chieftain 2-dr., $295*, $220*. Special 4-dr., $1,050*, $1,040*; RM (Continued on Page 58, Col. 2) 


$1,630" (ps), $1,6$$*, $1,495* (ps); 
Country Sedan (8) 4-dr., $1,260* (ps); 
Fairlane (8) 4-dr, Victoria, $1,245* 
(ps), $1,075*; Ranch Wagon (8) 2-dr., 
$950*, $875*; Custom 300 (6) 4-dr., 
$860*. 
°57 Thunderbird (8) 2-dr. hardtop, §$2,- 
350* (ps); Fairlane 500 (8) conv., 
$1,390, $1,355* (ps), $1,300* (ps), 
$1,260*, $1,210*, $1,000*; 4-dr, Vic- 
toria, $915* (ps), $895*, $880*; Coun- 
try Sedan (8) 4-dr., $1,250* (ps), 
$1,030*; Country Sedan (6) 4-dr., 
$845*; Ranch Wagon (8) 2-dr., $850; 
Fairlane (8) 4-dr, Victoria, $815*; 
2-dr., $705*; Fairlane (6) 2-dr, Vic- 
toria, $725*; Custom 300 (8) 2-dr., 
$675; Custom 300 (6) 4-dr., $640; 2- 
r., $625; Custom (6) 2-dr., 2 at $400. 
56 Thunderbird (8) 2-dr, hardtop, $1,- 
700*; Country Sedan (8) 4-dr., $940*; 
Fairlane (8) conv., $835*; 4-dr, Vic- 
toria, $740*, $725; 2-dr, Victoria, 
$680*; 4-dr., $610*, $605; Main (8) 
4-dr., $525; Custom (6) 4-dr., $400. 
55 Fairlane (8) conv., $700*; 2-dr., 
$505*; 2-dr. Victoria, $470*, $410*, 
$380*; Custom (6) 4-dr., $485*. 
’54 Custom (8) 4-dr., $300*. 
LINCOLN — ’58 Premiere 4-dr. hardtop, 
$1,945* (ps). 
’57 Premiere 4-dr, hardtop, $1,750* (ps), 
$1,435* (ps); 4-dr., $1,465* (ps). 
°56 Premiere 2-dr, hardtop, $1,200*; 4- 
dr., $805* (ps), $615* (ps); Capri 
2-dr, hardtop, $800*. 
MERCURY—’58 Park Lane conv., $1,645* 
(ps). 
’57 Monterey 4-dr, hardtop, $1,250* (ps), 
$950*, $895* (ps); 2-dr., $745*. 
*56 Monterey 4-dr. hardtop, $980* (ps), 
$865*; conv., $855*. 
OLDSMOBILE — ’60 (88) conv., $3,230* 


(ps). 

58 (98) 4-dr., $2,060* (ps), $1,750* 
(ps); conv., $1,850* (ps); 4-dr., $1,- 
600* (ps). 

57 (98) 4-dr. Holiday, $1,465* (ps), 
$1,365* (ps), $875* (ps); (88) Super 
Fiesta 4-dr., $1,420*%, $1,350* (ps); 
(88) 4-dr. Holiday, $1,225* (ps), $1,- 
010*; 4-dr., $1,035*, $955*; 2-dr., 
$950*. 

’56 (98) conv., $1,190* (ps); 4-dr, Holi- 
day, $1,060* (ps), $1,050* (ps), $1,- 
025* (ps), $965* (ps), $935* (ps), 
$865* (ps); (88) 2-dr, Holiday, $685* 
(ps), $650*; 4-dr., $630*. 

55 (88) 4-dr, Holiday, $750*; conv., 
$735* (ps); 4-dr., 390*%; (98) 4-dr., 
$630* (ps); (88) Super 2-dr, Holiday, 
$425* (ps). 

PLYMOUTH—’59 Belvedere (8) 4-dr, hard- 
top, $1,465* (ps); Savoy (8) 2-dr., 
$1,350". 

"58 Savoy (6) 2-dr., $810*; Plaza (6) 
2-dr., $700*. 

’57 Suburban (8) 4-dr., $1,150* (ps); 
Savoy (8) 4-dr., $875*, $675*, $600*; 
2-dr., $630*; Belvedere (8) 4-dr., $785* 
(ps); Belvedere (6) 4-dr., $685*, 

’56 Plaza (8) 4-dr., $510. 

BS Belvedere (8) 4-dr., $595* (ps); 
Plaza (6) 4-dr., $315. 

’54 Belvedere 4-dr., $345*. 

PONTIAC — '60 Catalina Safari, $2,875* 
(ps); 4-dr., $2,355* (ps), $2,285*, §2,- 
135* (ps); Bonneville sport coupe, 
$2,700* (ps); Star Chief 2-dr., $2,425*. 

*59 Bonneville 4-dr. Vista, $2,585* (ps), 
$2,240* (ps); Safari, $2,315* (ps); 
Catalina 4-dr., $2,500*; 2-dr., $1,975* 
(ps); Star Chief 4-dr., $2,370* (ps), 
$2,360* (ps); 4-dr, Vista, $2,350*, 

58 Star Chief 4-dr., $1,240*. 

’'57 Star Chief Safari, $1,455* (ps); 
Super Chief 4-dr, aCtalina, $1,200*; 
Chieftain 4-dr., $770*. 

’56 Star Chief conv., $810* (ps); Star 
Chief 2-dr, Catalina, $680* (ps); Sa- 
fari, $675*; Chieftain 4-dr, Catalina, 
$615*, $555°; 4-dr., $575°*. 

’54 Chieftain station wagon, $350* (ps). 

RAMBLER — '58 Ambassador (8) Cross 
Country, $1,900, $1,770*; 4-dr., $1,- 
725*, $1,475; Deluxe (8) 4-dr., §$1,- 
200*; Super (6) 4-dr., $1,160. 

’58 Ambassador (8) 4-dr., $1,080*; De- 
luxe (8) 4-dr., $915. 

'57 Super (6) 4-dr., $695* 

’56 Custom Cross Country, $690. 

‘54 Custom 2-dr. hardtop, $360. 

STU DEBAKER—’60 Lark (6) station wag- 
on, $1,650. 

59 Lark (6) 2-dr., $1,330*, $1,175, $1,- 
100, 


PORTLAND, ORE. 


Portland Auto Auction, Inc, Sale every 
Tuesday, Prices are for sale of April 19. 
BUICK—’57 Special 2-dr, Riviera, $1,295* 

(ps). 
'56 Century Estate Wagon, $1,135*, 
"55 RM 2-dr., $615* (ps); Century “2-ar. 
Riviera, $505* (ps). 
'54 Special 2-dr., $375*, $365*; Century 
4-dr., $310* (ps). 
CADILLAC—’59 (62) conv., $4,345* (ps). 
’S7 (62) Sedan de Ville, $2,295* (ps). 
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Among the nation’s 20 largest markets Milwaukee ranks 


fifth in automotive sales per family 


THE SELLING’S FINE IN MILWAUKEE! Milwaukeeans not only 
like to buy cars .. . they’ve got the money to pay for them. 
Personal net income of Metro Milwaukee’s 1,189,000 people 
averages over $50,000,000 weekly. 

The Milwaukee Journal is the favorite of men who sell 
cars in Milwaukee. And for good reason: The Journal takes 
them into 9 out of 10 homes .. . at milline rates 20% be- 
low the average for newspapers of comparable size. Ninety- 
five percent of all local-dealer new-car newspaper advertising 
in Milwaukee appears in The Milwaukee Journal. 


MEMBER OF MILLION MARKET NEWSPAPERS, INC. — Offices: 
New York, 529 Fifth Avenue; Chicago, 333 N. Michigan 
Blvd.; Detroit; Los Angeles; San Francisco. 






Median income per family. ee 
-% of families with incomes over $7,000. . .¢ 
_ Median value of single dwelling units. .:..4th 
Retail store sales per family*...........2nd 
Food store sales per family........... .6th 


ea 








with coverage of 9 out of 10 famalies 


THE MILWAUKEE JOURNAL DELIVERS THE 
GOODS IN MILLION MARKET MILWAUKEE! 
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Sales-Tax Ruling 
Is Under Study 


In Pennsylvania 


HARRISBURG, Pa—tThe advis- 
| ability of appealing a court ruling 
i on a phase of the Pennsylvania 
sales and use tax is being consid- 





Falcon (6) 4-dr., $1,950 


side the state was an “unconstitu- (ps); 


ee 


"56 Coronet (8) 4-dr., $440*. 
FORD—’'60 Thunderbird (8), $3,250° (ps); 


Custom 300 (8) 2-dr., 
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Used-Car Auction Prices 





(Continued from Page 57) 


$2,210* (ps); 4-dr., =. 160° (ps). 
"56 (88) Super’ 4-dr., 
PLYMOUTH— 59 naan (8) 4-dr., $1,- 









'S9 Galaxie (8) 4-dr. Victoria, $2,250; 875* (ps); Savoy (6) 2-dr., $1,110. 
ered by the State Revenue Depart- 4-dr., $2,050* (ps); Fairlane 500 (8)| ‘58 Belvedere (8) conv., $1,280* (ps); 
ment. tee 8) oe Ge, (ps); Cus- Suburban (8) Custom 4-dr., $1,100*; 

tom -dr., $1,300. Savoy (8) 4-dr., $1,050*, $1,000*. 
The dilemma was raised when @) 58 Fairlane 500 (8) skyliner, $1,660;| °56 Belvedere (8) conv.,’ §800* (ps); 
County Court ruled that the state’s 4-dr. Victoria, $1,320* (ps); 4-dr., $1,- Plaza (6) 2-dr., $410. 
refusal to grant tax exemptions on aay: Country Squire ® + ~a er aoe ae” one Star Chief 4-dr. Vista, $2,- 
" , (ps); Catalina 4-dr., $2,185* 
tradeins on new cars bought out (ps): Country Sedan (8) 4-dr.. $1,250° con: sort jeune, Sele, $ 


’57 Chieftain 4-dr. Catalina, $1,190; Star 


‘i Custom 300 (6) 4-dr., $980. 7 ° , . 

wate commmaroa? | Mamta ets OC oes ons temeaaye enor, 

Two car buyers who were denied| ‘56 Fairlane (8) conv., '$935*; 4-dr., 335* (ps); Custom (6) 4-dr., $1,270*; 
filed for repayments, The court]  Viewrla, $675" (pe): 2dr $615";| 55 "Customs tear d4e0e 

ruled that they were entitled to| _ scmem ‘ “0% Sibs, $820; 24r.,/ SrUDEBAKER—'Si Commander (8) 4-dr., 

such reimbursement. LINOOLN—’55 Capri conv., $640* (ps). | MISCELLANEOUS—’60 Chevrolet (6) El 


In making the ruling, the court 


MERCURY — ’'58 Monterey 4-dr., 









$1,295° Camino, $2,070*. 


"59 Chevrolet (6) El Camino, $1,450. 


(ps). 
said it felt the state’s ruling on| ‘57 Montclair conv., $1,100*, $990* (ps);| 59 Fora (8) Ranchero, $1,195. 

{ collecting the tax was “repugnant an dee Pe, $1,050*; Commuter/; ‘56 Chevrolet %4-ton pickup, $750; Ford 
{ to the commerce clause of the "Seen : seston, 9680; F-100 Y-ton pickup, 
‘ ’56 Montclair 4-dr., $620* (ps), $630*. 
United States Constitution and| NasH—’s¢ Ambassador (8) t-dr., $665*. — 
therefore invalid.” LDSMOBILE —’ 8) 2-dr. Holid 
oLDs 69 (88) 2dr, Holiday,| J)AYTONA BEACH, FLA. 


- 
1) 


| for 4-wheel drives 


dealer catalog. 


*Lock-o-maticonly. **Willys dealers only. 


“JET ST 
ON EVERY WAGON” 
DON'T SELL ANOTHER 
THE NEW 


air deflector 


Amazin 
protection 


@ KEEPS DANGEROUS EXHAUST FUMES OUT 


haust fumes out! 
© Beautiful triple-plated, rust-proof chrome finish 


© Easy-te-install, easy-te-sell for extra profits 








WARN is the“word” for 
“SELECTIVE DRIVE” 


There are so many more Warn Hubs sold 
and in use than all other makes combined 
there is no basis for comparison. That's 
popularity! One reason is that 99.99815% 
of all Warn Hubs sold stay in use for the 
life of the vehicle —or longer. That’s 

dependability! Finally, when it comes to 
national advertising, Warn is the hay- 
stack, not the needle. That’s real selling 
for you! When you sell Warn Hubs, 
everybody is happier! Write today for 


WARN MFG. CO. 
Riverton Box 6064-AN Seattle 88, Wash. 





NEW CAR DEALERS SAY, 
REAM 
AIR DEFLECTORS BELONGS 











STATION WAGON WITHOUT 
JET STREAM 


TRADEMARK 


(for Station Wagons, Pick-Ups, Ranch Wagons, etc.) 
new aerodynamic principal gives 2-way 


@ KEEPS REAR WINDOWS CLEAR FOR SAFE VISION 


Customers can enjoy safe, healthy, all-weather 
driving with Jet Stream, a new air deflector design 
that keeps dust, rain, snow and mud from collect- 
ing against the rear window; keeps dangerous ex- 


© #707 fits ali models; #707R for Rambler wagons 








Florida Auto Auction, Sale every Tues- 
day. Prices are for sale of April 19, 


BUICK—’59 LeSabre 2-dr., $1,650*, 
"57 RM 4-dr, Riviera, $690* (ps). 
"56 Special 2-dr., $650*, $590* (ps); 2- 
dr. Riviera, $560*, $410* (ps). 
55 RM 2-dr, Riviera, $600* (ps), 

*54 Century 2-dr. Riviera, $450*, 
CADILLAC—’60 (62) 4-dr., $4,000* (ps). 
’69 (62) 4-dr. hardtop, $3,510* (ps), 
"58 (62) 2-dr, hardtop, $2,500* (ps). 







"57 (62) conv., $2,000* (ps). 
'53 (62) 4-dr., $390* (ps), 
CHEVROLET—’60 Impala (8) conv., 2 at 
$2,450* (ps); Corvair (6) 4-dr., $1,- 
965*, $1,900*, $1,800*, $1,410; Bis- 
cayne (8) 4-dr., $1,800* (ps). 

"59 Impala (8) sport coupe, $2,010* 
(ps); Brookwood (6) 2-dr., $1,475; 
Biscayne (6) 2-dr., $1,305. 

’58 Bel Air (8) 2-dr., $1,350*; sport 
sedan, $1,075* (ps); Brookwood (8) 
4-dr., $1,290* (ps); Biscayne (8) 4- 
dr., $1,110*. 


’57 Two-ten (8) 4-dr., $1,140* (ps), 

’56 Bel Air (8) sport coupe, $850*; 2- 
dr., $465. 

’55 Two-ten (8) 4-dr., $455, $370, 

"54 Bel Air 4-dr., $425. 

eens <yipiniiead (300) conv., $1,450* 

ps) 

"56 NY 4-dr., $575* (ps). 


DeSOTO—’56 Fireflite 4-dr., $665* (ps). 
55 Firedome 2-dr, hardtop, $510*, 








‘53 Power Master 4-dr., $100. 
DODGE—’57 Coronet (8) 2-dr. hardtop, 
$675* 
FORD—'60 Galaxie (8) 4-dr. Victoria, $2,- 
300* (ps), $2,225* (ps). 


$725* (ps); Sierra 4-dr., 
’59 Galaxie (8) 4-dr. Victoria, $1,685*; 


Fairlane (6) 2-dr., $1,410*; Fairlane 
(8) 4-dr., $1,350*%; Custom 300 (8) 2- 
dr., $1,375; Custom 300 (6) 4-dr., 
$1,170*. 

‘58 Fairlane 500 (8) conv., $935* (ps); 
Custom 300 (8) 2-dr., $750*. 

'57 Fairlane 500 (8) 4-dr, Victoria, 
$990* (ps); 2-dr., $700*; Ranch Wag- 
on (8) 2-dr., $965*; Ranch Wagon (6) 
2-dr., $630. 


’55 Fairlane (8) 2-dr., $650*. 
’54 Custom (8) 4-dr., $240*, 
— Crown conv., 

ps). 
'56 Imperial 4-dr. hardtop, $900* (ps). 
LINCOLN—’58 Continental Mark III 
conv., $2,700* (ps); Premiere 4-dr. 
hardtop, $1,990* (ps). 
'55 Capri 4-dr., $500* (ps). 
MERCURY—’57 Voyager 4-dr., $1,110* 
(ps); Commuter 2-dr., $875°*; 
terey 4-dr. hardtop, $840* (ps). 
’56 Monterey 2-dr., $760*. 
’54 Monterey 2-dr, hardtop, $630* (ps). 


$5,050* 










NASH—’57 Ambassador (8) 2-dr, hard- 
top, $600* (ps). 

OLDSMOBILE — ’58 (98) 4-dr. Holiday, 
$1,775* (ps); (88) Super 4-dr., $1,- 
250* (ps). 

’54 (88) 4-dr., $350*. 
’53 (88) 4-dr., $275* (ps). 

PLYMOUTH—’59 Fury (8) 2-dr. hardtop, 
2 at $1,500. 

‘58 Plaza (6) 4-dr., $505. 

"57 Belvedere (8) 2-dr, hardtop, $725* 
(ps); 4-dr., $500*, 

"55 Savoy (6) 2-dr., $285. 


PONTIAC—’57 Star Chief 4-dr. Catalina, 
$975* (ps). 
’56 Chieftain Safari 2-dr., $675*, 
"55 Star Chief conv., $680* (ps). 
RAMBLER—’59 Ambassador (8) Cross 
Country, $1,715 (ps). 
55 Custom Cross Country, $525, 
STUDEBAKER—’60 Lark (8) conv., §$2,- 






S 


310*; Lark (6) conv., $2,080, 
’59 Lark (6) station wagon, $925*; 4- 
dr., $900*. 





‘58 Scotsman (6) 2-dr., $500. 
VALIANT—’60 Valiant (6) Suburban, $1,- 


900. 
ae Chevrolet %-ton, 









DETROIT 


State Fair Auto Auction, Sale every 
Tuesday. Prices are for sale of April 19. 
Market dropped, Prices softened. Sold 65 
ears from 193 consignments, 









tir RM 4-dr. Riviera, $1,025* 
ps). . 
"56 Special 4-dr, Riviera, $600*; 2-dr. 





Riviera, $560*. 
'55 Special 4-dr., 






$400*. 






U.S. PATENT NO, 2,933,344 a a we Ale (8) 6-Oe., Gh.- 
Poses reVeevesseecesesovesseecse '5S Brookwood (8) 2-dr., $1,205; Bis- 
e cayne (6) 4-dr., $1,005*; Delray (6) 
¢ SUPERIOR INDUSTRIES Dept. ant ° 52 ats, $900, 
* , o-ten (8) 2-dr., $900. 
7260 Atell Avenue, Nerth Hellywoed, Calif. ° ’56 Bel Air (8) 2-dr., $825*%; One-fifty 
m4 (6) 2-dr., $480, $450, 
\ NAME. . ‘55 Two-ten (8) station wagon 4-dr., 
H . $545, $475, = Bel Air oan 2-dr., 
$500; 4-dr., $500*, $465*, 50. 
tae = 63 Bel Air 2-dr., $375. 
CITY. ZONE STATE. _..._.—s— w:«|: CH RYSLER—’57 NY 4-dr., $1,180* (ps). 
fe '55 NY 2-dr. hardtop, $490* (ps). 
a . COMPANY. eS od : DODGE—’56 Coronet (8) 4-dr., $560*; 2- 
dr., $495°. 
Quality qe seg cies $ Complete satisfaction guaranteed or money back © | roRp. a a sannine 500 (8) 2-dr., $1,- 
j SOCHHHHSESOSOSESOSSEEHEEEESESEEE 800* (ps). 
58 Geanues Sedan (8) 4-dr., $1,300*, 
































































$1,245; Fairlane 500 (8) 4-dr., $1,-|/ MISOELLANEOUS—'58 Ford (6) ‘%-ton 


200*; 2-dr., $1,050*, $1, 000*; Ranch pickup, $725. 

Wagon (8) 2-dr., $1, 010 ’55 International (6) %-ton pickup, 
’57 Fairlane 500 (8) 4- -dr., $725* (ps); $350. 

Custom (6) 2-dr., $715*, 
56 Fairlane (8) 2-dr. Victoria, $665*, FLINT 


$645*. 
’54 Ranch Wagon (8) 2-dr., $265, 
MERCURY—’58 Monterey 2-dr., $1,050*, 


$1,000*. 
’57 Montclair 2-dr, hardtop, $1,040* 
(ps); Monterey 4-dr, hardtop, $1,000*. 
’56 Monterey 2-dr., $600. 


Flint Auto Auction. Sale every Wednes- 
day. Prices are for sale of April 20. Per- 
centage of sales per consignment was 
down today but it is our opinion that a 
good percentage of the cars were not as 
sharp as the buyers liked to spend their 


OLDSMOBILE— 59 (88) 2-dr. Scenic, $2,-| money for. Sold 237 cars from 366 con- 
325* (ps). eee atais 93,400° (90); 
’58 (88) 2-dr. Holiday, $1,800* (ps), BUICK—’' 59 jabre conv., y ; 
"56 (88) 4-dr, Holiday. ose a” 4-dr. hardtop, $2,315* (ps), . $2,300* 
*55 (88) 2-dr. Holiday, $410* (ps). (ps), $1,930*; fat: $2,140*; ——. 
’54 (88) 2-dr. Holiday, $355*, hardtop, $1,925*; Invicta 2-dr., $ ° 
PLYMOUTH — ’57 Belvedere (8) 4-dr., 285* (ps); 4-dr. hardto P, $2,265 
$805* (ps), $685"; 2-dr. hardtop, (ps); Electra 4-dr., $2,250* (ps). 
$785* (ps). ’58 Special conv., $1,750* (ps); 2-dr. 
‘56 Suburban (8) 2-dr., $510, $465* Riviera, $1,540*; 2-dr., $1,415*; 4-dr., 
(ps); Plaza (6) 2-dr., $370*, $1,500, $1,260*; Super 2-dr. Riviera, 
’55 Belvedere (8) 2-dr., $425, $1,575* (ps), $1,265* (ps). 


’57 RM 2-dr. Riviera, $1,160* (ps); Spe- 


PONTIAC—’ 98 v., $800* » 
yi BS ee ae cial 4-dr., $1,125*; 2-dr. Riviera, $1,- 


RAMBLER—’57 Custom (6) Cross Coun- 


try 4-dr., $875. 7 eee oer ner; Cons 
NT—~ -dr. 50*; 2-dr., ’ ; 

TNT a Pete ee eee Estate Wagon 4-dr., $770* (ps); RM 

WEST PALM BEACH FLA 4-dr. Riviera, $720* (ps); Super 2- 

9 ° dr. Riviera, $635* (ps). 

West Palm Beach Auto Auction, ‘Sale ’55 Special 2-dr. Riviera, $580*; 4-dr., 
every Thursday, Prices are for sale of $575". . 
April 21. Market is soft and spotty, Car "54 Special 4-dr., $320*, $180*. 

prices were lower with many of dealers ’53 Special 4-dr., $245*. 
selling at the lower price, Demand is | CADILLAC—’55 (60) Special 4-dr., $1,- 


good on ’57-’58-’59 units and convertibles. 090* (ps); (62) 4-dr., $640* (ps). 
BUICK—’58 Special 2-dr. Riviera, $1,-| CHEVROLET—’60 Impala (8) 4-dr. hard- 
225* (ps). top, $2,660* (ps), $2,500* (ps); conv., 
‘57 Special conv., $975* (ps); RM 4- $2,320". 
dr, Riviera, $900* (ps); Super, $800*| ‘59 Impala (8) conv., $2,285* (ps), $2,- 
(ps). 240* (ps), $2,110* (ps); 4-dr. hardtop, 
’56 Century conv., $625* (ps); Special $1,910*; 4-dr., $1,900* (ps); Kings- 
conv., $555*. wood (8) 4-dr., $2,030* (ps); Bel Air 
’55 Special 2-dr. Riviera, $425*, $415*; (6) 4-dr. hardtop, $1,875*; 4-dr., $1,- 
RM 2-dr. Riviera, $365* (ps). 655* (ps); 2-dr., $1,600*, $1,565*; 
’54 Super 2-dr. Riviera, $325* (ps). Biscayne 2-dr., $1,535. 
'52 RM 4-dr., $175*; Super 4-dr., $110*. ’58 Impala (8) conv., $1,575* (ps), $1,- 
’51 Super 2-dr. Riviera, $135*; Special 515*, $1,500"; Bel Air (8) 4-dr., $1,- 
4-dr., $115*. 400*, $1,380*; 2-dr., $1,350*%, $1,160; 
CADILLAC—’59 de Ville 2-dr. hardtop, Biscayne (8) 4-dr., $1,330*, $1,270", 
$3,750* (ps). $1,265*; Biscayne (6) 4-dr., $1,300*; 
’5S (62) conv., $2,620* (ps). 2-dr., $1,270*. : 
’56 (62) Sedan de Ville, $1,325* (ps), ’57 Bel Air (8) 4-dr. hardtop, $1,250*; 
$1,160* (ps). 4-dr., $1,250* (ps); Two-ten (8) 4- 
’55 (62) 2-dr. hardtop, $825* (ps), dr., $1,240*; 2-dr., $895*,  $845*, 
$805* (ps); 4-dr., $700*. $500*; One-fifty (6) 2-dr., $705. 
"52 (62) conv., $175* (ps); 4-dr., $155* ’56 Bel Air (8) 4-dr., $995*, $605*; 2- 
(ps). dr. hardtop, $880*; 2-dr., $825*, $630; 
"51 (62) 4-dr., $330*; conv., $150* (ps), Two-ten (8) 2-dr., $770*; Delray, 
$100*. $705*; station wagon 4-dr., $690*; 4- 
*50 (60) Special 4-dr., $310* (ps). dr., $575*; aan (6) es = 
CHEVROLET—’60 Impala (8) sport se- —" (6) station wag oy 
’ dan, $2,300° (ps), $2,290° (ps). 55 Two-ten (8) station wagon 4-dr., 
ett eh ake aks Te ae ee $620*; Delray, $425*; Two-ten (6) 2- 
on (pe); Bet Ale (8) 2-Gr., $1,576 dr., $410; 4-dr., $355*; station wagon 
'58 Bel Air (8) sport coupe, $1,160*; 4-dr., $320; Bel Air (6) 2-dr., $500", 
Yeoman (8) 2-dr $900; Delray (6) $405* ; Bel Air (8) 2-dr., $410*, $370, 
2-dr., $875 sg 7 $300*; 4-dr., $405*; One-fifty (6) 2- 
, on "4 re dr., $315. 
57 Two-ten station wagon, 2 at $900; , aie 
° '54 Two-ten 2-dr., $330*, $320*; Bel 
Two-ten (6) station wagon, $725; Bel Air 4-dr., $215*, $210; 2-dr., $190*, 
Air (8) 4-dr., $680*. $185° 
*56 Two-ten (6) sport sedan, $725*; sta- . : ¥ > . 
tion wagon, $400; Two-ten (8) sta- ~ a ae dr., $250; Bel Air 4-dr., 
tion wagon, $550*; Nomad (8) 2-dr., ’ . i 
$710* (ps); Bel Air (8) sport sedan, | CHRYSLER—’55 Windsor conv., $715 
$615". (ps); NY 4-dr., $510* (ps); 2-dr. 
’55 Two-ten (6) station wagon, $400; hardtop, $330* (ps). 
Bel Air (6) sport coupe, $400; One- '54 NY 4-dr., $375* (ps). 
fifty (6) 2-dr., $330. DODGE—’57 Coronet (8) conv., $1,110*; 
’54 Bel Air 2-dr., $600, $250*; Two-ten Royal (8) 2-dr. hardtop, $900* (ps). 
station wagon, $435*; 2-dr., $390. ’56 Royal 2-dr. hardtop, $450*. 
’53 Corvette conv., $760*%; One-fifty 2- ’55 Royal (8) 4-dr., $320*; 2-dr., $275*; 
: ye ay ~~ on oo $170*, Coronet (8) 4-dr., $250. 
5 luxe 4-dr., $200*, ; ‘ “ 
'51 Deluxe station wagon, $105. a 
CHRYSLER—'57 NY Town & Country, | FORD—’60 Thunderbird (8) 2-dr. hardtop, 
$1,300* (ps); Windsor 4-dr. hardtop, $3,475* (ps); Galaxie (8) Starliner, 
$1,045* (ps). ; $2,425* (ps); Falcon (6) station wag- 
DeSOTO—’57 Firedome 4-dr., $725* (ps). on, $2,265*. 
’56 Fireflite 4-dr., $675* (ps); 4-dr., 59 Galaxie (8) conv., $2,290* (ps); 
$660". Country Sedan (8) 4-dr., $1,825*; 


’52 Firedome 2-dr. hardtop, $125, Custom 300 (8) 4-dr., $1,435; Custom 


DODGE—’57 Coronet (8) 4-dr. hardtop, 300 (6) 2-dr., $1,415. 
$875* (ps), $725*. ’58 Country Sedan (8) 4-dr., $1,355* 
’56. Coronet (6) 2-dr., $445; Coronet (ps), $1,330*, $1,310* (ps), $1,300*; 
(8) 2-dr., $385. Custom 300 (6) 2-dr., $1,085*; Cus- 


’55 Coronet (6) 2-dr., $315; Coronet (8) 
2-dr., $255, $225, 

FORD—’60 Galaxie (8) 4-dr. Victoria, $2,- 
320* (ps); Fairlane (8) 4-dr., $1,- 
875* (ps). 

’58 Fairlane 500 (8) 4-dr. Victoria, $1,- 
050* (ps); 4-dr., $1,025* (ps); 2-dr., 
$910*; Country Sedan (8) 4-dr., $920*. 


(Continued on Page 59, Col, 1) 


LIQUID 













’57 Country Sedan (8) ~- 4-dr., $825*, 
$775*, $725", $650*; Ranch Wagon 
(8) 2-dr., $765*, $635; Fairlane (8) 
2-dr., $710*; Custom (8) 4-dr., $425*. eel aerl heehee 
’56 Country Sedan (8) 4-dr., $655* (ps), , edie Rusted Bolts 
$525, $475*; Parklane (8) 2-dr., $600*, os screws, ‘frozen’ parts! 
$530*; Fairlane (8) conv., $570*; Cus- é 


tom (8) 2-dr. Victoria, $525*. 
’55 Country Sedan (8) 4-dr., $535* (ps); 
Ranch Wagon (8) 2-dr., $425; Fair- 


“The mechanic's friend 
...+ works in seconds” 
















lane (8) 2-dr. Victoria, $330*; Main \ 
(6) 2-dr., $310; Country Squire (8) YOUR JOBBER HAS IT! 
4-dr., $275. 

54 Custom (8) 2-dr., $345*, $270, RADIATOR SPECIALTY co. 
$195*; 4-dr., $330*, $310*; Country ag 
Sedan (8) 4-dr., $315. 

’563 Custom (8) 4-dr., $270*%; Main (8) 


4-dr., $185; 2-dr., $140, $130; Main 
(6) 2-dr., $125. 


LINCOLN—’57 Premiere 
$1,075* (ps). 


2-dr, hardtop, 


Assembled in 30 Minutes 4 


’56 Premiere 2-dr, hardtop, $750* (ps). ~ outdoor displa 
’54 Capri 2-dr. hardtop, $220*, For indoor pl 
MERCURY—’57 Montclair 4-dr, hardtop, Send for 
$895* (ps); ae 4-dr, hardtop, free folder. 
$740* (ps); 2-dr., $720*. 
’56 Montclair conv., $600* (ps). AMER-STAGE 


’55 Monterey 2-dr. hardtop, $525*, $470*,| 805 East 134 St. 


$450*; station wagon, $335*. Bronx 54, N. Y. 
’54 Monterey 2-dr. hardtop, $370* (ps), 
$340* (ps), $275* (ps); 4-dr., $265. 


OLDSMOBILE—’57 (98) conv., $1,100* 
(ps); (88) conv., $900* (ps), 
’56 (98) 4-dr. Holiday, $720* (ps); 
2-dr. Holiday, $685* (ps). 
'5S (98) 4-dr. Holiday, $675* (ps); 
2-dr. Holiday, $535*. 
’54 (88) 4-dr., $350* (ps), 

'53 (88) Super 2-dr., $245*, 
PACKARD—’ 57 Clipper 4-dr., $675*, 
’56 Clipper 4-dr., $340*, $300*, 
PLYMQUTH 57 Belvedere (8) 2-dr. 

hardtop, $875* (ps); Savoy (6) 2-dr., 





(88) 
(88) 


CORDLESS 
ELECTRIC SHAVER 


From W. Germany. Runs on 2 inexpensive 
cells. Top performance. 


Dealer's sample—$7.50 prepaid. 


TRANSWORLD TRADING 
565 Fifth Ave., New York 17, N. Y. 












$610; Plaza (6) 4-dr., $445*. 

55 Belvedere (8) 4-dr., $310*, $255* 
(ps); Suburban (6) 2-dr., $300". 

‘53 Cambridge 4-dr., $180. 

PONTIAC—’60 Catalina sport coupe, $2,- 

800* (ps). 

’56 Chieftain Safari 4-dr., $725* (ps); 
Safari 2-dr., $710* (ps). 


’54 Star Chief conv., $360*. 
’53 Chieftain 4-dr., $245*; 2-dr., $135°*. 
RAMBLER—’'60 American (6) 2-dr., 2 at 
$1,350. 
’59 Deluxe (6) 4-dr., $1,180, 
'52 Custom Cross Country, $120 
VALIANT—’60 Valiant (6) 4-dr., 





MASTER 


DEFIANCE: OHIO le 





"$1,775. 
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Used-Car Auction Prices 


(Continued from Page 58) 





tom (6) 2-dr., $965. PONTIAC—’59 Star Chief 4-dr., $2,275* 
’57 Fairlane 500 (8) 2-dr., $1,155* (ps); (ps), $2,210* (ps); Catalina 4-dr. 
Fairlane (8) 2-dr. Victoria, $940*; Vista, $2,200* (ps); 4-dr., $2,025* 
Country Sedan (8) 4-dr., $1,015*, (ps), $1,965*. 
$900; Custom 300 (8) 4-dr., $910* "58 Star Chief 4-dr., $1,650* (ps); 
(ps), $800*%; Custom 300 (6) 2-dr., Chieftain 4-dr., $1,460*; Super Chief 
$670; 4-dr., $330; Main (6) 2-dr., 4-dr. Catalina, $1,385". 
$500. ‘57 Star Chief 2-dr., $1,200* (ps), $1,- 
56 Country Sedan (8) 4-dr., $800*; 000* (ps); Chieftain 2-dr. Catalina, 
Fairlane (8) conv., $745*; 2-dr. Vic- $915°. 
toria, $395*; Custom (8) 4-dr., $360*. ’56 Star Chief 4-dr., $650*; Chieftain 
55 Fairlane (8) conv., $750*, $570*, 4-dr., 2 at $430°. . 
$400*; Custom (8) 2-dr., $555; Main '55 Chieftain 2-dr., $665*; 4-dr., $575. 
(8) 2-dr., $185. ’54 Chieftain 4-dr., $210*, $200*; 2-dr. 
’54 Custom (8) 2-dr., $360*%, $195; 4- Catalina, $160°. 
dt., $255*. BLER—’60 Custom (6) 4-dr., §$1,- 
’563 Custom (8) 2-dr., $100. 820. 
IMPERIAL—’55 Imperial 2-dr. hardtop, 659 Super (6) 4-dr., $1,750*. 
$860". ‘58 Super (6) Cross Country 4-dr., $1,- 
MERCURY—’59 Monterey 2-dr., $1,805*. 280, $1,165*. 
56 Montclair 4-dr., $650*; Medalist 2- STUDEBAKER—’59 Lark Regal (6) 2-dr. 
dr., $255. hardtop, $1,205. 
’55 Monterey 4-dr., $515*, $310*. 58 Scotsman (6) station wagon 2-dr., 
’54 Monterey 2-dr. hardtop, $255*. $725. 
53 Custom 2-dr. hardtop, $105. ’55 Champion 2-dr., $170. 
OLDSMOBILE — ’59 (88) 4-dr., $2,115* | MISCELLANEOUS—’59 Ford Ranchero, 
(ps), $1,970*. : $1,400. 
*58 (88) 4-dr., $1,750* (ps), $1,710* 58 Ford Ranchero, $1,095; %-ton, $830. 


(ps); 2-dr., $1,550* (ps), $1,520 (ps).| "57 Dodge %-ton pickup, $725; Chevro- 


’57 (88) Super 4-dr., $1,300* (ps), $1,- let %-ton, $420. 
150* (ps); (88) 2-dr., $1,095*° (ps), ’56 Chevrolet %-ton pickup, $750. 
$775*; 4-dr., $985*. 53 Ford %-ton pickup, $215. 
"56 (88) Super so0et $860*; (88) 4-dr., Cc N 
$655*; 2-dr., e, 
°55 (98) 4-dr. Holiday, $790* (ps), ALDWELL, N. J. 
$545* (ps), $525*; (88) Super 4-dr., Skyline Auto Auction, Sale every Thurs- 
$650*, $540* (ps); (88) conv., $560*;| day. Prices are for sale of April 21. Mar- 
2-dr. Holiday, $380*. ket remains firm here this week as out of 
’54 (98) 4-dr., $375*. state buyers and retailers were in the 
PLYMOUTH—’60 Fury (8) 4-dr., $2,420*| market for clean and sharp merchandise. 
(ps). Rough cars finding few takers, Clean and 
’5S Savoy (8) 2-dr., $580*. sharp cars still in strong demand, Sold 
’57 Belvedere (8) 4-dr., $585%; Savoy| 164 cars from 211 consignments, 
(8) 4-dr., $165*. BUICK—’59 LeSabre 4-dr., $1,890*. 
’54 Savoy 4-dr., $210*, $155°*. ’58 RM 4-dr. Riviera, $1,690* (ps); 


Super 4-dr. Riviera, $1,455* (ps). 

’57 Special Estate Wagon, $1,210; 4-dr. 
Riviera, $980* (ps); 2-dr. Riviera, 
$875*; RM 4-dr, Riviera, $1,025* (ps); 
Century 4-dr., $1,020* (ps); Super 
4-dr. Riviera, $940* (ps). 

"56 Century Estate Wagon, $840* (ps); 
4-dr, Riviera, $725* (ps); 2-dr, Riv- 
iera, $705* (ps); $710* 
(ps), $505*, 

’5S RM 4-dr., $460* (ps). 






Colbert Calls 
Free Investment 


Key to U.S. Might 






Special 4-dr., 





SAN FRANCISCO.—Vigorous in-| CADILLAC—'59 (60) Special 4-dr., $4,- 
vestment by individual businessmen s75e as;° oe en ee 
is the key to the strength and sta-| ‘58 (75) 4-dr., $3,700* (ps); (62) 4-dr., 
bility that makes the United States So et en ee 
a world power, L. L, Colbert,| ‘57 (60) special 4-dr, hardtop, $2,000* 
Chrysler Corp. president, said at a| (ps); (62) 2-dr, hardtop, $2,000* (ps). 
luncheon opening “Invest in Amer- Sea te z tn. oe Cie 
ica” week. '55 (62) 4- a, 


$980* (ps). 

"52 (62) 4-dr., $165*. 

CHEVROLET—’59 Impala (8) sport coupe, 
$2,285* (ps); sport sedan, $1,900*; 
Kingswood (8) 4-dr., $1,865* (ps); 
Bel Air (6) 4-dr., $1,620*, $1,495*; 
2-dr., $1,540; Bel Air (8) 4-dr., $1,- 
545°. 


Investment by business means 
growth for the country, he said, 
and sound growth in response to 
the needs of the people leads to a 
wide range of benefits. 


He continued: “Sound growth pros (6) +t. $1,270, $1,- 
through private investment broad- », 51,110° (ps); Bel Air (8) 4-dr., 
ens the economic base. And with a See’ sh Ga.seee Ghteer: = 
broadening economic base for our cayne o 4-dr., $1,185*, $1,165*, $1,- 
coun ; f z 145*, $1,145* (ps), $1,140*, $1,135*, 

untry it is easier for us citizens $1,130, $1,105*. $1,000; 2-dr., $1,025. 
to carry the load of defense and| +57°'pe) ‘sir (8) conv., $1,210* (ps); 
education and all the other types of sport coupe, $1,200* (ps); Two-ten 


(6) station wagon, $1,045 (ps), $935; 
Two-ten (8) 2-dr., $810, $800*, $710*, 
$380*; One-fifty (6) 2-dr., $575. 
’56 Bel Air (8) station wagon, $820*. 
‘55 Two-ten (6) 4-dr., $610*; 2-dr., 
$455; Bel Air (8) 4-dr., $575; sport 
coupe, $570*. 
'54 Two-ten 4-dr., $240*. 
’53 Bel Air sport coupe, 
‘52 Deluxe 4-dr., $145. 
CHRYSLER—’58 NY 2-dr. hardtop, 
680* (ps); Windsor 4-dr., $1,260*, 
’57 NY 4-dr, hardtop, $1,355* (ps). 
DeSOTO—’58 Firedome 2-dr. hardtop, $1,- 


390* (ps). 
’56 Fireflite conv., $1,140* (ps). 


social investment that must be 
made to keep our country strong.” 

Freedom to invest has helped 
create a civilization with the great- 
est variety of goods and services 
the world has ever known, he said, 
and only through free investment 
could a civilization of this kind be 
built. It is a civilization, he said, in 
which “every individual can hope 
to find his own pattern of personal 
satisfaction.” 


$195, $165. 
$1,- 





Dobie Silent Service Salesman SELLS MORE ll 






More women are buying avto service and 
they like to buy this “‘super-market” way. 


“So easy for customers to BUY more items, 
THEY added $1,000 extra to first 500 RO's 
after we displayed the Dobie Silent Service “\ | 
Salesman" say leading dealers using it since NA 
1953. Kit includes easy to change plastic 
Prices & extra item slides. Send for folder or order 
now to start making money sooner. $139 on open 
account, 1 yr. guarantee on quality heavy duty 36# 
display, first models 8 years old still in use. 
THE DOBIE COMPANY (Est. 1936) 
F.0.B. 1312 Ontario Street——Cleveland 13, Ohio 
Territories open for agents, full or part-time. 


’55 Fireflite 4-dr., $270* (ps). 
wey Saha Coronet (8) 4-dr. (police), 
975. 
’58 Coronet (8) 4-dr., $1, 235* (ps), 
"57 Royal (8) 4-dr., $935 
’56 Coronet (8) 4-dr., s065°. 
’53 Coronet (6) 4-dr.,. $120. 


FORD—’59 Fairlane 500 (8) 4-dr., 
560* (ps); Ranch Wagon (8) 4-dr., 
$1,480; Custom 300 (8) 4-dr., $1,390°*, 
$1,275. 

’58 Fairlane 500 (8) 2-dr. Victoria, 
285* (ps); 4-dr, Victoria, $1,050* 


(ps). 

‘57 Fairlane 500 (8) 2-dr, Victoria, 
$850°*; Custom 300 (8) 4-dr., $825*, 
’56 Country Sedan (8) 4-dr., $840* (ps); 
Country Sedan (6) 4-dr., $610*; 

Wagon (8) 2-dr., $525. 
'55 Country Sedan (8) 4-dr., $450*; 
tom (8) 2-dr., $440. 












































Cus- 


63 Custom (8) 2-dr., $250*%; Custom 
(6) 4-dr., $210*, 
IMPERIAL—’57 Imperial 4-dr., $1,420* 


(ps). 
LINCOLN — '58 Premiere 2-dr. 


hardtop, 
$2,160* (ps); Capri 4-dr, hardtop, 
$1,930° (ps). 
MEROURY—’59 Voyager 4-dr., $2,170* 
(ps). 
’58 Park Lane 4-dr, hardtop, $1,575* 


Montclair conv., $1,455* (ps); 
Turnpike 
Standard 


(ps) ; 
4-dr, hardtop, 
Cruiser 4-dr., $1,420* (ps); 
4-dr., $1,140*. 

’S57 Monterey 2-dr., $910*. 

’55 Monterey sport coupe, $535*; 
$215; Montclair conv., $375°*, 
’52 Custom 2-dr., $130. 
OLDSMOBILE — '59 (88) Super 2-dr. 

Scenic, $2,255* (ps). 

’57 (98) 2-dr, Holiday, $1,210* (ps); 4- 
dr. Holiday, $1,105* (ps); (88) 2-dr. 
Holiday, $840*. 

'56 (88) 2-dr. Holiday, $580* (ps); (88) 
Super 2-dr, Holiday, $575* (ps). 

$250° 


PACKARD — '54 Carribean conv., 


$1,420* (ps); 


4-dr., 


(ps). 
PLYMOUTH—’59 Fury (8) 4-dr., $1,600*; 
Suburban (8) Custom 4-dr., $1,570* 


(ps); Suburban (6) Custom 2-dr., $1,- 
400; Belvedere (8) 4-dr., $1,525* (ps); 
Savoy (8) 2-dr., $1,275*, 


‘58 Belvedere (8) conv., $1,125* (ps); 
Suburban (8) Custom 4-dr., $1,035; 
Savoy (8) 2-dr., $1,010*%, $985*, $700; 
4-dr., $880. 

'57 Belvedere (8) 4-dr., $730*%; Savoy 
(8) 2-dr. hardtop, $575*; 4-dr., $525*. 


’55 Plaza (8) 2-dr., $300. 

’54 Plaza 4-dr., $100. 

'53 Cambridge 4-dr., $170; 2-dr., $135; 
Cranbrook Belvedere, $100. 


PONTIAC—’59 Star Chief 4-dr., 


(ps). 
’58 Star Chief 4-dr., $1,205°. 
’S7 Super Chief Safari 4-dr., $1,150*. 
’56 Chieftain 4-dr. Catalina, $615* (ps); 
4-dr., $500* (ps). 
"53 Chieftain 2-dr., $145*. 


RAMBLER—’60 Super (6) station wagon, 
$1,540. 
’59 Custom (6) Cross Country, $1,535. 
'55 Super Cross Country, $470. 
’53 Super station wagon, $175. 


STUDEBAKER—’58 Scotsman (6) station 
wagon, $425. 

’56 Commander (8) station wagon, 
$480". 

VALIANT—’60 Valiant (6) 4-dr., 


VALDOSTA, GA. 


Tom Hewitt Auto Auction, Inc. Sale 
every Friday, Prices are for sale of April 
22. Tip top prices, Clean cars, Sold 75 
percent of 250 consignments. 
BUICK—’59 LeSabre 4-dr., $2,200* 

’S7 Century 4-dr., $990*. 

= hee 4 4-dr., $750° (ps); Super 2- 

$520°* (ps). 

3B "RM 4-dr., $375* (ps). 
CADILLAC—’54 (62) 4-dr., $615* (ps). 
CHEVROLET—’'60 Impala (8) conv., §$2,- 

450° (ps); 4-dr., $2,400°. 

59 Brookwood (8) 4-dr., $1, 740°, 

’58 Bel Air (8) 4-dr., $1,235* (ps). 

’57 Bel Air (8) 4-dr., $1,215*; Two-ten 


Standard of Calif. 
Using Tetramethyl 
Lead in Gasoline 


SAN FRANCISCO, — Standard 
Oil Co. of California announced 
that it now is using tetramethyl 
lead, under the trademark Methyl, 
in its gasolines, 

The company said it is the first 
antiknock agent other than tetra- 
ethyl lead to be used on a commer- 
cial scale in 38 years. 

Methyl was developed by Cali- 
fornia Research Corp., a subsidiary 
of California Standard. The com- 
pany claims that Methyl raises the 
road octane quality of high-octane 
premium gasolines from one to 
two octane numbers in most cars. 


The company said new plants 
have been constructed to supply 
its needs, California Standard said 
it currently is using the entire na- 
tional production of tetramethyl 
lead. 

Initially, tetramethyl lead will 
cost refiners more than tetraethyl 
lead, but California Standard ex- 
pects the differential to decrease 
in the long run, 


$2,030*° 


$1,700. 


(ps). 








Knudsen Named to Head 


Pontiac United Fund Plea 


PONTIAC.—Semon E. Knudsen, 
Pontiac general manager, has been 
appointed general chairman of the 
1960 Pontiac Area United Fund 
campaign. 

During the 1958 campaign, he was 
director of industrial division solici- 
tations. In the 1956 and 1957 drives 
he was national firms chairman. 


$1,- 


$1,- 


Ranch 


MERCURY—’57 Commuter 2-dr., 
































59 


‘OLDSMOBILE—’57 (88) 4-dr., $775* (ps). 
"66 (88) 4-dr., 5*, 








Many ’60 Vacationers PLYMOUTH—'S0 Savoy (8) 2-dr., $1,- 
Will Head for Alaska ‘86 Suburban. (8) 4-dr., $590"; Savoy 


WASHINGTON. — Vacations in 
a Preenes oF ’'55 Chieftain 2-dr., $210, 
“ ie n 2- 
as a ioe — oan hea - RAMBLER—'S6 Custom Cross Country, 
mobile Assn. The trend is to | STUDEBAKER—’56 President 4-dr., $710. 
longer trips both in distance and MISCELLANEOUS—’'54 Chevrolet pickup, 


time, the AAA added. wate x ae 


Affiliated motor clubs have re- — Auctions in Brief — 
ported unusually high interest by BORDENTOWN, N f 1 
members in routings and tour in- National Auto Dealers Exchange. Sale 


formation pertaining to the 49th every Wednesday (April 20), Strong prices 
state, the AAA said. continue in every year and model, if they 
are clean and well detailed, Late model 
cars again showed a price rise, Increasing 
demand for both station wagons and con- 
vertibles. Sold 81 percent of 531 consign- 
ments, 


PONTIAC—'59 2-dr. ; $1,755* (ps). 
"58 Star Chief 4-dr., $1,240* (ps), 





(8) 4-dr., $960*, $865*, $855°, 
56 Bel Air (8) 4-dr., 's740°; 
(6) 2-dr., $265, 
'55 Bel Air (8) conv., $425; One-fifty 
(6) 2-dr., $290. 
DeSOTO—’57 Firedome 4-dr., $880* (ps). 
FORD—'59 Custom 300 (8) 4-dr., $1,385*. 
’58 Fairlane 500 (8) 2-dr., $1,200* (ps), 
$1,065*; Custom 300 (6) 4-dr., $1,- 
030°; 2-dr., $1,000* (ps), $800*, 
’57 Fairlane 500 (8) 4-dr., $950*, $880*; 


Two-ten 
* * * 
FONTANA, WIS. 
Fontana Auto Auction. Sale every Thurs- 
day (April 21). Market very active, Beau- 


tiful weather and good turn out, 
* * * 


MANHEIM, PA. 
Manheim Auto Auction, Sale every Fri- 


soos.” $670° (ps); Custom (6) 4-dr.,| aay (April 22). Weather: Clear. Sold 82 
"86 Country Sedan (8) 4-dr., $865* (ps); percent of 862 eae. 
om (8) 4-dr., $580. 
’55 Custom (8) 2-dr., $375. NASHVILLE, TENN. 
"54 Crest (8) 4-dr., $260; Custom (6) Nashville Auto Auction, Sale every 
2-dr., $100, Wednesday (April 20). Market on '57 mod- 


els and older was very strong. '58, '59 and 
"60 cars were a little on the weak side. 
Sold 155 cars from 267 consignments, 


"50 Custom 4-dr., $290. 
$800°. 
’56 Monterey 2-dr., $560*, 
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MNWING TOKE 


Nothing pulls like 


Draw-Tite 


HITCHES e COUPLERS e WINCHES 


WwW *s 


You’re on the bandwagon when you sell the DRAW-TITE 
line. More and more of your own customers are trailering with 
boats and traveling-house trailers—sell them a hitch with 
their car. Quick, easy installation adds to your profit. Stock a 
few hitches for display and order as you need them—twenty- 
four hour shipment direct from the factory on any model. 


ONE-PIECE, SAFETY HITCHES 


Draw-Tite makes a Custom-En- 
gineered Hitch for every car year, 
make and model. One-piece design 
assures proper fit with BOTH frame 
and bumper—for complete safety. NO 
PARTS TO LOSE! Competitively 
priced! HANDSOME PROFITS! 





REGULAR SIZE — for Boat and Utility Trailers 
HEAVY-DUTY — for Travel, Horse, and Large Boat Trailers 


“TRIGGER LOCK”, FOOL-PROOF COUPLERS 


Exclusive ‘“Trigger Lock’’ action is 
the year’s sensation—faster, posi- 
tive, safer coupling and uncoupling. 
No chance of accidental release. 
Locks automatically. Stainless-steel 
spring-loaded—won’t rust. Cam- 
tension assures perfect pivot. Cad- 
mium-plated to prevent rust. 2500- 
lb. G.W. capacity. Heavy-duty 
construction assures family-safe 
dependability. 


PRECISION-BUILT TRAILER WINCHES 


You can’t beat these field- 
proven winches perform- 
ance-wise or price-wise! 
Built in three sizes—with 500-lb., 
700-Ib., and 3500-lb., laboratory- 
tested, GUARANTEED pull. Long- 
life, precision-cut, straddle-mounted 
gears. Spring-loaded ratchet. Me- 
chanical handbrake on 3500 model. 
Cadmium plated. Ideal for boat 
trailers and industrial and farm use. 





FN 
Write for Dealer Prices and Descriptive Folder. a 
oS 


TRAILER PRODUCTS DIVISION 


DRAW-TITE MANUFACTURING COMPANY 
Belleville 10, Michigan 
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taxes, transporta’ 
tional eauipment. 
(Copyright, 1960, by Automotive News) 


BUICK — LeSabre — 4-dr. sed., $2,870: 
2-dr. sed., $2,756; 4-dr. hardtop, $2,991; 
2-dr, hardtop, $2,915; conv., $3,145; 4-dr. 
2-seat stat. wag., $3,386; 4-dr. 3-seat stat. 
wag., $3,493. Invicta—4-dr. sed., $3,357; 
4-dr. er ae $3,515; 2-dr, hardtop, §3,- 
447; -, $3,620; 4-dr. 2-seat stat. wag., 
$3,641; 4-dr. 3-seat. stat. wag., $3,945. 
Electra—4-dr. sed., $3,856; 4-dr. hardtop, 
$3,963; 2-dr. hardtop, $3,818. Electra 225 
—4-dr. hardtop (flat roof or sloping roof), 
$4,300; conv., $4,192. (Turbine Drive trans- 
mission standard on Invicta, Electra and 
Electra 225. Power steering and power 
brakes standard on Electra and Electra 
225.) 

CADILLAC—Sixty-Two — 4-dr. hardtop 
(flat roof or sloping roof), $5,080; 2-dr. 
hardtop, $4,892; conv., $5,455; Sedan 
de Ville 4-dr. hardtop (flat roof or sloping 
roof), $5,498; Coupe de Ville 2-dr. hardtop, 
$5,252; Eldorado Seville 2-dr, hardtop, 
$7,401; Eldorado Biarritz conv., $7,401. 

-dr. hardtop, $6,233. Seven- 
ty-Five — 8-pass. sed., $9,533; limousine, 
$9,748. Eldorado Brougham—4-dr. hardtop, 
$13,075. (Hydra-Matic, power steering, 
power brakes standard on all models.) 


CHECKER—Superba — 4-dr. sed., $§2,- 
542.42. (Price does not include dealer prep- 
aration charge.) 

CHEVROLET—(Prices are for six-cylin« 
der models. For V-8s, add $107). Biscayne 
Fleetmaster—4-dr. sed., $2,284; 2-dr. sed., 
eae. Biscayne—4-dr. sed., $2, 316; 2-dr. 

sed., $2,262; utility sed., $2,175. Bel Air— 
4-dr. sed., $2,438; 2-dr, " ged., $2, 384; 4-dr. 
hardtop, $2,554; 2-dr. hardtop, $2,489. Im- 
-dr. sed., $2,590; 4-dr. hardtop, $2,- 
662; 2-dr, hardtop, $2,597; conv., $2,847. 
Station Wagons—2-dr. 2-seat Brookwood, 
cs 4-dr. 2-seat Brookwood, $2,653 
4- 2-seat Parkwood, $2,747; 4-dr. 3-seat 


Reynolds Sees 
Aluminum Boom 
In Cars in’62 


RICHMOND, Va.—The “break- 
through” for aluminum in the auto 
industry will come in 1962, David 
P. Reynolds, executive vice-presi- 
dent of Reynolds Metals Co., told 
his company’s annual meeting. 

He said two more cars are ex- 
pected to adopt aluminum engines 
this fall. The cars reportedly are 
the Buick and Oldsmobile com- 
pacts. Reynolds added that all 
major companies have plans for in- 
creasing their use of aluminum. 

An overall 10-percent increase in 
sales by year-end and new sales 
and profit records in the ’60s were 
forecast by R. 8S. Reynolds jr., pres- 
ident, 

The company’s commercial sales 
increased during the first quarter 
over the same period a year ago, 
although they were 16 percent 
below forecast, he said. He estimat- 
ed first quarter sales at about $106 
million and earnings at approxi- 
mately $6 million. 

“Despite the results of our first 
quarter and indications for business 
in April,” Reynolds said, “our sales 
offices report that orders for May 
are improving. We will not have 
in the second quarter of this year 
the forward buying that took place 
a year ago in anticipation of a 
strike. 

“With a recovery in construction 
and durable goods industries, busi- 
ness should pick up sharply in the 
second half. I look for an overall 
10-percent increase by year-end.” 


ibe 





Syracuse Chief 


Named by Dodge 


DETROIT. — Appointment of 
E. M. Mink as regional sales man- 
ager of Dodge division's Syracuse 
region is announced by A. G. Kirch- 
ner jr.. central 
area sales man- 
ager. Mink suc- 
ceeds John T. De- 
Molet, who has 
resigned as re- 
gional manager 
to become a 
Dodge dealer in 
Charleston, S. C. 

Mink had been 
assistant regional 
manager of the 

E. M. Mink Chicago region 
since 1958. He joined Dodge in 1954 
as a district manager and served 
in that capacity until 1955 when he 
was appointed Chicago regional 
business manager. 





2dr. sed., $2,389; 2-dr. hardtop, $2,461.| 383; 4-dr. hardtop, $2,458; 4-dr. 


Plymouth V-8 (On the following models, a| $2,577; 4-dr.- 2-seat stat. wag., 


$2,260. Belvedere Six—4-dr. sed., $2,439;| wag., $2,687. Custom Six—4-dr.: sed., 


Fury Six—4-dr. sed., $2,575; 4-dr. hard-/| stat. wag., $2,677; 4-dr, 3-seat: stat, 
top, $2,656; 2-dr. hardtop, $2,599. Station | $2,802. Rebel Super V-8—4-dr. sed., $2,- 
Wagon Six—2-dr. 2-seat Deluxe Suburban, | 387; 4-dr. 2-seat stat. wag., $2,681; 
$2,602; 4-dr. 2-seat Deluxe Suburban, $2,-| 3-seat stat. wag., $2,806. Rebel Custom 
668; 4-dr. 2-seat Custom Suburban, $2,761, | V-8 — 4-dr. sed., $2,502; 4-dr, nareeee, 
$2,7 


$2,- 
2-seat 
wag., 


4-dr. 


Kingswood, $2,850; 4-dr, 2-seat Nomad,| 077. Montclair—4-dr. sed., $3,280; 4-dr.| V-8 engine is standard and a six-cylinder|4-dr. 3-seat stat. wag., $2,921. habasen 


$2,889. Corvette—hardtop cpe. or conv.| hardtop, $3,394; 2-dr. hardtop, $3,331. | engine is not available.—Fury V-8—conv.,|dor Super V-8—4-dr. sed., $2,587; 


4-dr. 


(V-8 standard), $3.872.. Y Park Lane —4-dr. hardtop, $3,858; 2-dr. | $2,967. Station Wagon WV-8—4-dr. 3-seat | 2-seat stat. wag., $2,881; 4-dr. 3-seat stat, 


hardtop, $3,794; conv., $4,018. Station| Custom Suburban, $2,990; 4-dr. 2-seat|wag., $3,006. r Custom 


Vv s— 


‘ea; 6-46, masta Unoee, 2.tn, hist, Wagons—4-dr. 2-seat Commuter, $3,127: Sport Suburban, $3,024; 4-dr, 3-seat Sport| 4-dr. sed., $2,732; 4-dr, hardtop, $2,822; 
3 ’ P, » : . P,| 4-dr. 2-seat Colony Park, $3,837. (Mere-O- | Suburban, $3,134. 4-dr. 2-seat stat. wag., $3,026; 4-dr. 2-seat 


$3,279; conv., $3,623; 4-dr, 2-seat stat.| matic standard 
' a . ° on Montclair and Colony PONTIAC—Catalina—4-dr. .| hardtop stat. waz., $3,116; 4-dr, 
wag., $3,733; 4-dr, 3-seat stat. wag.,|Park. Dual. range Mere-O-Matic, power|2-dr sed $2001, fdr. hardten, Seige; | Stat, wag., $3,151. 


3-seat 


’ . Saratoga—4-dr. - ° ; 4-dr. 
aan $4,007, a ~. Sen, be tes, steering, power brakes standard on Park| 2-dr, hardtop, $2,766; conv., $3,078; 4-dr.| STUDEBAKER—Lark Deluxe Six—4-dr. 
° Lane.) 2-seat stat. wag., $3,099;. 4-dr. 3-seat*stat. | sed., $2,046; 2-dr. sed., $1,976; 2-dr. 2-seat 


New Yorker — 4-dr. sed. 409; 4-dr. 
, OLDSMOBILE—Series 88 .— 4-dr. sed., | W2é-, $3,207. Ventura—4-dr. hardtop, $3,-| stat. wag., $2,366; 4-dr. 2-seat stat, 


hardtop, $4,518; 2-dr. hardtop, ,461; 
Dp, $4 $2,900; 2-dr; sed., $2,835; 4-dr, hardtop, 047; 2-dr. hardtop, $2,971. Star Chief— | $2,441: Lark Deluxe V-8—4-dr. sed., 
4-dr. sed., $3,003; 2-dr. sed., $2,932; 4-dr.| 181; 2-dr. sed., $2,111;  2-dr, 2-seat stat. 


conv., $4,874.50; 4-dr, 2-seat stat, wag., 


wag., 
$2,- 


$5,022; 4-dr, 3-seat stat, wag., $5,130.50, | $3,034; 2-dr. hardtop, $2,956; conv., $3,- 
300-F--2-dr. hardtop, $$,411; conv., $5,-| 284; 4-dr. 2-seat stat, wag., ‘$3,363: 4-dr. | hardtop, $3,136. Bonneville—4-dr. hardtop, | wag., $2,501; 4-dr. 2-seat stat, wag., $2.- 
3-seat stat. wag., $3,471. Super 88—4-dr. | $3,331; 2-dr, hardtop, $3,255; ‘conv., $3,-| 576. Lark’ Regal Six—4-dr. sed., $2,196; 


841. (TorqueFli power steerin wer +9 , . x 
¥~ a ae sed., $3,176; 4-dr. hardtop, $3,402; 2-dr,| 476; 4-dr. 2-seat' stat, wag., $3,530. 2-dr, hardtop, $2,296; conv., $2,621; 


hardtop, $3,325; conv., $3,592; 4-dr, 2-seat| RAMBLER — American Deluxe — 4-dr, | 2-Seat stat. wag., $2,591. Lark Regal V-8 
stat. wag., $3,665; 4-dr. 3-seat stat. wag.,| sed., $1,844; 2-dr. sed., $1,795;.2-dr. 2-seat |—4-4r. sed., $2,331; 2-dr. hardtop, $2,431; 


brakes standard on Saratoga, New Yorker 
and 300-F.) 


COMET —4-dr. sed., $2,053; 2-dr. sed., $3,773. Series 98—4-dr. sed., $3,887; 4-dr: | stat. wag., $2,020. American Super—4-dr. conv., $2,756; 4-dr. 2-seat stat. 


4-dr. 


wag., 


$1,998; 2-dr. 2-seat stat. oa em 4-| hardtop, $4,159; 2-dr, hardtop, $4,083; | sea, “$1°020" S-dr. sed $1,880; 2-dr. | $2,726. Hawk V-8—5-passenger sport cpe., 


dr, 2-seat stat. wag., $2,3 conv., $4,362. (Hydra-Matic, power steer-| 2-seat stat. wag., $2,105. American Custom | $2,650. 


CORVAIR—500 Seikandede. sed., $2,-| ing, power brakes standard on Series 98.) | —4-dr. sed., $2,059; 2-dr. se 
° ’ . -dr. -» $2, ; 2-dr. sed., $2,010; 2-dr. VALIANT — V-100 — 4-dr. sed., $2,053; 
038; cpe., $1,984. 700 Serles—4-dr; sed., PLYMOUTH — (On six-cylinder models, | 2-seat stat. wag., $2,235. Deluxe Six—4-dr. | 4-dr. 2-seat stat. wag., $2,365; eae. Saeed 


$2,103; cpe., $2,049. add $119 for a V-8 engine.) Fleet S ; 
, pecial| sed., $2,098; 4-dr. 2-seat«stat, wag., $2,-| stat. wag., $2,488. V-200—4-dr. sed., 
DeSOTO—Fireflite — 4-dr. sed., $3,017; | Six—4-dr. sed., $2,277; 2-dr. sed., $2,227.|427.. Super Six—4-dr. sed., $2,268;  4-dr.| 130; 4-dr. 2-seat stat. wag., $2,443; 


4-dr. hardtop, $3,167; 2-dr. hardtop, $3,-| Savoy Six—4-dr. sed., $2,310; 2-dr. sed., 2-seat stat. wag., $2,562; 4-dr. 3-seat stat. 3-seat stat: wag.,. $2,566 


$2,- 
4-dr. 








102. Adventurer—4-dr. sed., $3,579; 4-dr. 
hardtop, $3,727; 2-dr. hardtop, $3,663. 
(TorqueFlite standard on Adventurer.) 


Dobar—part~(oar price re fora] New Commercial-Car Registrations, 


cylinder models. For V-8s, add $119). Dart 
Fleet -dr. sed., $2,296; 2-dr. sed., 


Special—4 
$2,245. Dart Seneca—4-dr. sed., ,330; 
zit Sezie, cae, Zea iat ak 17 States for March, 1960-1959 


2-dr, sed., $2,410;. 2-dr, hardtop, $2,488; 
4-dr, 2-seat stat. wag., $2,787; 4-dr. 3-seat 
-* Poly 23 = Dart Phoenix—4-dr. 
sed., , ; 4-dr, hardtop, $2,677; 2-dr. 
hardtop, $2,618; ° conv., $2,868. | ‘Dodge eutocoed < 
atador —4-dr. sed., $2,930;. 4-dr. 

hardtop, $3,075; .2-dr, hardtop, $2,996; | |_State copitals. 


Truck yee by states are 

























































































4-dr, 2- ., $3,239; 4-dr, 3- 
cat: wan beaks. Bedon Pelee Vb en | Aleska ry to [ge ee | a a 
sed., $3,141; 4-dr, hardtop, $3,275; 2-dr. 59) 14} 2 13} a! saa fet lad es One 57 
hardtop, $3,196; conv., $3,416; 4-dr, 2-seat | Colorado *60f. 472 82) 428 | 107) 128) 4) 9 8) 79| + -26| +~=—«1343 
stat. was, $3,506; 4-dr, 3-seat stat, wag., 59) 461 Hii} 355} st} 128) 13) 15 2| 86) 15} 1299 
$3,621. Delaware "60 | 47| I 9 il 12 27| 6| 1 27| 1| (a 
FALCON—4-dr. sed., $1,974; 2-dr. sed., Pte Sammie v4 As “ae Ye ee 23) 6| 17 40| 10 12| 5) . 163 
atin mat en my me" $2,225; 4-| District of Columbia 60) i Ne} a so e ey ae De mers eee” gears 26| 30! 
ape os Sa ey '59| | _105 15} «134 16| 23) 4 2| 2; C331 
a For Ves aya U1IE ) Custom Bee Idaho “60 | 202 4; 1%). 103; #7 3 7, 8 . wt CR eee 
(Fleet)—4-dr. sed., $2,284; 2-dr. sed.,| —— a al ise i cere nh bE cal tis ai Oe 
$2,230. Fairlane—i-dr. sed., $2,311; 2-dr,| Nebraska 60) | 368 6) 28) 311} 84; (125) | 5 10} 40) 26, 1003 
sed., $2,257; business 2-dr., $2,170. Fatr-| —____ se _|___ 532 7 73} 344) Gt] 53} 5| Os aa 13) 65|__—*1280 
lane 500—4-dr. sed., $2,388; 2-dr. sed.,| New Hampshire "60 3 159| . 29; «172 47 1 l 5 92 
$2,334. Galaxie—4-dr. sed., $2,603; 2-dr.) e '59| a 33| 23] 14| 3| Hf =I i| 7 7) “| 105 
et aes heone Spar yyy opel North Carolina *60| 68! 8| 62) 638; ~=«1S5|—Ss48p~S=«s 5 33,55) 49) —=—«1 85S 
a ae Td We-bee |< ‘59 709} «+10 113} 633|_——*149 180} . 47 13) 4|| 23) ~—80|_—«*1:98 
seat Ranch Wagon, $2,586; 4-dr. 2-seat| North Dakota 60) | 165 26| 94| 31 48. | 2 | 2) 7\ 376 
Rasch wie $2,656; 4-dr. 2-seat Country; __ 59 y 177) | 46) 139) 31) 66} | 2 | 7 4| 474 
dan, $2,752; 4-dr. 3-seat Country Sedan, | Pennsylvania 60) 22| - 1074) 13) 477, = «909° 246 S569) ~—Ss15 2 13; +103) +255) +147) ~+«3980 
$2,837; jar. a-seat Country Squire, $2,967. 4 hai 59) 14) 926| —s17|,_—s274|__—s858) ~—s207|~—S—383|' 144 22; 105} +154 ~—«28|=«43232 
bog ain 6 an — hard-| South Carolina ‘@ 336 7 Cs 25 20/4) «6h UO h!hlUlrtlhhlUh!hClUl 
; +» $4,222. 59) | | | 72| 55| 82/ 12| 3} 16) 10 34, 851 
. IMPERIAL—Custom—4-dr. sed., $5,029; | eo ; i _ _— A omen _ 
4-dr. hardtop, $5,029; 2-dr. hardtop,’ $4,.| South Dakota ‘a | 213) | | 84 40/169) 1| 2 | 21| 12| 657 
922.50. Crown — 4-dr. sed., $5,647; 4-dr. | —— |__ tl = Oh ii ae 
hardtop, $5,647; 2-dr, hardtop, $5,403; | Utah 60) | 222| 33) 149| 66 37/ 2 6 17; 6| 538 
conv. + © 713.50. LaBaren—4- ar. sed... $6,- Sd ‘59 | 204 | 1 81 | 176} 67} 42 4 o 5) 13} 18} 617 
-dr. hardtop, §6,318. (TorqueFlite, | Virginia 60) | 532 1} 120) = 369! 96| «157 20) 4 10 136 69| «1514 
power steering, power brakes standard on| eo ee | 349] st} tes} 383]_|_—sta|_—st]_ ts 6] 42|_—38|_—«*1:234 
. West Virginia "60 | 24i| 3 a one ae: mo a! a ee 
¢ JANOOLN—ttmecin—4-te. god. S544; ee 59 | 183} 5 69| oy 94 ‘| 17 5 | 10) 47| ‘0! 633 
253. Premiere-4-dr. ' sed.,’ $5,945: 4-dr. | Wisconsin "60 | oy 3 7 104/302 10 10; 12) 67 78] 1495 
hardtop, - $5,945; 2-dr hardtop, $5,698. ie ar ee) 59 412| 5| 92| 343 97|__-22 17) 15) 3} «59 38} 1302 
Continental—4.dr.. sed., $6,845.30; 4-dr. | Wyoming ‘60 | 198} i: ae ee 4l 44 ! 2| l 23; «30| «478 
pooeee ee. 2-dr. — $6,- ‘59 | 138) | 39 130) 28) 37 7 3 1} 33 5) 421 
.30; conv., $7,056.20; town car, $9,208;| \7 States Reported i "60 26) 5588) 43; 1139, 4489/1295! 2102| ~—«277 63; 252) 9 
ae cee actin oar liken Solin: _To Date for March es 15) 4926) ——«49|—«1249| «4215 | 1122) _1697|_—. 299) —124)——234) 543 508 14978 
Pa ee. 5 models.) "| Year ‘60 204) 47504) 446/-6792| 44699/ 10445) 17704|1977/-328| 2512, 4772| 7185) 144568 
MEROURY—Menterey—4-dr, sed., §2.-| 10 0ete_ a '59 156| 52327| 455] 8363) 41151) 11396) 11686) 2226) ~—*1045)_—2178| +4318} 6415) 141716 





730; 2-dr. sed., $2,631; 4-dr, hardtop, Compiled from official ‘state records. Liability cannot be “assumed for inaccuracies. Report remains property cf R. L. Polk & Co. May not be 


$2,845; 2-dr. hardtop, $2,781, conv., , $3,- copied or sold. 


New Passenger-Car Registrations, 21 States for March, 1960-1959 
























































































































ar registra- | | 
tions as com: AMC | Chrys- | Impe- | De- | Dodge Plym- Sten Ford | Edsel Bee Mer- be FORD | Buick | Cadil- | Chev- Pon- | SM. cae | 
led by RL. | ‘bier | ler | rial | Soto outh |TOTA | cury | TOTAL | lac | rolet ile| tiac TOTAL neous | 
Alaska ‘60 22 5 4) 5 $I 52 74} 72| | | 7; | ~ 9| 7 103 4| 14) 137 10 70 390 
59116 3| 2| ail | 35] sa 5| 7| an 8| ee) oe 10; etl 284 
Colorado "60; 359) 80 i 20) 312; 719) ~—=«#1043 l 25 131) 40; 1239 152; «101; ~—=«t281 224; «260 ~—«-2018 122; 391, 4848 
'59| 317 43) 20) 21) i272 228 434, 1153 47 23 136 | 43591 199| 93} 1248] 228 | 287, 2045 | 119 #2] 4726 
Delaware *60) 55 21 4 12 88; «128; = 253) = 204) 5 13) 6 228; S37 36, —-393| 6; 100) 63). 2 1 17 
. '59| 22| 15} 3 14) 30) «116 178} 274} » 10 30) | 3221 48 | 42 298 | 69 78} 535 24 7 1218 
cerca ew al el el al) ||Still ello 
a | 
! : | 9) 6 44 141 | 
Maryland "60| 719) 143) 22) 87; 718; 1023; +1993; 2299) 21 254) 80; 2654; 352) 190) 3366) 433; 619; 4960); 195; 1057) 11578 
'59| 573) 90! 31 70| 269) 74; 1134) 2193 54 25 215) 2487 3111 186! 2297) ~—48 518} 3793} 217; 902) 9106 
Montana "60; (155) 17) 17 7| +162) + «(32) 335) 455) 5 77) 2) 539) —Ss«*W'9 545,134 121 971 49 176) 2225 
‘59 105} 10 10 8 45 69| 142 471} 34 10 65} | 580} 124) 45| 444 130) 130 873) 57 107} 1864 
Nebraska 0) 242) 39) 6) 20; . 259) 250) 574, 906) 7 79) 21; 1013) —=«*1:333). 88) 1216) 206) 191; 1834) + 42) 189) 3894 
59} __-207/ 43 17 31) «10 297; 498) ~—«133! 26 16 105 | | 1478 156] 99! 1231 268 250! 2004) = 113 292| 4592 
RevHewoaie ar a oe lS] lola] 
3 1 130} 4 4 258 i8 73 624 
New Jersey "60; 1609 529 84 175, 1591) 2216) 4595) 4248; 110 536, 289; 5183} 897; 8ti| S971| 1344) 1569| 10592; 420) 2149) 24548 
‘59 1067 292 89 232 480) 1465 2558 3846 108 147} 454 4555 813) 63! 4173 1195 1350 8162) 453 1936| 18731 
North Carolina ‘a $03 7 10) a] a” 492) 1283] 208 | as 23 199 78| 3246; 409| 167; 2909) 477, + 611;  4573|. 170) 1072| 10BI7 
‘ 4 ; _ 89) | | 3525} 533] —-208|_—2346| ~—457 703} 4447} 184) 1070) 10503 
North Dakota ‘60 59 28 | 2 7| 92; 119/248) 363 4 58) 12; 437) 57, 26| 437, 93) ~-—?| ss O|S—=«éitC|SCS 
‘59| | 2! 3 21) 39} 123) 207} ~—487) 27) 3) 67) | 584] 82) 26| 443) 113 8! 745) 23 49| 1703 
Pennsylvania 0) 1996) +<522).~=~=«77,~=S«aM)~SC23S| ©2592) +5730) = 91 | 77 663 109; 6040/1077; 656; 6958) 1310) 1664) 11665 690, 1771| 27894 
__‘59| __1873|_—379|_—st4]_—34t| —B47|_—*1835| 3516] 5984] 275] 59] 825 | 7243] 1315] 835} 6859] «(1834 «1667! ‘12510 776| _2178| 280% 
South Carolina 60) 218 | 44) 4; 20; 208; 338; 614) 1290} 2| 7% 69| 1437} ~=«180/~—Ss80! ~=—«s453)~—Sst@9| ~—Ss259| =e 72\~—«428|—«4930 
59| 43) 8| 28 73| (235 387} 1194) 344 | 102 & 1341| 264 79! 1043 235| 286) 1907 138) 534) 4515 
South Dakota ‘60i~—=«'3| "eed ae, 95 118; 238) en; St—<—~*™Y 3) "50 12). ss) 7) 2 592 109 4)" 914 29| 87| «1935 
'59| 84 itt 3 3} 23) 77\ 117) 442| 23) | 56 cs 521 ol 391 4 aI 678 37| 61; 1498 
Tennessee ‘0| 655). + -94).~~=«20)~=S*«a|St*i=i«éi| SC ]~SCSOP] «= 2298) | 27 220; «103 MOT I 3289, 624, —«731|—«5297|~—=«*'79|~=SC«SO| = 
'59| 493 61| 26| 48} 198; 500) 833 ase | 107) 50 227 28301 515 174| 2403 to9| 633| 4334 149; «571 | = 
Utah "60; (168 | ai 7 ty [Tea] a a = ra . . 4 554 67 38/494 116 139) 845 43/215) «2101 
59 151 I Of | __ 617 116 49} 508 122 158} 953 41} 232) —«-2185 
Virginia 0; 494s 19) 69 503 824, 1526) 2366 | 30) 239 85} 2720; 322) 167| 2679! 430) +«599| 4197). +~«155|~—=si258| I 
ee ‘s9| 346] ~=—97|_—Ss 22] ~—70|_—siS4], 540] 883] 2387) 75] 46] 270) _2778| _-428| ~—165|_— 2016] 462] = 482} +3553] 178] ~—«1128/ 8866 
West Virginia 60) 206) 46) tt = mt. 661; 759 | 7: 35) 9 168! 80; 1076} 197; 216) 1737) | 
__ 59} (160) 41} 6} — 36] ~— 100}, — 02] 385 7 | __ 47 2} 95] | 943 193] 50} 769} 214) 203 aa in 500| 3328 
Wisconsin 60) 1667; «134 24) 61 764| 744) —«1747|~—=«289T| | 31) 398 100; 3420} 715} = s«-265|«-3697/ =Ss«877|~=S—«923| «= «6477/~=S—««222| +~=—«547| «14080 
Eee, ie Re 14) 85}_— 259) 479] ~— 929] 2833} ey 43} S07 —Ss || 3272) St] 249 4 Bi5|  813| 5281 196| 527) 11359 
Wyoming ‘60|87/ 13) 5 6 51} 105) 180) 198 me ‘| 38 13). 253)—=—=C74] CTC Sg] 26| -108| «1279 
'59| 70) 7| | . 25 48 89 226 Q 25 267! 52| 33/. 219) 77| 69; 450 24 9) 999 
21 States ‘60) 9672| 2025; +«350/ + 688) 8992) 11304) 23559, 29832| my ‘3378 ~—«1102/ «34746; «5508/3194! 38586! ~7227/° -««8625| 63140| 2718; 11430| 14546) 
For March _—'59|_—-7554|_—*(1416| 401/144) 3114] 7835 13910} 30739/ | 636} 3432) | 35900} 5980} 3109) 30555|. 7903} 8117) 55664) 2976| 11129) 17133 
Year "60| 65636, 13828| 3229, 5634) 55129! 72017| 149837| 245385) 4989| —-28492|—«1102| 280168; 44931! 26741! 265987! 57729! 62907! 458295! 1 | 
To Date 59] 50510} 9634) 3164+ 7278) 20679) 55166) 9592! 231172| 249] 5670| 25683] =| 271174) 48498) 27011! 244125| 63827! 60992| 444453] 2275) bond eens 


“Sommiea 7 a ALIAS dike’ conanias Liability cannot be assumed for inaccuracies, Report remains property of R. L. Polk & Co, May not be copied or sold. Corvair included in Chevrolet 


| totals, Falcon in Ford and Valiant in Plymouth. 
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‘Send More Darts,’ Is a Welcome Theme... 





‘Happy Talk’ at Dodge Council 


(Continued from Page 6) 


18 regional winners being big-city 
or small-city. 

Unlike American Motors, another 
pioneer in the dealer-council area, 
Dodge neither restricts the terms 
a man can serve nor takes minutes 
at any sessions. American Motors 
forbids any dealer from serving 
more than two years in five and 
sends every Rambler dealer a copy 
of the minutes of -each council 
meeting. 

“We believe that consistent rep- 
resentation brings experience to the 
semi-annual meetings,” Ouellette 
explained. “A group of 18 Dodge 
dealers who have never served be- 
fore could be lost in the woods of 
organization, if there were no ex- 
perienced members on hand. 

“We have given up the practice 
of keeping minutes. In the first 
place, minutes is a sign of mutual 
distrust—and these meetings are 
designed to promote mutual trust. 
Secondly, we have found that 
dealers feel more freedom to 
speak when no one is sitting there 
taking down every word.” 

After convening today, the Dodge 
Conference will break up into five 
subcommittees. The oft-amended 
charter of the Dodge Conference 
lists the subcommittees as sales and 
merchandising; dealer-factory and 
public relations; service and prod- 
uct development; business manage- 
ment, reporting and accounting, 
and used-car and truck advertising. 

The subcommittee reports and 
recommendations will be hashed 
over Tuesday in a closed (to the 
factory) powwow of the 24-man 
Conference. Recommendations will 
be screened and boiled down for 
presentation Wednesday to the fac- 
tory team, headed by Dodge Gen- 
eral Manager M. C. Patterson. 
Chrysler Corp. will be represented 
by Vice-Presidents Byron J. Nich- 
ols and Charles L. Jacobson. 

It was from the Dodge Confer- 
ence that the division three years 
ago first heard a chorus of appeals 
for a series priced with Chevrolet, 
Ford and Plymouth. This later was 
to become the volcanic Dart, whose 
birth made it possible for Chrysler 
Corp. to solve the sticky problem of 
Plymouth overdealering. 

“The dealers asked for the Dart 
even though they must have re- 
alized it would have posed the 
problem of giving up Plymouth,” 
Ouellette said. “I would say that 
Dodge now has no serious prob- 
lems in dealer relations.” 


The unexpected spurt in the Dart, 
for the time being, at least, has 
sidetracked the absence of a com- 
pact in the Dodge line. The Dodge 
dealers have asked for a compact, 
however, and will get one this fall 
under the probable nameplate 
“Lancer.” 

Dodge no longer is overly con- 
cerned about the estimated 150 
dealers who have refused to sign 
off Plymouth. About half of these 
also handle other Chrysler Corp. 
makes (though not Valiant), and 
most are expected to join in the 
splitup by ’61 model changeover in 
order to qualify for one of the two 
Chrysler Corp. compacts. 

“Like Ivory, we’re 99 44/100 
percent pure,” a Dodge spokes- 
man said. 

Of more immediate concern at 
Dodge is the sluggishness in sales 
of the big Polara-Matador series. 
A spokesman said the big Dodge 
cars had moved up in the spring 
market by as much as 45 percent 
over last year, but inventories of 
Polaras and Matadors are known 
to be ample and their sales weren’t 
helped by a now-denied rumor that 
their demise was in the cards. 


“Dart was such a smash it over- 
shadowed everything else,” a 
spokesman said. “Even we find it 
hard to use the full title, Dodge 
Dart, because of what Dart has 
meant to us this year.” 

Ouellette said dealers have re- 
acted well both to the Dart series 
designation and to Dart’s three sub- 
series names—Pioneer, Phoenix and 
Seneca. Dodge at first chose not 

to hang a Dart nameplate on the 
cars, but yielded under pressure to 
the extent of scripting Dart on 
gloveboxes. 

“Our names stand for something,” 





Ouellette said, “Buick’s LeSabre 
and Invicta don’t.” 

From the Dodge Conference, the 
factory also has drawn unrelenting 


Moore Realigns 
NADA Officials 


WASHINGTON.—James C. 
Moore, executive. vice-president of 
the National Automobile Dealers 
Assn., announced a realignment of 
the association’s headquarters staff. 

Leroy J. Smith has been named 
convention and exhibition manager 
to serve under Walter M. Kiplin- 
ger, executive assistant, who is re- 
assuming the title of director of 
conventions and exhibitions. Smith 
formerly was exhibition manager. 

William C, Hamilton, director of 
membership, has been placed in 
charge of the speakers bureau. 
This post was formerly filled by 
John Binns, who will now devote 
all of his time to business .manage- 
ment services and programs. 


support for sponsorship of the 
Lawrence Welk television show. 
The show is in its sixth year of 
providing Saturday night escape for 
sweet-music lovers, who may or 
may not be-driving Darts or Cus- 
tom Royals. 

Dodge is cutting back its Welk 
sponsorship from 52 weeks to 26 
weeks, on the theory that the pro- 
gram probably has reached its 
audience saturation peak. But 
neither. the division nor its deal- 
ers appear to be ready to risk 
the anguished cries of Welk fans 
in the event the Dodge sponsor- 
ship washes out altogether. 

One all-new entry in the Dodge 
family with the ’61 models will be 
the ad agency of Batten, Barten, 
Durstine & Osborn. BBD&O recent- 
ly took over ‘the Dodge accounts, 
car and truck, from Grant Adver- 
tising and Ross Roy, respectively. 

The Dodge Dealer Advisory Con- 
ference this year will ratify forma- 
tion of an executive committee de- 
signed to exercise the powers of 





Fiat Denies Rumor of Tie 


With Chrysler in U. S. 


NEW YORK.—Fiat Motor Co. 
has said that there is no founda- 
tion for recently published ru- 
mors to the effect that it intends 
to shift to Chrysler the distri- 
bution of Fiat cars in the United 
States. The tieup with Chrysler 
for Canada was based upon con- 
siderations and necessities pecu. 
liar to Canada and having no 
application whatever to this 
country, Fiat said. 

The present system of distribu- 
tion in the U. S., through fran- 
chised Fiat. distributors and deal- 
ers, will continue Fiat said. 
Chrysler distributes for Simca, 
in which Fiat has a 10-percent 
stock interest, in both the U, S. 
and Canada, 





the national when it-is not in ses- 
sion. 

Members of the executive com- 
mittee will include the chairman, 
vice-chairman and recording sec- 
retary of the national committee, 
the chairman of the sales and 
merchandising subcommittee and 





a national committee member ap- 
pointed by the chairman. 

Other elected 1960 delegates, in 
addition to Chairman Lander, who 
is NADA’s Georgia director, are: 


Frank Collord, Waterloo, Ia, 
Iowa’s NADA director ‘and Dodge 
Council vice-chairman; Robert C. 
Popp, East Hartford, Conn.; W. B. 
Scott, Charlotte, N. C.; Adelbert 
Spitzer, Mansfield, O.;.A. H. Berry 
jr., Houston; Frank G. Elliott, Bed- 
ford, O.; Jack Clark, Oklahoma 
City; J. Robert Wegge, Pasadena, 
Calif, 

J. D. Pickslay Cheek, Nash- 
ville; Oscar W. Fode, Jamestown, 
N. D.; John White, Mineola, 
N. ¥.; F. P. B. Thornton, Ard- 
more, Pa.; Harold Walsh, Ever- 
ett, Wash.; John Drew, Sacra- 
mento, Calif.; Arthur Bitzer, 
Salem, IIL, and A. J, LaMastra, 
Buffalo. 

Factory-appointed members are: 
LeRoy J. Fiedler, Blue Island, Il.; 
John H. Button, Kokomo, Ind.; 
Wayne Lovelady, Albuquerque; 
George S. Matick, Detroit; Erle R. 
Kirby, Arlington, Va.; B. F. Pol- 
acek, Kelso, Wash., and H. E. John- 
son, Youngstown, O., and alternate 
who will replace an elected dele- 
gate unable to attend, William E. 
Burgunder, McKees Rocks, Pa. 
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Hagerstown, Indiana 


HEAVY-DUTY OIL RING WITH 


TRI-COIL 
OFFSET SPRING 


solves tough oil control problems— 
and only Perfect Circle has it! 


Exclusive new Perfect Circle tri-coil. spring 
has maximum area of contact with the ring 
all the way around—provides more uniform 
pressure than an ordinary hump-type ex- 
pander. This results in higher cylinder con- 
formability with less friction. 

And, the stainless steel spring is offset in 
a channel next to the ring slots, rather than 
being directly behind them. Ventilation is 
greatly increased, and clogging of the ring and 
spring is reduced to a minimum. 

Heat stability and easy installation are two 
more of the many more outstanding features 
of the new Perfect Circle OS 89. Get complete 
information from your Perfect Circle repre- 


PERFECT “CIRCLE 


PISTON RINGS + PRECISION CASTINGS 
POWER SERVICE PRODUCTS - 


SPEEDOSTAT 
Don Mills, Ontario, Canada 
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Dealer Resents Pressure for Increase. . . 





Inventory Problem Worsening 


By L. H. Houck 
Travelling Correspondent 

OMPACT cars and multi-model 

lines of standard domestic 
makes are introducing new prob- 
lems to profit-making for the re- 
tail auto dealer. 

This is the problem of inventory 
and the problem of making a prop- 
er percentage of profit as gauged 
in most corporate business by the 
ratio of gross profit to gross dol- 
lar value of inventory. 

This is a problem that started 
way back when auto makers 
dropped the three or four body 
styles under its make name to 
add the car models with roman- 
tic names—names such as the 
Fairlane, the Biscayne, the Im- 
pala, the Bonneville, the Electra, 
the Fury and so on for a dozen 
more models, Then add to this 
the so-called compacts and any 
size dealer has an inventory 
problem. 

One medium-sized dealer’s line 


more than 18 cars in the line. He 
told Automotive News that to prop- 
erly stock a sample of each one 
plus a little selling stock would re- 
quire an investment of $100,000 in 
new-car inventory and the need 
for his corporation to make a prof- 
it on an inventory of this size. 


“At the present time we are 


VW Press Chief 


To Turn Dealer 


ENGLEWOOD CLIFFS, N. J.— 
Scott Stewart, public relations man- 
ager of Volkswagen of America, 
Inc., for the past three years, is 
leaving his post to establish a re- 
tail Volkswagen dealership. 

Stewart will continue as public 
relations consultant and special 
projects manager until a replace- 
ment is appointed and his new deal- 
ership is in operation. 


Location of the dealership was 


represents one make but there are! not announced. 














Satisfied customers 
tend to be steady cus- 
tomers. And outstand- 
ingly different, Tri-Ex 
refined WOoOLF’s HEAD 
has proved itself over 
and over again as the 
oil that keeps custom- 


ers satisfied. With WoLF’s HEAD car-owners get 
complete engine protection . . . smoother perform- 


ance... fewer repair bills. . 


. use less oil. 


That’s because WOLF’s HEAD is 100% Pure Pennsyl- 
vania ... Tri-Ex refined three important eztra 
steps for extra life ... extra toughness .. . scienti- 
fically fortified for complete, all round protection. 
WOLF’s HEAD is outstandingly different and it’s a 
difference that makes a difference to your customers 


... and to you. 


Keep customers coming back again and again... 


with WOoLF’s HEAD 
customer loyalty. 


commanding distinctive 


ano .vece 





WOLF'S HEAD OIL REFINING CO., INC, 
OIL CITY, PA. 





showing a fair profit for our opera- 
tion and our gross profit ratio to 
inventory is good,” he told AvtTo- 
Motive News, “but if we doubled 
our inventory, which the factory 
tells us we are honor-bound to do 
in order to properly represent the 
line, then we'll be thrown into the 
loss column at one fell swoop,” this 
Midwest dealer reported. 
+ * * 


“AS A matter of fact we are not 
able to increase our new-car 
inventory to $100,000 as requested 
because our bank and finance com- 
pany support would be lacking, our 
stockholders would resent it and 
our auditors and accounting super- 
visory control can’t justify it. 

“As president and general man- 
ager, I’m not pushing for it either 
because it just isn’t practical, But 
we're being threatened with the 
loss of our franchise by young sal- 
aried and ambitious factory ex- 
perts. 

“Naturally they’re for it, be- 
cause it would represent an al- 
most immediate placing of orders 
for almost $60,000 worth of new 
automobiles. These young men 
would take credit for the sale 
and the factory, adding this to 
similar deals throughout the 
country would then announce 
that their sales were up by a 
huge percent. 

“If we had to take the cars then 
we'd have to start wholesaling and 
selling at reduced prices and if we 
did that we’d get another bunch 
because since we have so many 
lines—three big luxury models, five 
or six middle-class models, 12 
lower priced models, four compact 
models, and three or four semi- 
compact models—and even if we 
had this big stock we'd still be out 
of some colors and body styles. 

a oe ok 

“ees might ask why we 

don’t cut down the lines, We 
didn’t ask for the lines although 
the factory handed us some of 
them by default when other dealers 
in our town folded, and the others 
were developed by our factory to 
expand their line. All these new 
models are fine but we made more 
money when we had three basic 
lines and just a few body models. 

“This thing carries on into the 
parts department, too. We used to 

have at most three basic engines 
for which we stocked parts. Now 
I'd hate to count the engines and 
the variations, more than 20 I'm 
sure, plus two kinds of power 
brakes, now with the compacts 
about four types of transmissions, 
glass and trim for nobody knows 
how many different body styles. 

“To add to this automotive 
Tower of Babel, our manufac- 
turer often brings out two or 
three special models in the mid- 
die of the selling season with 
special trim and special colors. 
This is called a mid-season busi- 
ness stimulator and what it does 
six months later to our parts and 
service department is not print- 
ed in the service manual, 

“Now we can see why we're al- 





aka Carbide 





No Decision on Selling 


Small Dodge in Canada 


WINDSOR, Ont. — Officials of 
Chrysler Corp. of Canada said no 
decision had been reached on 
whether to market the new com- 
pact Dodge in Canada. 

At the corporation’s annual 
meeting in Detroit, Chrysler 
President L. L. Colbert confirmed 
that a compact Dodge will be in- 
troduced in the United States for 
the ’61 model year. 





ways short of parts. We have a 
dollar parts inventory, not obso- 
lete but current, that is so large 
that it is hardly justified by the 
volume and yet we seldom have a 
job and never a wreck job on 
which we don’t have to order parts 
by telephone. We can’t charge all 
these phone calls to the customer, 
either. 

“Now I would like to make this 
point clear. I'm not disgruntled or 
unsuccessful nor do I want to sell 
out. 

“I like my business, in which I 
have spent the best part.of my 
life, and I like my line and I like 
my factory and I get along with 
them fine. 

+ * * 

‘I WOULD like to raise my inven- 

tory to $100,000 because under 
ordinary conditions a larger in- 
ventory almost guarantees a larg- 
er return on the investment. But 
neither I nor my accountants or 
any of the so-called business man- 
agement experts in the field can 
reconcile my potential sales with 
an inventory of this size. 

“Now many people consistently 
promote the idea that to make 
sales you must have a full wagon 
load of merchandise. I agree with 
that in theory because I certainly 
have learned that to achieve any- 
where near maximum sales you 
must have stocks of merchandise 
for quick delivery. 


“We've gone through a lot of 


floor sample ideas but we find | 
it is not practical to sell a car | 
on the showroom floor and then | 


tell the customer that he can’t 
have that one because we have 
to keep a sample, 

“Up to now I’ve kept off the 
subject of inventory turnover. 
When you double the size of your 
inventory without doubling your 
sales, taking it for granted you’re 
doing a reasonably good job, then 
you've reduced your turnover by 
half. Take all these things and 
visualize them on your statement 
for banks and finance companies 
and see what it will do to change 
your net worth. 

“If you’re floor planning $50,000, 
just discuss making it $100,000 
without substantial prospects for 
increased sales and listen to what 
they have to say on the subject. 

* * a 


“BIGHT now we are a sound and 

going business with sales in 
units and gross profits slightly 
above the national average and 
slightly above the zone average. If 


Develops 


Catalytic Exhaust Purifier 


NEW YORK. — Union Carbide 
Corp. said last week it has devel- 
oped a new system for removing 
smog-producing and poisonous 
components from automobile ex- 
haust gases. 

The new system, it said, is the 
result of a research effort begun 
about two years ago. Union Car- 
bide said tests to date indicate that 
conversion of harmful exhaust 
gases by its system meets the re- 
quirements established by the Cali- 





fornia Department of Public 
Health, Its simplicity and com- 
pactness indicate that no major 
modification will be necessary in 
mounting the unit in the auto, the 
firm said. 

Union Carbide said its system 
combines direct combustion with 
catalytic oxidation to burn 80 to 90 
percent of the hydrocarbons and 
carbon monoxide. This is accomp- 
lished by locating the device to 


take maximum advantage of en- 
gine heat and by employing special 
new catalysts which are most ef- 
fective under these _ conditions, 
Union Carbide said. 

Further tests must be made to 
establish the system’s reliability 
over long service periods before it 
will be ready for public use, the 
firm said. 

Union Carbide said it is proceed- 
ing in cooperation with the auto 
industry. The system will be tested 
and evaluated by auto producers 
in their laboratories and under ac- 
tual driving conditions, Union Car- 
bide said. 


$150,000 Fire 
ASHLAND, O.—Damage was es- 
timated at $150,000 in a fire that 
destroyed Lon Fritz Buick-Cadillac 


Garage and a number of autos it 
housed. 








you figure correctly, potential sales 


possibilities are only slightly above 


our sales. 


“One of the troubles is that 
factory representatives don’t fig- 
ure the potential correctly be- 
cause they are adding sales once 
made by dealers in lines we have 
by default who are not now in 
business, The reason they are 
not now in business is because 
they went broke trying to keep 
up an inventory and make sales 
and it doesn’t naturally accrue 
at all that we will make our 
quotas and those old quotas, too. 
“The point I want to bring up 
and a subject on which I would 
like to hear more about in the 
columns of Automotive News is 
that each time a manufacturer 
brings out a new model under a 
new name, the manufacturer 
makes sales of this now item and 
adds to the inventory burden of its 
dealers. 

“If we made money with three 
basic lines, and then we suddenly 
have 18 lines, it often merely 
means that we spread our sales 
thinner. When some of the new 
line additions retail for fewer dol- 
lars, then we make more unit 
sales for less dollar volume and 
less gross profit.” 


Ci Saag 
CARS “SEMINARS 
ae 


Plan now to join the next CARS Rental 
System “Seminar in the Sun” while your 
wife is our guest at the beautiful Ocean 
Manor Hotel! You devote Tuesday, 
Wednesday and Thursday, from 10:00 
until 2:00, to the benefits of leasing, rent- 
ing and financing as practiced by this 
profit-making group of aggressive, fran- 
chised new car dealers—solid business 
sessions that still permit time to join your 
wife and help her enjoy Florida. 


“Seminars in the Sun” are conducted 
weekly in Fort Lauderdale under the joint 
sponsorship of the University of Miami 
and CARS Rental System. While inter- 
national in membership, the small, selec- 
tive classes permit personal attention to 
your individual problems—and show you 
the way to new profits through the only 
leasing group in the nation made up of 
new car dealers. 


Bring your wife as our guest, and join the 
hundreds of CARS Rental System mem- 
bers enjoying new, more profitable volume 
through their exclusive franchise with the 
“Lease Leaders of the World”’. 
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Chrysler, $10.9; S-P, $2.8... 


$324 Million Earnings 
A Record for GM 


(Continued from Page 1) 


or 34 percent more than the sales 
of $691 million for the same period 
last year. 

First quarter earnings were 
$10.9 million, compared with 
earnings of $15.2 million for the 
first three months of 1959, 

In the fourth quarter of last 
year, Chrysler showed a loss of 
$29.4 million on sales of $678.7 mil- 
lion. 

Passenger car and truck sales in 
the first quarter totalled 363,807 
units, including 9,727 Simca cars 
and trucks. This compares with 
233,185 cars and trucks, including 
15,071 Simca units, sold in the like 
period a year ago. 

* * * 

7 report to shareholders noted 

that “retail sales of new cars 
by our dealers in the first quarter 
of this year were 15.4 percent of 
all domestic retail sales of new 
cars made in the United States, 
compared with 11 percent for the 


Obituaries 


Walter G. Alderson; 


Texas Cadillac Dealer 


LUBBOCK, Tex.—Walter G. Al- 
derson, founder of Alderson Cadil- 





lac Co, and a past-president of the 


Texas Automotive Dealerg Assn., 
died here April 8. 


Mr, Alderson had retired from 
active management of the Cadillac 
dealership several years ago. Two 
of his three surviving sons operate 
the deal. Prior to forming Alder- 
son Cadillac, Mr, Alderson for 
many years was general manager 
and partner in Kuykendall Chev- 


rolet Co. 
* ok * 


George E, Brown 
ASHEVILLE, N. C.—George E, Brown, 
79, one of the pioneer automobile dealers 
in Asheville and the second president of 
the Asheville Automobile Dealers Assn., 
died April 23, 
4 * * 


F. Marion Hightower 
MARSHALL, Tex, — F, Marion High- 
tower, who managed Hawley Motor Co. 
for 20 years, died April 16, He was 75. 
mn * * 


Harold D, Tompkins 
BOSTON.—Harold D, Tompkins, vice- 
president of Firestone Tire & Rubber Co., 
died here April 18. He was 67 and had 
been with Firestone since 1919, 
* * 


Henry Thémas Earnheart 
FRIENDSHIP, Tenn, — Henry Thomas 
Earnheart, 75, a retired auto dealer, died 
April 22. He had owned Friendship Tele- 
phone Exchange 35 years and managed 
large farming interests in Crockett County. 
ow * * 


James H. Batten Jr. 
MINNEAPOLIS.—James H, Batten jr., 
41, manager of Imported Auto Parts, Inc., 
died April 20, 
* * * 


Bonnie Harrison 
CUERO, Tex.—Bonnie Harrison, 51, an 
auto dealer, died April 14 following a 
heart attack, 
4 * * 


Ernest Martin Young 
ATLANTA.—Ernest Martin Young, At- 
lanta district manager for Mack Trucks, 
Inc., died April 17, He had been with 


Mack 35 years. 
* * * 


Leo W. Kirsch 
DECATUR, Ind.—Leo W, Kirsch, 55, 
postmaster here since 1940 and an auto 
dealer for many years, died April 14 fol- 
lowing a heart attack, 
* * * 


Roy L. Miles 


SAGINAW, Mich.—Roy L. Miles, 62, 
owner of Miles Auto Parts Co., died 
April 13. 

* * * 
Ralph Q. McLaughlin 
WICHITA.—Raiph Q. McLaughlin, 72, 


former operator of Ford dealerships in 
Clearwater and Mount Hope, Kans., died 


here recently, 
* * 


Frank Dickson 
PITTSBURGH.—Frank Dickson, retired 
Rolls-Royce dealer here, died April 18. 
ae * * 


Walter A, Ziebell 
MILWAUKEE.—wWalter A. Ziebell, 44, 
owner of Ziebell Ford, died April 17, He 
had been with other dealerships before 
opening his own outlet four years ago. 
* * * 


William H, Krueger 
MILWAUKEE.—William H. Krueger, 92, 
an auto dealer from 1910 until 1929, died 
April 16 of a heart ailment. 
* * * 


Agee Ball 
DeQUEEN, Ark.—Agee Ball, 47, owner 
and manager of Agee Ball Chevrolet Co. 
here and A & B Chevrolet Co., Ashdown, 
died unexpectedly April 22 at Ashdown. 





same period last year and 13 per- 
cent for the 1959 calendar year.” 

“The financial results for the 
first quarter of this year were 
realized despite a definite move in 
new car sales to the lower-price 
sector of the market and despite 

substantial expenditures for steel 
at premium prices required to keep 
our plants operating and maintain 
production schedules in the quar- 
ter,” Chairman L, L. Colbert re- 
ported. 

The company’s working capital 
and cash positions improved in 
the first three months of this 
year, the report said, Cash and 
short-term marketable securities 
were $257 million as of March 31, 
as against $194 million on Dec. 
31. Working capital totalled $321 
million, compared with $275 mil- 
lion at Dec, 31. 

Capital expenditures for im- 
provements and additions to land, 
buildings, machinery and equip- 
ment were $9 million in the first 
quarter of 1960 as against $13 mil- 
lion in the like 1959 period. De- 
preciation charges were $19 mil- 
lion, approximately the same as for 
the first three months of 1959. 

Colbert said the company’s de- 
fense sales in the first quarter 
amounted to $61 million, or about 
7 percent of total sales, compared 
with $85 million, or 12 percent of 
the company’s business for the first 
three months of 1959.” 

* * & 


Studebaker-Packard 


OUTH BEND.— Studebaker- 

Packard management told 
stockholders attending the annual 
meeting here last week that first- 
quarter sales and profits were both 
well below the totals reported for 
the first and fourth quarters of last 
year. 

President Harold E. Churchill 
said the company’s first-quarter 
earnings were a “respectable” $2,- 
801,639, compared to $7,754,991 in 
the first quarter of last year and 
$5,800,000 in the last quarter of 
1959. 

Sales for the first quarter totalled 
$90,944,652, down from the $115,- 
455,806 in the like quarter of last 
year and the $102,500,000 in the last 
quarter of 1959. 

Churchill said the first-quarter 
profit report “must be examined in 
light of the more expensive selling 
and advertising costs required to 
meet intensified competition in the 
compact-car field and as well as 
the late launching of Hawk and 
truck production because of the 
steel strike.” 

* * * 

E SAID that the Lark is demon- 

strating its ability to meet the 

intensified competition and still 
produce a profit for the company. 
Both the Champ truck and the 
Hawk are now selling well, he 
added. 

Churchill said the Mercedes-Benz 
is selling at the rate of 12,000 a 
year and that demand is exceeding 
allocations to this country. 

The S-P president went on to 
predict an upturn in retail sales 

in the second quarter. He said 
sales of Larks and Hawks in the 
first quarter totalled 30,715 with 
model-run sales now in excess of 
71,000 units. 

S-P reported its cash and market- 
able securities amounted to $55,411,- 
675 on March 31 with working cap- 
ital amounting to $78,258,958. On 
Dec. 31, cash and securities totalled 
$62,164,009 while working capital 
was $73,659,101. 

Churchill said that “substantial” 
styling and engineering refinements 
would be made in the 1961 cars. He 
declined to predict whether S-P 
would finish 1960 in the black 

An S-P spokesman said that a 
major acquisition was imminent. He 
declined to give details except to 
say that the firm to be acquired 
would be larger than the two plas- 


tics companies acquired in 1959. 
* oe * 


General Motors 
EW YORK. — General Motors’ 
sales and payrolls during the 



















first quarter of 1960 were the high- 
est for any quarterly period in GM 
history, Chairman Frederic G. 
Donner and President John F. Gor- 
don disclosed, 

The quarter's profit of $324 
million was the highest for any 
first quarter topping earnings 
in the like quarter of last year 
which amounted to $293 million. 
In the last quarter of last year, 
the profit was $148 million, 

The first-quarter profit exceeded 
the $309 million earned in the first 
quarter of 1955, the year GM’s 
profit for the year topped $1 bil- 
lion, The first quarter of 1955 was 
the best previous first quarter, The 
$352 million earned in the second 
quarter of 1955 is the best profit 
for any quarter on record. 


Other highlights of the quarterly 
report included: 

Net sales for the first quarter of 
1960 were $3,658 million, compared 
with $3,206 million in the corres- 
ponding period of 1959. Fourth 
quarter, 1959, sales were $2,300 mil- 
lion. 

“This reflected an increased de- 
mand for cars and trucks in all 
markets and, in the first part of 
the quarter, a replenishment of 
dealer stocks which had been de- 
pleted in the latter part of 1959 
as a result of the steel strike,” 
Donner and Gordon said. 

Unit sales of cars and trucks 
from GM plants throughout the 
world totalled 1,400,000 in the 
first quarter of 1960, or 24 per- 
cent above sales of 1,131,000 units 
in the first quarter last year. 
Sales of 1,129,000 vehicles pro- 
duced in United States plants 
showed a similar percentage in- 
crease over the 915,000 units sold 
in the first quarter of 1959. 

The number of people employed 
by GM throughout the world in 
the first quarter of 1960 averaged 
621,583, compared with 584,611 in 
the corresponding period of 1959. 
Payrolls in 1960 totalled $934 mil- 
lion, compared with $795 million in 
the first three months of last year. 


L-M Field Men 
Help Dealers 
Move Used Cars 


DEARBORN.—Business and re- 
tail management managers of Lin- 
coln-Mercury Division’s field sales 
organization have been trained to 
become used-car trouble shooters. 

Intensive training clinics on used 
cars were held in Berkley, Calif., 
Detroit and New York for the 21 
district business management and 
36 district retail management man- 
agers. These men now are prepared 
more adequately to consult and ad- 
vise dealers, said George M. Sher- 
riff, manager of the business man- 
agement department of Lincoln- 
Mercury’s general marketing office. 

The new training given the 57 
specialists consisted of used cars; 
instruction in merchandising tech- 
niques; ideas on buying, displaying, 
advertising and sales promotion; 
manpower, and closing the follow- 
up. 

They can go into a dealership 
that is not reaching its potential 
in sales and profits and see what 
can be done to help, Sherriff said. 

“These ‘trouble shooters’ study 
the entire operations of the dealer- 
ship, including new-car merchan- 
dising, parts and service operations, 
management controls, and used-car 
merchandising,” he said. “Then 
they make recommendations to im- 
prove any of these areas that are 
below standard for that type of 
dealership. 

“Our men stay right with the 
dealership long enough to know 
where the troubles are and long 
enough to help the dealer make 
the recommended changes to bring 
his business up to its potential,” 
Sherriff said. 

“By breaking this bottleneck in 
his used car operations the dealer 
can improve his cash position and 
become competitive enough to mer- 
chandise more new Cars.” 


BMW, NSU Adds Outlets 


NEW YORK.— Valley Volks- 
wagen, Inc., Spokane, and Casper 
Motorcycle Sales, Casper, Wyo., 
have been named BMW outlets. 
NSU Prinz has added Westside 
Service Center, Richmond, Ind.; 
Auto Imports, Pomona, Calif.; Set- 
auket Foreign Motor Sales, East 
Setauket, N. Y., and Casper Motor- 
cycle Sales. 
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Toyopet Shoots for Small-Car Sales— 


Toyopet has introduced its new Tiara in the United States, ‘aimed precisely" at the 


market now dominated by Volkswagen and Renault, according to Harold Johnson, 
general manager of Toyota Motor Distributors, Inc. The Tiara is 156 inches long and ° 
weighs 2,200 pounds. Its four-cylinder engine is rated at 75 horsepower. Features 
include torsion-bar suspension in front and cantilever leaf springs combined with 


coils in the rear; linear speedometer; fuel gauge with warning light; nondrag, fivid- 


coupled fan, and a carburetor with a plastic inspection window. 





If It Stands Six Months... 





Tainted Pact Is Binding 


By Francis J. Gawronski 
Staff Writer 


T= United States Supreme 

has 
ruled that a labor contract that 
grew out of illegal events can be 
enforced by legal means if the pact 
goes unchallenged for more than 


Court, by a 7-to-2 vote, 


six months. 


The court held that a Taft-Hart- 
ley Act provision re- 
quiring filing of 
complaints within 
six months of the 

of an 

unfair labor prac- 
tice bars action by the National 

Labor Relations Board against a 

union-shop contract signed illeg- 

ally by a minority union more than 
six months before the complaint, 
although the illegal contract is still 


commission 


being enforced. 


In a case involving Bryan Mfg. 
Co., Reading, Mich., the court ruled 
that the NLRB may move against 
the contract only if the unlawful 


events are repeated, 

The NLRB had interpreted the 
Taft-Hartley provision to mean 
that it could move against con- 
tinued enforcement of an illeg- 
ally signed pact even after the 
six-month period. 


The Bryan contract with the In- 


ternational Assn, of Machinists 
contained a clause requiring Bryan 


workers to join the union in order 
to hold their jobs, or, for new em- 


ployes to join within 45 days. 

At the time this clause went into 
effect, the NLRB held, the Ma- 
chinists Union did not represent 
any Bryan workers, Under board 
policy, it is an unfair labor prac- 


tice for an employer and union to 


enter into a contract containing a 
union security clause if the union 
does not represent a majority of 
workers, 

The NLRB held that continuing 
such an agreement in force ig il- 
legal even if the union, at a later 
date, attains majority status. The 
board contended it had power to 
attack, as a continuing violation, 
the continued enforcement of an 
illegally entered contract, The 
court upset this policy. 

The Bryan contract was not 
challenged until 10 months after it 
was signed, The court’s majority 
opinion declared that to permit the 
NLRB to attack the contract on 
the grounds that it was still being 
enforced “in effect results in re- 
viving a legally defunct unfair 
labor practice.” 

In other action, the court left 
standing a ruling that a state court 
has power to police a labor con- 
tract once it’s in effect, even 
though it has no authority to re- 
view the making of that contract. 

aK am * 


Strikes Close Auto Plants 
ON THE factory front last week, 
one plant of Fisher Body Divi- 
sion, General Motors Corp., was 
closed by a strike, and a threatened 
strike at a second Fisher Body 
plant was averted, A Ford Motor 
Co, plant in Indianapolis also was 
closed by a walkout for three days 















forcing the closedown of assembly 
lines at Lorain, O., and Kansas City. 

The Fleetwood Fisher plant in 
Detroit was shut down when 
4,300 workers from United Auto 
Workers Local 15 struck in a 
dispute over work standards, 

Another 3,500 workers at the 
nearby Cadillac assembly plant 
were idled because of a resulting 
shortage of bodies from the Fleet- 
wood plant. 

Leonard Woodcock, UAW vice- 
president and head of the union’s 
GM department, cited work stand- 
ard grievances in announcing the 
strike was authorized, 

“Some four weeks of negotia- 
tions failed to produce any ‘evi- 
dence of a realistic attitude by the 
company which would lead to set- 
tlement of the unresolved prob- 
lems,” Woodcock said. 

+ + * 
One Strike Averted 


A COMPANY spokesman said 
“steady progress was being 
made toward a settlement when 
the strike began,” and the walk- 
out “could have been avoided if 
the union had been willing to con- 
tinue to negotiate without a 
strike.” 

Another Fisher Body strike at 
a Kansas City plant has idled 
2,200 workers there, and 1,000 at 
a nearby Chevrolet-Corvair as- 
sembly plant, The dispute over 
work loads is in its fifth week. 

A grievance settlement reached 
last week averted a strike planned 
by 1,930 UAW members at a third 
Fisher Body plant in Norwood, O. 

Meanwhile, a strike involving 
1,700 workers at Ford’s Indianapolis 
steering gear plant was settled 
Thursday (April 28). The dispute 
was over production standards, and 
health and safety measures. 

At press time last week, the 
Indianapolis strike had halted 
Falcon and Comet production at 
Lorain, O., and Falcon production 
at Kansas City. The Kansas City 
plant was scheduled to resume out- 
put Saturday (April 29). The Lorain 
plant will return to work today 
(May 2). 


Dodge Names 4 
To Field Posts 


DETROIT.—Dodge has appoint- 
ed four assistant regional man- 
agers, They are: A. William Gor- 
man, Pittsburgh; Paul E, Gies, 
Chicago; James P, Hurley, Syra- 
cuse, and Joseph Muir, Detroit. 

Gorman, who joined Dodge in 
1956, has been Midwest area deal- 
er-management specialist since last 
November, and Gies has served as 
distribution manager of the Phil- 
adelphia region since last Decem- 
ber, 

Hurley, a seven-year Dodge em- 
ploye, was a business-management 
specialist at division headquarters 
before being named to the Syra- 
cuse post, and Muir was distribu- 
tion manager for the St. Louis 
region before being transferred to 
Detroit. He joined Dodge in 1955. 
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Goes to Senate Committee .. . 





Revised Disclosure Bill Advanced 


(Continued from Page 1) 


who was the only Republican co- 
sponsor of the Douglas bill. He is 
believed to have objected on pro- 
cedural grounds, which would in- 
dicate that he thought the bill 
needed more working over before 
going to full committee. 
+. * + 

7 revised version requires sell- 

ers of merchandise on the in- 
stallment plan to list separately: 
(1) percent of finance charges in 
simple interest rate; (2) the dollar 
amount of finance charges; (3) 
downpayment; (4) unpaid balance; 
(5) amount of each payment, and 
(6) the number of payments, 

Meeting federal minimum 
standards would permit states 


‘New Car Week’ 

7 * * 
Finds More Cities 
= - o 
Joining Campaign 

DETROIT. — The emphasis was 
on new cars in Charleston, W. Va., 
last week as dealers launched “Na- 
tional New Car Dealer Week.” It 
was the third straight year in 
which the dealers have joined in 
a spring sales drive. 

The Charleston Gazette, Daily 
Mail and Sunday Gazette-Mail also 
joined with the dealers in promot- 
ing the campaign for the third 
year. 

A Florida vacation for two was 
an added inducement to showroom 
visitors, 

The winner was to be selected in 
a drawing of names left in the 


showrooms of participating dealers. | 7 
These dealers’ newspaper ads car-|— 
ried coupons which the visitor) 


could fill out and deposit in a spe- 
cial box in each showroom. 

The Greater Boston Automobile 
Dealers Assn. concluded its third 
annual promotion, “You Auto Buy 
Now,” over the weekend. 

Demonstration rides were a 
major feature of the weeklong 
campaign, according to Hugo L. 
Separini, association president. 

In Cedar Rapids, Ia:, dealers re- 
ported 42 new cars and 66 used ve- 
hicles were sold on the first two 
days of their drive. Thirteen deal- 
ers took part in the promotion 
with the Cedar Rapids Gazette. 








with their own legislation to han- 
dle credit disclosure themselves. 
However, many states would 
either have to use the federal 
law or to make their own laws 
more stringent. 

The bill, even though unpalatable 
to many because of its insistence on 
translation into simple annual in- 
terest rate, would appear to have 
a good chance of being reported 
out of full committee and coming 
up for a vote in the Senate this 


session. 
* * * 


ENNETT, a former Ford dealer, 

told Automotive News that he 
will fight both in the full Senate 
Banking Committee and on the 
floor, if necessary, to preserve the 
right of the state to regulate con- 
sumer credit disclosures—a matter 
which he said has always been the 
province of the state and should 
continue to be. 

The senator emphasized, as he 
has throughout the hearings, that 
compliance to and enforcement 
of the bill is impossible. 

Utah’s law requires a statement 
of dollar value of finance charges, 


but the Douglas bill would require 


Plant Quits UMS 
For Gulf-Western 


HOUSTON.—Thomas F. Plant 
has resigned as general sales man- 
ager of General Motors’ United 
Motors Service Division to become 
president of Mo- 
tive Parts of 
America, Inc., a 
new _ subsidiary 
of Gulf & West- 
ern Corp. 

He also will be 
a director of 
Gulf & Western 
and chairman of 
the executive 
committee, 

i according to John 
Thomas F. Plant Duncan, Gulf & 
Western president, 

Plant joined GM’s AC Spark 
Plug Division in 1936 and trans- 
ferred to UMS in 1939, He served 
in several sales positions in the 
field and in the home office before 
becoming general sales manager in 
July, 1958. 
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both dollar value and simple annual 
interest rate. 

Douglas is determined to get the 
bill through the Senate this ses- 
sion. 

He knows of the formidable op- 
position on the part of car dealers 
and bankers and feels that he has 
dealt with them very gently. 

* cd ok 

H® WAS aware that accepting 

the statements of the National 
Automobile Dealers Assn., the 
National Independent Automobile 
Dealers Assn, and the American 
Bankers Assn, and not requiring 
them to submit to questioning by 
the committee meant that valuable 
publicity for his side has been lost. 

Even so, he will continue to 
push the bill this session with 
the hope that if it gets through 
the Senate, it will have a good 
chance in the House. 

In the lower chamber, there is 
some sentiment for the bill and, 
as yet, no stated opposition. Rep. 
Wright Patman, Texas Democrat, 
favors it and Senate passage would 
help a lot. 

The American Bankers Assn. 
was scheduled to testify, but de- 
cided not to appear, It is on record 
as opposing the measure, 

The subcommittee staff — under 
some pressure to get tough and 
subpena reluctant witnesses and 
also under pressure to conclude 
hearings—could not say at this 
point whether there would be any 
more testimony. 


Ruling Clarifies 
Tax Status of 
TBE Distributors 


WASHINGTON.—Distributors of 
truck bodies and special truck 
equipment, ahd truck dealers, are 
no longer considered to be manu- 
facturers, according to the Internal 
Revenue Service in announcing a 
modification of Revenue Ruling 59- 
262. 

The Truck Body and Equipment 
Assn. claims the ruling is largely 
a result of additional facts and ar- 
guments presented to IRS by the 
association. 

With a better understanding of 
the marketing methods and manu- 
facturing techniques within the in- 
dustry, a TBEA spokesman said, 
IRS now takes the position that: 

1. A hoist designed for use with 
a highway type dump truck is 
neither exclusively a body part nor 
a chassis part, but is to be con- 
sidered as a taxable “truck” part. 

2. The sale of a body and hoist 
together by a distributor or dealer, 
who has purchased both articles 
separately on a tax-paid basis, does 
not constitute an act of manufac- 
ture. 

3. The manufacturer’s separate 
sale of a hoist designed for use 
with a highway type dump truck 
is taxable at the rate of 8 percent 
Code section 4061(b). 

4. If a body manufacturer sells 
a hoist in combination with a tax- 
able body, he is liable for tax under 
Code section 4061(a) at the rate of 
10 percent on his sale of body and 
hoist. 

Distributors of truck bodies and 
special truck equipment, and truck 
dealers, are no longer required to 
collect and pay a manufacturers 
excise tax if purchases are made 
on a tax-paid basis. 

Prior to modification, Ruling 59- 
262 placed practically all distribu- 
tors of truck bodies and special 
truck equipment, and truck dealers, 
in the category of manufacturers of 
truck bodies and special! truck 
equipment. 


Ford Receives Contract 


For 3,482 Pickups 


DEARBORN. A $4,636,245 De- 
fense Department contract for 
3,482 Ford pickup trucks has been 
awarded to Ford Division by the 
Ordnance Tank Automotive Com- 
mand, Detroit. 

The contract calls for delivery of 
the trucks by this summer, and 
Ford will produce the vehicles in 
assembly plants at San Jose, Calif.; 
Mahwah, N. J.; Kansas City; Lor- 
ain, O.; Atlanta; Norfolk, Va.; Dal- 
las; St. Paul, and Chicago, 
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Pushing New Cars in Grand Rapids— 

Mrs. G. E. Mooney, bookkeeper, Grand Rapids (Mich.) Press, gets an assist from 
Fred R. Ellis, display advertising manager, and representatives from 21 Grand Rapids 
new-car dealerships as she draws the winning coupon to climax the “National New 
Car Dealer Week—Buy Now!" promotion. The winning ticket was worth $1,000 as 


@ down payment on © new car. 


Newberg, Colbert to Share 
Top Posts at Chrysler 


(Continued from Page 1) 


apparently grew out of unrest 
among the stockholders after the 
company showed a loss in both 
1958 and 1959. Stockholder unrest 
resulted in heckling of Chrysler 
management at the 1959 annual 
meeting and even more trouble 
at the 1960 meeting, held April 19. 

Sol A. Dann, Detroit attorney 
who was the chief critic of Chrys- 
ler management at the last two 
annual meetings, charged that an 
attempt was made to deal with him 
before this year’s meeting but that 
he turned it down. 

In regard to the change that 
Chrysler made, Dann commented: 
“They're turning their underwear 
around, putting it on backwards 
and trying to make everyone be- 
lieve they’re putting on a clean 
pair.” 

Last week, two days before the 
directors were to gather for the 
meeting that resulted in the 
change, Time magazine reported 
that the change was coming. Other 
publications gave the story wide 
publicity before the board meeting. 

* * * 


7 change was expected to have 
little effect on Chrysler policies 
because Colbert and Newberg have 
been working as a management 
team since World War II when 
they both were with Dodge Divi- 
sion. 

A native of Oakwood, Tex., Col- 
bert was graduated from the Uni- 
versity of Texas and put himself 
through the Harvard Law School 
with money earned in cotton trad- 
ing. 

He joined Chrysler in 1933 as 

resident attorney. He went to 

Dodge as vice-president in 1935 
and, in 1943, he was named gen- 
eral manager of the Dodge Chi- 

cago plant which turned out 

18,000 engines for B-29 Superfor- 

tresses during World War II. 

Newberg served as chief engineer 
at the plant. 


* * * 


CEsEns rise in Chrysler Corp. |, 


was rapid after the war. He 
was named president of Dodge in 
1945 and became a vice-president 
and a director of the corporation 
in 1949. The next year he became 

Chrysler president. 

Newberg _ joined the company in 
1933 as a graduate student engi- 
neer at Chrysler Institute of En- 
gineering. After working with 
Colbert in Chicago during the 
war, he was named president of 
Airtemp Division in 1947. 

He turned to Dodge as vice-presi- 
dent in 1950 and became division 
president the next year. Newberg 
became a corporation vice-president 
in 1953 and a director in 1954, 


* + * 


i 1956, Newberg was appointed 
group vice-president in charge 
of the automotive divisions and, 
two years later, he was named 
executive vice-president. 

While Newberg has long been 
considered Colbert’s h ei r-appar- 
ent, it was unclear whether he 
was second or third man in the 





corporation before the present 

change. E. C. Row, former presi- 
dent of Chrysler of Canada, is 

near the top with the title of first 
vice-president, 

Colbert is only the third man 
to serve as Chrysler chairman. 
Walter P. Chrysler, founder of the 
company, was the first chairman, a 
post he held until his death in 1940. 
K. T. Keller held the post from 
1940 until he retired in 1956. The 
post has been vacant for the last 
four years. 


NIADA Organizes 


Committee for 
1961 Convention 


WASHINGTON. — First step in 
planning the 1961 convention of the 
National Independent Automobile 
Dealers Assn. has been taken with 
the appointment of a National Con- 
vention Committee. 

Jerry Leeds, Evansville, Ind., 
committee chairman, announced ap- 
pointment of the following mem- 
bers: Mark Durschlag, Cleveland; 
Rem Rogers, Charlotte, N. C.; Jan 
Ross, Columbus, O., and Johnnie 
Geary, Fort Worth. 

Robert J. McKinsey, NIADA ex- 
ecutive vice-president, said other 
appointments would be announced 
later. 

Tentative plans call for the 1961 
convention to be held in Miami 
Beach. 

McKinsey also announced ap- 
pointment of the following commit- 
tee chairmen: Membership—Harold 
Ratcliffe, Philadelphia; Organiza- 
tion of New States—Earl Meyer, 
Everett, Wash.; One Hundred Dol- 
lar Club—Bill Dreiling, Denver, and 
Legislative—Bob Ingram, Birming- 
ham, Ala, 

Meyer is NIADA secretary and 
Ratcliffe, Dreiling and Ingram are 
NIADA vice-presidents. 


25-Year Pin for Baldwin— 


Walter D. Baldwin, left, vice-president 
in charge of the automotive sales depart- 
ment, United States Rubber Co., is con- 
gratulated upon completing 25 years of 
service by H. E. Humphreys jr., chairman. 
Baldwin received his 25-year service pin 
in a@ brief ceremony in Humphrey's execu- 
tive offices in New York. 











AUTOMOTIVE NEWS, MAY 2, 1960 


65 





Car, Truck Output Estimates 


By Automotive News 


PASSENGER CARS 
(U, 8. PRODUCTION ONLY) 











Week Week dan. 1 den. 1 
Ended Same Ended Total To 
April 30, Week, April23, Output, May 2, Apri 30, 
1960 1959* 1 April 1959* 

AMERICAN MOTORS 
Rambler’ ............0000....50.. 11,500 8,923 11,309 46,910 143,579 179,569 
CHECKER MOTORS 225 129 168 820 1,948 2,577 
CHRYSLER CORP 23,560 20,613 22,311 89,152 281,808 407,887 
Obrysber oe... 1,400 §= 1,933 = «1,358 «= «45847 28,502 =. 33,387 
SEED: “wecusvvcttisensessinedie 260 1,275 252 946 21,535 13,715 
BPG... ditchuitacesevvieespeiientos 10,100 4,531 9,874 36,929 64,727 148,264 
Imperial  ...............00s0000 400 a 847 8,500 6,709 
Plymouth Tota] .......... 11,400 12,344 10,827 44,583 158,544 205,812 
Plymouth. .................. 4,300 12,344 4,653 18,658 158,544 108,301 
WD. csccrereescecceveceses GOO serirccem 6174 26,925 ............... 97,511 
FORD MOTOR** 34,030 36,934 148,591 635,752 687,677 
Ford Division ............ 28,600 32,282 25,677 117,786 547,883 576,773 
SF CEREIOER ~. \-vecttscnviaceewvveiss re Sensei TLE SUBIR viccccsces 173,466 
Ford (Standard) 16,812 30,864 12,280 61,857 522,557 371,981 
Thunderbird. ............ 2,250 1,418 2,223 8,595 25,326 31,326 
L-M Division .............. 5,430 3,921 8,276 30,805 69,961 110,904 
MINIT, .costonsecsnessneseenes De. » imiade 5,064 EGE. \oxsunaaes 34,696 
icone salaapiaisiepestevieiee 250 626 264 1,314 12,015 8,848 
EG cecictsvizses i000 3,000 3,295 2,948 12,329 57,946 67,360 
GENERAL L) MOTORS | . 66,003 48,492 74,652 287,735 1,080,199 1,264,860 
EE © Sésesdsshusionssesdteceions 4,510 2,329 5,290 21,719 106,599 110,837 
ND hdincteciiersicnsciceis 199 3,396 3,389 11,019 61,661 61,149 
Chevrolet Division .... 45,400 32,003 46,731 179,249 599,955 773,688 
CHUBUEEE sacereiasceceseessvvs | ee 5,764 19,457 i=... 113,337 
Chevrolet (Stand.).. 39,900 32,003 40,967 159,792 599,955 660,351 
Oldsmobile _.................. 6,900 5,235 8,052 32,501 153,319 148,147 
PD © ceisecsctnsilenseomane 8,994 5,529 11,190 43,247 158,665 171,039 

S-P CORP. 

Studebaker .................. 2,668 3,097 2,661 10,624 65,532 45,259 
Total Cars, U. S.**....137,986 118,188 145,054 583,832 2,208,818 2,587,829 


*Revised. 
**Totals for 1959 include Edsel production. 


COMMERCIAL CARS 
(U, 8S. PRODUCTION ONLY) 





























Week Week dan.1 Jan. 1 
Ended Same Ended Total To To 
April 30, Week, April 23, Output, May 2, April 30, 
1960 1959* 1960* April 1959* 1960 
CHEVROLET ................. 8,500 8,578 8,748 36,432 140,978 172,635 
DIAMOND T .................. 60 126 66 242 2,331 1,050 
SIIIIEE.  Sictconahtasecensschtesannies 100 101 80 375 1,144 1,471 
SEED» dehdsscibcsdeintanievssdoth 1,600 1,690 1,317 6,159 30,278 29,105 
le Tai dundee 6,904 6,936 7,183 30,269 115,374 134,005 
RE eet eid a Ca 1,985 1,960 1,963 8,358 31,498 40,534 
ee a 2,525 3,243 2,350 10,640 48,306 47,609 
Silt id acieciaisciessiche 340 335 341 1,312 6,037 4,926 
—— Man ac 606 189 503 2,427 5,340 5,249 
MII Sica vexctasiecnostbaauget 410 399 421 1,752 6,607 6,695 
TED. Sec ecssdicchems dressed 2,550 2,147 2,859 12,253 40,555 45,520 
MISCELLANEOUS ...... 85 82 85 350 1,383 1,567 
Total Trucks, U. S..... 25,665 25,786 25,916 110,569 429,831 490,366 
Total Cars, Trucks, 
Ota ease 163,651 143,974 170,970 694,401 2,638,649 3,078,195 
Total Cars, Trucks, 
siidichisbeatpiehdiaieine 11,191 10,512 10,845 42,174 159,987 167,057 
Grand Total, 
Cars and Trucks, 


U. S, and Canada....174,842 154,486 181,815 


*Revised. 


736,575 2,798,636 3,245,252 


Profit Outlook Is Good, 
Alabama Dealers Told 


(Continued from Page 3) 


largest registration for any in 
association history, numbering 
some 400 dealers, wives and 
guests. 

A. C. Freeman, Dothan (Ala.) 
dealer and civic leader, was hon- 
ored by being named “Mr. Ala- 
bama Automobile Dealer of 1960.” 
Announcement of his selection was 
made at the annual banquet of the 
convention. 

Freeman was selected by a jury 
of awards composed of John L. 
Goodwyn, Montgomery, associate 
justice, Alabama Supreme Court; 
R. C. Bamberg, state commissioner 
of agriculture and industries, and 
Jack W. Warner, Tuscaloosa, pres- 
ident, Gulf State Paper Corp. and 
president of the State Chamber of 
Commerce. 

The “Mr. Dealer” award is for 
“outstanding and exceptional serv- 
ice rendered to his industry, his 
state and his nation.” 

Freeman is president of Robert 
Malone Motors, Inc, (Dodge), and 
has been in the automobile busi- 
ness for 15 years. 

His record of industry service, 
past and present, includes presi- 
dency of the Dothan Automobile 
Dealers Assn. and the Automo- 
bile Dealers Assn, of Alabama. 

In other fields his record in- 
cludes leadership in the Dothan 

Chamber of Commerce, presidency 
of the Alabama Polled Hereford 
Assn., chairmanship of the Houston 
County Fat Stock Show, presi- 
dency of the Houston County Cat- 


tlemen’s Assn., directorship in the 
Dothan Sales Executives Club, 
chairmanship of the American Red 
Cross,.and Sunday school class 
presidency in the First Baptist 
Church. 


Records Claimed 
For International 
Automobile Show 


NEW YORK.—Sales and attend- 
ance records were smashed at the 
International Automobile Show 
which closed a nine-day run at 
New York’s Coliseum April 24, ac- 
cording to Charles Snitow, show 
president. 

Snitow said attendance totalled 
287,000, an increase of 13.4 percent 
over the previous high, registered 
last year. 

Although final sales figures have 
not yet been compiled, he said, a 
sampling of exhibitors indicated 
that sales of cars at the show at 


retail prices reached an alltime 
high, topping 1959’s total of $40 
million. 


“The compact cars of the United 
States, all of which were on display 
at the show, had a terrific impact 
upon the viewers,” Snitow said. 





“Interest in foreign cars, however, 
continues unabated, proving 
groundless the fears expressed in 
some circles that the imported-car 
market was on the decline.” 


137,986 Cars Produced . . 


Output Cut 4.9 Pet. 
As Strikes Halt Parts 


(Continued from Page 1) 


City lines were scheduled to re- | due to a strike at the Fisher Body 
turn to operation Saturday. The | plant in that city, 


San Jose (Calif.) and Metuchen 
(N. J.) lines also worked Satur- 
day. The Lorain plant will re- 
sume Falcon and Comet produc- 

tion today (May 2). 

The closedown chopped Falcon 
output from 11,174 assemblies the 
previous week to an estimated 
9,538 cars last week. The closing of 
the lines at Lorain clipped Comet 
output from a record 5,064 units 
a week earlier to an _ estimated 
2,180 units last week, 

Among the other compacts, Val- 
iant jumped its output from 6,174 
units a week earlier to an estimat- 
ed 6,600 assemblies last week; 
Lark was up from 2,441 to 2,448, 
and Corvair was off from 5,764 to 
5,500. 

Chevrolet’s Corvair lines at Kan- 
sas City were still down last week 


* 


RODUCTION of standard-sized 

cars declined from 103,128 as- 
semblies a week earlier to an esti- 
mated 100,220 units last week ag a 
result of the shutdown at Cadillac 
and the inventory adjustments at 
the six B-O-P plants. 


B-O-P plants in Kansas City, 
and Atlanta worked only three 
days; Arlington (Tex.), the Lin- 
den (N. J.) and South Gate 
(Calif.) lines worked four days, 
and the Wilmington (Del.) plant 
worked 4% days. This week Ar- 
lington and Atlanta will work 
three days; Wilmington will 
work four days; Linden, 4%; 
Kansas City, five, and South 
Gate will be down all week, 


put from 11,190 assemblies a week 
earlier to an estimated 8,994 cars 
last week. Oldsmobile fell from 
8,052 to 6,900, and Buick from 5,290 
to 4,510, 

Cadillac turned out only 199 cars 
last week as a strike at the Fisher 
Body. Fleetwood . plant in. Detroit 
forced a halt to assembly opera- 
tions Monday afternoon (April 25). 

Among the other makers, Chev- 
rolet, with six plants working six 
days, turned out an estimated 
39,900 standard-sized cars last 
week, compared with 40,967 assem- 
blies a week earlier. The standard 
Ford upped its output from 12,280 
units a week earlier to an esti- 
mated 16,812. 


* * * 


ene eee output held 
close to the previous week's 
level, declining only from 25,916 to 
25,665 assemblies. 

Truck output for April was es- 
timated at 110,569 units, a decid- 
ed drop from the 129,454 units 
turned out in March. 

Canadian manufacturers turned 
out an estimated 11,191 cars and 
trucks last week, compared with 
10,845 vehicles produced a week 
earlier, and 10,512 units rolled 


The decline in operations at the|from assembly lines during the 
B-O-P units dropped Pontiac out-| comparable week a year ago. 


New-Car Inventories Keep Mounting 


(Continued from Page 1) 


created the inventory excess, par- 
ticularly among Chevrolet shops. 

“Some dealers have carelessly or 
deliberately overordered from the 
factory to create a distress mer- 
chandise situation,” he added 

A Los Angeles dealer reported 
spending $4,000 in March as in- 
terest on his floor-plan account. 
He pointed out that flooring fees 
have spurted to 6 and 6% percent 
in the last four years, with profits 
still at 1956 levels. Generally, no 
severe shortage of floor-planning 
was reported except in isolated 
cases where dealers used alien 
sources to place their retail paper. 


Akron dealers reported that 
month-end inventories were in line 
with the stepped-up selling rate, 
although stocks were too high in 
the tag days of winter. Stocks 
would be out of line were the May- 
June period not beginning, several 


agreed. 
* ok ea 


Cleanup Shortages? 
SUBURBAN volume dealer on 
the West Coast, predicting ex- 

tensive factory cutbacks soon, said 

he would load up to the hilt this 
month to forestall shortages during 
the cleanup season. 

Dealer inventories range from 45 
days to 90 days in Miami, where 
a huge sales promotion called the 
MADA-Gras will be staged this 
month. Don Allen’s Miami Chevro- 
let said delayed deliveries due to 
the steel strike backed up stock- 
piles somewhat, but the mix is bal- 
ancing out now and record sales 
are in line with the factory’s pro- 
duction spate on standard series. 

A sign that Miami stocks are 
above-average, if not surplus, was 
evidenced in the fact that banks 
and finance companies are getting 
a bit squeamish about floor-plan- 
ning, especially for smaller- 
volume dealers, domestic and im- 
ported, 

The inventory situation in Chi- 
cago was well under control, al- 
though dealers stressed they were 
keeping it that way by ordering 
“what the customers want, not 
what the zone men want.” This re- 
mark primarily meant sixes in 
standard series and lowest-priced 
models of mediums. 

+ * ” 
DODGE-VALIANT-DE SOTO- 
PLYMOUTH dealer in the 

Windy City said the Dart’s success 

has kept customers waiting a 

month or six weeks for special- 

order cars. He said the factory was 
trying to be helpful on the Dart 
problem, although sixes are far out- 
selling eights. He said Dart Sen- 
ecas, both automatic and standard 
shift, are showing signs of softness. 

A Chrysler-Im perial-Plymouth 
dealer in Chicago reported his 40- 
day inventory was not out of line 
for springtime. Other Chicago 
dealer reports: 

Chevrolet—45-day supply, order- 


ing extra cars constantly, April 
sales of 160 units compare to 135 
in same 1959 month, no loading 
(“I tell them what I want and they 
deliver.”) 

Ford—New dealership on south 
side sold 70 Fords and Falcons 
in March, to 110 last 
month, including 25 Falcons. 
Short of Falcons and T-Birds, 
expects more Falcons as Comet 
parts “grab” eases off. 
Plymouth-Valiant—Compact sell- 

ing well in line with inventories. 
Plymouth sales have lagged, but 
move under pressure. 

* * * 


Plymouth Comeback 


DETROIT Plymouth-Valiant 
dealer said the compact had 
outsold its sister make 5 to 1 until 
April, when the Economy Run 
boosted Plymouth to a 1 to 1 ratio. 

“Chrysler ought to advertise the 
hell out of the Economy Run and 
keep Plymouth moving,” he said. 

Dallas dealers were confident 
they could bring any inventory 
excesses under control before 
cleanup. 

One Chrysler Corp, dealer in 
Dallas (who pays the factory cash) 
said his only complaint was the 
five-week to six-week wait on spe- 
cial orders, Chevy sales turned a 
bit soft last month, but General 
Motors inventories were not as 
heavy as those of Ford and Lin- 
coln-Mercury retailers. 


The only imports reporting doing 


Ford Appoints 


Three in Sales 


DEARBORN. —Three sales ap- 
pointments have been announced 
by M. S. McLaughlin, Ford Divi- 
sion general sales manager. 

Richard A. Godfrey has been ap- 
pointed divisional car marketing 





R. A. Godfrey ©. V. Toussaint 


manager and Charles V, Toussaint, 
former divisional used-car man- 
ager, has been named Kansas City 
district manager, replacing God- 
frey. Godfrey succeeds L, A; Iacoc- 
ca, who was named vehicle mar- 
keting manager. 

Walter S. Walla, assistant Den-. 
ver district manager, has been 
named manager of the business 
management department, succeed- 
ing C, S. Leestma, who was ap- 
pointed executive assistant to the 
Great Lakes regional manager, 


substantial business in Dallas and 
elsewhere in the Automotive News 
survey were Volkswagen and Re- 
nault. VW dealers continued to re- 
port “sold out” inventories, but 
competitors called the reports mis- 
leading in terms of day-to-day de- 
liveries. 
+ * e 
As FOR the rural dealers, the 
pattern was markedly darker. 
The new-car business was taking 
on a distressed-merchandise tinge 
in small-town America, with many 
dealers shouldering inventories 
double normal and trying to move 
them out at $50 over invoice. 
“Model shortages are rare in the 
midlands,” reported Correspondent 
L, #. Houck, “Dealers are pushing 
to sell the stock on hand and in 
little humor to fiddle with special 
orders. 


“Cleanup may be hectic. Some 
dealers are caught with used-car 
inventories too high and on 
books for too much money, with 
washouts certain at levels much 
lower than dealers can stand.” 

A mid-April sales increase lifted 
spirits of New York dealers, who 
felt on the whole that stockpiles 
were in line with the season. Most 
easterners were finding it still dif- 
ficult to sell out of stock, but the 
longest waiting period reported 
was only two weeks. 

East Coast auto rows were com- 
plaining loudest wt tight grosses. 

* * 


Olds Divergence 


r SEATTLE, Oldsmobile dealers 

were calling for more convert- 
ibles and wagons to fil] back or- 
ders. But Luther Coggin Oldsmo- 
bile, Birmingham, Ala., ran _ this 
full-page ad: 

“We must sell 47 new Oldsmo- 
biles by 10 o’clock Saturday night 
or my blood pressure is going to 
blow its top... I'll take my medi- 
cine for 3 days in an allout effort 
to get my blood pressure down ,.. 
47 Big Doses in the form of tre- 
mendous price cuts .. . You know 
this ad in color cost me $1,333 for 
one time in the Birmingham News 
and Post-Herald . . . I guarantee 
you, I wouldn’t spend that kind of 
money if I really didn’t mean 
business...” 

Import dealers were finding it 
increasingly hard to sell against 
the American compacts, Said a 
Buffalonian: 

“People know a lot more about 
foreign cars than they did not 
long ago. They’re a great deal 
more selective, The boat’s begin- 
ning to rock and it’s going to 
rock out a lot of the boys who 
can’t sell and service their for- 
eign cars.” 

A -Chicago dealer who handles 
both an old-line domestic and big- 
name imports commented that the 
import market has narrowed “to 
the showoffs, guys who want to 
impress rather than economize. 
Family men never come in the 
showroom any more.” 
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Ethyl Producing 
Tetramethyl Lead | 


For Gasoline 


BATON ROUGE, La.—Ethyl 
Corp. announced that it is making 
tetramethyl lead at its plant here. 
Tetramethyl lead is an antiknock 
compound for gasoline similar to 
tetraethyl lead. 


Ethyl claimed that its operation 
represents the first commercial pro- 
duction of the compound. 


The announcement followed in- 
troduction of gasoline containing 
tetramethyl lead by Standard Oil 
Co. of California. Ethyl said it is 
supplying that tetramethyl lead. 

Standard of California said it is! 
using tetramethyl lead under the} 
trademark Methyl. 

Ethyl said TML and TEL work 
in the same way but that TML is 
more volatile and reacts at a 
slower rate during combustions. | 

B. B. Turner, Ethy1 president, 
said TML has been known for many 
years but was not economically 
competitive with TEL because of 
the kinds of fuels and engines in 
use. 

He said there now is renewed in- 
terest in TML because of the 
greatly changed fuel and engine en- 
vironment and the problem of pro- 
viding fuels of adequate antiknock 
value for all cars. 








HELP WANTED 


TRUCK SALESMAN WANTED—Experi- 
enced, aggressive, with ability to organ- 


ize Truck Sales Department for dealer- 


ship handling line of “Big 3,’’ from 
half tons to diesels, in metropolitan 
Detroit area, Unlimited sales potential. 


Dealer now doing large volume truck 
service, Outstanding opportunity, com- 
pensation open, Send resume to Box 
1438, c/o Automotive News, Detroit 7. 


SERVICE MANAGER-—With proven ability 
to organize and supervise Service De- 
partment doing $30,000 or more monthly 
in a multiple dealer city in Florida. 
Chevrolet or GM experience preferred. 
Give a good resume of your experience 





* benefits including paid vacation, 


HELP WANTED 


Parts and Service 
Field 
Representatives 


Immediate openings available for am- 
bitious men with automotive retail or 


factory field background. Must have 





experience with import cars. 


Send complete resume to: 





MERCEDES-BENZ SALES, 
INC. 


STUDEBAKER-PACKARD 
CORP. 


Salaried Personnel Dept. 
635 SOUTH MAIN ST. 
SOUTH BEND, INDIANA 


Qualified applicants will be contacted. 


distributor, Reasonable salary, company 
life in- 
surance and hospitalization, Must head- 
quarter Cincinnati, Send brief resume 
with picture, Interviews in Cincinnati. 


Replies confidential. Box 1373, c/o Auto- 





and background as well as your age in 
letter. Excellent opportunity for qualified 
man with a fast growing dealer in a 
fine city in which to live, Box 1416, 
c/o Automotive News, Detroit 7. 


GENERAL SALES MANAGER—Chevrolet 
dealership with planning potential of 368. 
Fastest growing city in New England. 
Must have triple-A background. Future 
unlimited. Box 1415, c/o Automotive 
News, Detroit 7. 


WANTED—EXPERIENCED SALES MAN- 
AGER for leading distributor imported 
automobiles, to locate in Northwest ter- 
ritory. Inquiries held confidential, Box 
1424, c/o Automotive News, Detroit 7. 


ATTENTION: AUTOMOBILE MEN — 
Closers wanted, Sales and service fol- 
low-up firm has several openings across 
the country, Exclusive territory, repeat 
business leading to high earnings, High 
caliber, draw vs. commission, Box 1447, 
c/o Automotive News, Detroit 7. 


DRIVE YOURSELF MANAGER wanted 
for established Canadian Company which 
is planning an expansion program across 
Canada, Must have experience in daily 
and long term leasing in cars and trucks 
and be able to create and manage a 
sales force, Will have to locate in Can- 
ada and be willing to travel, Complete 
information required in first letter. Box 
1444, c/o Automotive News, Detroit 7. 


motive News, Detroit 7. 


SALES MANAGER and/or general man- 
ager for GM dealership in Texas. If you 
do not have a proven record in today’s 
market, do not apply. Wonderful oppor- 
tunity for right man, Send full resume 
and picture. All replies confidential, Box 
1426, c/o Automotive News, Detroit 7. 





SALES MANAGER 
PART OWNER 


Buick Dealer—Connecticut near New York 
Manhattan — Satisfactory association will 
offer opportunity to buy-in—Give resume 
of background and experience. All replies 
confidential. Box 1435, 
News, Detroit 7. 


c/o Automotive 





NEW CAR SALES MANAGER to handle 
a competent, hard-hitting ten man new 
car force. Retailed 1,600 units in 1959. 
New, modern facilities in a suburb of 
metropolitan St. Louis. We are presently 
leading our area in sales and profits. 
Present sales manager going into his 
own deal, Salary, bonus and override for 
the right man who can do us an ag- 
gressive job. Contact Tom Costello, Cos- 
tello-Kunze Ford, Inc., 9000 West Floris- 
sant Ave., St. Louis, Missouri. 


HELP WANTED 


MEN WANTED: Are you making over 
$20,000 per year? We want men to 
demonstrate and sell simple device that 
stops shimmy and shake in cars—elimi- 
nates all wheel balancing and most front 
end work. Requires less than 30 minutes 
per car, Instrument costs dealer $159.00 
complete. Write for details to J. Lav- 
inger, B & B Manufacturing Co., Box 
816, Sioux City, Iowa. 


AUTOMOBILE SALES MANAGER 


Pennsylvania's largest Lincoln, Mercury, Comet and English Ford dealership is in 
need of a sales manager. It is most important that he have sufficient experience to 
train and direct a sales organization and that he have proven experience in a sales 
management capacity. However, it is not necessary that he have experience in our 
product lines, 


We are a volume dealer in a major city, but not in the center of town. Our loca- 
tion is modern and on one of the nation's most highly travelled arteries, This dealership 
is ideally located and enjoys excellent floor traffic. Our increased volume of business 
makes it necessary to expand our sales force and give the best management available. 
To this qualified person, a most attractive salary and bonus is available. This position 
in our company can earn you in excess of $20,000 annually. 


Send complete resume to: 
BOX 1448, c/o AUTOMOTIVE NEWS, DETROIT 7, MICH. 








IF 
You Need A Gocd 
MERCHANDISER AND 
ORGANIZER 


who has a proven background, with fac- 
tory and dealer references, | am your man. 
| am forty-seven years of age, married, 
three children, good health and like to 
make money for dealership and myself. 
Twenty years’ experience as General Man- 
ager, Sales Manager, Used Car Manager, 
New and Used Car Salesman. 

| want to locate in Western state, prefer 
Arizona or California, will consider other 
locations. Willing to take sales manager 
or any department you are having trouble 
with in large dealership to prove my 


| ability, 


W. M. (Bill) Holman 


P. O. Box 193, Helotes, Texas 
Tel: MYrtle 5-3575 





DISTRICT MANAGER —leading aantiten | eunsiunat. MANAGER — do you need 


strong, reliable management that can 
supervise all phases of a dealership? I 
am qualified to completely manage a 
dealership or will consider being a right 
hand man for you, Box 1439, c/o Auto- 
motive News, Detroit 7. 


WANTED—POSITION IN AUTOMOBILE 


LEASING with a leasing firm or as an 
administrator for a company owned fleet 
or lessee, College graduate, experienced 
in all phases of leasing, Have been em- 
ployed by large national organization. 


Will relocate, References at executive 
level, Box 1440, c/o Automotive News, 
Detroit 7. 


| GENERAL OR GENERAL SALES MAN- 


SERVICE MANAGER: Relocate 


AGER available for large dealership that 
needs top level management to build 
sales force, supervise entire operation— 
from sales to reconditioning, My ability 
and reputation will meet your examina- 
tion, Box 1441, c/o Automotive News, 
Detroit 7. 


ACCOUNTANT—OFFICE MANAGER, age 


30, married, six years’ experience, holder 
of Chrysler accounting proficiency 
award, desires change. South or South- 
east preferred. Box 1427, c/o Automo- 
tive News, Detroit 7. 


AUTOMOBILE LEASE and rental execu- 


tive, eight years’ experience with na- 
tional organization, Familiar with all 
phases of operation, desire change with 
opportunity for advancement. Prefer 
East Coast. Best relations with present 
employer. Box 1431, c/o Automotive 
News, Detroit 7. 


USED CAR MANAGER—Want Colorado 


GM opportunity, College graduate, 35, 
family. Eleven years’ sales management, 
finance and insurance. Profitable record 
1,000 car deal, eight years one location. 
Excellent references, Box 1432, c/o Au- 
tomotive News, Detroit 7. 


East 
Coast Florida. Extensive experience, 
knowledge. Honest, service minded dealer 
—any car. Box 1433, c/o Automotive 
News, Detroit 7. 


DEALERSHIPS AVAILABLE 


EXCELLENT BUILDING 
AND LOCATION 


FOR CHRYSLER PRODUCT 
DEALERSHIP 


None within 25 mile radius. 


Air conditioned showroom, private of- 
fices, parts department. used car lot, 
paint and body shop. 125’ x 565’ lot 


in market center of fast growing area. 
6,350 sq. ft. under roof. 
Price $75,000.00—Terms 


TOWN N' COUNTRY 
REALTY CO. 


1317 RICHMOND ROAD 
WILLIAMSBURG, VIRGINIA 
CA 9-4500 





HANDLING CADILLAC, OLDS, RAM- 
BLER—Central Carolinas, Sales capa- 
bility 60 Olds, 60 Ramblers, 18 Cadil- 
lacs, Farming and industry, In business 
over ten years, selling reason health. 
Only inventories to buy, About $30,000. 
New, modern building. Box 1434, c/o 
Automotive News, Detroit 7. 


DEALERSHIPS AVAILABLE 


AGENCY HANDLING STUDEBAKER 
LARK and Mercedes-Benz — exclusive 
dealer in area over 500,000 population, 
just two hours out of Los Angeles. May 
be had for parts inventory, new car 
inventory, tools and equipment, Will 
keep used cars and accounts receivable. 
Excellent location, well established— 
same location over 25 years, Write Box 
1443, c/o Automotive News, Detroit 7. 





ATTENTION! 
SALES MANAGERS 
USED CAR DEALERS 


Deal handling Ford in Massachusetts 


200 cars or better potential, no accounts 
receivable, no used cars to buy; just parts, 


DEALERSHIPS AVAILABLE 


AGENCY 


HANDLING 
PONTIAC 


equipment and fixtures. Almost new facil- 
ities on attractive lease with option to buy. 
Must be acceptable to factory. Box 1429, 
c/o Automotive News, Detroit 7. 


DEALER WORKING TOO HARD, Must 
slow down, Am not broke—well capital- 
ized. Desire a successful, hard-hitting 
sales manager with $75,000 to invest as 
a partner in a well established Florida 
dealership handling Rambler, Work in 
the sun and enjoy a good income on 400 
units per year. Work harder for 800 units 
per year and really live. This is a real 
opportunity for ‘‘the man with a plan.’’ 
Box 1409, c/o Automotive News, De- 
troit 7. 


DEALERSHIP HANDLING FORD, Lin- 
coln and Mercury in progressive Wyom- 
ing town (population 6,000), Close to 
Yellowstone Park in beautiful mountain 
setting. Hunt, fish and sell Ford prod- 
ucts. Potential 125 new cars. Present lo- 
cation available on lease basis, Total 
dealership population four, trade area 
16,000. Box 1408, c/o Automotive News, 
Detroit 7. 


ESTABLISHED DEALERSHIP handling 
Pontiac and Rambler, Midwest city 10,- 
000. Excellent farm area, Finest sales 
and service building in city, Terms. 
Write: Broker, Box 1392, c/o Automotive 
News, Detroit 7. 


OPPORTUNITY PLUS in VIRGINIA, Well 
established dealership handling Ram- 
bler, the fastest selling compact of them 
all, Modern service, parts and used car 
operations, no used cars or accounts re- 
ceivable to purchase, $35,000 will han- 
die. Box 1410, c/o Automotive News, 
Detroit 7. 


CENTRAL ILLINOIS — Agency handling 
Rambler, 823 new Ramblers in 1959, For 
sale because of illness. Confidential. Box 
1417, c/o Automotive News, Detroit 7. 


DEALERSHIPS WANTED 
GM, FORD, RAMBLER — Midwest. 


Metropolitan Midwest Location 


600 CARS PER YEAR 


$35,000 Will Handle 


No used cars, no accounts receivable. 


MODERN SERVICE FACILITIES 





Must sell immediately because of 
heart attack. 


Box 1404, c/o Automotive News, 
Detroit 7. 





WELL ESTABLISHED DEALERSHIP, 
franchised by Ford Motor Company, sell- 
ing the imported English Ford line cars 
and trucks. Seventh largest dealership in 
the U. 8. A., ultra-modern facilities. Will 
sell at a fair price. Large parts and 


service department, also no problem with Pay 





used cars, they sell as fast as traded. 
Long established and good, fine clientele. 
Located in Delaware Valley, Central New 
Jersey. Reason for selling, health. Write 
Box 1376, c/o Automotive News, De- 
troit 7. 


FLORIDA—Central—handling Buick, Opel. 


Established dealership ten years, Good 
building—Used car lot—ample parking 
area, Potential 100 cars, good service 
absorption—money maker, Factory ap- 
proval, $25,000.00 cash, Assume small 
mortgage, low monthly payments. Inter- 
view arranged, Box 1389, c/o Automo- 
tive News, Detroit 7. 


DEALERSHIP HANDLING PONTIAC in 


central Michigan town, with all-expense 
paying gas _ station. $12,000 required. 
Buy or rent building. Box 1442, c/o Au- 
tomotive News, Detroit 7. 


METROPOLITAN DETROIT 
DEALERSHIP HANDLING RENAULT 


FOR SALE 


Large volume, big profits, low overhead. 
Must sell due to other commitments. 


Box 1430, c/o Automotive News, Detroit 7. 





' 


VERY SUCCESSFUL DEAL handling 
RAMBLER in Wisconsin, Business es- 


tablished over 20 years—Excellent year 


around business in steady income area— 
selling 150-200 new Ramblers and 400 
used cars yearly, Exceptional service and 
parts volume, Will lease or sell good 
building with ample service area, modc- 
ern showroom and large adjoining used 
car lot in excellent location, You can 
step into a highly profitable 
a Hot Line 
and can qualify for factory approval. 


Present owner will agree to stay on to 
help new owner get established, Write 


Box 1391, De- 


troit 7. 


c/o Automotive News, 


OLD ESTABLISHED DEALERSHIP han- 


Buick, GMC, central 
150 sales, rent new, 
shop equipment, Box 
Detroit 7. 


dling Pontiac, 
South, retiring. 
modern building, 
1428, c/o Automotive News, 





WANTED, 


deal with 
if you have some capital 


your price, some blue sky, for profitable 
deal or Cadillac dual, Factory approval. 
Cash, Box 1437, c/o Automotive News, 
Detroit 7. 


BUSINESS OPPORTUNITIES 


INVESTOR with $25,000 to 
$50,000, active or inactive, new credit 
plan for dealers, Phenomenal return on 
investment, Write Box 1445, c/o Auto- 
motive News, Detroit 7. 





GENERATOR 
REBUILDER 


Located Eastern Seaboard, desires con- 
tract work for export, dealer and whole- 
sale distributors. 


Box 1446, c/o Automotive News, Detroit 7. 





MAILING LISTS 


DEALERS MAILING LIST—Ford, Chev- 


rolet, Plymouth, DeSoto, Chrysler, Olds- 
mobile, Pontiac, Buick dealers, Complete 
national list. May, 1960 checked, On 
addressed labels, 35M, $14 per M. Box 
1436, c/o Automotive News, Detroit 7. 


DEALER SERVICES 








MILITARY ACCEPTANCE 


WILL HELP YOU SELL MORE 


MILITARY PERSONNEL 


* Worldwide financing and refinancing up 
to 36 months . . . for officers and non- 
coms of pay grades E5 and above... 
on simplified, non-recourse basis. 


* Cars may be taken overseas without re- 
financing. 


Military Acceptance Corp. 


Dept. D, P. O. Box 2166, 800 Broadway 
San Antonio, Texas—CApitol 5-6756 








DEALERSHIPS AVAILABLE 


DEALERS NOW BEING APPOINTED 


By Foreign Cars Corporation, America's oldest importers for the German Borg- 
ward group economy LLOYD and the new 4-cylinder ARABELLA in the states of: 


FLORIDA 
MISSISSIPPI 


ALABAMA 
LOUISIANA 


For three years we have served as National Parts Depot for LLOYD, carrying 
$150,000 stock of genuine Lloyd parts, serving the entire nation. This insures 


adequate parts supply at all times. 


FOREIGN CARS CORPORATION 
LLOYD — Importers — ARABELLA 


1812 SO. ANDREWS AVE. — JA 2-9942 — FORT LAUDERDALE, FLA. 
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DEALER SERVICES 





1960 Auto Costs! 


Discover how much your competitors’ cars 
really cost. The book, "AUTO COSTS," gives 
you the factory invoice prices of all 1960 
American cars, 25 foreign cars, 4 American 
trucks, and all their equipment. Used by 
dealers and banks nationwide, Order your 
‘60 edition today for only $10—three year 
subscription $18 (including all supplements). 


AUTO COSTS, i 




































BUY THE 
USED CAR 
YOU NEED 
WHEN YOU 

NEED IT 

FROM 


HERTZ 


ncer ee Company, 
berty, N. 








TWO ESSENTIAL SERVICES 


INVENTORY SERVICE 


Parts, accessories and similar goods. 


APPRAISAL SERVICE 


For Buy/Sell A Annual rhe 
greements, 
Reports, Tax, Banking and Insurance 
Write for free 
“Hidden Earning Power" booklet. 


AUTOMOTIVE INVENTORY & APPRAISAL CO. 
10040 Freeland Ave. Detroit 27, Michigan 
WEbster 3-6445 
STARR REY OTRAS TERRE 


MANAGEMENT SERVIC E—If you're 
tired of doing business and losing money, 
check this. We take over complete oper- 
ation of your dealership on contract 
basis. You retain ownership and con- 
trol, but we produce results, increase 
volume and profits. We prefer Chevro- 
let or Ford deals on West Coast now 
selling 300 new cars per year. Our plan 
has factory OK. All replies confidential. 
Write Controlled Management, Inc., 9250 
Wilshire Bivd., Suite 200, Beverly Hills, 
California. 


CARS FOR SALE 


Late- model 
Oey trans io babii miginillis te cars are available 
to used car deal- 


AKRON OHIO 


1959 and 1960 
CHEVROLETS 


Corvairs, Station Wagons, Hardtops, 
2-Doors, 4-Doors, Convertibles. Some 
have less than 3,000 miles. 


1957 and 1958 
CHEVROLETS 


Hardtops, Station Wagons, 2-Doors, 
4-Doors, Convertibles. 


1955 and 1956 
CHEVROLETS 


Station Wagons, Hardtops, 2-Doors, 
4-Doors, Convertibles. 


SOME USED TRUCKS 


ers now. A Hertz office 
near you may have the 
car you’ve been looking 
for! 


Hertz has Chevrolets, 
Pontiacs, Fords, Olds- 
mobiles, Plymouths, 
Buicks, Cadillacs — se- 
dans, hard-tops, wag- 
ons, convertibles — all 
featuring automatic 
transmissions, power 
steering, radios and 
heaters .. . many with 
power brakes. 


Clean, low mileage 1959 
models are now avail- 
able at Hertz offices 
across the country. 


A coast-to-coast leasing corp. 


KAR PLAN Corp. 


400 W. Market St. Akron 3, Ohio 
Call Jack Kerns—JE 5-2121 


For more information 


call your local Hertz 


office or contact: 


: Mr. I. E. Spatig 

_ Hertz Car Leasing Division 

125 N. Wabash, 
Chicago 4, IIl. 


MERCEDES-BENZ 


Dirgct Importers—No Middie Man 


ALL MODELS 1955-1960 


Cars are serviced and cleaned, ready 
for resale. Supply on hand. 


GLOBE AUTOMOTIVE 
IMPORTS, INC. 


CADILLAC 1959 Limousine, air condi- 
tioned, $7,150.00; 1957 Cadillac Limou- 
sine, air conditioned, $3,750.00; 1956 
Cadillac Limousine, brown interior, $2,- 
400.00; 1956 Cadillac 8-passenger sedan, 
$2,500.00; 1955 Cadillac Limousine, $1,- 
850.00; 1954 Cadillac 8-passenger sedan, 
$1,350.00; 1952 Cadillac 8-passenger se- 
dan, $450.00; 1950 Cadillac Limousine, 
$350.00. These cars are black with white 


Box 508, Montgomery, New York 


Telephone: Newburgh, JOhn 1-2248 
Cable: GLOIMP 


wall tires. For further information write 
or wire Box 1418, c/o Automotive News, 
Detroit 7. 









1960 VOLKSWAGENS 
Immediate Delivery 
America's Largest 


e 
TODD TRADING CORP. 
ALL AMERICANIZED 
os 
On Hand at Two Locations: 

1417 HAINES STREET, PHILADELPHIA 26, PA. 
PHONE: WAverly 7-3500 
DARLINGTON, SOUTH CAROLINA 
CLANTON’S AUTO AUCTION 
PHONE: EXpress 3-2861 





1960’s 


Most makes and models — 
‘mileage on most below 4,500. 


1959’s 


Limited number of following: 
Cadillac Sedan de Ville and 
convertibles, Olds Super 88, 
Holiday hardtop with air, 
Ford convertible and wagons. 
Rambler Super 4-door sedan, 
Renault Dauphine Sedan. 


Olin's U. Drive 


2830 N. E. 2nd Avenue 
Miami, Florida 
Gene Brett FRanklin 1-6591 
























AVIS OF TEXAS 


1958-59 Chevrolets, Fords 
and Ramblers 
Best Cars—Lowest Prices 


DON HOUSEWRIGHT 









Dallas Ri 8-701! 





Dallas 


OARS FOR SALE 


ee 


1958-’59-"60 
VOLKSWAGENS 


NEW — USED 
from 


$900 to $1,375 


Delivered by the Oldest 


Exporters of European Cars 


Also MERCEDES - OPELS 
MGS - BENTLEYS - ROLLS- 
ROYCE - CLASSIC CARS 


RUDI ARONS International 


Agencies GmbH. 
Neue Rabenstr. 32 
HAMBURG, GERMANY 
Phone 44 15 21 
Cable addr.: RARONS 





FOR SALE: AMBULANCE and rescue 


wagon, completely equipped with cabi- 
nets, cots, oxygen and many other neces- 
sities. This conversion is on an English 
Ford Thames 800 Estate Wagon. This 
compact ambulance is the answer to 
economy and price, Only $2,980.00 FOB 
Springfield, Ohio. Send for full particu- 
lars. R,. J. States Motors, Inc., 117 E. 
Columbia St., Springfield, Ohio. 





BUY IN MIAMI 
1959 and 1960 Models 


RAMBLERS © CORVAIRS © FALCONS 
FORDS @ CHEVROLETS © BUICKS 


PONTIACS @ CADILLACS 


Hardtops and Convertibles, Low 
Mileage, Clean Cars. Delivery ar- 
ranged. 


Morse Auto Rentals, Inc. 


7726 N. E. Second Ave. Miami 38, Florida 


Plaza 7-2425 








AVIS OF TEXAS 


Cadillac Limousines 
Clean—Fully Equipped—Low Mileage 


Don Housewright 
RI 8-701! 





CARS WANTED 


a 


Foreign Car Dealers!! 
NEW AND USED 


Don't sacrifice your foreign car inventories— 
Call the largest import dealer in the Midwest. 
No stock too small or too large for us to 
handle. Write or call Bernie Gay, 


CONTINENTAL MOTORS OF READING, LTD. 
1701 Reading Road 


Cincinnati 15, Ohio 
VAlley 1-6115 


SL en SEEN ESA CARAT ERAS 
WANTED—ROLLS-ROYCE and BENTLEY 


motor cars—Any year or type—‘‘Largest 
official retailer in U. 8. A.’’ Messrs. 
Schaler & Waters, 2000 North Meridian 


St., Indianapolis 2, Indiana, WA 6-1334. 


PARTS FOR SALE 


LLOYD PARTS for all models LLOYD 


cars and trucks in stock for immediate 
shipment by U. 8.’s oldest authorized 
Lioyd importer. Our three years’ experi- 
ence in maintaining a large Lloyd parts 
depot has enabled us to anticipate the 
needs of your Lloyd customers. If car is 
down, we ship same day, Prices by air- 
mail, For fast, dependable service try 
Foreign Cars Corporation, 1812 So. An- 
Florida. 


drews Ave., Fort Lauderdale, 


JA 2-9942., 


BMW PARTS AND ACCESSORIES for 


Isetta ‘‘300,’’ ‘‘600,’’ ‘‘700.’’ Contact 
your nearest distributor or sole U. 8. 
importer, Fadex Commercial Corp., Na- 
tional Parts Center, 421 East 91st St., 
New York 28, N. Y,. TRafalgar 6-7010. 
General Western Distributor: Earle C. 
Anthony, Inc., 1000 South Hope §&t., 
Los Angeles 15, Calif. RIchmond 9-4044. 


AUTOMOTIVE BULB #1034, price $14.00 


per hundred; 67 bulb $7.00 per hundred; 
57 bulb $5.50 per hundred—packed 10 
to box. Postage prepaid. Acme Sales Co., 
Box 949, Camden 5, New Jersey. 


LLOYD PARTS—complete stock, Prompt 


shipment, Greene County Motors, Cat- 
skill, New York, Phone: 2000. 





TIRES FOR SALE 


High Treads Repaired 
Guaranteed, 5/32-inch depth and better. 


All sizes. 
$4.00 PER TIRE FOB LAKEWOOD 
Minimum 25 tires. 


SERVICE TIRE CO., INC., 
Lakewood, N. J. FOxcroft 3-7403 





| PARTS FOR SALE 








NEED PARTS for a Chevrolet heavy duty 
truck? Try 
Tulsa, $250,000 
controlled. 

CHEVROLET PARTS, antique or classic. 
Louis Chevrolet, Box 51, Thompsonville, 
Connecticut. 

LLOYD PARTS—Orders shipped promptly. 
Al Lloyd Motors, Inc., Fort Lauderdale, 
Florida. Attention: Jim Hope. 


PARTS WANTED 





Fuller-White Chevrolet, 
inventory perpetually 





The NEW and 
SUPERIOR 


BLUE ® CHIP 
TOW-PILOT 


WITH LUBRICATED 
AUTOMATIC BRAKE 
& BRAKE CABLE 
LEADS IN SALES... 
VALUE AND... 
PERFORMANCE 


Dealers’ List Price........ «++. $69.80 
Dealers’ Special Discount 25%. 17.45 


Dealers’ Net with 4 Standard 


lus 2 Large Adapter Clamps. $52.35 
si Federal Grohe tax included 


* 
THE FAMOUS 
MOTO-MATIC 


TOW . GUIDE 


With Universal Swivel 






: 











WANTED 


Automatic Transmission Planetary 
Gear Band Cores 


All types except Borg-Warner and early mod- 
els. Bag or crate and ship—treight Collect. 
Ship in quantities of 100 or more, via truck. 
We will pay 25 cents each for undamaged 
soret,, When shipping describe as "Brake 
arts 










Jones Bonding & Mfg. Co. 
124 East Ten Mile Rd. Hazel Park, Michigan 












a 





SHOP EQUIPMENT FOR SALE 


MUST SELL ONE FRAME MACHINE, 
John Bean, heavy duty, moveable heads. 
Will accommodate cars or trucks, First 
class condition, Will consider reasonable 
offer, Write or call Anderson Oldsmobile, 
Inc., Howard and 25th Sts., Baltimore 
18, Maryland, Tel, HO 7-8800. 


BAER FRONT END ALIGNER, series 









115, includes toe-in and caster-camber Action 

gages in excellent condition, Also in- 

cludes other accessories and set of bend- Four Clamp Hook-Up 

ing and straightening tools, Original cost Dealers’ List Price............- $59.80 







over $800.00, can be purchased for 
$350.00 FOB East End Motors, Brad- 
ford, Pennsylvania. Phone: FO 8-7166. 

ANTIQUE, CLASSIC CARS FOR SALE 


1948 LINCOLN CONTINENTAL convert- 
ible, Cadillac engine, new top, $850 or 
best offer. Security Credit Company, Box 
126, Ardmore, Oklahoma. 

AUCTION SCHOOLS 


LEARN AUCTIONEERING, Nationally 
recognized diploma, Free catalog! Mis- 
souri Auction School, Box 9252P3, Kan- 
sas City, Missouri. 

IDEAS 

WHAT’S YOUR IMAGE QUOTIENT? Let 
us help you build a favorable public 
image, your biggest asset. Write: Ed- 
ward Fiske Co., 2 Depot Plaza, White 
Plains, N. Y. 

MISCELLANEOUS 






Dealers’ Special Discount 25%. 14.95 


Dealers’ Net with 4 Standard 


lus 2 Large Adapter Clamps. $44.85 
. Fed wel Seeloe’ Yon included 


Liberal Quantity Discounts 
To Distributors 
Write for Illustrated Catalog 
Factory Sales Division 
PILOT DISTRIBUTING CO. 


BATTLE CREEK 9, MICH. 


Phone WO. 2-5257 All Depts 
“Leaders in the Industry 
Since 19; 
Canadian Distributors 
Western: 


Five 
(Western) itd. 
525 Main _ 



























The "ORIGINAL BRAKE BAR" 


Automatic BraKinG 


Only Bar Manufactured Today 


WITH THE UNIVERSAL ¢ 45 
“WRIST ACTION" $5] 
Incldg. BRAKE HOOK-UP 
Assures Full Floating Tow 
No Strain on Bumpers or Car 


TowKinG j.ci's', $45°° 
TRAIL 3 Point $3750 


KING Hook-up 
STEEL (Tow Bar) CARRYING 
CASE Sit Wheels & Handles enna 


BROWNIE CARRY-ALL Only 
BAG Mounted ON $13 95 


Rubber-Tired WHEELS 
SAFETY CHAINS, set of 2, only......$2.95 


CLOSING OUT RED ARROW 
PARTS AT 50% DISCOUNT 


WE STOCK ALL MAKES 
TOWING EQUIPMENT and PARTS 
FOR AUTOMOBILES and TRUCKS 


Tow Bar Sales Co. 


Exclusive Factory Distributors 
DE 2-0700 AN 3-888 Nites: BA 1-8717 


Call Collect .$ odco'auers 
40 So. Clinton St., Chicago 6, Ill. 







1,000 BUSINESS CARDS—Raised letters, 
$3.49 P. P, D, Samples available, L-D 





Press, 534 State, Hammond, Indiana, 
















$100.00 REWARD for information leading 
to recovery 1957 Studebaker Silver 
Hawk, #7202019, red, white trim, Ari- 
zona paper plate TRP13128A. Driven by 
man known as Thomas Campbell, white, 
about 30, husky. Call collect: Coe 
Motors, Tucson, Arizona, MAin 3-4338, 











SEE PAGE 53 
for the nation's 
TOP AUTO AUCTIONS 
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“Mr. INTERNATIONAL’ 


puts a promotion into motion 


He’s the Zone Manager, reviewing product sales fea- 
tures with a dealer’s salesman and passing along 
timely tips on successful sales tactics, applicable to 
a current promotion. 

He’s the Zone Parts Supervisor, helping a dealer 
launch a full-scale parts and service promotion with 
advice on planning displays and placing advertising. 

He’s the District Credit Manager, helping a dealer 
work out the details of floor planning additional 
trucks to fill anticipated needs during a sales drive 
on light-duty models. 


‘Best deal in the truck business. . 


“Mr. INTERNATIONAL” is many men, really. But 
whatever the title, his primary job is to help INTER- 
NATIONAL Truck Dealers keep their sales healthy and 
their customers happy. 


This is INTERNATIONAL HARVESTER’S plan of as- 
sistance. If you’re interested in working with an 
organization like this, selling the world’s most com- 
plete line of trucks, an INTERNATIONAL franchise may 
be available to you. Write: Manager of Sales, Motor 
Truck Division, International Harvester Company, 
180 North Michigan Avenue, Chicago 1, Illinois. 





INTERNATION AI, TRUCKS HH. 








